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GIVE CORDAGE SALES 
A DOUBLE LIFT! 


Here’s a double-barreled boost for your fresh and clean. You'll find it worthwhile 
cordage sales. These smart modern counter to order “American Brand’’ Handy Coils 
display packages make impulse sales that and Handy Twines. 

increase your rope and twine volume and 

profit with less selling effort. Boxes come 


Ask your supplier, or write for name of 
to you factory-sealed with the product mill- 


“American” distributor nearest you. 


American Manufacturing Company, Brooklyn 22, N. Y. 


ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 





(70 MIRRO-MATIC Display Stand FREE 


of extra cost when you bu 


Mere 2 
EASE 

$ YO 

ALES AND pro eee 


‘ , DEAL No. 9A12302M 
This beautiful, permanent fixture ef- Dealer Price Retail* 


fectively displays MIRRO-MATIC 1-8M Permanent Display Fixture ($20.00 value !) FREE 
Ee Se ane ey coum 6-394M 4-gt. MIRRO-MATIC Pressure Pans $49.20 $77.70 
plete, convenient stock of. MINRO- Bl 2.396M 6-qt. MIRRO-MATIC Pressure Pans 22.10 34.90 

i peaaseiengh oagalbanlbalie a. 1-398M 8-qt. MIRRO-MATIC Pressure Pan 12.00 18.95 


partitioned drawer that opens from ? f . 
igi aie wakes Willem da a 1-No. A9908-S Replacement Parts Kit 14.89 23.50 


completely self-contained MIRRO- $ 98.19 $155.05 , 
MATIC Pressure Pan department, / 
that gives your counter space a re- YOUR PROFIT $5686 PLUS $20.00 FIXTURE FREE! 
tail value of $24.51 per square foot ! } 
Gracefully designed and strongly Don’t miss this Deal! Get in 
made of non-warping plywood in touch with your MIRRO Job- 
a soft, grey, natural-wood finish, ber at once! Shipments will be 

: piles . : made in the order in which 
this hard-selling display fixture will insides amides 
flag traffic, stimulate demand, and Psd aint as , 
make more money for YOU! 





*Prices slightly higher in West 


Guy from your MIRRO Jobber 


ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 
FIFTH AVENUE BLDG., NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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why is EAGLE 


your ideal 
NIGHT LATCH LINE? 






Because: 


is one of the smartest, most eye-appealing night 
latches in the market today. . . with salable plus 
values in its brass bolt and high security 5-pin tumbler 
brass cylinder. Sparkling modern finishes. Deadlocked 
bolt feature. 








is your rugged, top quality, cast iron 5-pin tumbler 
general purpose night latch. Comes in four varia- 
tions to meet your customers’ needs with or with- 
out deadlocked bolt feature. 


is your popular deluxe gold bronze finished lock of 
rustless alloy with brass bolt, 5-pin tumbler cylinder 
and deadlocked bolt feature. 


is Eagle's fast-selling “jimmy proof” deadlock of 
rustless alloy with solid brass cylinder. Highest se- 
curity with 5-pin tumbler cylinder and steel bolt 
with hardened steel cores. Smartly styled in metallic 
luster finish. 


meets a wide popular demand for a lighter duty, 
cast iron deadlock with high security 5-pin tumbler 
cylinder and cast iron bolt with hardened steel 
cores. Bolt has 3/4” throw. 















These are your basic night latches and deadlocks. 
All are standard size, with standard 23/8” backset. 
There are none better in their respective classes. . 

designed for customer appeal, built for customer 
satisfaction ... priced and packaged for your profit. 


See your Jobber 


thé EAGLE LOCK COMPANY 
TERRYVILLE, CONNECTICUT 


Subsidiary of Bowser, Inc. 
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What About You? 


By the time you read this, you’ll have had the 
unhappy experience of filing your 1951 income 
tax. How did you like it? What are you going to 
do about next year’s tax which, according to Mr. 
Truman, must be higher than the present rate? 

Now is as good a time as any, while you still 
feel the pain, to ask yourself how long are you 
going to sit on the sidelines and let ward poli- 
ticians and pink-cheeked professors slowly run the 
nation into bankruptcy? 

This year is an election year, a year when your 
vote becomes doubly important. . In the last presi- 
dential election, some 39 million people, eligible to 
vote, were too lazy to cast their ballots. They just 
sat back and let 48 million do the electing. Truman 
won the election by two million votes; 39 million 
people cared so little about their future that they 
couldn’t be bothered to vote. 

What about you? 

We’re not endorsing any candidate. That’s your 
individual decision. We may be a little old- 
fashioned, but we still persist in believing in the 
inherent soundness of representative American 
thinking. If everybody voted, we think chances 
generally favor the right man being elected. 

But because of laziness of a large part of our 
voting population, elections are not reflecting rep- 
resentative thinking. They are reflecting the 
strength of power groups who make it a point to 
get out and vote. 

The influence of labor and the farmer is great 
only in that they demonstrate voting power. The 
small businessman, the third vital link in our na- 
tional economy, is unimportant to politicians only 
because he doesn’t demonstrate comparable voting 
power. 

Taxes now take about a third of the national 
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just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair, editor 


income. Direct income taxes are close to the 25 
pet mark. Every time this percentage moves up 
a point, the nation is just that much closer to 
state socialism (or its brother, Communism). You 
have only to read your history books for proof of 
the intimacy of high taxes and socialism. 

And never forget that there is no place in so- 
cialism for independent merchants. 

We are in trying times. Abnormal expenditures 
in some activities are essential. But simple com- 
mon sense demands that when you over-expend in 
one direction, you must economize in another di- 
rection to maintain a balance. This may sound 
old-fashioned, but it has worked well for us for 
close to 200 years. 

The present administration doesn’t seem to un- 
derstand this simple logic, possibly because too 
many people don’t seem to care, either, judging 
by their lack of interest in the ballot box. 

Elections come up again this year. 

What about you? 





Salesmanship or 
Price Cutting? 


Events of the past month have fairly well dem- 
onstrated that the consumer has money to spend, 
and is willing to spend it. But he’s shy. He wants 
to be coaxed. 

This sort of a situation is not new in any sense. 
We’ve gone through it before, many times. We 
know from experience that there are two ways to 
get the consumer to part with his money under 
these circumstances. 

One way is to slash prices and give away your 
profits. The other way is to use salesmanship. 


See next page 
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Price slashing is often a pitiful public acknowl- 
edgement that you have forgotten how to sell. 
And while price cutting will move merchandise, 
it is a charitable operation, for none of the money 
will stay behind in your hands. 

Lack of selling ability, or more properly, for- 
getting how to sell, is not a characteristic that 
stands out like a red badge. Nor is it easy to tell 
when you are slipping up on salesmanship. The 
disease slips up on you unnoticed, like cancer. You 
don’t know what’s happening, until the red shows 
up on the cash register. When this happens, too 
many retailers fall back on price cutting and 
aggravate the problem. 

Take any large ticket item today. The average 
customer would be insulted if you asked him to 
pay list price. Yet that list price is not a guess 
and by-God proposition. It is a carefully calcu- 
lated figure designed to give you back your oper- 
ating costs and a little profit. When you cut the 
list price, you cut into your own bank account, 
nobody else’s. 

Of course, most of us insist that it can happen 
to the other fellow, but not us. Perhaps so. But 
just try shopping stores in nearby communities. 
Check up on the quality of salesmanship you run 
into ... or the lack of it. Then look over your 
own store and note how often the same scenes 
eccur, how frequently your employees, too, dem- 
onstrate this lack of salesmanship. 

This lack of salesmanship is not a sporadic oc- 
currence. It’s widespread. All of us can cite 
dozens of examples. And the great pity is that to- 
day, more than ever before, all of us have more 
selling points in the merchandise we sell than we 
ever had before. Rarely have consumers had so 
much spendable money. There is more opportunity 
today to demonstrate salesmanship than many of 
us have ever known. 

What are you going to do? Cut prices and 
profits; or get down to brass tacks and start selling 
again? 





Fair Trade for 
The Other Guy 


Some of the most vociferous opposition to Fair 
Trade comes from some Eastern newspapers. They 
cry that Fair Trade stifles competition and that 
consumers should be permitted to set their own 
prices. They insist that Fair Trading is price fix- 
ing and they are opposed to price fixing. 

It sounds wonderful, but did you ever try to 
bargain over the price of a newspaper with the 
newsstand seller? 

I recently asked a newsstand boy if he would 
have any returns on the day’s editions. He said he 
almost always had returns. I offered to buy six 
copies of the day’s paper if he would let me have 
them at 4¢ each, instead of the usual 5¢. 

He muttered something about “how did this guy 
get loose” and tacitly ignored me. 

So while this newspaper screams against price 


Continued from page 7 








answer the call 





fixing, its own price is very nicely price fixed. Just 
try and cut their price. 

We think the paper is well worth a nickel of 
today’s money. But we also think they should be 
more consistent in their policies and try to under- 
stand Fair Trade before condemning it for the 
sake of sensationalism. 





A Subject for a 
Sales Meeting 


The problem of what to discuss at store sales 
staff meetings is the subject of many letters we 
receive. An excellent answer to this problem, 
suggested recently by an Eastern dealer, is to 
use one of the Hardware Age Selling Guides 
as the basis of discussion at a sales meeting. 

Over the past year we have published Selling 
Guides on toys, housewares, rentals, water sys- 
tems, lawn and garden supplies, and Christmas 
merchandising. 

These Selling Guides, prepared with the co- 
operation of outstanding merchandisers, are de- 
signed to do two things: (1) Cover the basic 
elements of an effective selling program, and 
(2) tell how successful dealers actually handle 
various phases of such a selling effort. 

In using these Selling Guides as the basis of 
a meeting discussion, the most effective method 
would be to discuss the ideas contained in the 
Guides from the viewpoint of how they might 
be applied to your store. We’ll be glad to send 
you a few extra copies of one of the Guides for 
use in a meeting, as long as our supply lasts. 

Several wholesalers have also told us that they 
have found the ideas contained in these Guides 
useful in their sales promotion efforts and their 
salesmen are using the Guides to help advise 
dealers on better ways to handle a promotion. 

These Selling Guides are part of Hardware 
Age’s continuing effort to provide dealers with 
practical ideas for making their operations more 
profitable. 


$259.0 BILLION 
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NEW CYLINDER LOCK SET 


| No. 8596 This new cylinder lock for screen No. 4120 A new Push-Pull Screen Door 

doors is taking the market by storm. Locked Catch. Push lever from inside or pull 

by key in cylinder outside or slide button from outside to unlatch door. Slide but- 

} inside. Available in polished brass or dull ton inside, locks outside lever. Easily in- 
brass finish. Reasonably priced for volume stalled in one bored hole. Brass lacquer 
sales. é finish. 





NEW 


PUSH-PULL LATCH SET 























TUBULAR 
LATCH SET 


No. 5597 Tubular 
screen door latch set, 
in wrought steel, dull 
brass finish. For use 
on right or left hand 
doors. 








RIM LATCH 
SET 


No. 4115 Rim type 
screen door latch 
set, wrought steel 
trim, dull brass fin- 
ish. For use on right 
or left hand doors. 








Snsscl tins is coming FAST 











This complete line of 
screen door hardware 
puts Lockwood deal- 
ers ahead of competi- 
tion. Join up with Lock- 
wood’s team! Order 
now ... and don’t for- 
get to order merchan- 
dising samples, too! 








DELUXE MODEL 
No. 3002 DeLuxe Model screen door 








Reversible. 











en 50 YEAgs 


SENIOR MODEL 


No. 3001 Senior Model screen door 
closer, medium grade at moderate 
cost. Pearl gray finish. Reversible. 
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LOCKWOOD HARDWARE MANUFACTURING COMPANY 
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® MASSACHUSETTS 


closer, extra heavy enclosed spring. 
Finished in durable pearl gray. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Retention of Capehart, Herlong 
Control Provisions Appears Safe 


Administration propaganda in support of a two- 
year extension of federal controls over prices, profits, 
wages and commodities is off to a fast start, but cur- 
rent congressional attitude is such that a number of 
concessions must necessarily be made in the coming 
weeks. 

Chairman Burnet Maybank (S.C.-Dem.) of the Sen- 
ate Banking Committee hopes to conclude public hear- 
ings on suggestions for revising federal controls by 
April 1. His committee will then begin writing a new 
law based on the proposed changes, the present con- 
trol law expiring June 30. 

In the House, Chairman Brent Spence (Ken.-Dem.) 
of the House Banking Committee says he will not 
begin lower-chamber hearings until Sen. Maybank has 
concluded his investigation. Rep. Spence, usually a 
staunch supporter of Mr. Truman’s program, hints 
that he has little hope of enacting all that the White 
House asks. “I hope we can keep what we’ve got,” he 
comments. 


OUTLOOK—Chances are good—at this 
time—that Congress will vote to retain the 
Capehart and Herlong provisions of the con- 
trol law in order to safeguard the positions of 
manufacturers, wholesalers, and retailers. Ex- 
tension of the law for only one year appears 
probable despite warnings from control offi- 


cials that shortages will continue well into | 


1953. 


Iron, Steel for Most Hardware 
In Improved Supply Position 


Control officials are still sceptical of an adequate 

metals supply for months to come. But there are in- 
creasing signs that the outlook for hardware and 
some other civilian goods is not as doleful as painted 
less than a month ago, especially for products of iron 
and steel which require little or no copper and alumi- 
num. ; 
In making readjustments of second quarter alloca- 
tion levels, it is significant that NPA made no change 
in the permitted 50 pct (of base period) in steel 
requirements. 

The agency will also consider supplemental steel 
allocations if they can be used without extra copper or 
aluminum. It was indicated that these supplemental 
allocations would include sheet, strip, some wire 
products, and perhaps some light plate and structurals. 


10 


“i 


Still another sign of NPA’s awareness of the loosen- 
ing steel supply was relaxation of restrictions on con- 
struction. This was in two directions. 

One was the go-ahead signal given to 645 public and 
municipal type projects involving more than $200,- 
000,000 in costs which would not require metals before 
the third quarter. The other was adoption of a policy 
which would permit work to resume on partially con- 
structed buildings. 

Meanwhile, readjustment of the allocation levels 
means roughly that there will be a second quarter 
cutback of about 14 pct in copper and aluminum al- 
lowances for appliances and household goods. These 
savings will be distributed to the “less essential” in- 
dustries which had their backs to the wall with only 
about 10 and 20 pct of copper and aluminum needs 
previously allowed. Control officials believe the cut- 
back in major consumer durables output will be less 
than 10 pet. 

OUTLOOK—Insiders say the next move by 
NPA will be to permit manufacturers to place 
advance sheet and strip steel orders for the 
remainder of the year at second quarter levels. 
It all adds up to more iron and steel for most 
hardware production. 


Steel Wage Compromise Promises 
To Spread Wage and Price Hikes 


Outlined by the government’s study of steelworkers’ 
demands for more money in the pay envelope is the 
hard prospect of a subsequent gouging of retailers’ 
and consumers’ pocketbooks. 

As union chiefs postponed the scheduled Feb. 23 em- 
ployee walkout, there were renewed signs that price- 
setters are going to call for a “compromise” raise 
amounting to perhaps 15 cents per hour for the work- 
ing force. In turn, steel companies would be allowed 
to request an increase in prices for their products so 
as to offset part of the raise. 

CIO steel workers’ boss, Phil Murray, first to argue 
that men in the steel-producing plants need raises, 
also represents about 400,000 in the steel processing 
industry where plumbing equipment, chain and wire, 
automobile parts, and related items are made. There 
is a strong possibility that these workers also may 
make a bid for pay hikes. 

Management is almost certain to protest against 
such a demand, pointing out the difficulty of absorbing 
increased labor costs. Strike threats might follow, re- 
sulting in more wage talks and another recommenda- 
tion for an “equitable” pay rise. 

(Continued on page 234) 
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i. P ADLOCK bargains like these are typical of the exceptional 
ins Master values you can offer your customers all year ’round. 
— No wonder Master Padlocks are sales pacemakers for the 
. may independent trade! 

rainst 

rbing Make sales faster with 

v, re- 

onda- 


WER PLEUNCiYa esmm Master lock Company, Milwaukee 45,Wis. | 


World 3 Leading Padlock Wa nupacturers 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 


Lawn Sweeper 


This new, improved Parker Lawn 
Sweeper, the 28-in. Parkerette, fea- 
tures a new lift-out basket, new 
rear rollers for easier handling, 
and a cross bracing for extra 
strength. Capacity is 544 bu. Brush 
height and hood clearance are ad- 
justable, and the brushes are steel- 
backed heavy-duty brushes that can 
easily be replaced if necessary. Re- 
tail is about $41. There is also a 
20-in. model, with 4 bu. capacity, 
and a 28-in. engine driven model, 





with 7% bu. capacity. Parker 
Sweeper Co., 99 Bechtle Ave., 
Springfield, Ohio. 


Carpet Sweeper Colors 


Now available in red, green, and 
black is this Bissell line of Vanity 
carpet sweepers, to retail at $9.75. 
The line features Bisto-matic 
brush action, a handle that stands 
up, built-in brush cleaner, and is 
emptied by pressing a lever. The 
new Bissell Apartment sweeper 
line is available in red, green, yel- 
low, and blue. The Apartment is 2 
in. shorter than most Bissell mod- 
els and is lightweight. Promotion 


12 


material offered with both lines in- 
cludes a spot display, topper soft 
sheets, circulars, and newspaper ad 


t s 





mats. Bissell Carpet Sweeper Co., 
Grand Rapids 2, Mich. 





Lawn Aerator, Cultivator 


This Spike-Disc No. 8T has 
been added to the line of Spike- 
Disc aerators and cultivators, and 
is designed for use on home lawns. 
A row of discs with long knife-like 
blades cuts unnoticeable slots to 





the grass root areas, providing 
aeration and permitting the re- 
tention of water without harming 
the appearance of the lawn. Ohio 
Machine Products, Inc., Columbus, 
Ohio. 








All-Purpose Insecticide 


Knox Out Farm Insecticide is a 
new multi-purpose insecticide con- 
taining 25 pct Lindane, for gen- 
eral farm, home and garden use. 
It is sold as a powder and applied 
as a spray, containing special wet- 
ting ingredients for quick mixing 
with water. An 8-oz. can makes up 
to 50 gal. of spray. It is effective 
on household pests, livestock in- 
sects, and pests harming vege- 
tables, flowers, trees and shrubs. 
Kills insects by contact, stomach 
poisoning and vapor or fumigant 





action. Household Products Dept., 
Pennsalt Chemicals, 1000 Widener 
Bldg., Philadelphia 7, Pa. 


Lawn, Hedge Trimmer 


A supply of the Roberton elec- 
tric lawn-edger and hedge-trim- 
mer, which was hard to get last 
year, has been made up with a re- 
tail price of $37.50. Oscillating 
disc-blade trims grass and edges 
lawns, and the long blade trims 
hedges and shrubs. The 4-lb. tool 
is balanced at the grip, and a pres- 
sure-switch on cord keeps non- 
operating hand safe. Nickel steel 
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in hardware merchandise... 


FOR THE HARDWARE DEALER 


gears, sealed transmission, and 
1/10 h.p. AC or DC motor are fea- 
Handle is maroon, and the 


tures. 





frame is glossy gray. Roberton 
Div., King Pneumatic Tool Co., 
2717 N. Ashland Ave., Chicago, IIl. 


Plastic Floor Tile 


Here is the new Aristoflex, a 
vinyl-plastic floor tile that can be 
installed on, above, or below grade, 
available in 9x9 in. tiles of stand- 





ard-gage or 1% in. thicknesses. It is 
impervious to petroleum solvents, 
oils, greases, alkalis, and household 
acids, and is installed with the same 
materials and procedure as asphalt 
tile. Available in 11 colors. Mastic 
Tile Corp. of America, Newburgh, 
nm. Y. 
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bristles made of Bakelite styrene 
plastic that resist rotting, mould, 


New Pesticide Line 


This new line of Tanglefoot pes- 
ticides includes special formulas 
for flies, roaches, ants, moths, mice, 
rats, and miscellaneous insects. The 
new sprays feature pyrethrin, kill- 
ing insects instantaneously, but 








eliminating the danger of food con- 
tamination. Tanglefoot Co., 316 
Straight S.W., Grand Rapids, Mich. 


Long Handle Scrub Brush 


This new long-handle scrub 
brush of honey maple has stiff 


\ 
x 





TO HELP YOU 


SELL 





AND OTHER DEALER 
Fae F: 289 SS 





Cleaner Merchandiser 


A new merchandiser, called the 
Marketeer, is now available to 
demonstrate the Universal Jet 99 
vacuum cleaner. The Marketeer is 
6x4 ft., with a carpet for demon- 
stration and a chair height cleaner 
stand for demonstration of the 
emptying feature of the Jet 99. 
Made of permanent materials and 





trimmed in attractive colors. Big 
color transparencies show the Jet 
99 features, and color photographs 
present the Serva-Tools and their 
uses. Landers, Frary & Clark, 
New Britain, Conn. 


Revolving Merchandiser 


Here is the new Savogran Stock- 
holder, a rugged, revolving, all- 
metal counter merchandiser, mea- 
suring 151% in. in diameter. It is 
finished in orange baked enamel 





(Continued on page 204) 


(Continued on page 223) 
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$205 
Source: U. 8. Dept. of Commerce 











Consumer Durable 
Goods Sales Show 
Seasonal Improvement 


While trade reports indicate an 
improved seasonal demand for 
autos, refrigerators and other big 
ticket merchandise, retail trade is 
otherwise characterized as slow. 

However, with warmer weather 
already on its way to the north, 
trade. is expected to begin to im- 
prove. Business can certainly be 
expected to improve rapidly for the 
hardware stores in sections which 
have enjoyed an unseasonably mild 
winter. 

Department store sales reports 
have not been too good for the first 
part of the year but, comparisons 
cannot fairly be made with sales 
totals for the first couple of months 
of 1951, when trade was exception- 
ally brisk. 

The soft goods trade, which suf- 
fered tremendously from a lack of 
business during most of last year, 
is expected to recover in fine style 
this year, at the expense of con- 
sumer hard goods lines, especially 
if the latter should become scarcer 
later in the year. : 

While the demand for durable 
consumer goods is currently 
stronger than production, inven- 
tories have not yet been worked off 
to the point where shortages have 
become evident. 

The steel situation has improved 
lately to the point where manufac- 
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>» Better Demand for Durable Goods 


> Fair Trade Hearings End 


> Personal Income at Peak 


turers report that they can get 
about as much sheet as they re- 
quire for current schedules. They 
are, however, handicapped by more 
stringent limitations on copper and 
aluminum and other non-ferrous 
metals. 


Home Building Down 
20% From Last Year 


Construction contracts awarded 
in January in the 37 states east of 
the Rockies amounted to $902,091,- 
000, compared with $1,043,248,000 
in January 1951, a 14 pct drop, re- 
ported the F. W. Dodge Corp. 

Residential contracts dropped 20 
pet to $337,721,000 from $420,918,- 
000 a year earlier. 


Durable Goods Output 
Reaches Postwar High 


Output of durable goods in 
January rose to an index figure of 
281, a gain of one point from 
December, and a new postwar 
high. The level was four points 
above August, President Truman’s 
Council of Economic Advisers es- 
timated. 

Industrial production as a whole 
stayed at the December rate in 
January and has_ shown little 
change in the past six months. 
The council’s report to Congress 
showed January output at 218 pct 
of the 1935-39 average. This is 
only one point above the 217 level 
of last August; it is two points 
below the 1951 average of 220. 


Fair Trade Headed Towards Fight in 
Congress as Committees End Public Hearings 


Prospects for some immediate 
action toward the restoration of 
fair trade were much improved at 
the end of February, as two House 
committees wound up public hear- 
ings. 

A House Interstate Commerce 
subcommittee, headed by Congress- 
man Priest, which had been holding 
public hearings on Fair Trade, 
voted its approval of the McGuire 
bill (H.R.5767), on Monday, Feb. 
25. 

The same day Congressman Cel- 
ler, chairman of the House Judici- 


ary committee, which also had been 
holding its own hearings on fair 
trade, announced that it was wind- 
ing up its hearings on Feb. 27, two 
weeks ahead of schedule. 

It is rumored that fair trade 
proponents are now almost in full 
agreement on what they want in 
the way of legislation, and it is 
believed that the bill which will 
finally be offered to congress will 
be a compromise of the McGuire 
and the Keogh bills. 

It’s now pretty much a matter 

(Continued on page 262) 
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Thousands of actual, in-store tests make pos- 
sible the P & C all-inclusive profit guarantee. 





Sales, turnover, and profits all zoom when a 
P & C Self Selling Merchandiser goes to work 
for you. Customers like the handy conven- 
ience of the attractive, eye-level, easy-to-get- 
at racks. You will go for the added impulse 
sales and the fast way these customer builders 
sell and sell. Your store clerks will find stock | 
keeping easier and you'll have fewer outages | 
because of the shadow and price markings. | 
A P&C Self Selling Merchandiser will put 
you in the hand tool business with a proven 


















tput profit plan that really works. 
digh Your P&C distributor salesman will help 
ods in ) you analyze your mechanics’ hand tool busi- 
gure of ness and determine just which of the P&C 
t from Self Selling Merchandisers will be most pro- 
gerd fitable in your store. Write today for the 
-uman’s name of your nearest P & C distributor. You'll 
ers es- be glad you did. 
a whole 
rate in 
1 little This Self-Selling Merchandiser holds 150 of the 
months. most-wanted — fastest selling P & C Guaranteed 
ongress tools. Annual profits of $400, $500 and even $600 
218 pct ROCKET- on an initial investment of but $229.59 are not 
This is unusual. It’s a complete tool department that 
17 hausall takes but 32 inches~of counter space. 
— As many as 6 turnovers per year 
; Th are reported for the Thrifty-50 
e Self Selling Merchandiser. That 
| a a means a whopping big $230 pro- 
fit per year on an intial tool in- 
THRIFTY - vestment of but. $76.50. It’s the 
he) tool-selling sensation of the 
ad been year because it’s designed right 
on fair and because it holds the heart 
is wind- : " at oe of the P & C proven 
AS : tool line. 
27, two o° ; : y 
r trade X Se Rie 
in full — Te aay | 
want in A oaeA Fe 2 ae 
. ‘ p | 
id it is Nala ieee A, dunt P&e HAND FORGED 
ich_ will 
ess will ig WEE ' TOOL COMPANY 
McGuire 4 ’ 
Te ee 88 BOX 5926-A 
matter 5 pre PORTLAND 22, OREGON 
62) iS CABLE ADDRESS: PANDCTOOL 
6, 1952 1s 
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for NATIONAL HARDWARE WEEK... 
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Spec 
Allow You Dea 
Margin ° 











A REAL VALUE AT SPECIAL 
99 
New ot Som $3.90 
Nest © aw 
6 “NS: Compass Set 1.85 1.49 
10” Compass 
= Sn 2.10 1.69 
y 12" Compass Saws a. 
1.75 1.3 













_39- 
2 To" Keyhole Saws 





These Saws Feature the ATKINS Patented* Black Tenite Grip Handle 


.WITH THE PISTOL GRIP HOLE THAT PROVIDES POSITIVE BLADE 
CONTROL FOR ACCURATE CUTS 





To help make Hardware Week, 1952, the | “ATKINS No. 95 Special” heads the list! 





greatest event of its kind, as well as to ... Here are Saws for every home crafts- 
celebrate our 95th year—ATKINS is ready man and every carpenter. Contact your 
to supply its thousands of dealers with the distributor NOW—see these outstanding 
greatest saw values ever offered—and the sales-and-profit builders, each the best 






quality, best value for the money! 






Use- Dont Abuse- 
Fine Tools / 


E. C. ATKINS AND COMPANY 


402 South Illinois Street * Indianapolis 9, Indiana 








*U. S. Pat. No. D153407 









“ATKINS ALWAYS ANEAD™ 
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OF PACKAGED FASTENERS 


3028 
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A strong, attractively 

designed telescope-type package. 

Color coded labels. Finely fabricated 
products that generate quick, repeat sales. 


WOOD SCREWS © STOVE BOLTS © SEMS SCREWS 

TAPPING SCREWS e MACHINE SCREWS © THUMB SCREWS 

DRIVE SCREWS e¢ STANDARD SLOTTED AND PHILLIPS RECESSED 

WING NUTS © CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


THE CHOICE OF BETTER DISTRIBUTORS 


CHICAGO, ILL. KEENE, N.H. 


Can Depend on Central 


L SCREW COMPANY 


3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 
E. ELEVENTH ST., LOS ANGELES, 23 CALIF. © 149 EMERALD ST., KEENE, N.H 








Yur jobber 


about these fast-selling 


HODELL CHAIN 


ASSORTMENTS 





Or yt 





Make it easy for your customers to remember that 
they need chain... and ring up extra dollars on 
your cash register. The sales-building value of these 

Hedell Dog Chein assortment includes 12 cheins Hodell Chain merchandisers has been proved in 

complete with snaps and holders, on attractive i 

two-color metal display hanger. thousands of hardware stores. Available through 
leading hardware distributors, together with the 
complete line of Hodell Welded and Weldless Chain 
—for home, farm, marine and industrial use. Hodell 
is the name for dependable chain! 


HODELL The Chain that 
Serves the Best/ 
Hodell Chain Company, Cleveland 3, Ohio 
Div. of saatioaal dh & Mfg. Co. : ut tt 


“National” Products . E ‘M 0 D E 


Fasteners © Hodell Chains 
Chester Hoists 
yovSseHolo G work 


ere’s a comp 
br itself in th 
» pay you in 
lly selected : 
splayed in 9 
s handy conv 
Other profit-producing Hodell nt y le design. Th 

Hardware Specialties include: a: HK Mi “a clearly pric 

Hodell “Chainvenders” are available with any a complete line of Animal Ru, i yf? rordering ea 
of six different fast-selling assortments. For a n 
plete, compact chain department, display 

the Chainvender with Hodell Little Drums con- Porch Swing chains, a com- 


taining the four most popular sizes of Proof Coi! : 
Chain in either 100 Ib. or 100 ft. quantities. plete set to the carton; and of 













CHAIN 


Chain assemblies; Hodell 





th , lete li f Hodell Household Chain counter display 
course e complete ine 0 contains four of the most popular sizes 


Hodell welded and weldless of small chain for household use. 50 feet 
of each per reel: No. 16 Single Jack, No. 


zi : " 
chains in standard hardware 2/0 Safety, No. 18 Register, No. 7 Bulldog. et all 
packaging. 





\ 
ational 


shale rasteners SY f HODELL CHAINS CHESTER HOISTS 


-_ 
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TOOLS... (STANLEY 


by ae 


é 


the NEW 
STANLEY 
TOOL STATION 


Complete with stock of 247 
fast-selling Stanley Tools 


Dealer’s Cost 


398” 


‘omplete with Tools 
oon aore price slightly higher) 


Sa Toots. 








$-100D ‘Tool Station dimensions: 5 
long, 20” wide, 58’ high. True 


Put this island display saves wall va. 
‘MODERN TOOL SALESMAN” 
0 work for you!!! 


ere’s a complete, self-service tool department that pays 
br itself in the first turn of the stock . . . and continues 
>) pay you in extra sales and profits. Think of it! A care- 
lly selected stock of 247 most wanted Stanley Tools — 
splayed in 9 square feet of floor space. Customers like 
s handy convenience. Dealers like its double sided, flex- 
le design. There's a spot for everything and each tool 
clearly priced and numbered — saves time, makes 
ordering easy. 


by 

i = 
Z 
A 
N 
L 
i 
Y, 


ere 


STANLEY TOOLS, 200 Elm Street 


ter display 
New Britain, Conn. 


pular sizes 
ft 
pee. 50 fos | am interested in the (Check) 


\y 

e Jack, No. ip - 
. 7 Bulldog. et ad t ia acts STANLEY TOOL STATION | ECONOMY TOOL TABLE [] (See reverse side 

' [ 


DEFIANCE TOOL STATION | See reverse side 


Send me complete information on the items checked. 
Store Name 
Street 


City 








NEW MERCHANDISERS for 
DEFIANCE TOOLS by Stanley 


DEFIANCE 
by Stanten 








eee 














a new 
display 
promotion 
that 
guarantees 





extra profits! 


The new Goulds complete packaged 
display plan (featuring the amazing 
new Close-Cupld Balanced-Flow Jet 
water system) is yours for the asking 
... iS guaranteed to bring extra cash 
profits! 

Your Goulds distributor has full de- 
tails on this promotion ... call him to- 


day or write us direct. 


GOULDS PUMPS INC., Seneca Falls, N.Y. 
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FREE MATS, 
RADIO SCRIPTS 
Includes newspaper 
mats, radio scripts, 
and ready-to-use 
news stories your 
local papers will be 
glad to receive. 


GOULDS 


DISPLAY PROMOTION 


SALES AIDS 


WERES A COMPLETE 
WATER SYSTEM - 
YOU DONT NEED 
To BUY A TANK / 


Tomorrow's 


Water Service 

coy FREE CONSUMER FOLDER 
en Attractive (4-color) booklet 

“~~ few that makes a convincing mail 

. ing to your prospects. Fur- 

nished in reasonable quanti- 

ties, imprinted with your store 

name and address. 


EXTRA! 


for 
extra 


FREE WALL POSTER 

A really dramatic poster 
in full color, 22” x34". A 
stand-out on any wall, 
draws maximum attention 
to your pump display. 


WATER SYSTEMS 
Sal Stace 1848 | 


FOR EVERY FARM AND HOME NEED 









fingertip Displays 


MAKE YOUR STORE oo 


) fers 
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Mc 
A complete transmission department—" As 
rd te “—that sells more bier 
INGS .. COUPLINGS . COLLARS. con: 
No om ene shelves or in drawers. Every item in full —co 
view attractively displayed on red, white and blue dis- dian 

play boards. Get your share of this profitable year- 
around business, Trial 
boug 
for ¢ 
No. 80 MANDREL DISPLAY se 
: easil; 

This attractive red, white and blue display 

No. 60 PULLEY DISPLAY features 7 of the fastest selling saw and grind- — 
A complete assortment of the 57 fastest selling ing mandrels. Models for Farm, Home, and 8 


Factories. This display will require a wall 
space only 16" wide by 32” high. 






"A" section pulleys from 1!/." to 10" in diam- 

eter . . . with standard bores of '/2"-54"-34". 

Requires a wall space only 16" wide by 36" 
igh. 










Wnme—ainsmcl oO; 


Bac 











No. 40 TRANSMISSION DISPLAY 


There's real profit in power transmission ac- 
cessories. Every Farm, Factory and Home- 
workshop uses bearings, couplings, collars, 
and pillow blocks. With this display you 
feature 75 of the following fast selling power 
accessories . . . 4 flexible couplings .. . 24 
pillow blocks . . . 8 journal bearings . . . 35 
shaft collars . . . 4 adjusteble hangers... 
which requires a wall space only 13" wide 
by 25” high. 























No, 50 PULLEY DISPLAY No. 70 MANDREL DISPLAY 
This compact, colorful ogee A in red, white You sell more mandrels when you feature 
and blue will increase your pulley sales. You this silent salesman. Six popular saw a 2 
get 24 pulleys in twelve popular sizes from grinding mandrels, for Farm and Homework -_ 
1/2." to 5" in diameter .. . with standard shops, attractively displayed on this colorfd na 





counter board. 


/,"-54" bore sizes. 
















Chicago DIE CASTING MFG. CO. « 2510 w. Monroe st. e CHICAGO 12, ILL. 
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. . . say dealers all over the United States when 
they see the new carton coils of Columbian Pure 
Manila Rope. 


A survey among hardware dealers determined the new Colum- 
bian Rope package design. Marketing and merchandising were 
considered. Result: three Carton Coils, printed in striking colors 
—containing about 20 Ibs. of rope in these sizes: 4”, %”", 44” 
diameters. (Three cartons are packed in a shipping container.) 


Trial orders were then sent out without any promotion. Dealers 
bought, and followed up with enthusiastic repeat orders. And 
for good reason! Rope can be sold in any lengths from these 
cartons by pulling it out through hand hole in the top... 
easily displayed on counter or shelf . . . carton protects 
against dust and handling. This combination of features is 
sure to make you say, “The Columbian package is what I've 
been waiting for." Order from your jobber. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St. 
Auburn "'The Cordage City,’ New York 


Sranciues in 
New York Boston Chicago New Orleans 


Sold in three-coil shipping cartons as follows: 


1 carton coil — %” dia. — approx. 20 Ibs. —- 1000 ft. 

1 carton coil — %” dia. — approx. 20 Ibs. — 490 ft. 

1 carton coil — 2” dia. — approx. 20 Ibs. — 265 ft. 
This assortment in 3 carton coil shipping con- 


tainer. Any combination of 3 sizes of rope in 
carton coils can be furnished ina shipping carton. 









This demonstration helps sell more 
Myers Water Softeners 


Then add one drop liquid soap to soft water. 
Result: a one-inch collar of pure, white suds — 
and water is still crystal-clear. It takes at least 
5, and usually 10 drops of soap to produce equal 
suds in hard water sample. 


| With this demonstration, Myers water softener 

prospects actually see the difference between 

hard and soft water. When making house calls 

| (or in your store) first step is to fill empty bottle 
with local water. 


Myers Water Softener 
Dealerships Available 


Water softeners are becoming a 
basic appliance and they carry a 
nice profit. Get in on the ground 
floor now with the complete Myers 
line. Write today. 













MYERS SOFTMASTER is fully automatic 
— just push a button to regenerate. Other 
models are semi-automatic and manual. 
Thirty models with different capacities to 
meet any need. 















Mote Buyers Want Myers 


WATER SOFTENERS 


because they’re backed by 
a complete dealer merchandising program 







Appearance of gummy soap curd is signal for 

salesman to enumerate damage this does — and 
advantages of soft water. So powerful is this 
demonstration, many Myers Softener sales are 
closed at this point. 


















THE F. E. MYERS 
& BRO. CO. 
253 Orange St., Ashland, Ohio 
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"RUBBER 


MULCHING 
ROLLER ~ 


Model 51 — $127.951 
20” Cut—1.6 to 2 H.P. Clinton Engine 


Medel 50/50 — $94.95 


*DAVIS exclusive rubber 
mulching roller holds 
cuttings until thoroughly 
shredded...then spreads 
them evenly over lawn. 


No unsightly windrows. All Prices 


+ F.0.B. Richmond 
Plus Tax 


*KoNE OF MANY REASONS WHY 
DAVIS IS DIFFERENT AND BETTER 


DAVIS Exclusive —Non-Clogging Guard : . . Rotary Mulching 
Model 51 also has the exclusive drive shaft guard that cuts stems, 
weeds and heavy grasses that clog ordinary rotary mowers. 





DAVIS Exclusive—The Flex-A-Matic Clutch... A throttle-controlled 
V-belt automatic transmission—with full safety release—that elimi- 
nates the need for a separate clutch control lever . . . and makes 
Davis Models 50/50 and 52 the easiest to operate, safest power 
mowers built. 

DAVIS Exclusive—Self-Aligning Bearing Sleeve... Precision auto- 
motive roller bearings with Davis self-aligning sleeve gives up to nine 
times the capacity of ordinary cup and cone ball bearings. 

DAVIS Exclusive—Patented Unit Box... Affords greater protection, 
simpler stocking and easier handling . . . a better package for a 
precision product. 

DAVIS Exclusive—Today’s Lowest Prices ... You be the judge. 
Just compare . model for model, hand or power—exclusive fea- 
tures an quality features resulting from half a century of quality- 
controlled Davis manufacturing. Compare carefully and you'll 
agree— Davis is today’s lowest priced quality mower line. See 
your Jobber or write: 


G. W. DAVIS CORPORATION 


WHISPERING 
Medel 57 
cree 
js ea 
Perfection 


4-SQUARE Model 56 ) “<7 


Smartly Styled 


New, Improved 
Davis Quality F 


| 


National 
Advertising 





effective 
immediately 


O% 


discount from list on all Schalk Products 


Yes, 40% Dealer Profit is the ticket for you 
in ’52. It is only good sales-sense to 
Talk Schalk and Sell Schalk—to tie to the best 
known, best advertised line of paint specialties 
in America. Join the New Profit Parade— 


order from your jobber now! 


J patch 
j paste 


Schal’s Tle Paste comes in 6 oz. self-applicator tubes — attractively 
_ dithographed and packed in individual 
Ce ee ee ee 

List price per tube 


List price per display (1 doz.) rtd 
List price per case (4 doz.) 36.00 





N ’52 
: Schalk Chemical Company offers 


seals cracks around sinks, bathtubs, tile floors 


in tubes 


waterproof - shrinkproof « dries white - stays flexible - can’t crack 


the modern spackling compound - instant-ready 


no Mixing, no sizing, no sealing, no sanding « can be painted immediately 


Schall’ Patch Paste, sonational eslewenccee in cane is now available 
in 











and 


CREAM GREEN 
BLUE 

GRAY 

ROSE 

SPANISH BUFF BRICK RED 


COLORS 


BUFF 


YELLOW 








is a Wa 


As assemble 
is a top-qua 
brush. Mad 


Y { & ay Chine 
- q ] out of 242" 
é Standing br 
DO free! Ye 
co he PANY 7 easy to orde 

WEST ORANGE...NEW JERSEY: a 
BAKER 





1717 WESTLAKE AVE. NORTH 


11 FAR WESTERN STATES CONTACT KAY-7/7TE COMPANY cearrie o, wasnincton 
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Man Alive! Now | sell 3 brushes 
for the price of 1...4 brush that 
works 3 ways! 


IT’S A Wall BRUSH 
IT’S A Varnish BRUSH 
IT’S A Sash BRUSH! 











SPECIAL we 
INTRODUCTORY DEAL r 


ae 


i's a Wallerusw: ssaVarnisherusy: it’s a Sash sausn! 


As assembled, the 3-4-1 A turn of the handle, a Amazingly versatile, the 

is a top-quality 4” wall twist of a screw and the 3-4-1 also converts to a 

brush, Made of 100% 4” wall brush converts 142” sash brush! You 

pure Chinese bristle in seconds to a 212” sell a single brush that 

with a bristle length varnish brush! Nothing works 3 ways, gives 

out of 242”, this out- extra to buy! No special smooth, neat paint jobs 

standing brush buy is tools needed! A ‘‘built- no matter which size 

DO free! You'll find it in” handle screwdriver brush is used. Baker’s 

easy to order, even eas- attachment makes as- 3-4-1 is the ‘‘world’s most 

mre oon. sembly easy. versatile peint Srushi” WALL BRUSHES * STUCCO BRUSHES * FLAT SASH BRUSHES 
SASH BRUSHES * VARNISH BRUSHES * FLATTING 


; * HOUSEHOLD, DUTCH AND FLAT CALCIMINE BRUSHES 
BAKER BRUSH Cco., INC., NEW YORK 13, N. Y. * PASTE BRUSHES © FITCH BRUSHES ¢ FINE FINISHING 
* Trademark Reg. U.S. Pat. Off. (Patent Pending) BRUSHES * NYLON BRUSHES © ARTISTS’ BRUSHES 
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ADVERTISED 2 MILLIONS 








(Gly the | 
hull HY-LO vacuum bottle 
has the Sweet Seal rubber stopper 


tad 
% Y 


» | 
| 


Your Medill 
Customers HY-LO 
will be = " ‘1, (—— BRIE 

oor Bnew 
























y id 
EASY TO KEEP i = Q * 
SWEET AND CLEAN f - a MADE OF RUBBER 
SIMPLY RINSE : — ~ ON'T ABSORB OFORS 
\ 
4g " —— _ ‘ig 


cael 









nardwar 






counters 














DISPLAY 
THEM 






STOCK 
THEM 


‘ea 
V4 ill 
? M BC ati 
* (Fez 
; - sac! 
- a. gm 
ai 


ALADDIN INDUSTRIES, INCORPORATED + NASHVILLE, TENNESREE | 
5 MAKERS OF FAMOUS ALA ODIN ELECTRIC LAMPS hg 
*T, M, Reg. 


As advertised in 


SATURDAY EVENING POST 


ALADDIN INDUSTRIES, Incorporated * 703 MURFREESBORO ROAD, NASHVILLE, TENNESSEE 
HARDWARE AGE, MARCH 6, 1952 
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Unmatched product excellence . . . intelligent, aggressive 
merchandising . . . consistent, hard-selling national advertising campaigns . . . that’s the 
prize-winning sales team that makes PREsTo the “‘buy”’ word in housewares! 

“PRESTO”’ Products have consumer acceptance ...more than 18 million homemakers 
now own PREsTo Products. Millions more will be sold! Be sure of your share 
of these sales and profits, feature the leader, PREsTO, the line 
that leads the field! 


PRESTO COOKERS... 
Outsell all other brands of 
pressure cookers combined! 


<n ae a 
‘* Guaranteed by 
Good Housekeeping 


S245 avveanistn WS 


} ] rae j P : 
mm y Weslo PRESTO VAPOR-STEAM IRONS... 
- AUTOMATIC The most amazing steam-and-dry iron 
mo Deep-Fryer ever invented . . . exclusive features 
™s that sell homemakers, mean profits- 
vextrn Rae plus for dealers everywhere! 


VJ 
PRESTO DEEP-FRYER . . . Newest sales-and- 


oo pgp tere: ay rage NATIONAL PRESSURE COOKER COMPANY 


field . .. new eating joy for families 
aici nance General Offices and Factory: Eau Claire, Wisconsin 


Branch Factories: Los Angeles, California; Wallaceburg, Ontario, Canada 


NESSEE 
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Is gaining new friends, 
increasing paint sales! 


DONALD CRISP, 
Famous Hollywood Star 
says: ‘'The E-Z Paintr 

way not only saves 
time and work, but it 
will make a Star painter 

out of anyone."’ 


THE STAR 
OF OUR LINE 


E-Z-PAINTR 


DE LUXE 


PAINT 
ROLLER 


with New 
Velvetized LONEL Cover 


Everywhere, across the U.S., E-Z-Paintr Rollers are revolu- 
tionizing America’s painting habits, making new friends, 
inspiring more people to paint, making new sales records in 
paint and rollers! They’re saving precious sparetime hours, 
simplifying decorating for homemakers in city, town, village 
and farm. They’ve won their place of leadership in the home 


and rubber-base. Precision tooled, plated cylinder with easy- 
roller bearings. Roller tension can be adjusted with finger- 
tips (another E-Z-Paintr exclusive). Streamlined metal tray 
with “friction” ribs, baked enamel finish, exclusive Ladder 
Lock feature. 


ANCE alone. 


TAKE ADVANTAGE OF THIS POPULARITY 
Let E-Z-Paintr Rollers show YOU the way to new opportun- 
ity in extra sales and profits! 


STOCK, SELL the One COMPLETE Line That Meets All Demands 


DELUXE NT-O-MATIC ROTOMATIC 
DE LUXE He ALKoTR te Quikway =s-_ ¥&_- FOUNT-o * 


Every known : Fea- 
ture or 
el. 


| 
| 
| 
| 
| 
and among painting contractors by quality and PERFORM- Velvetized LONEL Cover handles all paints — water, oil 
| 
| 
| 
l 
| 


Choice of End Nut or Slip- Economy ‘‘Starter Set,’’ Jumbo Size Velvetized Pressure Roller. 3 gal. tank. 

in. This ff Design. Lonel Cover. Woven Wool Pile Cover Lonel Cover. Holds Pint of Ideal for paintine large 
Medium price. Paint in One Dipping. surfaces. 

/ 


E-Z-PAINTR ACCESSORIES 


E-Z-Paintr “Sand Finish” | Long Wool 
Stipplers Rollers Fence Painters 

of high grade of hard twist for fence or 
carpet twist. Frieze. 7” and grill work. 7” 
7” and 9” 9” widths. and 9” width. 
widths. 











I 
I 
| 
| 
I 
| LITTLE 
E-Z-Paintr | loox% pum * 
Mohair Rollers Edgers i BRUX Pp INT DIPPER 
Especially adapted Save time | Cleaner A 
for rubber-base ' 
paints and most i 
enamels. 7” and i 
| 
I 
; 


9” widths. 


around , for Rollers, 
windows, ceil- 
ing, moldboard. 


Brushes. Speci- 

ally developed to 

clean finest 

brustle, Lonel, 

Lambswool or Nylon. In 
Pints, Quarts, Gallons, or 50 
gallon drums. 


PAINT ROLLER SET 

New tray hooks handily on 
gallon paint can. 4” roller 
with Lonel Cover handles 
most paints. Simple to use. 


ee er Oe 
eee ee ef ee 


AMERICA’S LARGEST . 
PAINT ROLLER MFR. 
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EMERY CLOTH. Every home 
owner needs it for sand- 


ing metal, rust removal, etc. ——————eEE7 
3 _ | Esreoore ap 


SPEED-WET® GARNET PAPER. [ites 
A craftsman’s first choice for | 
sanding between coats. 





SANDING DISCS for por- 


table electric sanders. 


@ BEHR-MANNING now brings all the most popular forms 
of sandpaper into the limelight for more sales and 

more profit. The new Behr-Manning ‘HANDY PACK” 
self-display packages will help you cash in on 

the “impulse-buying” characteristics of these basic 


hardware products. 


rater, oil N : 7 
‘ith easy- S os Ask your jobber about this new “‘packaged”’ line and 
h finger- re . . ° 

well une 3 order a supply for immediate business. 





> Ladder ON Tare:s 


/ 
BEHR-MANNING - tror. x.¥. 


age ® yea of NORTON Company 


MATIC oral GHTNING ADALOX PAPER Coated Abrasives * Sharpening Stones * Pressure-Sensitive Tapes 
' vane one! 
al OPENKOTE err ecos Pr, Main Office and Plant, Troy, N. Y., U. S. A. 
} gal. tank. y For Export: 
ine large NORTON BEHR-MANNING OVERSEAS INC. 


indily on 
a — 
] 

an ADALOX ® SANDING SHEETS 
for hand or machine sanding of 
wood, metal or plastics, 3%4’’x9”’. SSN 

SANDPAPER HANDY PACKS 

for hand sanding woodwork, 

kitchen and porch furniture, etc. 
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Pittsburgh Introduces 


Wall-Painting Tool That Actually 


SELLS ON SIGHT! 


. 


-- 


SATURDAY EVENING POST ADS 
SELL YOUR CUSTOMERS... ARE 
AVAILABLE IN WINDOW AND 


a 


“ COUNTER CARDS FOR YOUR OWN 


STORE. 


| at the FleetWing Wall Coater 
features we’re shouting about in smashing 
Saturday Evening Post advertisements! 
This new painting tool covers walls faster, 
easier, and does a better job than old 
methods! Its extra-wide 7’ business end 
and its unbelievably light weight sell 
themselves as soon as a customer sees and 
holds one. Be sure your stock is displayed 
prominently ... use the counter cards 


and the window and wall posters that are 
yours for the asking...display the handy, 
inexpensive Paint Tray especially designed 
for the Wall Coater .*.. and watch your 
sales climb! 

CALL OR WRITE the Pittsburgh Branch 
nearest you or write: PITTSBURGH 
PLATE GLASS COMPANY, Brush Div., 
Dept. C-3, 3221 Frederick Ave., Baltimore 
29, Maryland. 


PITTSBURGH 
WALL COATER 


CHEMICALS ” PLASTICS 


PITTS 8 U £47 P Lome CE GAs > COMPANY 
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ITS EASIEST TO SELL 












SUPER KEM-TONE 


On the market less than two years, 
Super Kem-Tone sales have been phe- 
nomenal. This washable, easy-to-apply KEM-GLO 
wall paint, with its marvelous range of 
colors, is the biggest selling, most popu- 
lar paint in the nation. 










No one would have believed a 
top-quality, high-priced enamel 
could sell millions of cans a 
year. However, KEM-GLO 
proved it. 














—————— 






Here’s Why These 
Are the Leaders 












_ <= ee 
he and Washes Like Baki ( Ep 
Ss 





1, High quality of the products. 


2, Dominant, consistent National Advertising that pre- 
sells millions of customers every year. 





3. Point-of-sale displays . . . colorful, attractive window 


and store displays that make people come in to buy. KEM-TONE 
4, Color features and other sales helps that make selling There is a big market for Kem-Tone’s beautiful t 
easy for the dealer. flat matte finish. Its economy, ease of use and | as 


5, Word of mouth advertising by satisfied users. Semnees Ee Theat SoREES Seen, 


Full-color page advertisements will run in 


Get complete facts from any one of these 7 paint companies. ist ictielddine 


| 

Acme Quality Paints, Inc., Detroit John Lucas & Co., Inc., Philadelphia 

| W. W. Lawrence & Co., Pittsburgh The Martin-Senour Co., Chicago life Living for Young 
| 

| 













. , Saturday Evening Post Homemakers 
The Lowe Brothers Co., Dayton Rogers Paint Products, Inc., Detroit Titatnen © Mantes, Gina 
The Sherwin-Williams Co., Cleveland American Home Country Gentleman 
Good Housekeeping Progressive Farmer 













| 

- Ladies’ Home Journal Successful Farming 
59 Sunday Newspaper Magozine Sections 
| 


SUPER KEM-TONE ¢ KEM-GLO ¢ KEM-TONE 
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It’s fast, clean, safe 


Klean-Strip is fast and clean because it actually “breaks”? away the 
old finish—doesn’t just dissolve it. This improved remover requires no 
afterwash or neutralizing, and is absolutely non-inflammable—safe to 
use anywhere. One application removes several coats of any finish, 


even baked enamels, lacquers or synthetics. 


It’s nationally advertised 


During 1952 over 66,000,000 advertising messages on Klean-Strip will 
appear in The Saturday Evening Post, Popular Mechanics and Popular 
Science. This advertising will help you sell more paint remover than 
you’ve ever sold before . . . that is, if you handle Klean-Strip, the 


modern paint remover. Your customers are pre-sold. 


“Try-it’’ Display closes sales 


This convincing demonstration display really sells paint remover. In a 
couple of minutes a customer can try out Klean-Strip and see for 
himself how quickly and easily it removes old finishes. The display 
requires only 4” x 11” counter space. And remember: when you 


make a sale of paint remover, you usually sell some paint, too! 





THE FASTEST SELLING 
SELF CONTAINED | 
ELECTRIC SPRAYER ON THE MARKET 
Burgess Deluxe Model VS-600 


Big profits... daily profits... 
thousands of satisfied customers— 
that’s the record of this widely 
acclaimed Deluxe Model VS-600 
Vibro-Sprayer. It’s the answer to 
every home owner’s, craftsman’s, 
and hobbyist’s dream of painting 
quickly, economically and profes- 
sionally with a minimum of work 
and fuss. Whether it is used for 
spraying enamel on cabinets, lac- 
quering furniture, enameling toys, Sprays; 


killing garden weeds and insects— \. ‘. Peint « water - insecticide 
Burgess model VS-600 Sprayers eee iat 
do a thorough, workmanlike job 2S 


that builds customer respect and The Model VS-600 is chock full of typical Burgess precision fea- 
confi " tures: stainless steel piston, corrosion-proof pump assembly, sliding 
dence, and builds future busi spray-adjuster, multi-vein spinner nozzle, safe UL-approved cord 















































Order From Your Jobber Today! 


If he is out of stock, send order and jobber’s name to os 
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3 HOME ELECTRIC SPRAYERS 


THE FINEST BURGESS 
SPRAYER EVER MADE! 


Special Deluxe 





i Be p dP eal 
S aght wa we 
That «i the Zanoratey point, Ht 


. nat ers 
ert ncder eT ook fo the 


This is the first paint 
sprayer in history to 
be granted the UL 
seal. The seal is 
proudly displayed on 
the label and is 
added assurance of 
quick, easy sales. 
Has all the precision 
features of Model 
VS-600, plus special 
coil, cord, and other 
components to con- 
form to rigid safety 
requirements of 
Underwriters’ Labo- 
ratories, Inc. Make 
certain that you have 
an adequate supply 
in stock. 

Model VS-600-UL 


12% 











Bauryess Worocnfiers Bac 
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A MODEL FOR EVERY PURSE 
AND PURPOSE 


For Touch-up 
Spraying 


and Utility 
HANDY COMPACT MODEL VS-130 


A brand new 
addition to the 
Burgess line, 
this handy, 
dandy little 
sprayer is just 
the thing for 
spraying toys, 
models, small 
furniture, insec- 
ticides and garden 
tools. Precision built 
in the Burgess tradi- 
tion, it features con- 
venient fingertip 
switch, spray ad- 
juster knob, and 
graduated 8-oz. jar. 
A lot of sprayer for 
a little money — and 
you'll beamazed how 
it moves off your 
counter and shelves! 
Another Burgess* first” 
—extra profits for you! 
Model VS-130 
SUGGESTED LIST 


BURGESS VIBROCRAFTERS, Inc. 
Dept. H, 180 N. Wabash Ave., Chicago 1, Ill. 


Gentlemen: Please rush my order for: 
VS-600 Sprayers 
VS-600-UL Sprayers 
Cases of 6 VS-130 Sprayers 
aetna ara Cases of 12 BVI Hand Sanders 
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AMES BAaLpwWIN WYOMING Co. 


will be known as the 


O. AMES CO. 


Effective March 1, 1952. 








( Qhasd Jturk 


President 


Westin 


off 


V/A Electric H 
Section SPR 

A M ES PLAN, Inc 
Since 3-colo 
1774 TIE-I 
Send Cou 


PARKERSBURG NORTH EASTON 
WEST VIRGINIA MASSACHUSETTS . 
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this Electric Housewares 
Spring 1952 
SALES PLAN 
is sponsored by 
your favorite 
manufacturers — 
all members of the 
Electric Housewares 
Section of NEMA 
American Electrical Heater Co. 
“AMERICAN 2 
Arvin industries, inc. 
“ARVIN” 


Camfield Manufacturing Company 
“BLUE RIBBON” 

Casco Products Corp. 
Chicago Electric Manufacturing Co. 
“HANDYHOT” 

Cory Corporation 
“CORY” 

Dormeyer Corporation 
“DORMEYER” 

Dulane, Inc 
“DULANE” 

The Emerson Electric Mfg. Co. 


“EMERSON-ELECTRIC” 


Fieldcrest Mills Division 
Marshall Field & Co., inc. 
“FIELDCREST” 

The Fresh'nd-Aire Company 
Wiv. of Cory Corporation) 
“FRESH'ND-AIRE” 
General Electric Company 
“GENERAL ELECTRIC” 
General Mills, Inc. 
Home Appliance Dept. 
“BETTY CROCKER” 
Hamilton Beach Company 
Div. of Scovill Mfg. Co. 
“HAMILTON BEACH” 
The Hobart Manufacturing Co. 
“KITCHEN AID” 
Knapp-Monarch Company 
KM" 








Landers, Frary & Clark 
“UNIVERSAL” 
National Pressure Cooker Co. 
“PRESTO” 
National Stamping & Electric Wks. 
“WHITE CROSS” 
Nesco, Inc. 
“NESCO” 
Norwich Industries, Inc. 


“INFRALECTRIC” 
Oster Manufacturing Co., John 
“OSTER” 








Proctor Electric Company 
“PROCTOR” 


Reeves-Ely Laboratories, Inc. 
“WARING-DURABILT” 


Rival Manufacturing Co. 
“STEAM-O-MATIC” 


Samson United Corp. 


The Silex Co. 
“SILEX” 


Tie-in your store with nation-wide, industry-wide campaign to make 
McGraw Eleetric Company 


Ss _ ELECTRIC HOUSEWARES GIFTS FIRST CHOICE 


Toastmaster Products Division, 


ingh Electric C 
“WESTINGHOUSE 





FOR MOTHER'S DAY - FATHER’S DAY SEND COUPON BELOW FOR YOUR FREE OFFICIAL PLAN BOOK 
FREE! : dl WEDDINGS - SHOWERS - ANNIVERSARIES ELECTRIC HOUSEWARES SECTION 
¥ : BIRTHDAYS AND EVERY GIFT OCCASION! National Electrical Manufacturers Association 


Official NEMA 155 East 44th Street, New York 17, N.Y. 

Electric Housewares . 24,864 retail stores tied in with the 1951 Electric 
Section SPRING SALES 7 Housewares Gift Campaign sponsored by NEMA 
PLAN, Including the Electric Housewares Section. This year it will be 
3-color OFFICIAL bigger and better than ever — with a concrete, down- Name 
TIE-IN POSTER! to-earth, grass-roots program, complete with what-to- 
‘ : do and how-to-do-it details, including the three-color 
Send Coupon today! official point-of-sale poster... all available to you tices 
absolutely free! Manufacturers are tieing in, dis- 
tributors are tieing in—why don’t you tie in... 


and CASH IN! 


Please rush my free copy of the efficial NEMA Elec- 
tric Housewares SALES PLAN BOOK for Spring 1952. 


Store. 





ELECTRIC HOUSEWARES SECTION «+ NATIONAL ELECTRICAL MANUFACTURERS ASSOCIATION 
155 East 44th Street, New York 17, N. Y. 
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AMERICANS WILL HAVE $12 BILLION 


MORE TO SPEND IN 1952... 


“Personal income in 1952 will set a new 
record. About $250 billion in 1951, it 
may reach more than $270 billion this 
year. Taxes will take a bigger bite, but 
consumers will be left from $12 to $15 
billions more — after taxes — than they 
had in 1951.” 


Reported by McGraw-Hill’'s Dept. of Economics 


SALES RECORDS PROVE AMERICA 
WANTS AIR MOVING EQUIPMENT... 


Combined sales of fans and room air 
conditioners totalled $168,345,500 in 
1951. This was an 11% increase over 
1950 in spite of what one manufacturer 
called “the worst fan weather since 
1903” . . . and in spite of an overall 
decline in total appliance business . . . 


Reported by Electrical Merchandising 


A. RA. Ce. 
Fort Worth 7, Texas 


Acme Industries, Inc. 
Jackson, Michigan 


Airserce Manufacturing Co., Inc. 
Pittsburgh 13, Pennsylvania 


Aldrich Company 
Wyoming, Iilinois 


Allen Ventilator Division, 
ProductionPlanning Co, Rochester, Mich. 


American Solvent Recovery Corp. 
Pur-Air Division, Columbus 3, Ohio 

Ancher Division 

Stratton &@ Terstegge, New Albany, Ind. 

Anchor Post Products, Inc. 

Fluid Heat Division, Baltimore 24, Md. 


Armstrong Furnace Company 
Columbus 12, Ohio 


Products Corporation 
Huntington 12, West Virginia 


Atlas Tool & Mfg. Company 
St. Louis 15, Missouri 


Baldor Electric Company 
St. Louis 15, Missouri 
Barnett Machine Works 
Jonesboro, Arkansas 
R. W. Beckett Corporation 
Elyria, Ohio 
Bethlehem Foundry & Machine Co. 
Bethlehem, Pennsylvania 
@. C. Breidert Co. 
Los Angeles 65, California 


Broan Mfg. Co., Inc. 
Milwaukee 2, Wisconsin 


The Carlin 
Wethersfield, Conn. 
Central Electric Co. 
Cambridge 39, Massachusetts 


Century Engineering Corp. 
Cedar Rapids, lowa 


Cale Manutacturing Company 
Austin, Texas 


Cole Hot Blast Mfg. Co. 

Chicago 9, Illinois 
W. B. Conner Engineering Corp. 
Danbury, Connecticut 


Coroaire Heater Corp. 
Cleveland 15, Ohio 


Daly, Merritt & Sullivan, inc. 

Falls Church, Virginia 
The Davenport Manufacturing Co. 
Meadville, Pennsylvania 
Dearborn Stove Company 


Dallas, Texas 
Doherty-Silentaire 


Baton Rouge, Louisiana 
J. R. Dry & Sons 
Winters, Texas 
Duo-Therm Division 
Motor Wheel Corp., Lansing 3, Mich. 


Duplex Products Company 
East Detroit, Michigan 


Eaton Manufacturing Company 
Cleveland 10, Ohio 


Electrol Burner Mfg. Co., Inc. 
Rutherford, New Jersey 


Corporation 
Rochester 3, New York 


Evans Products Company 
Heating @ Appliance Div,Plymouth, Mich, 


Fasco Industries, Inc. 
Rochester 2, New York 


Fedders-Quigan Corp. 
Buffalo, New. York 
The Firewel Co., inc. 
Buffalo 3, New York 
“dies & Johnston Co 
San Francisco 3, California 


Friedrich Refrigerators, Inc. 


San Antonio 6, Texas 


General Automatic Products Corp. 
Baltimore 13, Maryland 


General Electric Company 
Major Appliance Div., Louisville 2, Ky. 
General Metals 
Y Springdale, Connecticut 
General Oil Heating Corp. 
West New York, New Jersey 


Gould Oi! Burner Company 
Boston 20, Massachusetts 


Hastings Air 
Heinze Electric 


Company 
Hastings, Nebraska 


Company 
Lowell, Massachusetts 


International Oil Burner Co. 
St. Louis 10, Missouri 


S. T. Johnson Company 
Oakland 8, California 


/ Kisco Company, inc. 
St. Louis 4, Missouri 


Kisco Boiler & 


Kresky Mfg. aa 
Petaluma, California 


Co. 
t. Louis 4, Missouri 


Le John Company 
Huntington, West Virginia 


H. C. Little Burner Co. 
San Rafael, California 


Malleable iron Fittings Co. 
Oil Burner Division, Branford, Conn. 
Marle Coil Company 

St. Louis 10, Missouri 
May Oil Burner Division 
May Fuel Oil Corp., Baltimore 3, Md. 
Mclean Enginesring Laboratories 
Princeton, New Jersey 
Metromatic a Burner Company 

Bact 1 Manas 

Mitchell 


Ag 14, Minois 
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Monarch Electric Company 
New Britain, Connecticut 


The Murray Company of Texas, inc. 
Atlanta, Georgia 


Nash Motors 

Div. of Nash-Kelvinator, Detroit, Mich. 

Natienal Engineering & Mfg. Co 
Kansas City 6, Missouri 


Dallas 1, Texas 


Novi Equipment Company 
Novi, Michigan 


Oakland Foundry Company 
Belleville, Illinois 


Octagon Ventilater Co. 
Chicago 36, Illinois 
The Ohio Foundry & Mfg. Company 
Steubenville, Ohio 
Oran Company 
Columbus 7, Ohio 
Owens Metal 


Kansas City, Missozvi 


Atlantic City, New Jersey 


Penn Boiler & Burner Mfg. Corp. 
Lancaster, Pennsylvania 

Perfect-line Corp. 
Hicksville, New York 
Philadelphia, Pennsylvania 


Pruden Products Company 
Fort Atkinson, Wisconsin 


Quiet Automatic Burner Corp. 
Newark 4, New Jersey 


Corporation of America 
RCA Victor Div., Camden 2, N. J. 


Radiant Utilities Corp. 
Brooklyn 14, New York 
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MORE SOURCES, QUALITY PRODUCTS 
WEEDED TO MEET DEMAND... 


With'the possibility of material shortages 
limiting your selling opportunities in ‘52, 
you'll need more sources of supply to 
draw from to help you satisfy an edu- 
cated public's demand for quality heat- 
ing, cooling and ventilating products. 


Reported by Electricol Merchandising 


1952 DEMAND 1S EXPECTED TO 
REACH NEW ALL TIME HIGHS... 


“Estimates of 1952 room air conditioner 
sales run from a 10% increase over 
1951's 250,000 units to a high of 325,- 
000, units . . . Clothes dryers, with 495,- 
000 units sold in 1951, will sell to the lim- 
its of production in 1952. With just aver- 
agé weather, fan demand may well ex- 
ceed available supply.” 

Reported by Electrical Merchandising 


Their cooperative buying and selling guide 


aatnend Cones Surfece Combustion 


ag setae me te Meet company te om” Ca help you sell more air-moving units! 
"Georgia Buffalo, New York Detroit 26, Michigan 
Reznor Man Company i eo 
Mercer, P vania C , The book shown at the right 

‘> ‘Mich Phil Rich Fan Menteuing Cv ne a ‘Alliance, Ohio = all a “agg er ~ 

» Mich. ouston 2, Texas wo g fp. Site, Company s a veritable goldmine o 
al Roberts Manufacturing Company " Huntington, West Virgini information for every sales- 

Missouri Clhboree, F Texas we se-hagiiapeagay minded, profit-wise appliance 


|, Texas 


Michigan 


E. L. Schofield Inc. 
Rockford, Ilinois 


Scogin Turbulater Manufacturing Co. 
. Kansas City, Missouri 


Seco-Lite Manufacturing Co. 
St. Louis 13, Missouri 
Shepler Company 
Pittsburgh, Pennsylvania 
Siegler Enamel Range Co. 
Centralia, Illinois 


ee 
Centralia, Illinois 


The Silent Glow Oil Burner Corp. 
Hartford 6, Connecticut 


Simpson Screen Company 
Oakland: 6, California 
Sin-Jin Products Co. 


Baltimore 15, Maryland 


The H. B. Smith 
Westfield, Massachusetts 


The Sonner Burner Company 
Winfield, Kansas 
Southern Air ig Mfg. Co. 
Fort W: 2, Texas 


Standard Electric Mfg. Company 
West Berlin, New Jersey 


The Stanthony Corporation 
\Glendale, California 

The Studebaker Corporation 

South Bénd, Indiana 

Sundstrand 


Sun-Rey Burner 


Company 
Rockford, Illinois 
: Corp. 
Jamaica, New York 


‘ 
- 


Universal Electric 


Trade Wind Motorfans, Inc. 
Los Angeles 37, California 


Transaire Manufacturing Co. 
Philadelphia 30, Pennsylvania 


United Electric Service Co. 
Ventilating Div., Wichita Falls, Texas 


Owosso, Michigan 


E. Van Noerden Company 
Boston 19, Massachusetts 


The Vent-A-Hood 


Albert H. Voigt, Inc. 
Philadelphia 32, Pennsylvania 


Dallas 9, Texas 


Waltham Oil Burner Company 
East Boston, Massachusetts 


Wayne Home Equipment Co., Inc. 
Fort Wayne 4, Indiana 
W. W. Welch 
Cincinnati 2, Ohio 


Edwin L. Wiegand Company 
Pittsburgh 8, — 


Williams Oil-O-Matic 
Eureka Williams Corp., 


John Zink Company 
Tulsa 1, Oklahoma 
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dealer! Worth thousands to 
you as a buying and selling 
guide — for it gives you the 
“lowdown” on everything from 
Air Circulators to Central 
Heating Systems . . . with an 
accurate and illustrated de- 
scription of air-moving prod- 
ucts made by these 120 lead- 


ing American manufacturers! ' 


Good sources of supply will 
be more important to you 
than ever this year — and the 
sources shown in this profusely 
illustrated “Gold Book” can 
help you through in ‘52! 


Look for this Gold Foil Tag 
when you buy 
Air Moving Equipment 


® SEND FOR YOUR 
COPY TODAY! 


FREE 


Use the convenient 
coupon below 


BOX 808-C, TORRINGTON, CONN. 


Please send my FREE copy of the '52 GOLD BOOK 
“How to have Comfort from Moving Air” 

















THE TORRINGTON + agrantegiepsags hae ° Torrington, Conn. 


Fe 


Indust 


1 Blow 


Ww 





Sheffield oTavo me) | & Sheffield 


CT hZ- sim LO] U Met ate mm Colt] mm Gels) il-) a 





] ADDED BRILLIANCE 


2 LONGER OIL LENGTH 


3 DOES THE ENTIRE JOB 


| | 
| 
ve 


4 GOOD HOUSEKEEPING SEA 5 





Sheftield sronze PAINT corp. 


17814 Waterloo Road, Cleveland 19, Ohio 





<n ~*~” ory 
s Guaranteed by % 
Good Housekeeping 


d J 
%or > 
45 anveariseo 


\ Shettiel? ! f 
‘ aM RO: 


Dette, esi 


<7, (hie 
hi I” 


‘ 2 waite € 
ls halt GH gies : : 
roof protection! Weather-proof and rust-proof... it 


a sé \ Sheffield ALUMI-ROOF paint offers complete, modern 
IN 
A _ " 


dries to a brilliant smoothness! It reflects heat in sum- 


mer and keeps heat in during the winter. 


cout! Nien > 
¢ Gesre toed by 
Good Housekeeping 


eas Aovrarrstd att 


Also 45 other FAST SELLING Items... 


tld RED HOT aluminum paint Ag 
the job wherever extreme Write today for catalog and detailed information... 
tis required. GUARANTEED TO e 
HSTAND up to 1600 degrees oar ik : : ; 
| ‘ \ r re mats, counter cards, point of sale material available 
at...here is the answer to 
Y paint problems in homes, 
ents and industry. 


rettield Leoreze PAINT CORPORATION , 


ONE OF THE WORLD'S LARGEST 
SE ae oe eee 6 Fb oe ee: Ee 


Advertising promotional material including newspaper 


free upon request — 





In full color in Better Homes, May 


& Gardens 





for hot-weather 


selling 


|, a hot-weather refreshment 
foursome that’s bound to catch your 
customers’ eyes. 
These gay Libbey Hostess Sets are or Posed \ 
naturals for fast, profitable, hot-weather : ' 
selling. Inexpensively priced and pre- 
packaged, eight of a kind in handsome 
gift boxes, these sets make welcomed 
gifts. Display them prominently and NS toes gee £ 
watch these self-selling Hostess Sets ; (“F gs st 
move off your shelves. : 


And they’re just as practical as they 
are good-looking! The cheerful, bright 
colors won’t wash or wear off. Each glass 
carries that famous Libbey guarantee: 
“A new glass if the rim of a Libbey,” : ~ 


192. 


*Safedge’ glass ever chips! 


Stock up on these four sets now and be 
ready for the warm-weather, cool-drink 
season. To order, contact your near-by 
Libbey supply dealer or write direct to 
Libbey Glass, Toledo 1, Ohio. 











fe avohitis for every 

Oyday . 
| OM Jeahaviled.Agninkt chipp | 
LIBBEY GLASS anata sr 


ic. 
Be sure to sell a 







ESTABLISHED ISIS *"lf the rim of © Libbey “Sotedes' 
ever chips, we'll teplece th edge gloss 
@ gloss, 











wld Salt - 
dge 
LIBBEY GLASS, Division of Owens-illinois Glass Company, Toledo 1, Ohio 
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A FULL HOUSE 


THATS HARD 0 BEAT! 


When you add the convenience and automatic performance of an Electric Water 
Heater to these other automatic work-savers, you’ve got the ideal combination. 


Tell your customers why! 


The facts are at your fingertips: . 


Easy Installation—No flue or vent, so installation can be made 
anywhere. 





SELL 


Economy— Installation is made close to where hpt water is needed, 
resulting in short hot water lines that minimize radiation losses. 


Long Life—Rugged construction insures years of service. 


ELECTRIC Full Insulation on top, bottom and sides reduces heat loss, keeps 
jacket cool to the touch. That means: 
WATE R Clean, Safe, Fully Automati¢c— Install it and forget it. 


For you—“big ticket” profits, a minimum of service calls, and a 


Install the type of Electric Water Heater longer list of satisfied customers. 
that best suits the job—tank or table-top. 
Be sure to sell a size that’s adequate, 


They're what people want! 


HARDWARE AGE, MARCH 6, 1952 


ELECTRIC WATER HEATER SECTION 
National Electrical Manufact - jation, 155 East 44th Street, New York 17, N. Y. 











ALLCRAFT * BAUER * BRADFORD + CRANE-LINE SELECTRIC * CROSLEY » DEEPFREEZE » FAIRBANKS-MORSE 
FOWLER «+ FRIGIDAIRE + GENERAL ELECTRIC + HOTPOINT + HOTSTREAM + JOHN WOOD 
KELVINATOR + LAWSON +* MERTLAND + MONARCH + NORGE + PEMCO + REX + RHEEM 
SEPCO + A.O.SMITH »* THERMOGRAY + TOASTMASTER + UNIVERSAL + WESIX + WESTINGHOUSE 
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GENUINE KITCHEN 


SCRAP-TRAP* 
AND DISPOSABLE GARBAGE BAGS 


re STATES 


















Thane Coneil Manes tesie'acll sls 

























because they make life easier and happier! 
Scrap-Trap bags eliminate messy handling of garbage; 

Attractive, colorful package I-kno 
also for bathroom, other uses. Bags hold 6 quarts and A _ pees 6d 
are disposable . . . moisture-resistant. Pressure-sensitive Y gad op d 
backing for affixing SCRAP-TRAP to tile, metal or prices ate impulse sales. 
other surfaces without nails or screws; no tools required. You will find these 4 Central States items on 
Bags available in packages of 25 and 50. Scrap-Trap your re-order list month after month because 
sells on sight; builds repeat sales of genuine Scrap- they're fast-selling, fast-repeating top sellers 
Trap bags. everywhere, “The Fast Foursome” bring 


maximum dollar sales per square inch of 
counter and shelf space. Show the 
“Fast Foursome” in ‘52. 





PLASTI-MAT* 2 
TRANSPARENT WALL PROTECTOR _ 


Easy to put up... useful in kitchen, bath 











4 | 





or nursery. Protects walls from grease, 
| water or finger-marks. Two 30” x 40” 


7 | -PLASTICLOTH* @ 
sheets in each tube. Also single sheet Pee 

25” x 40” in picture box. ALL-PURPOSE CLOTH 
| Display dispenser creates Pm 


impulse sales. 





























ALL-PURPOSE PLASTIC 
SHOWBAGS, and SHOWBOXES* 
















































| eee a 
Big 9’ x 12’ durable plastic dropcloth has For CO 
hundreds of uses, Paint won’t stick . . . wipes 
clean with a damp cloth. Ideal for furniture Ne 
cover, storage Cover, many other home uses. 
Lith 
SHOWBOXES .. . for use with plastic 
os 25 quart oo or 2 4 pint SPECIAL PROMOTIONS 
Showboxes in eye-catching packages. 4 
a oo} permits contents of On All Ti HESE Lh EMS eee é realisti 
eac owbox to be seen. 
SHOWBAGS of polyethylene for home - f id R 1] 7 é F OR bE 7 al. L$ simu 
freezers and mips wer te in packages of i ae : OO A 
25 pint, quart and chicken sizes. ail 
“BIG 12” PLASTISAKS* 
Self-Dispensing Display & BA 
container holds 12 packages. L STA bad illusion. 
S “« most- na sizes _ 1s 15 MO 
ood storage, dozens o : tT i - 
home uses. 5221 NATURAL BRIDGE - ST LO 
Sales offices in principal cities fh de), A Ee 
PLANTS IN: SEATTLE + ST. Louis + SALT LAKE CITY + IRVIN 
ery os PS Scie ie | STrademarts of C.5.P 48, Co. 
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YOUR CUSTOMERS NATURALLY PREFER 






COLORWARE 


Me Aasea 5 


-.- and it’s a natural preference! 





For COLORWARE means it’s made by 


National Can—long the leader in 






FF © ee 






Lithographed Metal Housewares. 






COLORWARE Picnic Baskets are 


realistically lithographed in q remarkable 









NO. '1—PICNIC BASKET 
Size: 13/2 x 92x 8 

Packed: 3 to a carton 

Shipping Weight: 36 Ibs. per dozen 


simulation of natural wood — the 













oak stained wooden handles further the 





illusion. For a fast selling — profitable “impulse” item — 






place your order for COLORWARE Picnic Baskets — today! 









Housewares Division 





CORPORATION 
110 E. 42nd St., New York, New York 
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FIFTY THOUSAND WONDER-WANDS SOLD BY ONE JOBBER IN 1951 
DEALERS REPORT SELL-OUT WHEREVER USED. 

OVER 500 SELL-OUT NEWSPAPER PROMOTIONS IN 1951 BY 
LEADING DEPARTMENT STORES. OVER TEN THOUSAND WONDER-WANDS 


SOLD IN 1951 


BY ONE LEADING DEPARTMENT STORE. 


DEALERS, JOBBERS AND HOUSEWARES BUYERS tue sensationat sALes you EXPERI: 


ENCED IN 1951 ON WONDER-WAND WILL BE DOUBLED IN 1952 WITH TWO GREAT NEW WONDER-WANDS! 


NEW! Sener Wonder- Wand WITH WONDER-FLOW CONTROL VALVE 


TWO NEW SPRING 
SELLERS 








ET ~— 


The SUPER WONDER-WAND which you sold at $4.95 will now ae 
the WONDER-FLOW CONTROL VALVE at no extra cost. Finger-tip control ’ 

turns the water on or off and regulates the flow of water. This exclusive WONDER- 
WAND feature will attract many new customers. It means repeat sales to old 
WONDER-WAND users. Indestructible plastic brushhead set with DUROSTYRENE 
bristles. Complete with 4° aluminum handle, WONDER-FLOW Control Valve and hose 


connection. 


COMFY cultivator 


Made of tempered 

chromed steel with ae, 
indestructible plastic “o 
handles for comfort- 

able grip. Its perfect 

design, quality and G 
appearance sell it 

on sight. 


WONDER-WISK INTERIOR 
BRUSH OF 100 USES 


Brushhead converts 





Zz 


to three separate 





To assure you of doubling your sales in 1952, we are offering a new 
standard WONDER-WAND model at $3.95. This new low price will attract 
even the most budget-conscious customer. At this price we are offering the same 
indestructible plastic head with a new combination of natural and DUROSTYRENE 


bristles, 3’ aluminum handle and brass hose nut. 


WESTERN HOME PRODUCTS 


ALLENDALE 


brushes that can be 
used with 2’ — 4’ 
— 6’ handle. Retail- 
ers report sales on 
this equal- 

ling WON. 495 


DER-WAND. 


Ee ee en 











Here's the stove pad that will bring 
Springtime into your housewares department. 
This beautifully designed multi-color 
lithographed pattern will prove to be a volume 
builder as a companion piece to the 

National Can Corporation ‘‘Blossom Time" 
kitchenware ensemble or as a highly 

* salable item by itself. In two sizes: 

17x 19” and 14x17”, 


we METALOID CO. 


5815 KINSMAN RD. © CLEVELAND 4, OHIO 








Designed to Match 

National Can Corporation 
BLOSSOM TIME 

Kitchenware Ensemble 





Send for color catalog 
of complete line 
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Model 10 
10-inch oscillator 


HARDWAR 


Fasco 


EFAsSco 
5-YEAR GUARANTEE 


is the “final ee ee clinches 
sales at full, rofitable mark-up. 

It applies to F *s 6 best-selling 
deluxe pape The Registry of fan 
purchase w: mich rom customer fills 


in and sénds to age Anis 


[ formarty #. A SUAITH MPG. CO, HC / 


FASco ipamer ice, In Inc. 


ROCHESTER 2, N.Y. 


Model 165 
16-inch 
pedestal 
oscillator, 
3 speeds 


101 Model 127 Model 163 Model 40 Model 55 
16-inch oscillator, 3 speeds 10-inch floor fan, 2 speeds 12-inch floor fon, 3 speeds 


10-inch a 1 speed 12-inch oscillator, 3 speeds 
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THIS IS THE NAME 
THAT MAKES 
THE SALE— 














TRADEMA 


No gift selection is complete 
without a showing of Silex mer- 
chandise. Silex gifts are smart, 
useful and priced for every 

tie. budget. Give them top display billing and cash in on 
ALUMINUM , the “giftability” of one of America’s most famous 


RUST-PROOF SS aa trademarks. 


SILEX steam iron 


€ “Ss EOD sme Lightest steam iron in the field — weighs 


only 214 Ibs. Holds more water, supplies 























more steam and has more ironin, 
surface than any other. Outstanding 
value in a gift every woman wants. 













SILEX coffeemakers 


Wide choice of smart 2 to 8 cup models 
trimmed in red, yellow or black. 
‘‘Coffee-Miser’’ illustrated, makes delicious 
coffee in small amounts 2 to 4 cups. 
Brand new but already a best seller! 


SILEX 


Electric Stoves 


Time brewing perfectly, 
automatically keep coffee at 
correct temperature. Smart 
chromium top. 


Other WILEX Gift Housewares 







»S LIQUIDS 


HOT COLo 



















BUSINESS 
 WEW 
PROFITS... 


sells like hot 
cakes... that’s because it has 









It’s a winner. 







i | the outstanding features in 





} | construction keeps liquids 






hot or cold hour ofter hour 
Equal in efficiency to any 
picnic jug REGARDLESS OF 
| PRICE! See diagrammatic 
| drawing at right with des- 
} 
| 






















MIXIE for mixing, serving, storing frozen orange juice 
CARAFE for smart coffee serving 
COFFEEWARMER that keeps coffee hot by candlelight 


FRESHERATOR with vacuum seal for keeping foods 
fresh up to 14 times longer in the refrigerator. 


—~W-W-Faris Mra: C0. “the FUAK Comyoars 


In Canada: The Silex Co. Ltd., St. John’s, P. Q. 


cription of features. Pack- 






ed 6 to a carton. 








SEE YOUR JOBBER TQ 








2103 SOUTH HANLEY ROAD . ST LO: 17 
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kers 


| models 
r black. 
elicious 
4 cups. 
t seller! 


INEWS for the FIRST TIME-- 


FEDERAL 


Canning Items in WeEUE 


*with TITANIUM, the miracle element that 
makes FEDERAL VOGUE / 
WWE of gnge: 


ao lore 


out 
Pere 87 yildet for 1 / 
phe ja -_ oO 


ates 


~ 


“| 
12 me 


COLD PACK CANNER 


Holds 7 one quart jars 
High dome cover 
Complete with rack 
WR 220 
19% qt. Packed: % doz. 
Weight per carton 24 Ibs. 


PRESERVING KETTLE 
17 quart capacity Easy tilt handle 
WR 440 for pouring 
Packed: Y2 doz. 
Weight per carton 25 Ibs. 











HIGH LIVING COSTS WILL MAKE THIS A AQ FOR HOME CANNING 


STOCK UP NOW ON Th 





ea CANNING ITEMS 


For the biggest sles season ever 
we FEDERAL GIVES YOU THE MOST COMPLETE LINE OF CANNING ITEMS EVER OFFERED 
















LARGE ROUND DISH PANS 
Roll Rim 
Used extensively for preserving 
#B-17 (15 Qt.) Dish Pan 
Packed: 1 Doz.— Weight per carton: 30 Ibs. 


#B-14 (11 Qt.) Dish Pan (not illustrated) 
Packed: 11/2 Doz.— Weight per carton: 32 Ibs. 





FOOTED COLANDER 


#B-113 (4 Qt.) Footed Colander 
Packed: 1 Doz. 
Weight per carton: 13 Ibs. 





PRESERVING KETTLE 
#B-40 (17 Qt.) Preserving Kettle 
Packed: 1/2 Doz. 

Weight per carton: 21 Ibs. 














SBCIENCEE 
'Shalgio-ay AME: 
“aa 





CANNERS 
#B-95 (35 Qt.) Vapor-Seal Canner, 

complete with galvanized combination rack 
to hold 9 one-quart jars or 7 half-gallon jars. 
Packed: /s Doz.— Weight per carton: 22 Ibs. 





#B-120 (19 Qt.) Cold Pack Canner 
Holds 7 one-quart jars. 
Packed: 3 Doz. 
Weight per carton: 22 Ibs. 





#B-125 (24 Qt.) Cold Pack Canner 
Holds 8 one-quart jars. 
Packed: % Doz. 

Weight per carton: 22 Ibs. 


FEDERAL ENAMELING & STAMPING COMPANY 


World’s Largest Manufacturer of Enameled Kitchenware 
PITTSBURGH 30, PENNSYLVANIA HARDWAR 


Standard Trade Capacities 








ARE YOU PROFIT WISE? 


CARRY THE COMPLETE ® 


PRODUCT FOR 
LASTING ECONOMY 


WRITE FOR 
INFORMATION 
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LINE 


Every Customer Satisfied — 
Every Sale Profit-High 


WHALE 
® 


for customers who want a durable Nationally ad- 
solid braided cotton clothes line. : . 
vertised in The 


Saturday Eve- 


TITE-ROPE : ning Post and 


®) 
for all who want the best in plastic- Good House- 
keeping. 


coated, wire-centre clothes lines. 


SPOT 
(R) 

the finest sash cord on the market. Smooth glazed, solid 

braided cotton. 


PHOENIX a, : 


fine quality whire conn | SUR E »4 RIP 


yarn — a good, reliable sash 


cord for the medium price It’s a tippled plasti 
field. Clothes | ine jc Coated 
and holdst ally Etips 


It h , 
A ETN A 4S a twisted Cotton and 


fayon centre 
; -+.kn i 
: z Ots easily! 
| ; t’s competitively Pric a 
sashes casera ast turnover! New , = 
in the low-priced field. — ae sss tailable in 
white, 8reen or yellow, oy 


good tough sash cord — 


CHECK THESE ADDITIONAL 
PROFIT LINES 


Samson Solid Braided Rope, Phoenix Awning Line, 
Venetian Blind Cord, Solid Braided and Hollow Braided 


Cords and many other Samson specialties. 


Sameon 


CORDAGE WORKS 
BOSTON 10, MASSACHUSETTS 























(The answer is a key 4o your firture profits ) 
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( The answer is the key to higher customer loyalty for you ) 


Next page please... 
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Q Wheat: same electrical 
4ppllance company can 
= // Plomise you uncompromis- | A------------- > | --=- 
Ing gualty forall o 
of 1952 ? 














(Continued ) 


(The answer means continued consumer preference ) 
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edurcctitel 


THE RIGHT ANSWER is the 
Ine of toasters, fans, 
mixers irons, automatic 


--=) | --=p------=-// blankets, clocks, and 
vacuum cleaners made 

by the Small Appliance 
Division of the Genera/ 
Electric Company: 


“Ss 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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GILTON you 


y+ with powerful, pulling National Advertising in these great\) feat 
publications reaching 80,000,000 READERS in ’52!) and 


i 
ts 3 | ke 
es k 434% : 
Ke 
# 
ig? q i 
a ” a 
‘ 
te Bey Ps, 
# . os <i 
oe on 
q ‘ ee 


F eg realistic merchandising ’specially designed... 
Xt INCREASE YOUR PROFITS! 

















COUNTER CARDS 








cash in...order from your jobber TODAY! 


G f L T O N ~4 
DISTINCTION 
145-58th STREET, BROOKLYN ott A N. 


MANUFACTURING CORPORATION 





CHROME METAL 





features superb quality...striking beauty! 
and POPULAR-PRICED for VOLUME SALES! 


GILTON DELUXE STEP-STOOL 

The finest chrome-plated, plastic upholstered step stool — 

sold at a price your customers can afford. Rubber-matted, 
non-slip steps fold under seat easily, securely. Upholstered back 
is gently curved for extra comfort. In red, blue, yellow, 

green, black and white. List Price $15.45* 

#570 (same without back) List Price $10.95* 


GILTON STANDARD STEP-STOOL 

You spark all your sales when this famous budget-priced 
chrome-plated, plastic upholstered step stool is used as a 
promotion-leader! Steps foid under seat easily, securely. Frame 
is spot welded for ever lasting strength and rigidity. 

In red, blue, yellow, green, black and white. 

List Price $8.95* 

#545 (same with back) List Price $12.45* 


ILTON HIGH CHAIR 
When your customer sees this modern high chair, she can never 
be satisfied with less. Plastic upholstered, built up seat and 
back wipe clean with a damp cloth. Chrome-plated tubular steel 
construction means rock-ribbed safety. In red, blue, yellow, 
green and grey. List Price $18.95* 


@u- YOUTH CHAIR 
Cash in on the tremendous market of children (ages 2-6) 


too big for high chair, too small for adult chair. Gilton's 
sparkling chrome youth chair has comfortably upholstered, built 
up seat and back in easy to clean plastic. In red, blue, 

yellow, green and grey. List Price $10.95* 


GILTON DROP-LEAF WAGON TABLE 

Marvelous new chrome utility table that doubles as a 

dinette teble and serving wagon. Laminated plastic table top 
is heat-resistant, wipes clean with a damp cloth. 
Trouble-free plastic casters provide mobility. In red, yellow 
and grey mother of pearl. List Price $27.95* 

*Prices slightly higher west of the Mississippi 








immediate profits...order from your jobber TODAY! 


DUCTS OF PRODUCTS OF 
TINCTION 7 | T Oo Ni DISTINCTIC 
L 145-58th STREET, BROOKLYN 20, N. Y. 


ORPORATIO 





ME METAL CHROME METAL 

















tel <-Meome lia @ 


Al g- Me olaclitme)s 


ASSORTMENT 1157 




















. « « the ORIGINAL F| 
metal-and-asbestos mat [ise 
. « the LEADER to- 
doy! Biggest values’ 
Most complete range 
of sizes and patterns! 






















. +. featuring two of the Best Selling, Top Quality 
PRO-TEX ALL-PURPOSE 
STOVE TOP AND TABLE MATS 


Here’s a rare opportunity for you to get PRO- 
TEX mats in a wide variety of sizes and colors 
with a minimum investment. Assortment 1157 
contains Linen and Royal Anthurium mats—two 
of the newest and most popular patterns. You get 
five sizes of Linen in mixed colors—Apple 
Red, Sunny Yellow, Mist Gray. Royal Anthur- 
ium ... depicting Hawaii’s exotic flower in 
all its colorful beauty ... in four fast-selling 
sizes. Ask your jobber, or write for full infor- 
mation on this money-making PRO-TEX deal! 


With each assortment you get 
a “Mighty Mite’ display rack 
absolutely free. Attractive and 
colorful, it takes little counter 
space. Mats are displayed in 
upright position, so they can 
be seen and bought! 


Sallonofp METAL PRODUCTS CO. 


2536 EUCLID AVENUE ° 


In Canada; Canadian Housewares, Ltd., 20 Wellington St., Toronto, Ont. 


CLEVELAND 15, OHIO 











puts new sales sizzle in Bissell®! 


BISSELL SWEEPERS 


Bissell Carpet Sweeper Company ¢ Grand Rapids 2, Michigan 








New! Fashion Colors 
in Bissell Sweepers 


For the first time— Bissell Sweepers in Marigold 
Yellow, Poppy Red, Spruce Green, Claret Red, Mint 
Green, Iris Blue. More fun to own, grand to give! 


New! Full Color Ads 
in leading magazines 


Announcement half-pages run in full color in the 
April issues of BETTER HOMES & GARDENS, 
MCCALL’S, LADIES’ HOME JOURNAL, and WOMAN’S 
HOME COMPANION. More full color ads will follow! 


New! Color Displays 
to stop the shoppers! 


* Flash the big news with the colorful, new point-of- 


sale Bissell Displays. Spark up your display racks 
with the new Fashion Color Bissell Sweepers. Tie 
in with the ads—and watch color put new sales sizzle 
in Bissell! 
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NOW! Amazing new Moth Proofer with 


SAME FORMULA ‘;" MUSEUMS 


to mothproof millions of dollars ha of museum pieces! 


MONEY-BACK GUARANTEE! 


stops moth damage for one year when directions are followed! 





















































































counter 
yed in 
ey can 
0. e Sell it with confidence! 
HIO e Build up steady repeat sales! A 
e Make the highest profits . 
Ee | in the business! S S', 
d iy ¥ f y >. 
i , ; n eg 7 B ° 
Sensational dynol brings every home the same formula long ih 0 
used by museums for priceless rugs, tapestries and antiques. Push the 
button and spray once according to directions. Mothproofs clothing, rugs, PUuSH-BUTTON 
arigold upholstery, closets, blankets...a whole house... for a full year! Guaran- Retail List 
d, Mint teed! Completely invisible treatment kills moths, eggs and larvae. i dom 
10 give! Dynol gives you top profits that are protected, (it's NOT SOLD in grocery maenere oo” $1.95 
stores!) ... FREE window and counter displays, and your customers get a Utility Bags 
valuable FREE premium. Consistently advertised by leading stores. Feature Werth i 
dynol and cash in! 12 oz. container, does 3 average suits. ope tote’ o 
in the PL 
RDENS, — ff \ 
i € R E E for you "7 REE™: yo pila cal 
, ses WITH THIS COUPON =I 
| —1CAN with 1] purchased | 5 Utility Bags WORTH 50c 
: Your Cost | Selling Price Th 
ey store and 
oint-of- | You buy 11/12 @ $15.21 doz. $13.94 $21.45 protect clothing, j 
y racks | You get 1/12 FREE 0.00 1.95 appliances, foods. j 
ors. Tie $13.94 $23.40 A hundred uses! 
2s sizzle | YOU MAKE 41% PROFIT! j 












maqam BOSTWICK LABORATORIES, In., Bridgeport §, Conn, $%:srssamts 
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OUTSTANDING RETAIL SUCCESS| 01 
Inspires Great Advertising and Pro} me 











You owe it to your customers to offer the finest value in ovenware on 
the market — FIRE-KING — guaranteed ovenware at savings up to 40% 


Your customers have confidence in FIRE-KING Ovenware... guaranteed for 2 years 
against oven-breakage by Anchor Hocking, the most famous name in glass. Mirror- 







bright FIRE-KING Ovenware features smooth, rounded sides and edges for easier Ota ovE 
cleaning—plus the even, heat-retaining surface that assures perfect baking results. ovENwA” _gmooth = 
. clear, 
Now... Anchor Hocking supports your FIRE-KING Ovenware sales with an im- right pr ice ro 
pressive national advertising campaign—plus strong promotional program, available The | son sav faperr in 
! 


at no cost to you. your cust for you! 
rk? 

Make the most of this powerful FIRE-KING support—right now! A letter, call or silt 

wire to Anchor Hocking Glass Corporation, Lancaster, Ohio, will show you how you 

can make greater profits than you ever dreamed possible with lower-priced FIRE- 


KING Guaranteed Ovenware. 
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OF FIRE-KING GLASS OVENWARE 
motion Program to Support Your Sales 


right. 
en ei 


The fi ht through 


follow: 
SLANT. you “ie 
onvert national ee ‘ ; 


OVENWARE 
ANCHOR HOCKING GLASS CORPORATION, Lancaster, Ohio 


The Most Famous Name in Glass 
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in Plastic Toilet Seats 








STYLE 500 This is the 
PURITAN seat whose fame has never 
diminished from the first 


day it was announced. Ex- 





ceptionally sturdy in design and construction, the PURI- 
TAN "500" is an all enclosed solid type design that makes 
it completely SANITARY. Fully guaranteed . . . selection 


includes eight beautiful decorators marbleized colors. 





















STYLE 700 Here’s the PERFECT 
naftocke 


answer to the problem of selling a 
quality toilet seat at low prices! The 
ROCKET “700” is... DOLLAR FOR DOLLAR... the BEST VALUE 
in the LOW PRICE FIELD! Its handsome design makes it a welcome 
addition to any home... and the smooth surfaces make it com- 
pletely sanitary and easy to clean. Choice of five beautiful colors: 
WHITE and marbleized black, coral, blue and green. 









STYLE 1000 Hereisthe 


[ PURITAN | Sot-esorzsn 


design toilet seat in the 
field! The extended back 


hinge design is more beautiful, more sanitary and 








makes the back area as easy toclean as any flat 
surface. All enclosed, this solid type design is sturdy 
beyond any ordinary requirement! 


WHITE + BLUE + BLACK + ROSE + YELLOW + PEACH 
GREEN * BURGUNDY 


WRITE FOR FREE DESCRIPTIVE LITERATURE .. . FREE newspaper mats and promotional material. 
CENTURY PLASTIC PRODUCTS INC. * 8219 Almira Avenue, Cleveland 2, Ohio 
66 HARDWARE AGE, MARCH 6, 1952 


I 


HARDWA 











-ERFECT 
selling a 
ices! The 
T VALUE 
welcome 
2 it com- 


ul colors: 





2, Ohio 
6, 1952 


EMPIRE 


long-handled 


plastic scrub 





A neat floor display! 
The Empire Long 
Handled Scrub(No. 5013) 
is packed 1 dozen 
in a handy carton— 
shipping weight 16 lbs. 
Each carton includes 
a base for an attractive 
floor display. You 
can set it up in a jiffy— 
for more sales! 


THIS IS AN EMPIRE BRUSH 
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with the brush 
that lifts 


your customers off 
their knees! 
No bending or stooping — 


Even for hard-to-reach places! 
Easy to clean and keep 
clean—just soap and water 
does it! Easy to dry and 

keep dry—plastic bristles won’t 


hold dampness! 


Outlasts other scrub brushes 
5 to 1! No rot, mat or 
mildew—those sturdy plastic 
bristles won’t retain odors; 
won't fold up under soaking 

or hard use. Here’s the 

brush that’s sure to. garry on 
the success of Empire’s famous 
regular plastic scrub. Here’s 
just what women ordered 

in scrub brushes; it'll pay 


you to order it too, right now! 


Ask your wholesaler to 
show you the complete line of 


Empire household brushes. 


EMPIRE BRUSHES, INC. - PORT CHESTER, N. Y. 
IN MONTREAL: EMPCO BRUSHES OF CANADA, LTD. 
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[WZ LEADS OFF BIG CAMPAIGN 
HOMEMAKERS ADMIRE, DESIRE 


”" z nf Dominion has the 


*** complete program 


that builds your profit 


volume when you... 


TIE-IN LOCALLY 
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ready. 70/7 


THAT WILL MAKE MILLIONS OF SMART 
AND REQUIRE DOMINION APPLIANCES! 


STOCK UP 


DISPLAY 


FOR COMPLETE INFORMATION 
Send this coupon to 


DOMINION ELECTRIC CORP., MANSFIELD, OHIO 
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* Enter 
#« Westinghouse 
Light Bulb 


~— Ss | OH he me Olle CS 


= & tat ee > met FA te Moe koe ae lUelUrelUuremlU ele 


50 "3 


Westinghouse Light Bulbs announces 
another jackpot contest for dealers, 

to tie in with the big new consumer contest, 
running concurrently, that makes people 
look for and insist on the Westinghouse brand. 
You'll sell more light bulbs than ever before! 
During a recent previous Westinghouse 
contest dealers all over the country 

reported increases up to 100%. Tie 


in now; cash in now. Read rules at 
right and get an early start! 
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GET STARTED 
NOW! 


The exciting, colorful ad shown at 
the right tells everyone that the big 
new consumer “‘Famous House” 
Contest starts April 21st and ends 
June Ist. So don’t wait! The best 
dealer tie-in display and promotion 
may be yours—and it may bring 
you $1,000 first prize or any of the 
147 other prizes! Time's a-wasting! 
Get started now! 


ACT NOW! FOLLOW THE SIMPLE RULES LISTED 
HERE! IF YOU’RE NOT NOW CARRYING THE 
WESTINGHOUSE LINE, MAIL COUPON TODAY! 


CONTEST STARTS APRIL 21, ENDS JUNE 15 


HERE’S ALL YOU DO: 


1. Set up “Famous Houses’”’ dis- 
play material in your store and 
windows. Place bulbs and entry 
blanks in high-traffic locations, 
such as check-out counter. Use 
other means to publicize the con- 
test, such as newspaper ads, special 
exhibits, cards, truck advertising, 
etc. Have your sales people tell 
customers about the contest. Make 
your displays clever and forceful. 


2. Write a statement on a plain 
piece of paper in 100 words or less 
on the subject: ‘How the Famous 
Houses Contest Helped Our Store 
Sell More Westinghouse Light 
Bulbs.” Be specific; give figures 
showing sales increase. Describe all 
the ways you promoted contest. 
Include your name and the name 
and address of store. Mail entry 
to: Westinghouse Light Bulb Dis- 
play Contest, P. O. Box 62, New 
York 46, N. Y. Entries must be 
postmarked not later than mid- 
night, June 15, to be eligible. 


Be Submit at least one photograph 
showing the contest display at your 
store. Be sure to place your name 
and the name and address of your 
store on the back of all photo- 
graphs submitted. All photographs 
submitted become the property of 
the Westinghouse Electric Corpo- 
ration. 


4, Prizes will be awarded on the 
basis of originality, interest, con- 
creteness and comprehensiveness. 
In case of ties, duplicate prizes 
awarded. All entries become the 
property of the Westinghouse Elec- 
tric Corporation and none can be 
returned. Entries will be judged by 
a board of impartial contest ex- 
perts, The Reuben H. Donnelley 
Corp. Decision of the judges is 
final. 


5. This contest is open to all 
Westinghouse lamp dealers and 
their employes. 

Get in on this sales building pro- 
motion. Send coupon today ! 


you CAN BE SURE...IF ITS 


Westinghouse 
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148 PRIZES! 


FIRST PRIZE 


$1,000 


SECOND PRIZE THIRD PRIZE 


$500 $250 


MEXT 5 PRIZES ...... $100 
MEXT 10 PRIZES . eee $50 
MEXT 30 PRIZES...... $25 
NEXT 100 PRIZES This Powerful 
Electric Hand 

Lantern 

With Dozens 

of Uses. 

Throws Brilliant 

Beam. 

Powered by 

6-volt 

Batteries. 

Retail Value, $15. 


Lamp Division 
Westinghouse Electric Corporation 
Bloomfield, New Jersey 


([] Jam not now handling Westinghouse light bulbs, but 
I would like to get in on the “Famous Houses’ contest. 
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Black Leaf 40® is the original 
brand of nicotine sulphate insecti- 
cide, containing 40% _ nicotine, 
that has won the confidence of 
millions of farmers and gardeners 
who use it many ways. 


Used as a spray for flowers, 
vegetables, shrubs and fruit trees, 
Black Leaf 40 quickly kills 
aphids (plant lice), leafhoppers, 
B FY4 k most thrips and other soft-bodied 

tL . sucking insects. It’s economical 

ed rl) and easy to use. It spares bees and 
"eee §=§=6other beneficial insects . . . Black 
Leaf 40 never stains or burns and 
; leaves no objectionable residue 
L 3] ie on flowers, foliage or fruit. Highly 

AT effective as a repellant to keep 
dogs away from shrubbery. 


Used as a roost paint, Black Leaf 40 rids chickens 
of lice and feather mites. Applied directly to roosts 
with a handy “cap brush”, fumes rise, killing lice 
while chickens perch. Used as a dip, Black Leaf 40 
controls lice on cattle, sheep and goats. Used as a 
drench, combined with copper sulphate, Black Leaf 40 
controls stomach and intestinal worms in sheep and 
goats. 





SIZE AND SUGGESTED DEALER PRICE 
RETAIL PRICE PER CASE 

1 oz. SEE rete etre two doz. $ 5.58 
B GIGI. «osc 0 00 2 ha we > Cheeta dozen $ 8.55 
LS ae dozen $20.70 
ea a ee dozen $36.85 
UA Ws ceo + ten eses eee six $36.60 





AMERICA’S 
BEST-KNOWN BR 


ee - 
* 


The famous Black Leaf® trademark is the 
tried and trusted friend of millions of 
Americans. 


of quality and dependability to home gar- 
deners, farmers, stockmen, fruit and veg- 
etable growers and florists. 

Nationally advertised in hundreds of 


publications we magazines, farm maga- 






Black Leaf Aerosol Insect Killer is a 
new and different, highly-effective 
formula, containing concentrated pyre- 
thrins and piperonyl butoxide. Con- 
tains no DDT. Ideal for home use. 
Push-button action. Quickly knocks 
down and kills flies, mosquitoes, ants, 
roaches, bed bugs, clothes moths and 
silver fish. Leaves no unpleasant odor, 
is non-flammable and otherwise safe 


for normal handling, storage and use. ptroset 
ape 

SIZE AND SUGGESTED DEALER PRICE 

RETAIL PRICE PER CASE 

ee ae dozen $12.80 











Black Leaf Warfarin Mixed Bait is the 
convenient form of warfarin rat 
and mouse killer. There’s nothing 
to add. It’s ready to use. It’s 
genuine warfarin machine-mixed 
with specially selected and proc- 
essed grain that never becomes 
rancid or sour. Rats and mice like 
it and continue to eat it until 
they die. Because other rodents 
are not warned, entire colonies 
are easily destroyed. 





SIZE AND SUGGESTED DEALER PRICE 


RETAIL PRICE PER CASE 
1 Ib. eee dozen $ 6.24 
5 lb. $ 2.98....... six $11.92 
y pf SS two $16.64 








Black Leaf Warfarin Concentrate is the eco- 
nomical form of warfarin rat and 
mouse killer. It makes 20 times its 
weight in rat and mouse killing bait! 
Your customers save money by mix- 
ing one part with 19 parts of corn 
meal, cereal, meat, fish or other ac- 
ceptable bait material available 
locally. Tasteless, odorless Black 
Leaf Warfarin Concentrate never 
causes “‘bait shyness.”’ 


SIZE AND SUGGESTED DEALER PRICE 


RETAIL PRICE PER CASE 

Ys oz. so 08a two doz. $ 7.84 
4 oz. $1.75...... dozen $13.80 
8 oz. $3.00...... dozen $24.00 
1 ib. $5.00...... six $19.92 


Dependable Pest Control Products 
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Black Leaf 50% DDT (Wettable 
Powder) controls cabbage worms, 
flea beetles, Japanese beetles, leaf- 
hoppers, potato beetles, tarnished 

lant bugs, corn borers, tomato 

ornworms, aphids, white flies, and 
similar insects on vegetables. Con- 
trols codling moth, apple maggot, 
grape berry moth and other insects 
on fruit. Follow schedules of local 
authorities. Used as a building and 
premise spray it controls flies and 
mosquitoes. Also controls sod web 
worms, Japanese beetle grubs in 
lawns. 


SIZE AND SUGGESTED 
RETAIL PRICE 


DEALER PRICE 
PER CASE 


S Oy Wewiey.s 4s sess two doz. $15.36 


MEE. 





Black Leaf 3% Chlordane Dust 
is a versatile insecticide dust 
which kills household and garden 
— by contact and by vapor. 

as lasting effective killing power. 
Controls ants, roaches, silverfish, 
spiders, grasshoppers, earwigs, 
crickets, cutworms, strawberry 
root weevils, cabbage and onion 
maggots. Controls Japanese bee- 
tle grubs and chiggers in the lawn. 


SIZE AND SUGGESTED 


RETAIL PRICE PER CASE 
1 Ib. ee two doz. $5.28 
|) =. See dozen $9.52 
, 4g 2 eee two $7.32 


T | CONTROL PRODUCTS 





DEALER PRICE 





Black Leaf Arsenate of Lead is 
a favorite for spraying or dusting. 
One pound makes 30 to 50 gallons 
of spray. Controls potato beetles, 
and other leaf-eating insects which 
attack vegetables, fruit and shade 
trees, tobacco, and ornamentals. 
Applied to lawns at the rate of-one 
pound to 200 sq. ft., controls 
Japanese beetle grubs and similar 
insects. 


SIZE AND SUGGESTED 
RETAIL PRICE 


DEALER PRICE 
PER CASE 


. ) ee two doz. $11.76 








Black Leaf 1.00% Rotenone 
Dust is an effective, free-flowing 
material with superior dusting 
qualities. Non-injurious to hu- 
mans and animals. Controls a 
wide range of farm and garden 
pests such as bean beetles, cab- 
bage worms, asparagus beetles, 
flea beetles, and similar chewing 
insects infesting vegetables and 
flowers. Effective against lice and 
fleas on domestic animals and pets. 


SIZE AND SUGGESTED 


RETAIL PRICE 
1 Ib. ae = two pe $ 5.60 
4 ib. $1.25..... :..dozen $10.00 
- ) ££ ee two 7.70 














Black Leaf Garden Dust is a multi- 
purpose dust or spray, combining the 
advantages of nicotine, pyrethrum and 
rotenone for control of chewing and 
sucking insects—plus a concentrated 
fungicide for protection against fungus 
diseases of flowers, fruits, and vege- 
tables. Ideally suited for home gar- 
deners who desire a combination insec- 
ticide and fungicide. 


SIZE AND SUGGESTED DEALER PRICE 


RETAIL PRICE PER CASE 
V2 Ib. Se dozen $5.10 
2. ek Seer ee dozen $9.20 


T 

nf vn hot %, 

PO aes 2 ? 
r 


».. since 1885 
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It will pay you to stock a complete line of Black 
Leaf pest control products. Place your order with 
your regular distributor. Every product is attrac- 
tively packaged and carries full directions. 

If you desire additional information on these 
and other Black Leaf products, communicate 
with the address below. Your inquiry will re- 
ceive prompt attention without charge or obli- 


- gation. a oe ne 


pest contro! problems. 


Ae nnkane subject'to change without notice. 








It's the world’s only package of 32-million perfect — 
hardware prospects — screened for the BUY on their minds! 


7 out of 10 families building new 
homes read Better Homes & 
Gardens —yes, precisely when 
their hardware needs are greatest! 
But that’s only the beginning— 


BH&G, with 3%-million circula- 
tion, is the top-ranking magazine 
of special interest to all families 
owning, maintaining and im- 
proving homes! 


BH&G families have bigger-than- 
average incomes. They repair or 
remodel their bigger-than-average 
homes at the rate of 1%4-million 
jobs a year—and improve their 
grounds and gardens in the same 
big way! 
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These are all mighty good reasons 
why ads about your wares do so 
much for you in BH&G—but 


here’s the biggest reason of all: 


BH&G families are editorially 
screened for the BUY on their 
minds—for their interest in, and 
ability to buy, what’s new or 
better. AND—these 34-million 
families consider BH&G their 
friendly counselor on everything 
pertaining to home and garden! 
No wonder hardware dealers— 
almost 2 to 1—pick BH&G as 
their most powerful selling aid 
among all magazines! 
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of 3'’2-Million Better Families 


MEREDITH PUBLISHING COMPANY, Des Moines, lowo 
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Now 2 Popular-Priced Sellers for’52! 
VOLLRATH 


Rotary Power Mowers 


PRICED LOW FOR COMPETITIVE SELLING! 


Check these Features: 








@ Lightweight 






@ Quick adjustment for cutting heights 






@ Cuts lawns, brush and weeds uniformly 






@ Eliminates hand trimming around flower beds, 
trees, fences and sidewalks 






@ No raking— mulches grass—pulverizes leaves 
to fertilize lawns 









Readily available from your jobber, or write 
to factory for name of nearest distributor. 

















































Wew oo ™- 
aie VOLLRATH 21” ‘\\ VOLLRATH 16” 
LITERATURE Full 21-inch cut \ Full 16-inch cut 
AVAILABLE All steel construction All steel construction 


Tubular steel handle with 

rubber grips 

1.2 HP 2-cycle Gas Engine 

Lightweight. Direct drive 
Ball-bearing, rubber tired wheels 
Weight: 38 Ibs. Ship. Wt.: 44 Ibs. 

Protective, colorful finish 
Adjusts to 14%” and 2%" cutting 
heights 


Tubular steel handle with 
rubber grips 
2.25 HP 2-cycle, 2 cyl. Gas Engine 
Lightweight. Direct drive 
Ball-bearing, rubber tired wheels 
Weight: 54 Ibs. Ship. Wt.: 65 Ibs. 
Protective, colorful finish 
Adjusts to 1”, 2”, 3” cutting 







This colorful picture- 
folder really sells your 
customer on his need for a VOLLRATH 
Rotary Power Mower. Shows both models 
in use. Get a supply from your Jobber... 
put them on your counter—use them as en- 
velope stuffers! 

















Bright Yellow 
Finish 





Volirath has a national reputation 
for quality products since 1874, as 
evidenced in: 






VOLLRATH WARE Priced to sell as low as $129.50 Priced to sell as low as $87.95 
i i including Federal Excise Tax. including Federal Excise Tax. 
ee ene Reanites Slightly higher at distant points. Slightly higher at distant points. 











VOLLRATH DARI-WARE 
Stainless Steel Utensils for the 
Dairy Industry 





VOLLRATH 
VOLLRATH SAWS | 


that attach to electric drills for 
Home and Industrial Use. 
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With the BEGoodrich Xozoseal Poy Ponds 





You can make a 








PRE-SOLD FOR YOU 


y be biggest advertising campaign ever put behind 
play ponds will appear this spring for B.F Goodrich 
Koroseal play ponds. Advertising will appear in Life, 
Saturday Evening Post, and Parents’. Newspaper ad- 
vertising will appear in the Sunday picture magazines 
of the Metropolitan Group (22 of America’s largest 
newspapers). 

There will be 27,000,000 sales messages in the next 
few months for Koroseal Play Ponds! 


For the backyard beach club set there is nothing 
quite as important as a play pond, and there is no 
play pond made that does a better job of bringing 
them fun than the one made by B. F. Goodrich of 
famous Koroseal flexible material. 
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The Koroseal play pond is about as easy to inflate 
as a toy balloon—no air pump necessary. Just blow 
a little air into it and then turn on the water — the 
sides float—there are no rigid supports. 


You'll find the B. F. Goodrich play pond easy to 
sell because of the great public acceptance of Koro- 
seal, best known of all flexible materials. 


Last year there weren’t enough Koroseal play ponds 
to go around, so be sure to order your stock early 
from one of the distributors listed below: 


Blake & Conroy 
1107 Broadway, New York 10, N.Y. 
The Toy Market, 1424 Merchandise Mart, Chicago, Illinois 


Anderson Sales Company 

6019—14th Ave., N.W., Seattle 7, Washington 
730 W. Tenth Place, Los Angeles 15, California 
Santa Fe Building, Dallas 2, Texas 


profit selling fuw / 


ay Pont 
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KOROSEAL PLAY PONDS 
3 POPULAR SIZES 


7 feet across 
—Retail $19.95 


70 inches across 
—Retail $14.95 


55 inches across 
—Retail $ 9.95 


Genuine Koroseal 
play ponds come in 
these three most 
wanted, easiest 
to sell sizes: 


All are marked B. F. Goodrich Koroseal. Point out this label to your 
customers and you'll find sales easier to make. 


Koroseal—Trade Mark—Reg. U. 8. Pat. Off 
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...be ready with 





Sargent locks and tools! 









Sargent of New Haven plans to introduce you to 













BETTER HOMES & GARDENS...reaching 
| the very people in your neighborhood that 
you want most to reach! Those spending . , F , 
home lovers! The people who want the best for These advertisements are specifically designed to bring 
customers into your store...not only for Sargent Integra- 


their homes. F 
Order Integra-Lock locks today and get Locks and Sargent ‘‘4500”’ line locks... but for Sargent’s 





THIS NEW FULL PAGE SARGENT ADVERTISEMENT a lot of alee peosie...with venly seomey to epend 
} IS A REAL STOPPER! A REAL BUSINESS-BRINGER ! with you for home construction and home improvement. 
| It appears (in color) in the April issue of Take one of Sargent’s new consumer advertising 


campaigns: the Better Homes & Gardens Promotion. 













counter cards of this Sargent BETTER HOMES dther builders’ hardware, garden tools, pliers and other items. 
& GARDENS advertisement to display in your r h 
windows...on your counters. Sargent Locks give your customers the utmost in security me ea 






...beauty...convenience...ease of installation. They are 
quality products in every way...backed by one of the 
greatest names in hardware...SARGENT of New Haven. 










.-.and get EXTRA PROFITS 
with SARGENT LIQUID 
DOOR CLOSERS 






You can always recommend Sargent products with com- 
plete confidence...sure that your reputation and profits 












Stores, offices, schools, are safe. 

nursing homes, hospitals 
and other, institutions in your neighborhood Be ready for the new business that Sargent will steer your 
are fine prospects for Sargent Liquid Door way. Order Sargent products today. 






Closers, too. 












The Sargent Liquid Door Closer has the quality 
features that insure precision closing, perfect 


SARGENT AND COMPANY 














5844 
control. NEW HAVEN, CONN. 
: Power 
Ask your supplier or us for complete infor- ai eaate an 
mation about these Sargent Locks and : , -_ 
4 
Liquid Door Closers today. Write Dept. 1C. Builders Hardware and Fine Tools since 186 
HARDWAI 
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ka a. fast! 


That the hardness and flexibility of PINCOR Blades and 
Bedknife can’t be matched by any other mower on the 
market! An exclusive that makes Pincor easier to sell. The preci- 
sion ground blades and bedknife are heat-treated in a special way 
that gives them extreme toughness plus the best qualities of spring 
steel. You can bend them and they'll snap back without distortion. 
Blades won't chip, nick or break. This exclusive feature eliminates 
blade damage, lengthens blade and bedknife life, cuts sharpening 
and maintenance to a bare minimum. 


He 0 {ast ! 


That PINCOR sharpens itself! Even the toughest blades get work- 

worn... and*when they do, a Pincor takes care of it with 

on-the-spot sharpening. It's quick, simple, easy to do. Makes 

the customer's garage, back yard or basement a self-service PINCOR *\P-22” 
sharpening station. Saves money by eliminating expensive sharpen- full 22” cut 

ing bills. Saves time and annoyance, the mower is never out for PINCOR Special” PINCOR “Super” 
sharpening when it's wanted, never takes “time-out” because of full 18" cut full 20° cut 


dull blades. It's a solid selling feature that makes every sale easier. PINCOR ELECTRIC PINCOR “Rotary” 
TRIMMER WEED CUTTER, full 20° cut 


hha {ack ! 


Start making sales That you spend less time selling a PINCOR! Right! Because 


you can actually demonstrate how a Pincor will do a better job. 


‘ihe easy Wary, Because you can give good, honest, reasons why the customer 


will enjoy, appreciate, get more years of service with a Pincor. 
by maki them Pl NCOR! { Because the basic reason anyone buys a power mower is power— 
~ and Pincor has more power than any other mower in its class! 
Use the coupon for the name Remember, and it's a fact you can judge for yourself anytime: 
of your nearest wholesaler Pincor's out front, not by claim—but by comparison! 


=~ oe ee ie ie ee ee 


Pioneer Gen-E-Motor Corp., 
5844 W. Dickens Ave., Chicago 39, lil. 
Without obligation, send me more information on Pincor Power 


PRODUCTS — 


Manufactured by i 
PIONEER GEN-E-MOTOR CORPORATION 
5844 West Dickens Avenve « Chicago 39, illinois 
Power Lawn Mowers « Hand Lawn Mowers « Elec- | 
tric Trimmers « Gasoline Engines « Electric Gen- 
erating Plants « Battery Chargers « Generators L 


ee 
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YOU SAVE ON STORAGE SPACE: 
With a Buch Barrow package, you need /ess than half 


the space required for an assembled barrow. 
The customer will appreciate saving storage space, too. 


BUCH MFG. CO. 
ELIZABETHTOWN, PA. 






Spreaders are made in four sizes, with 
(No. 1) 20 Ib.;) (No. 10) 25 Ib.; (No. 2) 
LOM lomemeorsleMGn (ECE ACM | Md] olol4iil- Mis lolel= 
of 18 ga. steel, with adjustable, automatic 
agitator for even feed, these top-quality 
spreaders are designed and built by Buch 
the makers of the Original Completely Pack- 
aged Wheelbarrow 


WRITE FOR LITERATURE MANUFACTURING CO. 


AND PRICES 
















SAIFS OFFICES iN NEW yore Cite CHICAGO neTe 


(COMPLETE) parent ApmiRD ron 


ASSEMBLY INSTRUCTIONS INSIDE 


BUCH MFG. CO. 


ELIZABETHTOWN, PA. 
¢ Applied For 


Patent Applied For 





TAKE ADVANTAGE of the way completely packaged Buch Barrows can lower your selling costs . . . raise your profits. Their colorful eye-appeal 
and sturdy construction make them fast sellers too. The Quality of a Buch Barrow is always higher than its price. 


_. With these 


Completely Packaged 


BUCH BARROWS 





allast Rollers Will Boost Your Garden Tool Sales 


Rollers come in five sizes with from 14” to 
24” diameters. Water-filled weights are 
120 Ib., 165-Ib., 255 Ib., 410 Ib., and 560 
Ib. All models are equipped with scraper 
and roller bearings. Due to material! short 





ages we are limiting our production this 
season to the popular No. 602 (18” x 24” 
—255 lbs.) 





‘‘CARRYING THE LOAD 


CO. LIZABETHTOWN, PENNSYLVANIA SINCE 1868" 


neTe ' MATTIE AS MAT AAD LUIS AWMIAHOMA CITY ee ee ee 1OS ANGELES 












LAWN 
MOWERS 


Built for Performance 
Styled for Selling... 


Lawn mowers can be slick in appearance, 
light in weight and attractively equipped. 
But unless they work smoothly and stand 
up to the inevitable wear and bumps of 
service, they'll be a headache to both dealer 
and user. Buckeye Lawn Mowers are 


















—— ig thoroughly reliable. Years of specialized 

, manufacturing experience assure the effi- 

cient performance for which they are 

weet j 80 noted. Modern engineering and materials 
a 


give them every desirable feature, includ- 
ing streamlined styling. And Mast-Foos 
competitive pricing provides the dealer 
who handles them with a final convincing 
advantage that closes sales quickly. 





















POWER MOWERS DELUXE 
BUCKEYE Power King Model 100 is a Model S00 


thoroughly practical, good looking, fast 
working machine. Reliably powered with 
4-cycle motor. 5-blade reel; 20” cut; posi- 
tive-action clutch; enclosed chain drive; 
10.50 x 1.75 tires. Models 80 and 84 for 
more extensive lawns, offer a 24” and a 
28” cut; motor developing up to 2 H.P.; 
automotive type, bevel gear, wheel differ- 
ential; 3.00 x 12 tires. Also riding models 
with wider cuts. 


HAND MOWERS 
From the 7-blade Regal to the 5-blade Air 
Lite, every BUCKEYE Hand Mower runs eas- 





ily, cuts evenly, wears famously. All have 
: , AIR LITE 
chrome alloy steel ball bearings; crucible Model 650 
8” cut 














steel blades; 10” wheels with semi-pneu- 
matic tires; and the light weight that ap- 


preciably lessens mowing effort. Here are FEATHER LITE 
hand mowers to fit every level of trade. You ay a 


can't offer your customers better values. 


Be sure fo obtain complete information 
on all models of BUCKEYE Lawn Mow- 
ers. Ask your jobber, or write direct to 
address below. 






MOWERS 


= SINCE Bstsit) 
MANUFACTURING COMPANY 
i SPRINGFIELD, OHIO When writing, please 
POWER & HAND LAWN MOWERS address Dept. LM-20 
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Here’s light, amusing reading your best customers 
will enjoy. Famous cartoonist and writer, don herold, and 
authorities on lawncare put it together as your Green 
Spot service to your customers. This spring make 
sure every one of your customers gets a free copy. 





Now’s the time to get the complete 
Green Spot merchandising story 
from your wholesaler. Get the whole 
story on the most terrific sell-all win- 
dow display in the garden field to- 
day. No fixed assortment or mini- 
mum order required. 

This tested, 3-panel full-color dis- 
play makes your store the “Garden 
Headquarters” in your community. 

It’s an unselfish display, too, be- 
cause it pushes related garden items 
in addition to Green Spot merchan- 
dise. Why, in numerous cases, dealers 
like yourself who tried it out re- 





ported related garden sales increases 
up to 100%. 

Talk to your wholesaler this week. 
Tell him you want to identify your 
store with Green Spot national ad- 
vertising in leading magazines. 





WEATHER-MATIC . Twin-Dial Power Heads 


Here’s the finest sprinkler of them 
all for postage-stamp lawns or fifty- 
foot lots. It’s completely adjustable 
for any distance from 10 to 50 feet. 
With lots of ball-bearings, this is the 
easiest running sprinkler you’ve ever 
seen. It leads the famous Green Spot 
line. Make it your leader, too. 

There’s a special Green Spot ac- 
cessory for every gardening need in 


America’s most complete, high 
quality line of garden hose fittings. 
And see how splendidly they are 
packaged! Easy to handle! Easy to 
spot on the shelf! Snappy-looking, 
metal-edge, sturdy boxes in yellow 
and green remind your customers of 
their needs. So they do a selling job, 
too, all by themselves! 

And Green Spot gives you bin 
price tickets to promote every item 
—and product display cards that 
sell for you. 

You can keep yourself in a profit- 
able spot all spring and summer. 
Just talk to your wholesaler about 
Green Spot. Do it this week. Mer- 
chandise available in accordance 
with metal’ limitations. 





See your wholesaler or write Merchandise Division, Scevill Manufacturing Company, 36 Mill Street, Waterbury 20, Conn. 
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The rake 

















pISSTON. “_~ 
¢ l Rk Back R 
Designed by 4 professional gare Hard wo 
dener for free and easy raking ; 
right—ti 
“‘Back-bone”’ spring takes your hes 
strain off rake teeth . . - makes od 
raking less tiring! ats rs ' 
} buying. 
Teeth supported by special plus f : 
cross-brace device for easy, : s or n 
springy action! right in 
ec 
Flexible flat spring-steel LIFT fi 
teeth won't catch on newest s¢ 
surface roots, plants, or ing toda} 
shrubbery - - - won't fi advertisi: 
cut or tear grass! 
(| their ha 
Made in two sizes: " 
p-18a (1834"") and Rakes an 
How Ye 
Here’s h 


h 


'SSTON 






Look for the name 
pisstT ON 
on your next rake ! 


Also made by Disston — 
AKETTE with “TOUCH-ALL” TEETH 
rdened and 


-stecl teeth 
. each 


K-11 R 
Patented design: Hai 
tempered flat spring 
are graduated in length . - 
tine touches ground in 
raking. Popular price! { 
at YOUR WARDWARE 4 

DEALER'S wow! 








wENRY DISSTON &@ SONS, inc. 

$02 Tacony, Philadelphia 35, Pa., U.S.A. 
In Canada, write: 

2-20 Fraser Ave.» Toronto 3, Ont. 

wa 


































NOW, the newest phase in 


Disston’s big year-round campaign to 


boost your sales...increase your profits! 


A big, full-column advertise- 
ment featuring Disston Spring- 
Back Rakes in the May issue of 
BETTER HOMES & GARDENS! 


Hard working advertising that is timed 
right—timed and planned to reach 
your best garden tool and rake cus- 
tomers when they are thinking of 
buying. What’s more, as an added 
plus for more sales, this advertising ties 
right in with the big new Disston 
“LIFT from a GIFT” campaign—the 
newest selling idea in hardware retail- 
ing today. And, as always, this Disston 
advertising tells readers to see you, 
their hardware retailer, for Disston 
Rakes and Garden Tools! 


How You Can Tie In to Cash In! 


Here’s how you can tie-in your own 


GET MORE ACTION THIS SPRING 


DISSTON SPRING-ACTION 


selling efforts to get the maximum 
profits from Disston Rakes: 


STOCK DISSTON RAKES: Make 
sure you have a good assortment and 
supply to fill the orders resulting from 
this advertising. 


DISPLAY DISSTON RAKES: Show 
your customers the rakes they’ve been 
hearing about. Display them in your 
store ...in your windows. Remember, 
advertising can move customers to the 
rakes, but only you can move the rakes 
to your customers! 


KNOW THE SALES FEATURES: 
Customers really like to be sold! Here are 
the features that make Disston Spring- 
Action Rakes ‘‘tops’’ for perfect 
lawn care— 


% Designed by a professional gardener 
specially for lawn care. 









* Exclusive Disston "back-bone” spring 
construction takes strain off teeth—does 
away with need for a heavy metal frame. 


* Teeth are fiat spring steel, hardened 
and tempered. Will not wear sharp in use. 
Teeth are flexible—will not tear up plants 
and grass, will not catch on surface roots. 


* The D-18A and D-24A have special slot 
and key construction on reinforcing bar 
to give teeth extra support, extra strength. 
When rake is in use, this bar-assembly 
insures springier action and longer service. 


LIFT sales volume... LIFT store traffic... 
LIFT your profits—STOCK, DISPLAY, PUSH 
Disston Spring-Action Rakes this Spring! 


STOCK THESE DISSTON GARDEN 
TOOLS—BEST SELLERS ALL! 


DISSTON No. 158 HAND PRUNER 
Hardened and tempered forged steel blade 
and hook. Comfortable, non-pinching handle. 


DISSTON No. 30 HEDGE SHEAR 
Hollow-ground blades of Disston Steel, hand 
set for easy action. Hardwood handles, 
securely pinned. 


DISSTON No. 101 GRASS SHEAR 
Hollow-ground blades, hardened and tem- 
pered, self-tensioning. Clean and easy cutting. 


DISSTON No. 5L LOPPING SHEAR 

Easy, powerful cutting action. Drop-forged 
Disston Steel; blade and hook hardened 
and tempered. 


WITH 
RAKES! 











D-24A SPRING ACTION RAKE 


Exclusive Disston-designed 
""back-bone"’ spring relieves 
strain on teeth, preserves 
alignment, makes the whole 
rake stronger but lighter. 
it's the rake most people 
want to own! 

24 teeth. 18 Ibs. per 4 doz. 
Packed “% doz. in carton. 








D-18A SPRING-ACTION RAKE 
Lighter and smaller than 
the D-24A, but with the 
same exclusive Disston 
features. A popular 
light-weight, spring-action 
rake, particularly with the 
woman of the house. 

18 teeth. 12 Ibs. per ‘4 
doz. Packed ‘4 doz. 

in carton. 


from your HARDWARE WHOLESALER 


HENRY DISSTON & SONS, INC. 
354 Tacony, Philadelphia 35, Pa., U.S. A. 
In Canada, write: 2-20 Fraser Ave., Toronto 3, Ont. 














K-11 RAKETTE 


A competitively priced 
rake to round out 

your line. Hardened and 
tempered flat 
spring-steel teeth are 
groduated in length... 
each tine touches 
ground in raking. 

20 teeth. 13 Ibs. per 
doz. Packed 1 doz. 

in carton. 







ORDER DISSTON SPRING-ACTION 
RAKES, RAKETTES and GARDEN TOOLS 















it can happen to you 
if you don’t stock these WIZARDS WITH wo0Dd 


| If a customer asks for Satinlac, Firzite or Weldwood Glue’. . . and if you don’t 

carry them in stock ... he’s likely to get them from your competitor. Don't 
let him get the habit of buying these more-and-more-demanded products 
elsewhere. Stock up now—order these wizards from your jobber today. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 396, 55 West 44th Street ° New York 36, N. Y. 



























America’s Largest Selling Wood Glue Tame that wild grain with A*Natural” for these modern “natural” finishes 


WELDWOOD" FIRZITE’ | SATINLAC 
"sin GLUE 





The big modern trend 
is for light natural 


Over 40 million feet 
of fir plywood are 





» sold every week! N81 (eee wood finishes. When 
Here’s your market G customers ask you what 
For making things for FIRZITE, be- m= %4 to use, you'll make 






cause it’s a “MUST” friends by recommend- 
when finishing fir ply- R== J 4 ing SATINLAC. It 
wood or any other brings out and pre- 


or fixing things, 
recommend Weld- 
wood Glue— for all 



















wood - to- wood soft woods. Used as serves the natural 

he bonds. Makes joints an undercoat it “tames” unsightly wild grain and color-beauty of any plywood 

4 stronger than the wood itself. Mixes grainonstain jobs... virtually prevents or solid wood. Satinlac avoids that 
easily with water. Stain-free, rot- grain raise or checking on paint jobs “built-up” look; yet will not turn yel- 

proof, highly water-resistant! A fast . .. readies the surface satin-smooth low or darken with age. “Water- 
selling item to hobbyists, home for stain, paint or enamel. (For blond, white”; easy to brush or spray; dries 
owners, contractors, carpenters! In pickled or tinted effects, for that ready for next coat in 3 or 4 hours. 







in pints, quarts, gallons. 


self-selling display cartons! 10c, 15c, “woodsy” look, recommend White 
| 35c, 65c, 95c and larger sizes. Firzite on either soft or hard woods.) 
































*Trade Mark 





r Ve / 
pe’ 


» A 


*In response to our stepped-up ad 
campaign in Saturday Evening Post, 
Better Homes & Gardens, American 
Home, Living for Young Homemakers, 
Popular Science and over 20 others. 
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” | We've Got ‘Em! 


(Yes, we got ‘em on hand ready to ship) 











A Ss good news Here’s f (Wi 
for you, but bad ee sto 


aE hews for me 

















Three 506 Airliners (One al- 
ready mounted on FREE dem- 
onstrator board) Extra durable 
with strong closing action, the 
popular Airliner is a pneu- 
matic type closer. Compact. It 
requires only 2” between doors. 
Easy installation. 
























Twelve 1011 Push-Pull Catches 
(One already mounted on 
FREE demonstrator board) 
The perfect companion to a 
Yale closer, this fast-selling 
catch latches securely, dead- 
locks inside. Simple to operate 
and simple to install. 


Two 570 Liquid Closers (One 
in display mount) Engineered 
to give years of trouble-free 
service despite severest of op- 
erating conditions. The Yale 
#570 is liquid operated for 
smooth closing action. 


ORDER TODAY FOR QUICK ACTION 


It’s Supercharged 











Ph 





© WIR 
® DIE- 


PROFITS...THE VALE SCREEN DOOR PACKAGE 


It's a Money-Maker! 


SKEETER-CHEATERS 
WILL MAKE YOUR 
CASH REGISTER 


: 
MA 2 BUZZ WITH SALES 


OH, BROTHER! 
EVERY HOME 
WILL WANT ONE 











SKEETER- 
CHEATERS END 
T SLAMS, TOO 
pS ® WINDOW STREAMERS © ENVELOPE STUFFERS 
“ ® DIE-CUT SKEETER DISPLAYS © NEWSPAPER AD MATS 
uSTRATOR ANNO , HIT TOWN THE 
these two sales-getting DEMAND FOR SREETER: 
wt e AN ALL-TIME 
7 HOY counter displays ~ we 
R FREE \ hie +s agg = \ 
s-MAKING F\D ome | }  \ 
} 


GY'SKEETER CHEATER COMBINATIC \ 


Vy os 


fl opens Stic: nt cast : \ 
ia sg 


-R---- 506 AIRLINER CLOSER — ag YAL 
_— ALE YALE. 
10H Pusn-Pur. Catcw a | COR chosen 419 000% 





= 





to your distributor. He will forward your initial 
merchandise and free display material 


THE YALE & TOWNE MANUFACTURING CO. 
STAMFORD, CONN. 


Yale is a registered trade mark 

















C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Minti Yuin 


SOUTH LANCASTER + MASSACHUSETTS 


8) 
LOCK SETS 


AND OTHER 


FINE HARDWARE 


BY 


Hardware Contractor Architect Hardware Consultant 
HAMILTON HARDWARE CO. RONALD SENSEMAN GEORGE W. MARQUIS 


Clinton, Massochusetts Tacoma Park, District Columbia Newtonville, Massachusetts 


SKILLMAN HARDWARE MANUFACTURING COMPANY 
1700 NORTH CALHOUN STREET © TRENTON @© NEW JERSEY © USA 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2155 SCRANTON ROAD °e 


\ 
\ 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished rm ag head cap screws— 
_ ht finish. Heads machined top 
bottom. Hexagon faces clean 
by smooth and true, mirror finish. 
Tensile strength 95,000-110, 


‘ p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points seomine 
turned. Tensile strength 7: + 
95,000 p.s.i. Carried in A. ' 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
geet. Nut end, oval point. Land 
tween threads shiny, bright, 
mirror finish. Carried in stock. 


7” 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
tod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 - 160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
= Point Set Screws by the col 

ae. Cup points machine 
pa Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon | ead style —to aoe rint 

ard; 
polished if specified - - sm soft 
to close tolerance— points machine 
turned; flat and chamfered. 


a7 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. oy in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately milled. 





FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 

aed - | cover Finish: plain, 
c plat id cadmium plated. Size 

e/ier 3/4", 18/16” across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





‘WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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$ _ It pays to use quality tools 


re, 


No. 402—6'2" 
with powerful cutter 


#326 etait 
4 Wt. per doz. — 61. Ibs. 


PARALLEL 
ACTION <— 
PLIERS 
BY 








T1CA 


JAWS ALWAYS PARALLEL 


COMPOUND LEVERAGE FOR 
Now this popular type of pliers — thou- TREMENDOUS GRIPPING POWER 
sands of which have been supplied by 
UTICA to the U.S. Armed Forces —is 
available to the hardware trade— 
backed by Urica's reputation for 
quality and dependability. 


CUTTERS, WITH ONE TON BITE 





BRIGHT NICKEL FINISH 


ORDER THROUGH YOUR WHOLESALER, TODAY! 


~ and the world's best cols 
F - GremadeinUSA. 


DROP FORGE AND TOOL 


CORPORATION 


ce eee ee 


In Canada 
ADLAM TOOL & SUPPLY CO., L7D., MONTREAL; 


UTICA 4, NEW YORK WALLS-IRONS, LTD., WINNIPEG 


94 
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Se aint gonna 
J _get away / 
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DON’T LET CHAIN CUSTOMERS GET AWAY. 


Sell McKAY CHAIN .. . the complete line that 
offers “‘a chain for every use.’ Dealers report 
increases up to 600% after installing the McKAY 
“Silent Chain Salesman."’ Write for full details. 


THE McKay COMPANY 


440 McKAY BUILDING - PITTSBURGH 22, PA. Since 1881 


\ONTREAL; 
INIPEG 
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HOLDS LARGE 4 
For.. 


SPECIAL FOR $ 49 Shops 
HARDWARE WEEK Per Bet V Workshops 
No. TH321 Vv Factories 
Regular Retail Price - $1.75 Per Set VY Stores 
One, three part set in sleeve type heavy box, VY Broom 


12 sets in corrugated carton. 
Weight per Dozen - 18 Lbs. Closets 














“Tr 


iti 
ill! 


: 


EASY TO MOUNT... Complete Sold Through We Aebfe Gams 


with self tapping flat head wood screws. Jobbers Only 











Color Packaged 


Each set packed in attractive 
illustrated two color sleeve box. 








Factory Bran 
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SIMONDS 
Si-cLon® 
SAWS 


SIMONDS 
STEEL 








yo 
yas a 


And how they’re selling . . . these new, high-quality, popular- 
priced saws for home workshops, schools, contractors and light 
industrial machines. 

For the Simonds SI-CLONE Line includes 13 types of saws (up to 
12” in diameter) furnished with round or special shape 
center holes . . . individually and distinctively packaged 
...and nationally advertised, priced and discounted 
to make TOP PROFIT for YOU! And 
every saw is backed by Simonds fa- 
mous rock-solid guarantee. Write the 
nearest Factory Branch Office 
today for full details on this new 
Simonds SI-CLONE deal. 





tractive 
ve box. = 

an - IMMEDIATE DELIVERY | 
—— ‘ \ _— Any Size (up to 


Any Quantity 
With Round or 


NEW LIBERAL DISCOUNT 


ars. 


Special Shape Center Hole 


Best Saw Deal in Ye 
i 
oR COMPLETE DETAILS NOW 





SEND F 


Factory Branches in Boston, Chicago, San Francisco and Portland, Ore, Canadian Factory in Montreal, Que, 
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BOA nn _WATER DISTRIBUTION SYSTEMS 


Lex oi Here’s the pipe that’s revolutionizing water 
transmission. No wonder, because Yardley 
Plastic Pipe: 


... won't rot, rust, corrode. 
.. weighs , as much as metal. 
. cuts installation costs up to 60%. 


Engineered for every cold water use... 
drinking water or corrosive liquids; suction or 
discharge; wells, distribution lines or disposal 
systems. Resistant to damage from animal 
wastes, acid and alkaline soil. Smoother walls 
decrease build-up of bacteria-bearing film. 


Yardley Plastic Pipe is made of both rigid 
and flexible materials in a full range of pipe 
and tubing sizes “2” through 6”. Complete 
line of standard fittings and adapters. 


For easier storage, handling and installation 
. for lower cost and longer life . . . investi- 
gate Yardley Plastic Pipe. 
a type for every purpose: 


M. for use with double-pipe jet 
2 >> pumps and general distribution 


systems. 
G; for natural or manufactured gas 
/P)> > ge 
and water service lines. 
M, for lateral runs, septic and field 
6 ae 
rainage. 


SEND FOR LITERATURE 





PLASTICS CO. 





Dept. A, 142 PARSONS AVE., COLUMBUS 15, OHIO 
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Cream colored handle 
has tremendous 
sales appeal 




























the 
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we 


\ «are 
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~ use i 
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Cutting edges ground 
% to chisel point 


LIGHTWEIGHT sano GARDEN MATTOCKS 


with HEAVYWEIGHT PERFORMANCE! 


jnotd, HANDLED MATTOCK Wags ory AIbS: 





Here’s the perfect mattock for gardening or 
acl Pack ditch digging! It’s a strong, fine grain 
, FORGED STEEL 21% lb. head mounted on 
"4 an attractively enameled, smoothly sanded 
4 CONTAINS ONE DOZEN cream colored hickory handle. 
+ ARR AE TOC IS Available for Quick Shipment 


Klein-Logan has built an outstanding reputa- 
tion as a dependable source of QUALITY 
FORGED TOOLS for the past hundred years. 









Order from your jobber or write us for name 
of nearest distributor 







SINCE 1856 


SALES REPRESENTATIVES 
Surpless, Dunn & Co. E.R. Palmtag Co. 


The 
Kl ra New York 7, N.Y Son Francisco 3, Calif 
Chicago 6, Ill Los Angeles 12, Calif 
@Ciri -Lo air Co Portland 9, Ore 
o Louis Williams & Co. Salt Lake City, Utah 
Nashville 3, Tenr Seattle 1, Wash 


South 13th and Breed Sts. - Pittsburgh 3, Pa. The Austin Ce., Albuquerque, MM 


PICKS © MATTOCKS © HOES «© HAMMERS © SLEDGES © BARS © WEDGES © MINING AND RAILROAD TRACK TOOLS 
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“FASTEST SELLING 
ITEMS WE 
EVER CARRIED !” 


So easy to use. 
Applies just like 
toothpaste. Stays~ 
bright, white for- 
ever. . 
















Easy to Use 
MIRACLE TUB-CAULK 


Squeeze bright, white Tub-Caulk right out of 
the tube—like toothpaste. Dries in one hour 
to tight waterproof seal that won't shrink 
or crumble. Keeps its bright, white satin- 
smooth finish even after repeated use of 
harsh scouring powders. Your customers each 
will buy several tubes of Tub-Caulk to seal 
around bathtubs, to fill in cracks around 
shower stalls and to seal cracks between sinks 
and walls and between window or door frames. 


Packaged in Colorful, 
Self-Selling Counter 
Display! 


“One large retailer reports: ‘$12,816 Miracle Tub-Caulk sales in 
30 days — Most successful promotion ever run!” 


aan 
wired, 


* e 
\ pane 


MIRACLE Black Magic ADHESIVE 


BRAND 
as described in Reader’s Digest 


The rugged waterproof adhesive for heavy 
duty jobs. Your customers wili want Black 
Magic Adhesive to replace loose tiles .in 
walls, floors or mantels, to fasten rubber 
strips, gaskets, and bumpers on car doors or 
refrigerators; and to attach furring strips 
directly to concrete or masonry walls with 
Miracle Anchor Nails. 





Join the profit parade. Order stock today, and w 


ly sales 


come fast and easy — and your profits roll in! 


HERES YOUR 


INVENTORY 
ANSWER! 


FAVORITE 
FOR FLOORS 












WONDERFUL 
FOR WALLS 





MARVELOUS 
FOR 


MACHINERY 


How many different kinds of enamel do you carry? 
Just one can do the job—and do it better—providing 
that one is Valdura M & F Enamel. Here in one package 
is heavy-duty ruggedness for industrial use. And here 
is smooth perfection in beautifully modern colors to 
supply the answer for walls, woodwork and furniture in 
the home. Here too you'll find self-leveling, resistance to 
weathering and film toughness to answer the needs for 
truck and automobile painting and for floors and 
decks, both wood and concrete. 


For convincing testimonial proof of the job M & F is 
doing for hundreds of successful dealers, write to 


VALDURA DIVISION 


AMERICAN-MARIETTA CO. 
101 E. Ontario St., Chicago 11, Ill. 
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Here’s variety in fasteners for you: short, long, 
stout, thin— and we make all of them. Many 
of these items are made in hundreds of indi- 
vidual sizes. Because of this great variety, the 
Bethlehem line of bolts and nuts is just what you 
need to keep up with the varied requirements 
of your customers. Bethlehem Bolts are good, 
sturdy bolts, too. With their well-formed heads, 
strong shanks, and smooth-fitting threads, 
theyre the kind of bolts your customers will buy 
over and over again. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 





HARDWARE AGE, MARCH 6, 1952 


a 


STEEL 



























No. 1654 
Tubular cylinder type lock. 
3 Steel tumblers, 6 changes. 
Steel keys Class No. 441%. 
Cast iron case and bolt, 





No. 100 
Rim night latch with cylin- 
der No. 1190. Cast iron case 
and cast brass bolt. For 
doors 1” to 21/2” thick. 





No. 1290 
Competitive type rim night 
latch. Ball bearing poo Maer 
Case, cast iron. Bolt, cast 
brass. Reversible. 





No. 1282 
Competitive type deadlock 
for doors 1 to 2!/2' thick. 
Ball bearing cylinder. 








No. 1490 
Second to none for sales 
appeal — sturdy aluminum 


rim night latch with pin 
tumbler security. Free hand 
operation. Reversible. 








No. 0200 
Tubular dead lock with ball 
bearing cylinder, Rack and 
pinion construction, insur- 
ing smooth and sitive 
action. For doors 1¥" to 
2” thick. 
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The New Russwin 
Super-Six Night Latch 
Merchandiser 


This colorful, quality-made display is 
sure to attract both the casual shopper and 
purposeful prospect who come into your 
place of business. It’s packed with eye appeal 
and “buy” appeal. Shows all the popular 
types of night latches... each, offering 
Russwin smooth performance, long service 
life and safety. 

Ask your jobber for details. You'll have to 
see this display to fully appreciate it. 
Russell & Erwin Division, The American 
Hardware Corp., New Britain, Conn. 


Russwin Dealers always have the Edge 


Fi 


SINCE 1839 


ssw 


DISTINCTIVE HARDWARE 
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100% ANNIVERSARY Special 





88 
e 
RETAIL 


26-INCH «+ 8-POINT « 
4-GAUGE TAPER GROUND 


» by Rockwe 


homeowners and tradesmen alike—full 4-gauge taper 


¥ning achievement of 100 years of 
. 2-stroke bevel filed to knife-edge sharpness 


manufacturing . . . and specially designed ground.. 


'for greater profits during National Hardware Week. 
Its striking beauty alone will make the “Gem” a top 
eye-catcher and sales builder—Rockwell blued steel 
blade ... striped finish . . . harmonizing apple finish 
beechwood handle... with Rockwell red‘‘r’’ medallion, 
the badge of superb quality and workmanship. 


. Rockwell quality saw steel, heat treated for exact 
temper, toughness and long life . . . full carved apple 
finish beechwood handle with 5-point mounting... 
and many more. 

Priced at only $3.88 list, this Rockwell National 
Hardware Week Special is the greatest hand saw profit 
maker ever offered! 


Quality features found on saws retailing for twice 
its price makes the "Gem" an unheard of value for 


FREE WINDOW STREF 


Packed with each carton 


of six saws Ss os 


100°A 
The Gent Rockwel 


P é/ 
pry Buy WOW AND aah 


SUP. 
Li TeD Mount this streamer 
on your window for extra sales effect 


Subsidiary of ROCKWELL 


an Rockwell Tools, inc. MANUFACTURING COMPANY 


1314 KINNEAR ROAD COLUMBUS 8, OHIO 


100 Years of Fine Quals ty Saw Maing 
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RriGbecip> 


Feilesifb Tools 
make good workers 
Better! 


= 


* RIGID Wrenches 
6”’ to 60”’ 

End Pattern RIGERIDs 
6” to 36”’ 





| It pays you to sell Feiizcali> Wrenches | 
| with trouble-free guaranteed housings — 


—handy pipe scale on hookjaw, adjusting nut | 


spins easily to pipe size, comfort-grip handle. 


Special alloy jaws both replaceable—won’t slip | 


or lock on pipe. 


| * Safe powerful malleable housing and I-beam 





handle. 


tion. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





Why Most PipeFitters Buy | © 


| 


* It’s an extra fast easy wrench to work with, too | 


| 


* Most profit for you selling RIGID, world’s | 
most popular pipe wrench. Write for full informa- | 





Se @ 8 @ G@ 
\y, How! 
vs 


we'll tell you how! 






SOUTHERN 


woopD 


SCREWS 


(Slotted or Phillips Heads) 


(Nf 


aa 
sty 
c My" 7 / 
BS) SS 


are your solution 


There's plenty of wampum to be made in selling 
fastenings. But how can you be sure the line you 
handle satisfies your customers . . . brings ’em 
back for the repeat purchases that mean extra 
profits! 


That’s where we come in! When you sell 
Southern screws, you’re sure of complete cus- 
tomer satisfaction and repeat business. Here’s why. 


All Southern screws are absolutely, uniformly 
perfect. Our unique inspection routine guarantees 
that no faulty fastenings . . . no chips or blanks 

. can leave our plant. The rugged single-thread 
construction of Southern screws keeps them from 
twisting or breaking while being driven. They’re 
quick-starting, fast-driving, tight-fitting. And 
they’re made of the very finest selected steel or 
brass wire. 


Sizes range from V4" No. 2 to 4” No. 20 in steel 


« and 4” No. 16 in brass. Slotted or Phillips heads. 


Write today for our catalogue. 


FACTORY WAREHOUSES 


325 West Ohio Street 
Chicago 10, Illinois 


4100 Dell Avenue 

North Bergen, N. J. 
280 Decatur S.E, 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT ST. 
STATESVILLE, NORTH CAROLINA 


® © © G& ® © 
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‘There are no “ifs” or “ands” about selling 

Griffin products. You can recommend them with complete 

confidence. The Griffin line of fine builders’ hardware has been 

known for over 50 years as a “quality” line. The finest steel, 

carefully rolled, finished by expert craftsmen makes Griffin 
a fast moving line—more sales—more profit for you. 

Sell with complete confidence. Sell the Best . . . Sell Griffin. 


GRIFFIN ohexie rotor 


ERIE »- PENNSYLVANIA 
REPRESENTATIVES 


WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524 East 60th Street 2611 Garrison Bivd 
Chicago 26, Iilinois San Francisco 3, Calif. Seattie, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charlies Avenue 644 Wellington Rood 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S$. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Bread Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dollos 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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TOOL UP FOR PROGRESS 


“ TOLEDO 


--e Leader in Pipe Tools for Years! 









Threading 3” pipe was a slow, tedious job with Today, 4” pipe can be cut off, reamed, threaded in 
this old-time device (not a Toledo). close to a minute using Toledo No. 1-2-4 machine. 
e * 














Today, super cars and other amazing products are 


Horseless carriages on Main Street were evidence 
made in plants served by miles of threaded pipe. 


of industrial progress fifty years ago. 










years ago... inthe days of Henry F 
ex® revolutionary new principle \n pipe threading was discovered ~ 
. Vosper, inventor of Toledo Pipe Tpols and now Chairman of the Board. 






was cut the dies receded—thereby further fYelieving friction. 

This was the beginning of Toledo Pipe Tools in 1902 . . . the Leader in its 
field since the very start. Today—better mechanics from coast to coast prefer 
hand tools and power pipe machin@s . . . to speed the work and reduce 
ite for new catalog. The Toledo Pipe Threading Machine Co., 
hio. New York Office: 165 Broadway, Room 1310. 


RELY ON THE LEADER 
0” PIPE TOOLS... 


TOLEDGO...... 


POWER PIPE MACHINES. 












Toledo Simpact, self- 
contained, 1” to 2” 
threader. 










Toledo No. 999 
2” Power Pipe 
Machine. 
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WHY SO MANY CUSTOMERS GO FOR 
THE JUFKIN “LEADER” CHROME CLAD STEEL TAPE 






Case is welded metal, covered with 
tough, durable, maroon Vinyl. New 
Flush Drum. Folding Handle opened 
by Push Pin. 







Easy to read with jet black mark- 
ings on hard chrome-white back- 
ground. See diagrammatic view 


Chrome-Clad line will 
not chip, crack, peel or 
corrode. 


Markings are bonded to steel line 
and they’re permanent. 


CHOICE OF 
STANDARD OR 
FOLDING 
HOOK RING. 


Nationally advertised in American Weekly, This 
Week and Roto sections of leading Sunday news- 
papers, General and Industrial magazines urging 
readers to “Buy through your hardware or tool 
store.” It pays to sell and promote the Lufkin 


no & 





7 
DIAGRAMMATIC CROSS-SECTION VIEW 
1. Hardened Stee! Tape. 2. Rust Resist- 
ant Coating. 3. Multiple Coats of Elec- 
troplating. 4. Hard, Smooth, Non-Glare 
Chrome-Plating. 5. Black Markings Bond- 
ed to Steel, Sunk Below Surface. 


line —the line that promotes you. 


SELL DFR wares © RULES + PRECISION TOOLS 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette St., New York City * Barrie, Ontario 
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Nationally advertised in.. 
and other magazines. 





«1925 CASEIN Wall Paint... 


--~e 1940 RESIN BASE Wall Paint... | 
46-1950 RUBBER BASE Wall Paint... 








ann wooo’ wo 

ILINGS, WALL LS 

— “BECAUSE 1T’S ScRUSABLES 
Brus! 


H soe or 









appury wit 





BETTER IN ALL 10 WAYS! 


1, A flat paint that’s really scrubable .. . dries as hard as enamel. 2 Adheres 
to any surface . . . even glass and high gloss paints. 3, Alkyd Resin, contains 
no water. 4, Easily applied with roller or brush. 5, Leaves no streaks or brush 
marks ...can even be “touched-up” without showing. 6, Can be tinted. 
7. Greater hiding (better one-coat coverage). g, Odorless. 9, A complete 


range of self-smoothing colors. 10, Fully guaranteed. 
NOW, with one can... one brush... one paint you can do an entire room... 
ceilings, walls and woodwork. 

Now, you can absolutely match the colors of walls and woodwork. Now you 
can enjoy the soft, misty loveliness of flat color because Kyanize Clingcote 
Scrubable-Flat is completely 
scrubable! And you can keep 
the color fresh with soap and 
water or your favorite scour- 
ing powder. 














Lead pencil test proves 
it’s SCRUBABLE! 


After 5 days mark it with a pencil. Then wash 
off with soap and water, or scouring powder! 
This test proves Kyanize Scrubable Clingcote 
: is made to take it! 














STANDARD 
WHITE 
300 





For FREE Color Counseling 


see your Kyanize dealer (listed in Classified Telephone Book ) 


TO DEALERS: There are a few exclusive Kyanize dealerships open. 
If you’re interested, write for full information. 


BOSTON VARNISH COMPANY, EVERETT STATION, BOSTON 49, MASS. 
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*HOUSE PAINTS 
$2.45 & $] 45 gal. 


*ENAMELS 
$2:30 gal. 


Write for Color Cards and 
Prices on Full Line 


*NOTE: Prices quoted are deliv- 
ered prices for zone | (within 200 
miles of Cleveland, O.) 


Attention Salesmen: A few choice 
territories still available. 








DIVISION OF 


TOBIAS PAINT Mfg. Co. 


3302 EAST S87 ie ae, 


. & £23 8 4: A Me 2 Fe cae ee 




















| 








B & C CLAMPS 
Sell Themselves 


PUT THIS 
SALES-GETTING 
DISPLAY 
TO WORK 
IN YOUR STORE 


Every man _ who 

works with metal or 

wood knows the su- 

perior quality 

of B&C 

CLAMPS. 

Let them see 

47 you have a 

ee variety of 
~ a sizes. 





B & C is the fastest selling line! 


Ask your jobber, or write, for bulletin and details 
on how to get this metal counter display. 








Pisoni & COTTON mc. co 


, aN s'eee’ @ ge #Pcer 
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SECURITY 
FRICTION TAPE 



































perfect picture of profit 


U.S. Security Rubber Tape U.S. Security sells quickly and easily, pulls in solid profits 
is unbeatable for perfect 
splicing when used with 
U.S. Security Friction Tape. grip, has high-dielectric strength and will not ravel. Its high- 


because it has stronger selling points. Security has a strong 


tensile, straight-tearing fabric is free from dangerous pin- 





QUALITY PRODUCTS OF 
holes. Dealers and contractors everywhere prefer Security 


for electrical and general-purpose jobs. Have you enough 


Security in stock? 





UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Your Paint-line 
is probably 


a good one 


BUT- 
HOW MUCH 
NEW BUSINESS 
DOES IT 
PRODUCE? 


stat a hart 





HERE ARE 17 WAYS CHI-NAMEL 
HELPS DEALERS GET CUSTOMERS 








@ Color Planning Studio 

@ Architects & Contractors’ 
promotions 

@ Painters’ promotions 

@ Industrial promotions 

@ School Board promotions 

@ Farm promotions 

@ Newspaper ads 

@ Radio announcements 

@ Special mailings 


@ List mailers 

@ Special product 
promotions 

@ House-to-house ads 

@ Novelty sales stimulators 

@ Dealer stationery 

@ Statement inserts 

@ Special Consumer 
promotions 

@ Special Sale promotions 











Ps 
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V. R. Kingdon, Manager 
WRIGHT-BACHMAN, Inc. 
Indianapolis, Ind. 


“Before we put in the CHI-NAMEL line we thought that we were getting 
our share of the paint business. The fact is, we were only selling to our 
regular customers. Now, with the year round help we get from CHI- 
NAMEL in bringing new customers to our store, we realize how much 
business we were actually missing. CHI-NAMEL’S special decorating 
service for painters, institutions and business places and their personalized 
Color Studio planning service for homes are real EXTRA BUSINESS 


getters.” 
““Oh, yes! I know they make good paint!”’ 


How many customers walk into your store and actually ask for the paint 
line you handle by its brand name? Probably, not many. Yet, when you set 
the well-known label before them, most of them recognize it with a remark 
something like the one quoted in the headline above. The big question 
for you and every dealer is not “How well-known is your paint line?’’, 
but “How many new customers does it actually bring into your store?” 














~ 
CE VOR He ee eg, WRITE FOR THE CHI-NAMEL STORY! 
Learn how ys a is ayers new — 
business for its dealers with advertising that 
CHI-NAMEL PAINT AND VARNISH CO. ; does more than just sell the idea of painting. 
1103 Third Street South, Minnzapolis 15, Minnesota § It brings customers directly to each Chi-Namel 
1 dealer’s store. 
Please send me the Chi-Namel story i 
1 
ZA 
. mg j 
a 
by 
Address _ " 
i] 
1 
City. State my 
“3 


110 


HARDWARE AGE, MARCH 6, 1952 














HARDWA 





onal 
s telling professiona 
‘s what Du Pont is tellit 
ai about nylon paint brushes 


ATIONAL 
in AMERICAN PAINTER & sprees 
PAINTERS MAGAZINE and PAINTER 














The nylon bristles musthave tong,fine tips. 
* (See illustration.) These can be observed 
by holding the brush up to the light, fanning 














3 A good 4” nylon wall brush should not 
} 

























4 mn more than 4%” 0 4%” of stock 
out the nylon and looking Closely at the tips. extend 19 out » 
The tips of the bristies influence the paint 
aint | Pickup ond release characteristics ond gov- 
p ern the smoothness of distribution and op- 
Ou set Plication of the Paint. 
mark 
estion 
” 
ine?”’, v7} Be sure that the brush contains 100 per 
ore?”’ * cent Du Pont nylon bristles. First, be sure 
J ° thot it is nylon. Look for the name, Above 
/ ll, remember this—it is Mot nylon uniess 
it says nylon on the handie, 
DRY! 
iia And here's important infermation on the nylon-bristie Situation 
p ; ‘ ‘ 
So f, ible, terials will be ble for the ufac- and wear 
- that Lure of tapered Pont nylon brintt says the NK, ough the ting and longer 
nting. nylon supply cannot fill all the demands of the Paint-brush j 
Jamel the fact that nylon 













‘ustr: 
Wear three to five times longer should 
ease any short-supply situation that might develop. 

resea 


buy paint brushes with 
DU PONT NYLON BRISTLES 





h organization recently proved that nylon 
lo longer, and that in over-all Performance 
nylon is superior to other materials. (Hi of brushes were tested 
—_ —e Period of two we A he 
your brush caref, » Whatever t¢ you buy—j may have 
to serve you for a long time. k for the four teeta outlined above, 
and = pd — u Pont nylon gives three to five 
wear. For all-roy Perf Service and A 
is a well-made 


times longer 
» best 
nylon brush, siaees rel 
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(OOD —— 


LONGHORN BRAND 
CATTLE MANURE 


“ALL. - Available 
Immediately 


Pure — unadulterated — weed- 
free—dehydrated—pulverized. 
Packages: 114 Ib., 5 Ib., 25 Ib. 
and 50 lb. Attractive, printed 
bags. 
























the Sales Leader of 
SELF - PROPELLED 
WEED CUTTERS 
and LAWN MOWERS 


LOOK .. for 


continued restric- 
tions for manu- 
facturers of ALL 
products. 


LOOK...+ 


your inventory now, and be sure you can supply the BIG 


DEMAND in ‘52! Remember —"NO MATTER HOW |FAESY & BESTHOFF, INC. 


THEY CUT IT—MOZ-ALL—CAN DO IT BETTER! !" 325 Spring St., New York 13, N. Y. 
CONTACT YOUR JOBBER or WRITE FOR INFORMATION TO: Tel. ALgonquin 5-7300 


Wind-King Electric ic Mfg Co., Merrill, lowa, U.S.A. 


Your Sales will : 3 £ : Amerien’s ae 1 Wader! 
GROW and GROW and GROW... 4 Se 


~ 4 











Representatives East of the 
Mississippi for Natural Plant Food Co. 
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Fisherman's favorite for stream 
duty! Famous DriClad Waders 
with the exclusive Formfoot fea- 
ture —available in small, me- 
dium, large and extra-large 


.. and your 
Customers’ Lawns will 


and GROW and GROW 


when YOU sell 


WHITNEY 'S sre-toin“AW 


® Low weed content © Blended from world’s finest grasses 


sizes. Made for wear under ten- 
nis shoes, wader boots or old 
shoes. They’re tough, durable, 
and mildew-proof. Weigh only 
24 oz. Retail Price: $7.95 


. é 
& “ pasties 





é aa ‘ Formfoot feature —4 sizes for foot-fitting comfort > { 
® High germination ® Varieties for all soil conditions a ; 


® Cleaned and re-cleaned © Backed by powerful national advertising 
WRITE for free dealer aids and price lists — today! 


WHITNEY SEED CO.,INC., Buffalo 5, N.Y. 
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Toke these Al Simple Steps 


to Greater Garden Hose Sales 
and Profits in 1952! 


oe © Shine up your SWAN 
Display Merchandiser 
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Fill it with colorful 
SWAN Garden Hose 


Place it where your | 
Store traffic is greatest | 
| 
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ADEN HOSE 













Train your sales staff 
to suggest and sell 
SWAN GARDEN HOSE 
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SWAN RUBBER COMPANY 
BUCYRUS, OHIO 
WORLD'S LARGEST MANUFACTURER OF GARDEN HOSE 
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.22 cal. Rifle 





SAVAGE SALES CALENDAR 

















We’ve got his number ... 


When Mr. Woodchuck pops up this spring, your customers 
will be ready for him . . . when you sell them these nationally 
known, nationally advertised Savage rifles. They're popularly 
priced favorites for varmint shooting, small game hunting, 
plinking and informal target shooting. 


SAVAGE MODEL 29 


For shooters who want fire power—one fast shot after another—show them 
Model 29—the ‘'22"’ with the SHORT slide action. Just a flick of the wrist 
ejects and loads cartridges smoothly, surely, without disturbing aim or rifle 
position. And, here are some rea/ features to make your selling easy: Dependable, 
laimmerless action . . . one-piece bolt removable without tools for cleaning . . . 
single takedown screw . . . American Walnut stock . . . extra long semi-beaver- 
tail slide handle, grooved for firm grip . . . large capacity tubular magazine. 
.. . And a price that makes Model 29 one of the finest values in the ‘‘22"’ field! 


SAVAGE MODEL 342 


Here's a rifle you can be proud to show your varmint shooting customers. Model 
342 is a flat-shooting, extremely accurate rifle, especially designed to provide the 
full ballistics potential of the popular and efficient .22 Hornet center-fire 
cartridge. It's the lowest priced Hornet on the market, yct it is quality built through- 
out... handsome walnut stock, smooth working bolt action, fine sighting 
equipment—perfectly balanced for quick, gure handling. 
You also can offer this rifle in a deluxe grade (Model 342-S)—with special 
sighting equipment, receiver tapped for Weaver ‘scope mount. Checkering 
on grip and forearm. 

SAVAGE ARMS CORPORATION 
Firearms Division Chicopee Falls, Mass. 
mee, 
bf. ne 
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First in the Field *-:.3 














Rifles and Shotguns 





FOX 





STEVENS > 





SAVAGE - 





SAVAGE * WORCESTER Power and Hand Lawn Mowers 





SAVAGE MODEL 29 


Hammeres side action Raise your sights with SAVAGE in 1952 ! 

























SAVAGE MODEL 342 


.22 Hornet cal. 
Repeating Rifle 
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LOW COST Screening, woven of... 


Firestone )Zr- 


It is decorative and durable, won’t rust or corrode and never needs 
painting. But we’re not waiting for home owners to find all this out 
for themselves. We’re paving the road to your store with this 4-way 
sales tablet: 


Big, full color advertisements that leap out of the pages 
of leading magazines and say, ‘Come buy me. I'm at 
your nearest hardware store." 


they're in the store, we help you make the sale with: 


This compact Display Rack stores and dispenses the 6 
most popular screening widths. Even when you're busy in 
another part of the store, the Display gets your Screening 
woven of FIRESTONE Velon story across. With your initial 
6 roll purchase, the Display costs you only $9.95— less 
than half our cost. 

Place this Demonstration Screen on the floor alongside the 
Display Rack. Invite your customers to stand on it. When 
they step off, the screen will return to its natural shape 
in seconds. No bulge, no break. 














Free over-the-counter Booklet, ‘‘Passing the Screen Test"’. 
Here's an entertaining story, told in rhyme, delightfully 
illustrated and full of interesting information. 


Contact your Wholesaler right now. Order Screening woven of 
FIRESTONE Velon in all widths, in all colors—forest green, bronze 
brown and aluminum gray. Be sure to ask for the Display Rack, 
Stand-on Screen and a supply of “Passing the Screen Test”. 

If your jobber does not carry Screening woven of FIRESTONE Velon, 
write, wire or phone us. 


® Firestone Plastics Co. 


anit lllove Nn Pr oducts I Nl a 51 CAMDEN STREET 


~ PATERSON 3,N. J. 
MAKERS OF SCREENING WOVEN OF Firestone Velen 
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List Price $24.00 


129 Items 


PW, 


NOWATI 


For quick profits on 
QUICK CLAMPS 


during 
National Hardware 








Add to your profits during National 
Hardware Week with this new Monowatt 
merchandiser, designed to stimulate 
impulse sales of Quick Clamp Plugs & Taps. 
A seif-selling display carton, it puts the 
Quick Clamp line out where customers 

can see it. Carton holds a complete 
selection of Quick Clamp items, yet 

takes up little room on your counter. 

New sales-tested consumer products 
backed by advertising in The Saturday 
Evening Post and other national 
magazines, plus point-of-sale reminders 
like this, make Monowatt a money-making 
line for you. Plan a National Hardware 
Week promotion on Quick Clamp 
Plugs & Taps. Feature the colorful merchan- 
diser near your cash register—for profitable 
extra sales and related selling. 


X or any week 


A DEPARTMENT OF GENERAL ELECTRIC COMPANY, PROVIDENCE 7, R. I. 
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Nu-Glaze 
HAS DOZENS 
OF USES! 





MAY BE PAINTED 


WHEN APPLIED 





AROUND SINKS AND 
DRAINBOARDS 


Ley 


FILLS CRACKS IN BRICK, 


























AROUND BATH TUBS 
AND PIPES 





BOAT WORK oF 
ALL KINDS 























Nu-GLAZE I$ 
WATERPROOF! 








ORDER NOW — Your order will be shipped same day received! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CiTY 3} 











Nu-GLAZE 
ALWAYS 
STAYS 


















REASONS WHY IT PAYS TO SELL 
Nu-GLAZE INSTEAD OF PUTTY! 


1. 4\, IT MAKES SATISFIED CUSTOMERS 


<j} BECAUSE Nu=-GLAZE STAYS PUT! 


Although Nu-Glaze is appiied like putty, it is entirely unlike putty in other 
ways. Needs no working up, clean to handle—not oily, does not dry out, 
harden, crack or peel. Perfect for glazing wood or metal sash, replacing 
putty, setting plumbing, filling cracks, boatwork of all kinds. Nu-Glaze does 
the job better too, because it always sets to a rubber-like consistency. It’s 
no wonder Nu-Glaze sells fast! 


* 
2 ¢€ 
. re % A BIGGER PROFIT ON EVERY SALE! 


: Most important of all is the bigger profit you 

% * make when you sell Nu-Glaze! Ordinarily when 

you sell a pound can of Nu-Glaze, you make 10c 

or more on the sale. But when you sell a pound can of ordinary putty, as a 

rule you only make about 1'442c. That’s why we say it pays you to sell 

Nu-Glaze instead of putty. You make bigger profits! “e satisfy customers 
because Nu-Glaze always “stays put!” 





Nu-Glaze 


SETS TO A RUBBER-LIKE CONSISTENCY * DOES NOT DRY 
OUT +- DOES NOT CRACK OR PEEL - NEEDS NO WORKING 
UP + NOT OILY + CLEAN TO HANDLE 








OKLAHOMA 






























mea # RIGHT CONNECTION | 


gorerene ita 


for volume sales 


Wiel 


the Grgimal =f 


GLASS-TOP FUSE § 
and LEADER ‘if 


ever since! 


ELECTRIC WIRE sf 


"ROYAL WIRE & <—sr! 


engineered for 


DEPENDABILITY 
merchandised for 


VOLUME SALES 
Ask for details of the 
No. 1 deal — 1250 feet 
of ROYAL quality wire 
plus a steel counter 
display rack. 


a 
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ROYAL 
CORD SETS 


display-pack- 
aged for quick 
turn-over and 
greater volume 








what a DIFFERENCE 


GG," 





Easy-to-read price information is only one 
advantage of Monarch Price-Marking Systems 


When every item in the store is clearly, accurately price- 
marked, doing business is easier all around. Customers and 
salespeople get correct information at a glance. No more 
mistakes and misunderstandings caused by smudged, illeg- 
ible pen-and-pencil price-marking. 

Everything moves along smoothly on the sales floor and 
in the marking room. Anyone—even boys or girls just out 
of school—can easily learn to operate the Monarch 
‘“*Pathfinder’’ or the Monarch ‘‘Junior’’ Price-Marking Ma- 
chine, with a big saving in clerical costs. Management, 
too, enjoys the advantage of complete control information 
and coded costs printed right on the tickets, tags and 
labels with the price-marking. 

Monarch Tickets, Tags and Labels are available in styles 
for every type of merchandise. Monarch Senso Labels, es- 
pecially, are a great timesaver, making even hard-to-mark 
merchandise easy with their quick, secure attachment by 
simple pressure. If you have questions about price-marking 
methods, machines or supplies, you may save both time 
and money by consulting your Monarch representative. 


The MONARCH 
Marking System Company 


Since 1890—World's Largest Manufacturers and Distributors 
of Merchandise Price-Marking Equipment and Supplies 


Toronto, Canada « DAYTON, OHIO « Los Angeles, Calif. 
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A story worth repeating... 


@ Today’s uncertain conditions make the 
longer life of Ray-O-Vac LEAK PROOF 
flashlight batteries more important to your 
customers than ever before. 


That’s why we repeat the Ray-O-Vac 
LEAK PROOF flashlight battery story over and 
over again. In 1951, our consumer advertising 
—continued without interruption—will tell 
it more than 100,000,000 times! We don’t 
want the consumer ever to forget it. 


Since well before World War II, we have 
built a battery of such unique and superior 
construction that it could properly be 
called the Ray-O-Vac LEAK PROOF flashlight 
battery. And we have continuously featured 
LEAK PROOF in all advertising and promotion. 
It is now associated in the public mind 
as exclusive with Ray-O-Vac. 


Consumers like both these ideas—well over 
a billion Ray-O-Vac LEAK PROOF flashlight 
batteries have been sold to date. Here is 
a tremendous foundation of customer 
satisfaction on which you and your customers 
can build a lasting business on batteries 
and flashlights—with Ray-O-Vac. 


RAY-O-VAC COMPANY, MADISON 10, WISCONSIN * RAY-O-VAC CANADA, LTD., WINNIPEG, MAN. 
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Tack or staple it under rafters or over 
ceiling joists. 


Bow it in between wall studs—perfect 


vapor barrier, too! 
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Great for farm buildings. Increases 
poultry and livestock production. 





Jf / this ingulation OVER THE 






Display this 20” x 13” 
colored aluminum sign! 


OlNirE,. 


..-each 15 Ib. armload is 250 sq. ft.! 


REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 


Here's the most insulating efficiency in the smallest package... 

at about half the cost of most bulk insulations. Anybody can 

walk away with a couple of armloads and put up a complete house 
ceiling in a weekend's spare time! Reflects up to 95% of 

radiant heat...keeps interiors up to 15° cooler in summer... 
saves winter fuel, too. Neat, clean, takes little space on 

counter or floor, makes a bright display...sells on sight! 

Mail the coupon. Reynolds Metals Company, Building Products 
Section, Louisville 1, Ky. 


PUT THIS 
BRIGHT ROLL 
ON DISPLAY! 





Aluminum is 
required for planes and 
other military needs. Aluminum 
insulation is being steadily produced, 
but deliveries may lag behind orders. 






Get your order on your jobber's 






books now! 


Type B, aluminum 


on both sides. Type CSS Sw Se Pewee noone 


C, one side. Widths: 
a, a. Reynolds Metals Company, Building Products Section, 


2026 South Ninth St., Lovisville 1, Ky. 


| 

| 

| 

| ‘Please send full information on 

C1 Insulation (C) Gutters C) Flashing 0 Nails 


Name. 
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REYNOLDS ALUMINUM 


WINDOWS + INSULATION + FLASHING * NAILS + WEATHERBOARD SIDING * CORRUGATED AND 5-V CRIMP 
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there’s extra profit dollars in 


F OWE 


rf 





© © if 
—. ES j 
- | 
\ 
T a \ 
\ 4 ‘ EN —— Le 
alk into any modern hardware store today and you’ll find ia — ce ~ 
wares rated as one of the store’s major profit departments. You'll also =e\ 
find that the foundation of any profitable housewares section is electric 
housewares items. 3 — \ — 
To the modern homemaker, these electric housewares are necessary AS a4 
labor and time-saving kitchen tools, as necessary to today’s ron) ' 1 of) 
as a hammer and saw are to a carpenter. \ ay ij 
In addition to the direct profits arising from the "4 
sale of electric housewares, this merchandise is also { f 


Eyes a proven traffic builder. Particularly important is Sof) | ] 


the fact that it attracts the woman shopper who is ~—~ _/ 
iby : 


such an important factor these days in building sales, er 
Tre, 
ca 
ee 


volume. \ 
To aid dealers increase the volume of their sales \X 











in electric housewares, a group of nationally known WN 
manufacturers each year combine their skills and aN 
facilities to develop a national program to promote ~\& 
the sale of electric housewares as gifts. : 





\ 


This group, the Electric Housewares Section of 3 ~ 
the National Electrical Manufacturers Assn., is nov 3 : 
launching its 1952 promotion, carrying the anol) “— / i 
“Electric Housewares Make the Perfect Gift.” \ | | ’ 
Because it believes that a tie-in with a national promotion of welt | 


known, nationally advertised products provides hardware dealers with 
prime sales opportunities, HARDWARE AGE presents in this Selling | ——— 3 
Guide, an outline of the electric housewares promotion and gives sug- | 

gestions on how dealers may profit by participating in this promotional /-— 

effort. 




















The formula for building sales 
volume in electric housewares is 
basically. very simple: Identify 
your store with the promotion by 
means of window trim, interior 
displays and advertising. Show the 
merchandise in an attractive man- 
ner, using signs to suggest reasons 
for buying. Make available gift 
wrapping facilities, and advertise 
this fact. Provide Lay-Away facili- 
ties to overcome price resistance 
and to permit more selling up. (See 
HARDWARE AGE, Sept. 20, 1951, page 
236, for details on setting up a lay- 
away plan.) 


Gift Sales Everyday 


Capitalizing on the GIFT theme 
of this year’s promotion, offers 
many new sales possibilities to 
hardware dealers. Everyday is 
somebody’s birthday ... a gift sell- 
ing opportunity. Practically every 
month of the year contains some 
important national gift occasion. 

Consider in your own selling 
area the number of birthdays that 
occur each month . .. each one 
being a gift selling opportunity. 

The editors of HARDWARE AGE 
recently questioned a number of 
dealers on their experience in par- 
ticipating in the Electric House- 
wares’ campaign last year. The 
answers stressed that a thorough 
tie-in resulted in increased sales, 
but that a half - hearted tie-in 


brought only half-hearted results. 

When these dealers spoke of a 
thorough tie-in, they meant using 
posters in the store and window, 
using suitable window trims, put- 
ting the spotlight on store displays 
of electric housewares; stressing 
the tie-in in mailing pieces, in news- 
paper advertising and in _ radio 
spots. 


More Male Traffic 


The improvement in sales cred- 
ited to the campaign ranged from 
6 and 8 pct up to 25 pct in one 
store. A number of dealers report- 
ed better traffic that helped boost 
sales in other departments. 

An unexpected answer came from 
one dealer who reported that par- 
ticipating in the promotion brought 
a distinct gain in sales of electric 
housewares to men. His explana- 
tion of this was that the problem 
of selecting a gift is usually a diffi- 
cult one for men. The store posters 
and ads stressing the gift angle 
suggested to men simple, but effec- 
tive ways of solving the gift prob- 
lem, and they reacted by buying 
electric housewares. 

The manufacturers sponsoring 
this have prepared a wide variety 
of material suitable for use in a 
retail store, including display ideas, 
streamers, posters, price tickets, 
etc., a display contest for dealers, 
newspaper mats, including product 


prize hardware store window ... 


i 
i 
i 


First prize window in the 1951 electric housewares gift displ 
hardware store division was this window of Shaffer & Bond, Inc., 
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illustrations, tested retail gift ads, 
ete. Complete information on this 
material can be obtained from your 
wholesaler, or by writing Electric 
Housewares Section, NEMA, 155 
Is. 44th Street, New York 17, N. Y. 
In addition to these dealer aids, 
the sponsoring manufacturers will 
emphasize the gift theme in their 
national advertising in dozens of 
widely read consumer magazines. 


Backing Promotion 


Manufacturers participating in 
this promotion are American Elec- 
trical Heater Co.; Arvin Industries, 
Inc.; Camfield Mfg. Co.; Casco 
Products Corp.; Chicago Electric 
Mfg. Co.; Cory Corp.; Dormeyer 
Corp.; Dulane, Inc.; Emerson Elec- 
tric Mfg. Co.; Fieldcrest Mills 
Div., Marshall Field & Co., Inc.; 
Fresh’nd-Aire Co., Div. of Cory 
Corp.; General Electric Co.; Home 
Appliance Dept., General Mills, Inc.; 
Hamilton Beach Co., Div. of Scovill 
Mfg. Co.; Hobart Mfg. Co.; Knapp- 
Monarch Co.; Landers, Frary & 
Clark; National Pressure Cooker 
Co.; National Stamping & Electric 
Wks.; Nesco, Inc.; Norwich Indus- 
tries, Inc.; John Oster Mfg. Co.; 
Proctor Electric Co.; Reeves-Ely 
Laboratories, Inc.; Rival Mfg. Co.; 
Samson United Corp.; Silex Co.; 
Toastmaster Products Div., Mc- 
Graw Electric Co.; U. S. Mfg. 
Corp.; Westinghouse Electric Corp. 





“y contest in the 
pper Darby, Pa. 
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Two top merchandisers tell 
how you can cash in on the 
new electric housewares promotion 


There's Cash in Promoting 
Electric Housewares as Gifts 





by JOHN A. SULLIVAN 


Chairman, Electric Housewares Section, 
National Electrical Manufacturers Assn. 
and 
Division Vice-President, 

Home Appliance Marketing, General Mills, Inc. 


The gift market is a tremendous 
source of income that runs into 
multi-billions of dollars for re- 
tailers every year. It’s certainly not 
a plum to be carelessly tossed away 
or left unsavored. To what extent 
has the hardware store exploited 
this gift market? To what degree 
can it be cultivated? And, most im- 
portant, How? 

Actually, the hardware store has 
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barely scratched the surface of the 
large gift market begging to be 
tapped. Why? Perhaps because so 
many of the hardware store’s items 
were originally utilitarian. But new 
items have been constantly added 
to the hardware dealer’s stock .. . 
electric housewares, silverware, 
china, pottery, glassware, etc. 

All of these items can be con- 
sidered utilitarian, but they can 
also be considered gift merchan- 
dise. If a tremendous potential does 
exist in the gift market, why not 
take advantage of it and promote 
these items as gifts? 


The Answer 


The electric housewares industry 
has come up with the answer in its 
long-range gift program designed 
to show dealers how they can cap- 
ture more of this gift business. 
Through its merchandising ap- 
proach and promotional aids, the 
hardware dealer can direct the gift 
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buyer into his store and increase 
his traffic, sales and profits. 

Introduced to dealers in January 
1951, the program met with en- 
thusiastic response last year. An 
initial Fact Sheet, which showed 
dealers how they could tie in with 
the program, was distributed to ap- 
proximately 225,000 dealers’ in 
1951. 


24,500 Retailers 


Display . material, offered free 
during the Spring campaign, reach- 
ed the hands of some 24,500 re- 
tailers and was used to promote the 
sale of electric houseware gifts for 
Mother’s Day, Father’s Day, wed- 
dings, anniversaries and other gen- 
eral gift occasions. 

The Fact Sheet introduced 
dealers to the five basic merchan- 
dising steps that form the frame- 
work of the campaign. Summing 
them up briefly, they are: 

(1) Creating a permanent 
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electric housewares gift display. 

(2) Merchandising the dis- 
play for every natural gift oc- 
casion. 

(3) Using the industry dis- 
play material. 

(4) Establishing a gift wrap- 
ping service. 

(5) Promoting and using gift 
certificates. 

Primarily, the campaign was de- 
signed to help stimulate sales dur- 
ing the usually slower first six 
months of the year, since it is 
estimated that only 35 pct of the 
electric housewares business is 
done from January through July. 
However, the basic merchandising 
idea of the campaign, expressed in 
the theme, “Give Electric House- 
wares—First Choice for Every 
Gift Occasion,” sells electric house- 
wares gifts the year round. 

Last Fall, a new campaign— 
still part of the industry’s long- 
range program—was carried on to 
stimulate sales for the Fall gift 
occasions, with special emphasis on 
Christmas promotion. A 20-page 


“How-To” Merchandiser and spe- 
cial promotional materials were 
available to dealers. The latter in- 
cluded permanent gift display 
units, posters, streamers, logo 
mats, gift certificates, gift wrap- 
ping kits, postage meter plate, 
salesmen’s badges, etc. 

In addition, a national display 
contest was held for each type of 
electric housewares retail outlet. 
The first prize winner in the 
hardware store division was Shaf- 
fer & Bond, Inc., of Upper Darby, 
Pa. This year, two more contests 
will be held—one for display, the 
other for newspaper advertising. 
Separate prizes will be awarded 
again in the hardware store divi- 
sion and winners will receive na- 
tionwide publicity. 

Because of its success at the re- 
tail level, the industry’s program 
has been greatly expanded for 
Spring, 1952. The core of the cur- 
rent campaign is a comprehensive 
32-page Plan Book which illustrates 
in detail how the dealer can tie 
in through merchandising and pro- 
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motion. Additional copies of this 
Plan Book are available from 
NEMA—Electric Housewares Sec- 
tion, 155 East 44th Street, New 
York 17, N. Y. 

Hardware retailers can make use 
of the Plan Book right now in pre- 
paring for Easter, Mother’s Day 
and Father’s Day as well as the 
general gift occasions such as 
birthdays, weddings, showers, and 
anniversaries. 

Considering the great size of the 
gift market, there’s plenty of room 
for the hardware dealer to move 
in strong! Right now. 





12 Steps to Better 
Electric Housewares Sales 





by J. P. McILHENNY 


Chairman, Sales Promotion Committee, 
Electric emmete- Section, NEMA, 
on 
Vice-President in Charge of Sales, 
Waring Products Corp. 
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Looking at the calendar we see 
important gift-selling opportuni- 
ties coming up for the hardware 
dealer: Easter on April 13; 
Mother’s Day on May 11; Father’s 
Day on June 15; and graduations 
in early June. 

Without looking at the calendar 
we know that birthdays, weddings, 
anniversaries and showers occur 
every day of the year. 

This is the multi-billion dollar 
gift market that the hardware re- 
tailer can woo and win through 
the Electric Housewares Gift Cam- 
paign. 


To court this tremendous sales 
potential in electric housewares 
business is easy and economical for 
any hardware dealer through the 
gift campaign. What-to-do and 
how-to-do-it is spelled out in the 
industry’s new 32-page Plan Book 
for Spring which is now being dis- 
tributed. 

In order to help the store cash in 
on the gift idea right now, here is 
a concrete checklist that every 
hardware dealer can put to work. 
These dozen points show dealers 
how to tie in through display, ad- 


HARDWARE AGE, MARCH 6, 1952 





vertisin 
certifica 


c 
(1). & 
play. & 

spot in 

and inte 
tomer. 

to point 

housewa 

“gift” in 

ways in 

dummy 

(2) U 
your dis] 
sumer-re 
poster is 

Plan Bo 

many otl 

dow, on 
pended as 
and on tk 

(3) Us 

that is ay 
a 72-piec 
cludes lai 
backed | 
large dis 
displays, 
row disp 
tickets. 

(4) Me 
specific § 
electric h 
gifts wit 
tier displ 
cake plus | 
it to play 
gifts for 
showers, ¢ 
coming uj] 
your disp] 
appropriat 
In the Pls 
find seven 

Sic 

(5) “Sis 
selling sig 
Many good 
reminders 
Customers 
Day is com 
pel action ¢ 
there. The 
sign copy f 

(6) Der 
when possi 
stration ta 
your displa 
one of you 
capture cus 
shoppers to 

(7) Tie 
vertising w 
Mats of hes 
Various gif 
illustrations 


HARDWARE 





of this 
le from 
res Sec- 
et, New 


nake use 
vy in pre- 
r’s Day 
1 as the 
such as 
ers, and 


ze of the 
of room 
to move 


us sales 
usewares 
mical for 
yugh the 
-do and 
t in the 
lan Book 
eing dis- 


e cash in 
, here is 
it every 
to work. 

dealers 


play, ad- 


6, 1952 





vertising, gift wrapping and gift 
certificates. 


Display Suggestions 

(1) Set up an attractive gift dis- 
play. Select an important traffic 
spot in the store to catch the eye 
and interest of every passing cus- 
tomer. Include a variety of items 
to point up the range of electric 
housewares you carry. Put the 
“gift” into your gift display by al- 
ways including gift wrapped 
dummy ‘boxes. 

(2) Use the official poster in 
your display to tie in with the con- 
sumer-recognized campaign. The 
poster is included free with the 
Plan Book:and can be used for 
many other purposes—in the win- 
dow, on the door, on walls, sus- 
pended as banners, on store columns 
and on the cash register. 

(3) Use the display material 
that is available at cost ($3.95) in 
a 72-piece display kit. The kit in- 
cludes large poster blowups, easel- 
backed mounted counter cards, 
large display streamers, pennant 
displays, salesmen’s badges, nar- 
row display streamers and price 
tickets. 

(4) Merchandise the display for 
specific gift occasions. Feature 
electric housewares for birthday 
gifts with appropriate props—a 
tier display unit to represent a 
cake plus party favors, etc. Change 
it to play up electric housewares 
gifts for anniversaries, weddings, 
showers, etc. With Mother’s Day 
coming up soon, you can re-trim 
your display with carnations and 
appropriately wrapped gift boxes. 
In the Plan Book, the dealer will 
find seven easy-to-make displays. 


Sign the Displays 

(5) “Sign” your displays. Good 
selling sign copy can cash in on 
many good intentions. They act as 
reminders and create impulse sales. 
Customers may know Mother’s 
Day is coming, but a sign can com- 
pel action and make a sale then and 
there. The Plan Book also includes 
sign copy for dealer use. 

(6) Demonstrate where and 
when possible. Set up a demon- 
stration table with an outlet near 
your display. A demonstration is 
one of your best selling tools to 
capture customer interest and speed 
shoppers toward a sale. 

(7) Tie in your newspaper ad- 
Vvertising with the campaign theme. 
Mats of headlines and spots for the 
various gift occasions and of item 
illustrations are available free from 
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to help you sell... 





This official poster, done in color, is 
available to help you tie in to this 
national promotion. Size is 15x20 in. 


your local newspaper. If your 
paper’s ad manager has not yet 
received his, he can obtain a set by 
writing to NEMA Electric House- 
wares Section. In the Plan Book 
the dealer will find layouts which 
can be used as blueprints for elec- 
tric housewares advertising. 

(8) Coordinate your radio ad- 
vertising with your newspaper 
ads. The Plan Book includes radio 
spots and one-minute commercials 
which can be used with rewarding 
results. 


Gift Wrapping Plans 


(9) Offer a gift wrapping ser- 
vice to your customers. This extra 
service is frequently the clincher 
to a sale. If a shopper can get 
such service from a hardware store 
as she has been accustomed io get- 
ting from a gift store, she will not 
hesitate to buy her gifts at the 
hardware store. A new compact 
gift-wrapping unit which helps re- 
tailers do the job inexpensively is 
offered through the Plan Book. 

(10) Spotlight your gift wrap- 
ping service in ads and displays. 
Prepare signs “We gift wrap” and 
place them in displays, near the 
cash register and in windows. 


(11) Use gift certificate to help 


close sales quickly and to create the 
double traffic of giver and recipient. 
A check or a sales slip can double 
as a gift certificate. However, 
since it should be attractive, the 
industry’s specially designed pink 
and blue gift certificate answers 
the purpose better. These certifi- 
cates are available at cost through 
the Plan Book. 


Use Gift Certificate 


(12) Display the gift certificate. 
A blowup of the certificate, costing 
little, can be used effectively as a 
wall or suspended display. The 
gift certificate itself should be used 
in item displays and in ads. 

In addition to these points, the 
hardware dealer will reap rewards 
by tying in with any city-wide pro- 
motions sponsored by local electric 
light and power companies or elec- 
trical leagues. An effective pro- 
motion of this sort might consist 
of advertising in a section of the 
local newspapers and supplement- 
ing it with publicity articles; a co- 
operative radio program and joint 
demonstrations held in the local 
auditorium. 

Many of your suppliers are ready 
and equipped to help you carry out 
your gift promotion. 
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stock it... 


display it. . . 





* FOLLOW THROUGH 





that brings in that extra colume 


A promotion, to be effective, must be carefully planned; it must be 
complete and must be followed out in detail, if it is to bring in those 
important extra sales. Here is a quick summary of some of the key 
elements of a good promotion. Check your plans against these sug- 
gestions to be certain you haven't overlooked any angles in your 
planning, to be sure that you have follow through in your program. 











You can't sell what you don't have. So 
check your stock now to assure ade- 
quate supplies and variety when your 
promotion breaks. 

















fy ANNIVERSARIES! 
~---ene You must tell them to sell them. Your 
wholesale supplier, manufacturers and 
NEMA are prepared to help you do a 
good advertising job by supplying mats, 
ad headlines, radio scripts, etc. Make 
use of these. 


H} 


advertise it... 


Ml 


| 














Put the feature merchandise where cus- 








tomers can see it; use signs to tie it in 
with your ads, to encourage suggestion 
selling and to emphasize variety. Give — 
the item display prominence during the 
promotion. 
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demonstrate it... 


“Try it yourself" are magic selling words 
that help decide the undecided. Set up 
a demonstration table with several out- 












lets. 















Prove how it saves time and/or 


labor. 


The gift market has tremendous poten- 
tial for the hardware store; but when a 
customer buys a gift he expects gift 
wrapping service. This service is not 
expensive, and with a little advance 
planning, can be easily worked into 
normal routine. 
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pansict cigt|| ||" sunom 
MOTHERS idok WHATS Use descriptive signs liberally, to make 
' ; —DAY, | N’ buying suggestions, to emphasize sell- 
Re... rm for DAD | ing points, to dramatize a display. 
7 ~ Change the signs with the selling season 
for greatest effectiveness. 
Cat 
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re wes —\ Help your windows and interior displays 
\ \\ \ capitalize on the national promotion of 

Ac electric housewares as gifts. Use the 
3 “big poster liberally on the door, in the 
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window, on displays. Identify your store 
as headquarters for electric housewares 
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DISPLAYS 


A Sales Magnet for Your Store 


The hardware dealer who makes fullest use of the display 

possibilities inherent in electric housewares—both in his 

windows and store interior—creates a selling tool that 

returns the most profit with the least expenditure of 

effort. These pages suggest ideas on which to base this 
year's promotions. 


An octagon fixture for electric housewares 

used by the Tela-Warren Hardware, Dear- 

born, Mich., proved to have more drawing 

power than any other in the store. Once 

attracted by an item, customers invariably 

walk all around the display to see all of the 
v merchandise it holds. 





A This open-back window display of the 
Haynes Hardware, Murfreesboro, Tenn., 
serves a double purpose. It attracts street 
and store traffic. Notice how much "air" 
is left around each item to give it indi- 
vidual display value—and the lighted 
shadow boxes on the wall which can be 
used to feature different items. Combining 
electric housewares with other housewares 

gives the window added sales impact. 
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Special days such as Mother's Day will 
mean your customers are searching for 
appropriate gifts. Here's a display idea > 
for window or interior offered by the Elec- 
tric Housewares Section to lead traffic to 
your electric housewares department. 


@ NOONAN 
HARDWARE 
co 
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Displaying merchandise so it 
can be seen is half the selling 
job. White Hardware Co., 
Boise, Idaho, achieves it with 
this attractive display which is 
an electric housewares depart- 
ment in itself. The white lines 
on top draw all eyes to the 
display. 





Motion—electric housewares 
displayed on a turntable— 
in the window of the Noonan 
Hardware Co., Santa Mon- 
ica, Calif., attracted traffic 
to the store. When creating 
a window display of electric 
housewares, remember there 
are many more items in your 
store that complement elec- 
tric housewares as gifts. 


mis 
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FLECTRI 
HOUSEWARES 


Displays 


Continued 


A specially constructed electric housewares 
display between two pillars provides Bill- 
man's, Minneapolis, Minn., with a 10 ft de- 
partment that creates many impulse sales. 
Bottom shelf is wood, linoleum covered. 
Top shelves are adjustable and of glass to 
set off the sheen of the merchandise. 


Father too, might like an electric house- 

wares gift such as one of these in this at- 

tractive display arrangement which the 

Electric Housewares Section Plan Book of- 

fers for a Father's Day window display 
suggestion. 


» 








Another display idea offered by the Elec- 
tric Houseware Section Plan Book is built 
around the gift package and uses the 
bridal shower gift appeal. Large package 
is made of cardboard covered with gift 
paper, while smaller packages are sus- 
pended from the ceiling. 


Window displays need not be large nor 
fancy to have selling power as this display 
of the Kendall Hardware, Marion, lowa, 
proves. Props of different height give 
variety to the arrangement and the mer- 
chandise itself adds the glamour. 
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Many customers who enter the 
Butcher & Dilley hardware store 
in Shenandoah, Iowa, seeking gifts 
for birthdays, weddings, anniver- 
saries and holidays, often buy some 
electric housewares item. 

The reason for this is that the 
owners and salespeople have learned 
to call attention to such items as 
the most acceptable of gifts. 

Another reason is that electric 
housewares have almost all the 
space on a display island just -in- 
side the front door. In fact, R. M. 
Dilley, one of the owners, took an 
inventory of the merchandise on 
this fixture recently and found that 
it totaled $1100. 

“Electric housewares constitute 
an important line with us,” states 
Mr. Dilley. ‘Men as well as wo- 
men buy them. Just about every 
woman who visits the store will 
shop that fixture, spotting items 
she wants now or in the future. 

“With the trend toward colorful 
and efficient kitchens, women want 
mixers, percolators, toasters, waffle 
irons, egg cookers and irons. 

When two or more people come 
into the store looking for gifts, 
salespeople are taught to suggest 
that they make a joint purchase of 
some electric housewares item 
which will be appreciated more by 
the recipient than will several in- 
dividual gifts. 

The top shelf of the electric 
housewares display unit in the 
Butcher & Dilley store has a wide 
variety of coffeemakers. Especi- 
ally popular numbers in this farm 
community are 18-cup coffee mak- 

(Continued on page 149) 


HARDWARE AGE, MARCH 6, 1952 


Salespeople of lowa store are schooled to 
stress ready acceptance and lasting 
impressions of electric housewares as gifts 





R. M. Dilley tells prospect that an electric 
housewares item makes a lasting impression. 





The merchandise on this fixture, inside the 
front door, is predominantly electric wares. 














40 Pct More Volume 
25 Pct More Display 


From a Change in Location 


When the Selah Hardware Co. moved to a new site, better 
business resulted from a store that had improved sales 
appeal in a location that had more traffic 


A move to a new location achieved 
two important business objectives 
for Ed Narboe of Selah Hardware 
Co., Selah, Wash. 

1. Increased gross store sales by 
approximately 40 pct. 

2. Increased store display area 
by about 25 pct. 


Selah Hardware is about five 
years old, and was purchased from 
the original owner by Mr. Narboe 
in March, 1949. At that time, it 
was located several blocks outside 
the business district of Selah, a 
town of 2,500 population. The new 
owner felt that while a drive-in 


Yerttion — 
nines E 
i 





location held definite advantages in 
a larger city, it was not so desir- 
able in a small town with no acute 
parking problem. Accordingly, he 
took the opportunity of moving into 
what was formerly a furniture 
store. 

While the better traffic location 


Selah Hardware has created an attractive-front-of-the-store radio display. Each 
model is connected to provide live demonstrations. Combined with the radios is 
a checker-board wall display of gift items. 
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is partially responsible for the 
store’s sales increase, that fact 
alone by no means telis the whole 
story. The new building measures 
50 by 100 ft., with 60 ft. of its 
length in sales areas. The added 
space gave Mr. Narboe the oppor- 
tunity to enlarge his stock and to 
take on a line of major appliances. 

Mr. Narboe attributes part of 
the increased floor traffic to the 
store’s attractive visual front, 
which puts the entire interior liter- 
ally on display from the street. The 
entrances on either side of the dis- 
play windows lead to the well light- 
ed, open self-service displays. 


Greater Flexibility 


The greater flexibility of the new 
store area gave Mr. Narboe the op- 
portunity to devise a much better 
method of handling and displaying 
bolts, pipe fittings, cap screws, and 
plumbing valves and accessories, 
and other lines. In the old store, 
the bins for these items were placed 
behind the rear partition. Extra 
steps were required, and when only 
one employee was in the store, he 
had to leave the sales room to fill 
an order. 

In the new store, Mr. Narboe had 
two open corridors built from the 
sales room to the storeroom with 
bins lining the sides providing four 
sections of bins. One contains a 
complete assortment of bolts, an- 
other of pipe fittings, etc. Each bin 
is marked for type and size. All 
sizes of one type of item are placed 
in a vertical bin row, with differ- 
ent items of the same size running 
horizontally. Thus, a_ particular 
item of specific size can be readily 
located. Yardsticks are attached be- 
tween the bins to check the length 
of items readily. 

Mr. Narboe feels that this depart- 
ment is the backbone of a hardware 
store, and his new arrangement 
makes it easy to maintain a good 
and varied stock at all times. 

In selections of merchandise, Mr. 
Narboe tries to have at least two 
grades of merchandise in every 
item; one for quality, and the other 
in the inexpensive, competitive 
grade. 

In bathroom and kitchen acces- 
sories, for example, he carries at 
least one quality line, displayed on 
a factory designed display board. 
For the lower priced lines, he built 
his own display board, placed at 
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Four sets of bins hold the firm's assortment of plumbing fittings 
and fasteners. These bins are located in a passageway leading to 
the stockroom. Their location makes it possible for a salesman to 
supervise the floor while he is filling a customer's order. 











The store carries two grades of items—one quality merchandise, 
the second a competitive grade for which a special end-of-counter 
display was built. 
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the end of a display island so that 
customers can make their choice 
without requiring the help of a 
salesman. 

Considerable space has also been 
saved in the new store by a fixture 
designed to display handles. The 
old store had a 1 by 10-ft. handle 
rack. Not only did it take up a 
great deal of space, but handles 
sometimes became warped in the 
rack. In the new fixture, handles 
are hung by means of a small nail 
tapped into the end. The head of 
the nail is then slipped into the 
slot of a length of inverted price 
molding. Several lengths of this 
molding, mounted at a height to 
allow the handles to hang freely, 
accommodate as many handles as 
formerly in less than three square 
feet. 

A dual purpose fixture is a plat- 
form which holds galvanized ware 
and related bulky merchandise. 
This is actually a table with remov- 
able legs. But when display space 
is needed for seasonal merchandise 
presentations, such as during 
Christmas, the legs are used to 
provide display surface of suitable 
height. 

Cleaning supplies are displayed 
on an island into which holes were 
drilled to provide a means of show- 
ing mop and broom handles. 

Appliances are displayed in a 
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double row across the front of the 
store with a small, but attractive 
display area for radios built at 
one side of the front of the store. 
Electrical hook-ups allow live radio 
demonstrations. 

In the warehouse, Selah Hard- 
ware has facilities which enable it 


A dual fixture is 
this one, which can 
be used to display 
bulky merchandise, 
and also for sea- 
sonal displays, as 
during the Christ- 
mas selling season, 
when attachable 
legs are added to 
provide a display 
table of suitable 
height. 


to store pipe. A power threader 
which threads up to and including 
2-in. pipe has proven to be a prof- 
itable investment. While most of 
the customers do their own work, 
the firm has an arrangement with 
a local journeyman for installa- 
tions. 


Special Display Features Fireplace Goods 


With this permanent display on the store's balcony Schlafer's of Appleton, 
Wis., does a good volume in fireplace equipment. Located next to the appli- 
ance department it is exposed to homeowners in the mood for spending large 
sums of money for home equipment. Large display signs featuring prices an 
other descriptive data help tell the story. Customers on the store's main floor 
can see many of the fireplace items even before visiting the balcony. 
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Schlitt Features Golf Goods 





Whether a golfer shoots in the 
low 70’s or is a divot digger, 
Schlitt Hardware Co. of Spring- 
field, Ill., goes all out to sell local 
golfers. The firm’s combination 
sporting goods and toy department 
in the basement is identified as 
The Play Spot. 

All visitors are made aware of 
The Play Spot by a staircase in 
the center of the store. On its land- 
ing is a large display case which is 
brightly lighted and in which sports 
gear is featured throughout the 


Advertising and window display attract experts 
and duffers to sporting goods section. Donation 
of trophy for tournament builds good will 


year. The special display for the 
sporting goods section is given 
over to golf goods late in the 
spring. 

Particular effort is made to tie 
in with local golf tournaments. 
John E. Chalmers, advertising man- 
ager, points out that approach of 
the Public Park golf tournament, 
June 24 through July 22, is the 
signal for a full window in which 
are shown golf goods and trophies, 
including one for the grand cham- 
pion as donated by Schlitt’s. The 


firm’s cup is inscribed with the 
name of each champion and be- 
comes his personal property if won 
three times in succession. 

“We complement the window with 
a special golf ad,” says Mr. Chalm- 
ers, “and avoid all stereotyped an- 
nouncements. Each ad gives some 
excellent reason, aside from price, 
for the purchase of items illus- 
trated. With an illustration of a 
golf iron was the advice, ‘Approach 
shots mean the difference between 

(Continued on page 149) 





How the firm calls attention to a local tournament and at the 
same time makes a strong bid for sales of its golf goods. 
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Modernization 


Is Store-Wide Promotion 


Paint forms a corner 
decorating depart- 
ment with painters’ ac- 
cessories given promi- 
nence by display on an 
island fixture. If it's 
spring clean-up time, 
then it's also planting 
time, and so the island 
also shows lawn seed. 


The HARDWARE AGE camera takes you 
on a tour of a hardware store that has been 
modernized inside and out to heighten buy- 
appeal through greater eye-appeal. Display 
in this store is now able to doa real sales job 


An eye-stopper and an open 
invitation to buy is this 
newly modernized all-glass 
q store front of the Maloney 
Hardware Co., Inc., Silver 
Spring, Md. Here outside 
displays of seasonal mer- 
chandise are practicable. 
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Roofing and fencing, 
each get two 4-ft wall 
sections which provide 
compact display empha- 
sis. The roofing section, 
in addition features » 
shingles, spotlights gutters 
and other equipment. Be- 
low the sample sections 
of fencing are glass com- 
partments for all sorts of 
fittings. 














Hand and power tools 

displays are adjacent so 

sales of the one can 

complement sales of the 
other. 


This display island, 
like others in the 
store is 5 by 10 ft. 
Modernization as- 
sistance was given 
by the Pennsylvania 
& Atlantic Sea- 
board Hardware 
Association. 









Modernization Is Store- Wide Promotion 





Continued 



























Every bit of available dis- 
play space is used to its 
fullest advantage. Here 
even the front wall of the 
office is put to work dis- 
playing merchandise— 
harness and saddles. 





The cash 


The modernized interior, 
30 ft wide by 60 ft deep, 
accents its compact dis- 
plays with a generous use 
of color. Builders’ hard- 
ware, hand, and power 
tools are displayed 
against a turquoise back- 
ground. Major appliances 
show off to advantage 
against light blue while 
other departments use 
peach and buff back- 
grounds. The display fix- 
tures are in natural finish. 


; ie . 
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register and 
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wrap counter may be the 
last stop in some stores, 
but here Maloney Hard- 
ware has put an impulse 
display that shows a va- 
riety of merchandise a 
customer may forget to 
buy if he's not reminded. 
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Home Freezing Supplies 


Have Growing Market 


Home freezer supplies, if prop- 
erly merchandised, can be an im- 
portant business producer in the 
hardware store. 

To do an intelligent and con- 
vincing selling job on this type of 
merchandise, however, it is neces- 
sary for the salesperson to have 
actual experience in freezing of all 
types of fruits and vegetables, ac- 
cording to Miss Ethel F. Smith, 
vice-president of Smith Bros. Hard- 
ware Co., Inc., Niagara Falls, N. Y. 





Actual experience in new home science and wide stock 
selection are prime requirements for successful 
merchandising of line, says New York State dealer 


This store, located in the heart 
of the rich Niagara County fruit 
and vegetable region, has been 
building its home freezer supplies 
business steadily over the past 
seven years, since the line was 
added. 

“The merchant should have first- 
hand knowledge about the use of 
the various containers and packag- 
ing materials so that he can give 
the benefit of his experience to his 
customers,” says Miss Smith. 


She points out that home freez- 
ing is a relatively new science and 
that the majority of customers 
seek instructions on the art of home 
freezing at the same time they pur- 
chase supplies. 

“Experience in using various 
types of wrappings for meats and 
baked goods is valuable to pass 
along to customers,” Miss Smith 
commented. “And, the only way 
in which the salesperson can gain 

(Continued on page 180) 
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HEADQUARTERS FOR 
ME FREEZER 
SUPPLIES 


F 
OMPLETE STOCK O 
so CONTAINERS 


“FROSTFOLD” CELLOPHANE LINED 
“BALL” GLASS FREEZER JARS 
ROUND AND SQUARE WAXED 

“CROWN” PLASTIC 











o . 
NUM 
“REYNOLDS ALUMI 
“iT \TE-WRAP” MEAT ete 
“DUPONT” CELLOPHANE ROL 
Dd 
“~2-G-M" ASCORBIC ACI 
ag That Fresh Color and Taste) 


SMITH BROS. HDW. CO., INC. 


MAIN STREET 
817 OPEN THURSDAY EVE. 





PHONE 7412 













































FREEZING SUPPLIES 


CONTAINERS 
* “Frostfold” 


. “Crown”-Pla stic 


* “Ball” - Glass * “Pof 
ethylene” 
° WE Freeze” yethylene 


* “Bernard * “Tite-Wrap” 
ernardin” © & - 
Aluminum Polywrap 


* “Seal-Rite” 





WRAPPINGS 


* “Cellophane” 
* “Aluminum” 


* “Stockinette” 


* Pie Plates 


* Plastic Bags 
* Locker Tape : 


* Ascorbic Acid 


——— 


SMITH BROS. HDWE. 


817 MAIN STREET 









Phone 7412 
Open Thursday Nite 











Ads such as these are used frequently during the 
freezing season. Brand names are featured. 




















One’ of two center pillars con- 
verted into display units by boxing 
them in with log siding aul ching 
low level display units to two sides. 
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90-Ft. Display Dramatizes 


The right atmosphere puts sportsmen in 

buying mood at O’Neill’s. Illinois store 

gets local as well as out-of-town trade for 
hunting and fishing goods 


Hunters and anglers for miles 
around are attracted to the 50 ft. 
long sports section at O’Neill Hard- 
ware in Lake Forest, Ill. They are 
attracted by well rounded stocks, 
displayed in hunting and fishing 
lodge atmosphere and the know- 
how of the department’s sales 
clerks. 


Despite the fact that Lake Forest 
(population 7,400) is a commuting 
town within 30 miles of Chicago, 
with its numerous sporting goods 
outlets, O’Neill’s holds the local 
sportsmen’s trade. Its reputation as 
a sportmen’s Mecca also attracts 
out-of-town -hunters and anglers 
going through Lake Forest on their 


Portion of the 
show cases and 
wall fixtures 
which extend for 
50 ft. along one 
side of store. 
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zes | Sports Gear 


Joseph O'Neill, owner, 


shows gun to youngster. 
Note framed gun display 








in back. 
e Forest way to distant points in Wisconsin. 
nmuting Sizable gun and ammunition sales 
Chicago, are enjoyed at the store and it is 
ig goods equipped to make — — tween the two special display units, Directly behind the _ sporting 
he local pairs right on its own premises. ‘ tongs og: Pie ulin, heme 
sable th When Joseph O’Neill built the at each pillar, Mr. O’Neill installed goods section is the store’s lawn 
attracts ik diel nani etiam a low, rounded edge platform, for mower repair department, which 
onaiens ong epa am eons te showing minnow buckets, tackle handles hundreds of hand and 
pag or ago, he gave particular attention boxes and other sportsmen’s equip- power mower sharpening and ser- 
to creating the proper atmosphere ment. vicing jobs each year, including 
for adequate display. Log siding, The sporting goods section in- large golf course mowers. Estate 
bleached grey, covers the ceiling  ¢jydes an extensive dog supplies | owners who visit the store to talk | 
and wall in the department. Fur- = gignlay and attracts many local about mower repairs pass through 
ther atmosphere is added by a stone residents, who pass a variety of the sports section, this traffic also 
fireplace, which also serves a8 4 = norting goods displays when going being a good sales source for the 
display fixture for a variety of.sea- — ¢4 and from the dog goods depart- _ sporting goods department. 
sonal goods. ment. This traffic results in many The store is affiliated with Cotter | 
Plaques having outdoor motifs impulse sales. & Co. 
are arranged above the mantel as 
they would be in a private home or 
in a sportsman’s lodge. Since both | 
hunters and anglers are often pros- 
pects for outboard motors there is i 
usually at least one model displayed | 
on a rack in front of the fireplace 
at O’Neill’s. Different types of 
of the guns and archery equipment are 
yses and shown on and above the mantel. In 
fixtures season duck decoys are shown on 
ctend for the mantel as a bid for additional 
long one sales to hunting enthusiasts. 
f store. Guns are displayed upright in a 
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framed section of the wall, each of 
the 15 guns resting on its own stock 
on a broad and flat shelf. Gun bar- 
rels fit into notches in a strip of 
lumber fastened to the wall. 

Two supporting pillars at the 
edge of the department have been 
made into excellent display areas. 
Covered with log siding, each of 
the pillars has waist high display 
units on two sides. Each unit in- 
cludes stock drawers and sloping 
glass topped panels for display. Be- 
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Fireplace which creates atmosphere and serves for displaying 
plaques, archery equipment and other sports merchandise. 
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The “if-he-buys-nails-ask-him-if- 
he-needs-a-hammer” sales tech- 
nique is a cardinal principle in the 
Cowley Lumber & Hardware’s plan 
of merchandising. It has been in- 
strumental in the growth of this 
Olathe, Kan., organization to a 
position of prominence as one of 
the state’s best small-town hard- 
ware stores. 

This technique springs from 
owner Clare J. Cowley’s philos- 
ophy that selling is a matter of 
helping the customer; visualizing 
his needs, and letting him know 
about merchandise other than the 
items for which he_ specifically 
came to the store. 

That philosophy is also respon- 
sible for developing the firm from 
an exclusively lumber operation 
to a complete, one-stop, hardware 
store, as well. And Mr. Cowley 
concedes that his post-war hard- 
ware outlet has become the selling 
center of the business. 





One-Stop Shopping— 





A Customer Service 


W here selling techniques are built around helping 
customers—and that means suggested selling 


That Cowley’s looms large on 
the local horizon in selling paint, 
is due, to a large degree, to the 
helpful suggestion of selling em- 
ployed by the sales staff. 

The $6500 paint stock is set up 
in a 40 ft. long, 10-shelf high, 
area broken into 3 ft. sections. 
For quick service, the stock is de- 
partmentalized into compact var- 


Under Robert 
Sims, manager, 
left, and his 
assistant Paul 
Booth, right, 
Cowley Lumber 
& Hardware is 
building a larger 
volume of busi- 
ness in all de- 
partments by 
using the tie-in 
method of selling. 


nish, enamels, stain, flat and in- 
terior paint and thinner sections. 
In the center, set back in the wall, 
is the accessory section for brushes, 
putty, cements, glues and other 
related items. 

The brisk paint volume, L. P, 
Morrison believes, is due to com- 
pleteness of the inventory; product 
knowledge, and a formula which 





Y's 
COWL 5 


Plenty of parking space in front of Cowley's is part of the firm's strategy in building 


ei 





farm traffic. The modern, brick structure, with a completely visual front, is located 
just off the main business section of Olathe, Kan. 
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HARDWAR! 


How DU PONT and NYLON are Aej,; 
you sell more brushes mg 


helping Hard-hitting ads like this will be featured 
selling during 1952 in Ladies’ Home Journal and 
Woman’s Home Companion . . . reminding 
your customers that the best brushes have 
Du Pont nylon bristles. Here is a pre-selling 
job that makes your selling job easier. This 
 . ; ad will be exposed to over eight million 
sections. ; people. Many of them are your customers. 
the wall, They’ll see it... remember it...and want to 


- brushes, Brush Fy buy... because the ad makes them: 
nd other Vegetable . & 


: ast 
has stiff, resilien 

: See 

“ecm bristles of S top 


Agere: pu Pont NYLON 





Every woman is interested in simplifying her 
household duties. This picture of a nylon- 





this brush that’s so easy to use, so easy to clean 
... that can do so many jobs for them. 











and Buy 


Your customers have ‘confidence in Du Pont 
‘ nylon. They’ve heard of it ...read of it... used 
as weve ce products made of it. This confidence makes it 
The best brushes <= easier to sell nylon products. So tie in with this 
DU PONT NY LON powerful series ...display and recommend dur- 
able nylon-bristled brushes. Cash in on these 

BRIST LES magic words — Du Pont nylon! 


os 
through Chemistry 

for Better Living -- 

Better Things 








| 





To help you sell any nylon-bristied brush, 
remember to mention these advantages: 


%& LONG-LASTING 


This handy brush cleans i, bristled vegetable brush will attract her attention. 
quickly and efficiently «- i 'e 
«+h other kitchen duties, ©" ‘ i : 
Pristes are durable resilient . . - last J 
nn onan better. And they look 
bat Ff 
are easy tO clean. 
; \ Convincing sales points about Du Pont nylon 
? a put women in a buying mood. You, too, can use 
these sales points to make your customers want 
. 


STAY FRESH 


%& HASY-10-cLEAN ¥& STAY RESILIENT 


*% Quick-pryinc 3% WON'T BREAK OFF 
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A big assortment of plugs and lures is an important 
feature of Cowley's sporting goods department. 


involves being pre-armed with 
mental notes on the color tastes, 
buying habits and spending po- 
tential, of individual buyers. 

Related selling reaches its high- 
est pitch in the paint department. 

Explains L. B. Morrison, assis- 
tant manager, “Nine out of ten 
persons who buy paint when asked 
if they need a brush, answer ‘Yes.’ 
A typical companion sale may in- 
clude a quart of enamel, brush, 
and turpentine, for a total of 
$4.25. The customer who buys a 
pound of putty is easily sold a 
putty knife. 


' i ” 


| ane 





“We go all out to help amateur 
decorators. The housewife arriv- 
ing with a swatch of drapery ma- 
terial clutched in one hand and a 
piece of floor covering in the other, 
gets good, basic color scheme sug- 
gestions. When a person phones 
asking us to recommend competent 
paint contractors, we are prepared 
to suggest one or two capable 
men.” 

Home appliances snare a lion’s 
share of the spotlight. Everything 
in this section is pitched to quality 
and selectivity. “Prices and models 
to fit all budgets and needs” is a 


a) 


Devoting a large amount of space in the 22 ft wide by 210 ft long 
building to home appliances has proved a profitable investment. 
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newspaper advertising copy line. 
Five gas ranges, six models of 
refrigerators, a $1,000 stock of 
washers, covering both automatic 
and wringer models, and $4,500 
worth of kitchen equipment is in- 
cluded in inventory. 

“Illustrative of the importance 
we attach to seeing that customers 
select merchandise tailored to 
their particular requirements is 
the help farm families are given 
when selecting refrigeration,” Mr. 
Morrison declared. 

“Farmers are thrifty by nature, 
but sometimes carry this tendency 
to the impractical point. Many 
times, if we weren’t prepared to 
show them their mistake, they 
would buy the small 8 ft. refriger- 
ators chiefly because they are 
cheaper when actually they need 
at least a 10 ft. model which has 
adequate room for milk and cream 
storage. Convincing them of this 
fact invariably earns us their ulti- 
mate good will.” 

Best prospects for complete 
kitchen installations, according to 
Mr. Morrison, are owners of older 
homes. “In a town the size of 
Olathe (pop. 8,000) we depend on 
reciprocal agreements with other 
business firms for leads in kitchen 
prospects,” he points out. 





Reciprocal Business 


“For instance, we give a car 
dealer a prospect for a new car, 
and he reciprocates by turning 
over a lead for a kitchen sale to 
us. It works out nicely for both of 
us. 

“Working with the home demon- 
stration agent of the Country 
Farm Bureau has_ accelerated 
kitchen sales,” he adds. “We at- 
tend meetings of farm women with 
the demonstration agent and are 
able to demonstrate to them how 
their kitchens can be completely re- 
vamped to eliminate much of the 
drudgery of housework. We ask 
members of the audience to de- 
scribe their old kitchens, and then 
make a rough sketch of a modern, 
new arrangement for them.” 

In selling kitchens in the store, 
Mr. Morrison, who has had a lot 
of kitchen planning experience, 
has prospects see a modest kitchen 
and another that is the last word 
in kitchens. Then the customers 
are invited to sit down and have & 
long talk with the assistant man- 
ager, who is adept with pencil and 
pad. His thinking is that if the 
homeowner is serious, give him 
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cash in on this new 

3500 profitable short line 
. 

ent eo complete with board 


t is in- 


Small Investment 
Minimum Space 


Requiring minimum dollar invest- 
ment and minimum counter space, 
this beautiful, burgundy-colored 
board will prove a consistent 
source of profit for you. Cabinet 
hardware in assortment is Steel 
and Die Cast with Bright Chrome 
finish. These are selected items, 
the very choicest in the extensive 
National Lock line. They are not 
affected by present government 
regulations. Immediate delivery. 





Order from your supplier 
Open Stock, if desired 


Get Ready For Spring by Ordering These “In-Demand” Items Now 


2) all a+ >, 


NATIONAL TUTCH LATCH 


Sa ee” 


N65-220 SASH LIFT 


BUILDERS BUTTS 


N65-161 SCREEN HANGER 


N65-4201 SASH LOCK 
N65-160 SASH ADJUSTER 
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complete kitchen plans, and he will 
respond to the attention shown 
him. 

The Cowley sport shop, with an 
inventory of $3,000 in guns, am- 
munition, fishing tackle, minnow 
buckets, and other gear, pulls a 
steady 12 month traffic stream. 

“Our assortment of 200 plugs 
and lures, priced at about $1.25,” 
he declares, “brings in more traf- 
fic, for the amount of space in- 
vested, than any other merchan- 
dise. We have a substantial stock 
of both field and trap guns and 
can outfit the fellow who shoots 
deer or elk or other big game, or 
the sportsman who prefers to stalk 
smaller game, such as rabbits and 
quail. 

“Farmers offer a good market 
for guns, not only using them for 
pleasure but for extermination 
purposes. We recently sold 10 ex- 
pensive guns, from $219 up, to 
members of the local gun club 
simply by visiting the club shoot- 
ing range and exhibiting our bet- 
ter grade trap guns.” 

Neat, precision-like workman- 
ship has built the glass depart- 
ment into a profit maker. The rev- 
enue rarely dips below $10,000, 
and since the margin of profit is 
over 662/3 pct., it is a worthy 
addition to the business. 

Set up in separate 24 by 32-ft. 
quarters, about 40 ft. from the 
main building, the glass shop is 
equipped with an overhead ga- 
rage door, and has a street-side 
entrance, enabling motorcars to 
drive directly into the quarters 
and making it possible to install 
automobile windows and _ wind- 
shields throughout the year. 

Equipment includes a 5 by 7 ft. 
cutting table, squares and rules 
for cutting glass, electric resist- 
ance wire for heating and soften- 
ing material, and polishing ap- 
paratus. The glass stock runs 
around $2,500. 

“We install window glass, plate 
glass in storefronts, automobile 
glass, including both plate and 
safety, glass on table and desk tops 
and put in new mirrors above 
mantles and in doors,” Mr. Sims 
disclosed. “Glass installations in 
storefronts represent a very sub- 
stantial portion of the volume of 
business in the glass shop.” 

Parking space for 25 cars is 
available in front of the imposing 
210 ft. long, 22 ft. wide building. 
Merchandise in all major depart- 
ments — general hardware, sport- 
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ing goods, housewares, appliances, 
tools and paints—is completely 
visible to passerby through a 9 ft. 
high glass front. 

More eloquent than words, and 
the best means of direct advertis- 
ing, says Mr. Cowley, is the store 
front which impresses upon pas- 


sing traffic the completeness of the 
stocks. 

Top aides to Mr. Cowley are 
Robert Sims, manager, and L. B. 
Morrison, assistant manager. 
Branch operations are maintained 
in Plattsburg, Hopkins and 
Bramer, Mo. 





Merchants Plug Shop-at-Home Theme 


Caught between large nearby 
cities, the business community of 
Waukesha, Wis., banded together 
to run a full-page ad in The Wau- 
kesha County Fair stressing the 
advantages of shopping at home. 
Cooperating in the ad was Olson’s 
Ace Hardware of Waukesha, which 
with the other retailers was promi- 
nently listed at the bottom of the 
ad. 

The copy headline read: “Shop 


At Home! ‘Service, Please,’ or La- 
ment by A Frustrated Shopper.” 
The lament was a humorous poem 
on the trials and tribulations of 
those who go to the big cities to 
shop. And Waukesha’s big city 
competition, which its advertising 
campaign is successfully combat- 
ting, consists of Milwaukee, only 
24 miles distant, and Racine and 
Kenosha, which are less than 40 
miles away. 








THIS LADY 
SHOPS AT HOME! 


ma 

2B 

fee 
a OS 

AND THIS LADY 


IS THE AUTHOK 
OF OUR POME: 


Stern's Department Store 
Biwer's Shoe Store 
Friedman's Clothing Store 
Estberg's Jewelry 
Jay Laing’s Men's Store 
Savage & Martin Gift Shop 
Badger Paint Stove, Knapke's Inc. 
Cohn's Shoe Store 





SHOP AT HOME! 


“SERVICE, PLEASE” 


LAMENT BY A FRUSTRATED SHOPPER 


Don’t You Be A “Frustrated Shopper”. Visit These Home Town Merchants: 


James Store, Home Furnishings 
Ray Van Beckum, Oldsmobile 
Constant Hosiery & Shoes 
Brockmann's ice Cream 
J. C. Penney Co 
Ace Hardware 
Badger Sales & Service 


DE SOTO 6 PLYMOUTH 
H.& S$ Floor Covering Co. 7 


The doy orrived, o gay excursion 

We spent hours getting ready 

For this big city diversion 

We bundicd the family into the car 
Now 23 miles isn't so for. 

But with traffic and detours 

And the porking what's more 

it took us an hour to get to the store. 
We pushed through the crowds 

To get to the clerks 

These people ahead—honest, what jerks 
Do you hove o size 20? 

I'm sorry, | wont blue. 

Don't shove lady, let this man through. 
Service please, Ma'm, 

Could vau pleese help my daughter? 
Now, deorie, don't cry 

We'll get you some water 

Yes, thof, please, a green one 

You're what—you're oll out? 

But we came from North Priarie. 
Now Madam—don't shout! 

Come on kids, let's go. 

We'll do our shopping at home 

Sure, there's a moral to this pome 
Whot is it—DO YOU KNOW? 


Shop At Home! 


J. K. Randle & Son, Home Furnishings 
McCoy's Department Stcre 
Dale Chevrolet 
Waukesha Glass & Paint Co. 
Frank Furniture 
Stuempfig Point Co. 
Enterprise Department Store 
€ichler Flooring Co. 








Here's the ad that stressed the advantages of shopping at home. 
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How Do We Win 
Security? 


“Is the individual responsible 
for his own security or has ke the 
right to demand that his fellow- 
men, through government, provide 
it for him?” asked Crawford H. 
Greenewalt, president of the Du 
Pont Co., in a recent address 
before the Chambersburg (Pa.) 
Chamber of Commerce. 

“Today a new theory seems to 
have found wide acceptance—that 
personal security is in some way a 
right of citizenship,” he _ said. 
“Should we not win it for our- 
selves, we acquire through govern- 
ment a first mortgage on the ef- 
forts of others. We seem well on 
the road to embrace impractical 
philosophy that we can have what 
we do not earn. 

“Certainly no farmer would be- 
lieve that he could increase his 
crops by merely wishing that it 
were so, or that if his crop failed 
he could go to his more thrifty 
neighbor and demand a share of 
his production. In simple com- 
munities such as we had here 200 
years ago such ideas would have 
been ridiculed. . . . We cannot have 
what we do not produce.” 


The Fallacy 


The fallacy is that the govern- 
ment owns property which it can 
distribute to the people. But 
“government owns nothing, pro- 
duces nothing, and maintains itself 
only through the taxing power,” 
he emphasized. 

Pointing to studies showing that 
every citizen, rich or poor, pays 
about 25 pct of his income in taxes, 
he said, “The trouble is that he 
does not know it, for the largest 
part of the bill has been concealed 
from him, and he goes on blithely 
thinking that the cost of govern- 
1? is being paid by his neigh- 
or. 

“The difficulty is that he has 
lost the basis for making an in- 
telligent decision as to the course 
of action that is best for his own 
self-interest. For how can he ex- 
ercise his privilege and responsi- 
bility as a voter if he does not see 
clearly the effect on his own well- 
being of the course of action on 
which he is asked to decide?” 

Before we can deal with our 
foreign problems intelligently, he 
said, “we must offer the world a 
Principle backed by sincere belief 
which will act as a rallying post 
to people who value freedom as 
we have valued it.” 
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SHOW YOUR CUSTOMERS 
HOW T0 GETA 





You will realize a nice profit 
on every Spike-Disc you sell. 
It’s easy to handle, too. Sim- 
ply display the Spike-Disc in 
the shipping container. Just 
close the carton when you 
close the sale and it is ready 


to take home. 


Your customers will thank you for showing them 
how to get a beautiful lawn by selling them a 
Dunham Spike-Disc. It aerates and cultivates in one 




















Explain to your customers how the Dunham Spike- 
Disc cuts thousands of unnoticeable slots in the 
soil allowing air and moisture to circulate freely 
around the roots of the grass. 


Nothing can compare with the Dunham Spike-Dis¢ 
for use before seeding, fertilizing or top dressing. 
By sprinkling the lawn lightly after using the Spike- 
Disc, the seed and fertilizer will sink into the soil 
where it can’t be carried away by heavy rains or 
high winds. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
I 
| 
; operation and is as easy to use as a lawn mower. 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
I 


Ohio Machine Products, Inc. Columbus, Ohio 





For more information write to: Dept. H.A.2 

JOHN H. GRAHAM & CO., INC. 
Sales Agent 

105 Duane St., New York, N. Y. 
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Tell-’Em-How Policy Sells Paint 


Dramatized display and constant effort to 
find out what paint prospects need for 
specific jobs pays dividends at Mohr-Jones 


Demonstration displays are a 
vital part of the successful opera- 
tion of the paint department at 
the Mohr-Jones Hardware Co. in 
Racine, Wis. Salesmen at the store 
supplement these displays with 
constant effort to find out for what 
purpose a customer needs paint, 
varnish or related materials. 

As Conrad Lahr, manager of the 
department, says, “We always 
work on the assumption that the 
average paint customer wants to 
learn as much as he can about 
paints, varnishes, surface prepa- 
ration and decoration technique. 
Our staff is trained along these 
lines. Certainly it takes time to in- 
form customers of all these things, 
but it pays off well. It brings people 
back time and again when they 
have any kind of a paint job. They 
appreciate our advice.” 

Shown in these pages is a re- 


ence 


bj 


cent up-front paint department 
display featuring a masonry paint. 
A closed masonry chimney section 
was placed on the display floor, 
painted on the outside and filled 
with water. The display was 
flanked with signs telling the story 
of the paint’s use. Customers 
could see the water, observe how 
the paint was holding and thus 
get a really graphic picture of its 
use and effectiveness. 

The Mohr-Jones_ store, which 
is currently being modernized by 
stages, was given a new front in 
1950 and recently had its paint 
department modernized. Wider dis- 
play shelves, better lighting and 
some new center display units were 
added. A new asphalt tile floor was 
installed at that time. 

The firm’s paint department is 
the subject of promotion at such 


A salesman explains the use of 

masonry paint to a_ prospect. 

Salesman holds package of paint 

and rests his other hand on the 

painted masonry container of 
water. 





General view of new paint department. Big stocks of paint and related goods 
are well displayed in this neat showroom. 
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Paint agitator on top of wrapping table gets attention of two 
women customers. Machine is placed on the table from time to 
time to invite the attention of more prospects. 


events as the county fair, Racine 
Home show and other events at- 
tracting home owners. At such 
events, salesmen are on hand to 
answer customers’ questions about 
painting difficulties. 

Since the introduction of tinting 
colors, the staff at Mohr-Jones has 
been very busy telling young 
couples about the possibilities of 
these color combinations. Young 
people read magazines extensively 
and have seen what the new colors 
will do to make homes more beau- 
tiful. So they go to their favorite 
paint department to learn more 
about it. : 

Time taken to demonstrate the 
use of colors pays off very well. 
Along with many painting jobs, 
there is need for sanding and 
other types of rental machines. 


Salesmen at the store always sug- 


gest that a prospect rent a sander | 


or wax polisher. The store has a | 
display of paint spray guns, rang- | 


ing in price from $11 to $60 and 
sells quite a few of them. 

One of the firm’s paint mixers is 
sometimes placed on the wrapping 


table to show customers how ef- | 


ficiently it works. People like to 
watch the paint mixer and listen 
to the sales clerk explain how this 
mixes the paint thoroughly for 
them, so that they may use it the 
minute the can is opened, if they 
wish. 

With its up-front location the 
neat and attractive paint depart- 
ment is easily seen through the 
store’s visual front by window 
shoppers and passersby. 





Schlitt Features Golf Goods 


(Continued from page 135) 


a high and a low score. Let our 
matched irons give you the advan- 
tage of complete confidence in your 
clubs.’ ” 

Particular emphasis is placed on 
nationally branded athletic and 
sports goods. 

A 15-minute radio program on 
Sundays at 7.00 provides for three 
commercials, one at the start of the 
broadcast, another in the middle of 
it and a third at its conclusion. In 
the golf season at least one of these 
three commercials emphasizes the 
goods offered for that sport. Stuff- 
ers on golf goods are sent out with 
monthly statements in season. 

As a further bid for golf goods 
sales, one of the firm’s sporting 
goods department men is always 
present at all golf tournaments in 
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the area. He makes it his business 
to meet as many players as possible 





| 


and to learn their likes and dislikes | 
as to clubs and golf accessories. 





Suggestion Selling 
Builds Gift Sales 


(Continued from page 131) 


ers. One woman buyer was so 
pleased that she referred seven of 
her friends to the store. 

“We always emphasize the fact 
that electric housewares are gifts 
which have lasting qualities and 
which can be used often,” reports 
Mr. Dilley. “They are gifts which 
will be remembered, and this always 
makes an impression on a gift 
buyer.” 





Users report 


HELLER SAW FILES 
$o superior... 


they refuse substitutes 









KEENER 

FINISH 
Saw filers we've =” 
recently contacted * 
again tell us that pa} 
once they try a cm 
HELLER Saw 
File, they’re sold SHELLING 
for good. They re- RIGHT 
fuse to accept any- TEMPER 
thing else. 





Why? Because a 
few strokes with a 
Heller proves that no other 
file can leave such a smooth, 
sleek, keen finish on the saw 
teeth. None but a Heller bites 
so clean or so quick, Or cuts 
so easy! 


No Other Saw File 
Has All These Features 


Precision milling of the 
blank, uniform tooth struc- 
ture, advanced edge design 
minimizing breakage or shell- 
ing, exacting accuracy in tex- 
ture and cut, the right temper 
that means lasting service 
and more effective filing — 
these and other features put 
a Heller Saw File in a class 
by itself. 

Send for full information 
on these quick-selling files. 
Lengths 4” to 8” in regular 
taper, slim, extra slim and 
double extra slim. . i 








Ask also about our complete line of 
Hammers; Masterenches; Scrapers; 
Trowels and othe? quality tools. 
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Show-All Displays 
Cut Selling Time 


Homemade panels showing variety of types, sizes 
and prices in a line cut selling time and 
build impulse sales for this dealer 


Simple, yet, effective show-all 
displays are credited by Theodore 
G. Gottbrecht with saving much 
selling time and energy and are 
an important factor in increasing 
sales of numerous lines in his 
Council Bluffs, Iowa, Store. 
Throughout the 25 by 80 ft. show- 
room of Gottbrecht’s Hardware 
customers can find special dis- 
plays of items they want but don’t 
know how to identify. 

For example the customer who 
says, “I want a file” is immediately 
shown a display panel 15 by 10 in. 
on which are mounted 11 different 
files, with the price, size and type 
of each indicated. This unit makes 


it unnecessary to handle and open 
numerous boxes. The board is 
prominently located in the tool 
department. 

Another portable show-all dis- 
play is a 30 in. section of 2 by 2 
in. lumber on which seven differ- 
ent types of casters are mounted. 
This unit has a hook at the top 
so that it may be hung on a tool 
ledge when not being handled by 
employee or customer. On a side- 
wall panel, inside one of the win- 
dows is mounted a sample showing 
of a variety of hammers, pliers 
and screw drivers, three tools al] 
homeowners need. This window 
display unit is credited with pul- 


Sales clerk holds sinker display for prospect's inspection. 
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Theodore Gottbrecht shows his 
file and caster display units. 





Hammers, pliers and screwdrivers 

are among the items on this panel 

display just inside one of the 
windows. 
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Here’s the calendar for the 

next 3 months of this big 
year ‘round promotion. 
Order from your Corbin 
jobber now! 


Popular Mechanics 
Cabinet Locks 
PP wg 
thiais Hammons 
Padlocks 
ch ea eter 
Sabine Locks 
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NOW! 
Sell MORE GD 


CABINET LOCKS 
and PADLOCKS 
than ever before! 


r 


\. 





with this 
3-WAY 
ADVERTISING 
PUNCH 


Now! Corbin helps you sell the huge “home-craftsman” market 

... HARD! The first sales messages in a new, aggressive consumer 
advertising campaign will soon reach—and SELL—the millions 

of readers of Popular Mechanics, Popular Science, and Mechanix 
Illustrated. Remember, these craftsmen are your most responsive 
type of customer. Watch for these ads and get aboard! Stock... 
display—and SELL Corbin Cabinet Locks and Padlocks. 

Cash in on this new promotion that will help you sell Corbin 
products faster, more profitably than ever before! 





Be sure of faster turnover, 


more profits ... with GPRD ° 


CORBIN CABINET LOCK Division 
The American Hardware Corporation 
New Britain, Connecticut 

















Wall ar of two-man saws shown near entrance to basement. 
Note stickers on saw handles for giving price and other catalog data. 


Below—Homemade scissors panel display as used next 
to a manufacturers’ kitchen cutlery display and stock unit. 








Electric housewares add interest to dinette sets 
and result in additional sales. 
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ling in many window shoppers and 
casual passersby. 

Another show-all display, of the 
same size as the caster unit, is 
utilized in the sporting goods de- 
partment to show lead sinkers. 
Four sides of the unit display 
sinkers together with their prices. 
This display piece also has a hook 
for hanging in the department. 

Fish hooks, all properly identi- 
fied and price marked, are dis- 
played on a unit like that used for 
sinkers. 

Next to a manufacturers’ kitchen 
cutlery display stand is a panel on 
which Mr. Gottbrecht has mounted 
about 20 different types of house- 
hold scissors. Each is identified as 
to size, type and price. Many 
women going to look at the scis- 
sors display will also look over the 
knives and other cutlery items and 
make purchases of these items on 
impulse. 

Two-man saws receive display 
next to a storage basement en- 
trance. They are supported on 
several pieces of 2 by 6 in. lumber, 
with sawed in slots. Teeth are 
shown face up. The handle of each 
saw bears a white tab giving size, 
type and price and the teeth are 
displayed facing upwards for 
easier inspection. 

With the firm’s show-all dis- 
plays many customers go right to 
the section that interests them to 
point out what they want. These 
displays of constantly demanded 
merchandise help the owner to 
make many quick sales without 
excessive handling of stock. 


Displays Appliances With Furniture 


J. Billerbeck, owner of the Free- 
port Hardware Co., Freeport, IIl. 
gets additional sales through a dis- 
play device which he uses in his 
basement home furnishings depart- 
ment. 

On each of a score of tables he 
places a single electrical appliance, 
centered on a neat paper mat. Not 
only does it give the whole room a 
more inviting appearance but it 
sets off each appliance to good ad- 
vantage. 

In similar fashion, in an adjoin- 
ing section, Mr. Billerbeck places 
table and boudoir lamps on occa- 
sional furniture. These lamps are 
lighted at all times and make the 
basement store more cheerful. 

For the past several years the 
store has been using spot radio 
announcements daily. 
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Preventing That 
Accident 


In a store with diverse merchan- 
dise, much of it small in size and 
including many sharp-edged items, 
the price of preventing accidents is 
continuing care. The far-seeing 
hardware dealer not only takes pre- 
cautions to prevent accidents to his 
customers and his employees, he 
also goes a step further. He sees 
that his insurance coverage is 
ample to protect him in the event 
of what could turn out to be an ex- 
pensive law-suit. As costs for all 
phases of living, including medical 
care and supplies rises, he sees that 
his insurance is altered to meet 
current needs and future possibili- 
ties. 


Care Pays Off 


Care in the conduct of his store 
can pay off in many ways. It can 
save his time, money, lost em- 
ployee time and the loss of cus- 
tomer goodwill that comes as the 
result of accidents in his store. 

Victor Marks and A. Silverman, 
partners in the Silverman & Marks 
Hardware store at 4916 Freret St. 
in New Orleans, La., are ever on 
the watch for little bits of careless- 
ness that can injure customers, 
their employees and themselves. 

“Consider only one small but 
dangerous safety hazard that can 
crop up any day in any hardware 
store,” points out Mr. Marks. “Like 
other dealers, we receive many 
shipments in small boxes. For ex- 
ample, we had one just this morn- 
ing. Inside one big corrugated box 
were a number of smaller ones. 
When the expressman delivered 
the shipment a few minutes after 
the store opened, I took advantage 
of a momentary lull to begin un- 
packing the merchandise and put- 
ting it in the display bins. 

“I’d about half finished when the 
telephone rang. My partner wasn’t 
in yet, and the only other salesper- 
son in the store was busy at the 
moment, so I picked up the phone. 
It was a routine call from one of 
the local wholesale houses. While 
I was talking, an early customer 
came into the store. She tripped 
over the big corrugated box I’d 
carelessly left lying in the aisle 
while I took the phone mes- 
sage. Fortunately, she wasn’t hurt, 
or even annoyed. But she could have 
been. That is why we try to al- 
ways keep an eye on our aisles to 
make sure they are clear, that no 
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Wold 
VWidle 


SUPERVISED 
SERVICE 





Preferred power on booster and portable pumps, lighting plants, poriable power 
tools of wide variety for oil-field service — the world’s most widely used 
single-cylinder, gasoline engines on equipment used by industry, con- 
struction, railroads, and on farms and in farm homes. 


@...: & STRATTON engines have, by far, more 
air-cooled power experience built into them 
than any other single-cylinder, 4-cycle, 
air-cooled engines — more than 30 years of 
continuous production. Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U.S. A. 


In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 
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SPRING AND CHAIN 
DOOR STOPS 
~< 


They give complete wind damage 


| protection for screen and storm 
doors. The chain keeps doors from 
opening more than 90°— the com- 








pression spring absorbs jar. Door, 
glass, and hinges are saved. 

The vivid individual packages and 
striking counter display box do the 
selling for you. i 

Every home needs them! Order No. 
95 18 2 from your jobber. 


THE SHELBY SPRING HINGE CO. 





SHELBY - OHIO 














trash, wires, boxes or fallen mer- 
chandise and displays can snare 
shuffling feet to trip.” 

Here are the things-to-look-out- 
for that get continuing watching at 
the Silverman & Marks store: 

1. Trailing wires. This store is 
pretty new, so there are adequate 
wall outlets to make makeshift wir- 
ing unnecessary. If the partners 
do decide that they wish an elec- 
trical connection where there is no 
outlet, they tack the wires care- 
fully along the walls with under- 
writer-approved insulated staples. 

2. Trash on the floors. “My part- 
ner and I glance continually around 
the store, looking not only for trash 
we might have dropped, or our em- 
ployees, but for things customers 
may have shrugged off as well,” 
says Vic Marks. 

3. Pulled-out merchandise. Like 
other hardware stores, this one dis- 
plays some items on rolls. Such 
things as chains can be leg breakers 
if left out on the floor instead of 
being carefully re-coiled after use. 

4. Cut-table merchandise. Glass 


and chinaware will occasionally fall 
and break even with the best of 
care. A porter cleans it up imme- 
diately at Silverman & Marks. 
“And he always dons heavy gloves 
for handling anything which can 
deal out wounds,” adds Victor 
Marks. “Even an insignificant cut 
can fester into something danger- 
ous. If cuts do happen, they are 
immediately bandaged.” 

5. Containers. Unless all hands 
are so busy they cannot break away, 
every delivery is unpacked on the 
display or in reserve stock. Wood 
crating, staples, wire and boxes 
are removed immediately and 
thrown on the trash pile. 

6. Combustible materials such as 
excelsior are removed without de- 
lay, stored outside the store, until 
the next city trash collection. 

7. Loose nails and splinters can 
rip customers’ (and employees’) 
clothing, sometimes cause gashes 
and cuts which might lead to blood 
poisoing. Silverman & Marks look 
for these daily, remove them as 
soon as they are found. 





Merchant's Easter Parade Pulls Traffic 


When merchants belonging to 
the Upper Third St. Business As- 
sociation of Milwaukee, Wis., want- 
ed to attract shoppers to their area 
last Easter, many of them partici- 
pated in an Old Time Easter pa- 
rade a few days before that 
Sunday. Merchants, their wives and 
children paraded the sidewalks and 
near the street curbs, attired in 
Easter costumes of 35 to 50 years 
ago. The men wore whiskers and 






sideburns, peg-top trousers, derbies 
and stovepipe hats. The women 
wore flowing dresses and broad 
brimmed hats. Old time baby car- 
riages were pushed by a few. One 
merchant and wife rode in a horse 


and fancy buggy, while another , 


couple rode a bicycle built for two. 
As a result, hundreds of people 
gathered in the area to watch the 
parade. A picture of it appeared in 
The Milwaukee Journal. 


(Milwaukee Journal photo) 


Merchants and members of their families in Easter finery of 35 to 50 
years ago paraded along 3rd St., Milwaukee, to attract attention to 
Easter offerings in that area. 
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Mi. LIONS OF ROLLER SKATERS BUY SKATES EACH YEAR— 


\ — 


Be x 


are you getting your share of this market? 
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» the outfits you buy are assembled and guaranteed by . . 
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See Next Page Kc 
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“CHICAGO” FAMOUS 


il 
101 FLYING SCOUT 


With the TRIPLE TREAD WHEEL 


The wheel is the life of the skqte. Only “CHICAGO'S” have the 
patented TRIPLE TREAD steel wheels (3 distinct treads) that give the 
greatest mileage of any skate on the market! 


GYROSCOPIC ACTION. Spin ‘‘CHICAGO"’ Wheels, compare with others 

+ note how much longer ‘‘CHICAGO’'S” Spin! That's because the 
greater weight around the edge of the wheel produces a gyroscopic or 
fly wheel action . . . and the large grade A, 4 inch steel balls reduce 
friction. Ask your customers to ‘SPIN THE WHEELS"’. 


STURDY CONSTRUCTION with non-bend channel arch, patented non- 
slip buckle without a tongue, oscillating trucks and shock absorbets, 


With all the many features of the FLYING SCOUT that make it the BEST 
SIDEWALK SKATE on the market, the outstanding one is 


THE WHEEL WITHIN A WHEEL -- GIVES TRIPLE WEAR! 





re 





CUT OUT SECTION OUTER TREAD 








Inside view of wheel showing 
outer and. secondary tread with 
core. 

Our wheels are measured not by miles, but by months 


and years of service. 


The outer tread is made of 
° ‘ 
heavy steel for miles of service. 
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Roller Skates 


| ~CHICAGO JUVENIL cmc. 
WARE»* Roller Skates SI 
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No. 130—WARE BROS. popular priced No. 18IN—“’CHICAGO” SILENT FLASH, 


model, a smaller and lighter edition with rubber tires—the most successful 

of No. 101. Best.low price skate made ones ever developed. They outwear 
ordinary steel wheels. Quiet, fast, 
strong. 


Be sure the outfits you buy are assembled and guaranteed by,. . 





SECONDARY TREAD CORE TREAD 






When outer tread wears off, the When Secondary Tread wears 
SECONDARY TREAD takes _ its off 
place. Made of case hardened 
steel, it gives twice the service 
of the outer tread. 


, skaters can still use wheels, 
fall 


through rivets. 


can't apart until worn 


Skates 
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No. 84N—RUB- No. 173 — “CHICAGO” ZEPHYR, su- No. 73 

RER TIRE. Out- per quality skate for speed, smooth- EPHYR SOL 

wears steel, ness and long wear. Solid steel wheels TEEL WHEE 

quiet, shock mounted on two-row high speed bear gh_ spee 

absorbing 9/32 ings. heels, bu 

in. hole. r long wea 
32 in. ho 
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H OPEN TOE y 


ous value for 


priced Ladies Shoe Va x ‘ s 


es r iF 4 oh 
satisfactory service 
inexpensive outfit. 


x 


ate is our 287, 


long wearing. Fast 10° 
action. Wide MAPLE wheels, 
but FIBER wheels may 

be had if desired. Sizes 

3 to 10 inclusive. 


A copy of “‘Secrets of Rink Skating’’ and an 
Adjusting Wrench included with each pair. 


CHICAGO ROLLER SKATE COMPANY uses only the finest top 
elk uppers on all shoe outfits, no splits used. We do not 
ecommend the use of split leathers in skating shoe construc- 
n. y? Because we believe they do not give the customer 


; 


2% Dash nei 


MEN'S ANKLE HT. 
BLACK, OPEN TOE 
No. 287-3241B- Our fast selling 


men’s outfit Rugged, smooth, 


LADIES HIGH WHITE durable, wide MAPLE wheels, 10 
WITH CLOSED TOE fast action. May also be had in 
No. 287-224 HW Same as above, white or with FIBER wheels if 
except with closed toe. Wide desired 

MAPLE wheels, but FIBER wheels 

may be had if desired. For skaters 

who want the BEST in inexpensive 

“ skates. 


MEN'S HIGH BLACK WITH 
CLOSED TOE 

No. 588-GBF-114HB Finest 
leather lined shoes. Skates 
have 2 precision bearings in 
each wheel, jumbo MAPLE 
wheels. Ideal for professional 
or figure skaters 


Be sure the outfits you buy are assembled and guaranteed by... 

















SELF-SELLING DISPLAY CARTON — With 
each order of 12 pairs of our No. 101 
Flying Scouts. Attention getting, sales mak- 


ing display. 






sail Choose the 
“Cc {ICAGO" 
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Perfect! 
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|  “CHICAGG- 
| SHOE SKATE OUTFIT 

















FREE NEWSPAPER M 
service available, attractive small ads 
cal newspapers. 






GOLD FINIS 


Trade Mark. 
nominal cost. 


simile of our Registered 


for lo- 


H PINS — Fac- 


Available at 


Be sure the outfits you buy are assembled and guaranteed by .. . 
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FREE NEWSPAPER MATS — MATRIX 
and CUT service available, attrac- 
tive small ads for local newspapers. 


BOOKLETS — Helpful hints and informa 
tion. Your imprint on the cover in quantit 
if desired. Furnished free to dealers to 
distribute. 


7 SWIFT 
TS smooTH 
THRILLING 
FUN 
OM 
RINK 
< oR 
SIDEWALK 





COUNTER DISPLAY — Beautiful 6 
color display of shoe skates avai 
able to dealers handling our rink 
skate line. 


BOOKLETS — "Secrets of Rink Skating’. 
Valuable information for skaters. Your im- 
print on cover in quantity if desired. Fur- 
nished free to dealers to distribute. 
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Store Sells Stability 


















\ a 
A STORE, like a Man, IS JUDGED NATIONALLY 
BY THE COMPANY IT KEEPS!! BRANDS. 
5 guard you your community yames vos THAT! 
io serve you . | memes 188 tien) 
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DEPARTMENT MANAGERS SALES OFFICE | 
AND ADMIWIBTRATIVE PRASONWEL 






























GENERAL MILLS 
must epeee ane vesereas 
HAMILTON CLOTHES DRYER 
HOOVER CLEANERS 
HOTSTREAM WATER HEATERS 
TAPPAN end L & H RANGES 
SCHWINN BICYCLES 
MARTIN OUTBOARD MOTORS 
SPALDING SPORTING GOODS 
ALLADIN LAMPS 
WHLCONGAY RECORDETTE 
RUBEROID BONDED ROOFING 
BILT-WELL. FURNACES 
BRUNNER COMMERCIAL AIR 
ONDITIONERS 























BRIGGS & STRATTON ENGINES 
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PRESTO, MIRROMATIC. ate 
ALDMINUM HOUSEWARES 








Section of the advertisement 
featuring Schwickert's 


Schwickert’s Our Own Hard- 
ware of Mankato, Minn., in a re- 
cent newspaper advertisement 
concentrated solely on selling the 
stability and reliability of its em- 
ployees and its brands. 

In a full-page ad, headline copy 
read: A Store Like a Man, Is 
Judged By the Company It Keeps! 
Fifty-seven people in your com- 
munity to serve you.” Then the 
ad listed the names of the em- 


ployees and their lengths of ser- 
vice which ranged from 45 years 
down. They were advertised as 
“specifically trained to serve your 
heating, air conditioning, roofing, 
and sheet metal needs.” 

Next a special box, headed, “42 
National Brands” listed those the 
store sells. Merchandise was not 
neglected, the outside columns of 
the ad being devoted to illustrations 
and copy. 





Daylight Savings Time 
For All U. S. Opposed 


Farm-bloc in Congress gangs up 
on proposals to save electric 
power this year through nation- 
wide daylight savings time. 

Senate-House watchdog commit- 
tee on defense production is back- 
ing national daylight savings as 
& means of reducing the peak de- 
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mands for power, particularly in 
the Northeast. Committee says 
flatly that the supply of electric 
power will not be sufficient to meet 
both defense and civilian needs 
during the next three years. 
Committee also urges speed-up 
in research leading toward con- 
struction of generators powered 
by atomic energy, and additional 
construction of steam plants to 
supplement hydroelectric plants. 











You Never Make 
a Mistake — but 
ALWAYS A PROFIT 
When you Sell 


MARBLES equipment 


No. 45 Ideal $3.75 and $4.25 


MARBIES COMPASSES ( wae 


Wrist, Pin-on 
and "Pocket 
Models. 
Guarantesd 
dependable. 


$1.50 to 
$2.75 


























Sheard Gold 
Front $1.75 


% Flat Top Rear $2.00 
ps i. 
Rear $6.00 S a ing 


coer er ford 


Gi 


Si gre Ivory. 
ne ise — 


Gecmey 











Jointed Brass or Steel Rifle Rod $1.50 
<> eet 
One Piece Rod $1.2§ For Revolver 75¢ 
Order from your Wholesaler 
Catalog on Request (A-24@) 


MARBLE ARMS & MFG. CO. 
648 Delta Avenue Gladstone, Michigan 
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NEW war 


NEW war 


AVAILABLE IN 
11 DESIGNS 


NEW wan 
To g 


room, 


REG. U. S. PAT. OFF. 


“KOIL-PAK™ 
COILED ALUMINUM MOULDINGS} ict". 


fixtures. 
will be the talk of ’52 side ent 
. . - and Trimedge assures equitable has the : 


distribution while cooperating fully 
with National Defense! 


Distributors, dealers, architects, home-makers 
and hobbyists everywhere are excited about 
these revolutionary new Trimedge packaged 
mouldings, designed for convenience! Instead 
of awkward, bulky, hard-to-handle conventional 
12-ft. lengths, “KOIL-PAK”* brings you 11 
popular Trimedge designs coiled and _ neatly 
packed in strong cartons — easy-to-sell, easy-to- 
carry, easy-to-install. Each “KOIL-PAK”* kit 
comes complete with all necessary fasteners and 
simple instructions. Another Trimedge first -- 
for you and your customers! 
Write for our new general catalog. 


*Trade Mark Registered U.S. Patent Office 








TRIMEDGE, INC., 4021 Mahoning Ave., YOUNGSTOWN 1, OHIO 
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Paint Annex Raises Sales 


WJ. TERCK & SON 


HARDWARE 


For Vierck 


Vierck's store as seen from the side street with 
its paint department entrance plainly indicated. 


To give the store a little extra 
room, W. J. Vierck & Son of 
Rockford, Ill., moved its paint de- 
partment into what had previously 
been a receiving room. 

The results were bigger volume 
for the department and better ar- 
rangement for the rest of the 
store, with a side entrance for the 
paint shop. 

The renovation was completed at 
little cost excepting for the ‘new 
fixtures. In addition to its own 
side entrance, the annex is acces- 
sible from the main store and thus 
has the advantage of two way traf- 


fic. Another advantage of the side 
street location is that parking is 
better for the paint customer. 

A feature of the 10 by 12 ft. de- 
partment is its own wrapping table, 
a time saver for customer and em- 
ployee alike. Fixtures were custom 
built in a local shop. 

Of the new setup, Herbert 
Vierck, proprietor, says, “We have 
always done an excellent paint 
business, but since we enlarged the 
paint section in this rear room, 
provided the outside identification 
and used additional advertising, 
we have increased our volume.” 





Although the wrapping table is compact it does provide space for 
a salesman to explain the uses of a particular type of paint. 


| NEW! FREE! 
| 
| 
| 
| 













MP 
Cyumeny 


(orspray sizes 12° 


a 
HARDWARE WEEK 
Special 


Wheel in big sales with this eye-catching, 
four-color, Trump Garden Tool Wheel- 
barrow Counter Display. Here’s a 
realistic display that builds interest to 
the “buying point”, inviting the cus- 
tomer to pick up, look over and choose 
any or all of the five popular Trump 
Garden Tools. 

This Trump Wheelbarrow Display is 
available free, without tools, to all 
dealers handling Trump Garden Tools. 
Order this natural sales builder from 
your wholesaler today. 

Trump Garden Tools shown above (I. to r.) 

Fork—10'2"" long 

Transplanter—11'%2"" long 

Trowel—12'2"" long 

Weed Cutter—11'’ long 

Cultivator—11'%"" long 
Have a full stock of these Trump 
Garden Tools for your big Spring sell- 
ing season—get them from your whole- 
saler too. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. © PASCAGOULA, MISS. 
































Headquarters of the Campo store, a $100,000 volume business. The firm 
makes a specialty of plumbing fittings, turning its stock four times. 


4-Time Stock Turn 
In Plumbing Supplies 


Campo Hardware’s plumbing fixtures return a $40,000 vol- 
ume on a $10,000 stock investment and serves as a store-wide 
traffic draw that has built a $100,000 plus volume business 


The Campo family, operators of 
the Campo Hardware Co., 2601 
Jackson Ave., New Orleans, have 
built their modern store into a high 
volume seller of plumbing supplies 
to customers who live in the old 
homes of that city. 

John Campo, his brother, Tony 
Campo, and their brother-in-law, 
A. J. Frazella, stock an inventory 
of plumbing supplies that ranges 
between $8,000 and $10,000. They 
turn this stock four times a year 
to produce an annual volume of 
$35,000 to $40,000. 

Here’s how the Campos built 
their modern 60 by 60 ft. hardware 
store into a more than $100,000 = 5; : 
volume business. Inside the plumbing fittings’ stockroom, sizes and types are stored in 

By building the plumbing sup- individual bins. Here Tony Campo prepares to serve a customer. 
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plies department to the point where 
it has become a major drawing card 
because it can furnish many of the 
replacement parts needed in the 
city’s old homes. 

“We are known for our big stock 
and large selection of plumbing 
supplies, as well as for the mer- 
chandise in 10 other hardware de- 


A complete line 
of plumbing fit- 
tings is kept on 
display in a glass 
show case. The 
doorway behind 
the case leads to 
a special 8 by 10 
ft fittings’ stock 
room. 


partments,” says John Campo, co- 
manager of the store. 

“Our customers tell other peo- 
ple: ‘Go to Campo’s and you'll find 
what you want!’ We try to live up 
to this motto. During a bad freeze 
in New Orleans last winter, for 
example, we had customers from 
all parts of the city seeking plumb- 





ing supplies, and we were able to 
serve them.” 

The Campos have become repair 
experts who can advise on what fit- 
tings are needed and how they are 
to be installed. Repair knowledge 
is an important part of the service 
they render, and service is impor- 
tant in the merchandising of all 
their lines. 

The Campos keep their large 
stock of plumbing fittings in a spe- 
cial 8 by 10 ft. room, the entrance 
to which is behind a glass show- 
case which displays a complete line 
of supplies, one of each item. In 
the stockroom, fittings are stored 
by sizes and types in compartments, 
each plainly marked to identify the 
stocks. 

The Campos hardware store had 
its beginnings as a modest depart- 
ment in a food store which was 
started in 1928 by Mr. and Mrs. 
Charles Campo, parents of the 
younger Campos. After World War 
II, when the sons and son-in-law 
returned from service, Mr. Campo 
turned the business over to them, 
but by this time the hardware op- 
eration had become a_ separate 
business. 

Now in new, modern quarters, 
both operate side by side (though 
the food business is leased out and 
operated by different persons) each 
benefiting from the traffic the other 
draws. 


Mother's Day Promotion Features Tableware 


This Mother’s Day window was 
part of Maxwell Hardware’s pro- 
motion of tableware, figurines and 
pottery in Oakland, Calif. Special 
store displays of dinnerware, 
ceramic giftwares, flatware and 
other tableware were also shown on 
tables in the store. A newspaper 
ad showing the heads of three 
mothers of different ages was cap- 
tioned, “Gifts for Your Mother, 
and Yours and Yours.” It featured 
starter sets of 16- and 20-piece 
American dinnerware sets as well 
as a number of ceramic art gifts. 

In the store’s tableware section 
was a table display of a complete 
set of dinnerware, with a vase of 
pink carnations in the center. An- 
other table was covered with gay- 
hued peasant cloth with green and 
gold table pottery, wicker bread 
basket and red-handled stainless 
steel cutlery. A card suggested, 
“Remember Mother with cheerful 
table pottery—perfect for summer 
outdoor entertaining.” 
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Maxwell Hardware saluted Mother's Day with this attractive display of 
tableware, figurines and other gift suggestions. Artwork on a panel back- 
ground showed a woman's head and Mother's Day date. 
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LOOK AT ALL THE 
SPECIAL SPRING USES! 


When your customers go outside, Krylon 
should go with them. And will, when you 
let them know you have it. Tell them that 
“Krylon-izing”’ prevents rusting of metal 
screens—keeps wood and metal lawn fur- 
niture sparkling bright even though it’s 
left out in the rain—protects garden tools 
—keeps metal sports equipment like new 
—prevents scuffing and fraying of leather 
bags and luggage—lengthens life of chil- 
dren’s playground equipment and keeps 
metal parts from rusting—protects, pre- 
serves, beautifies almost any metal, wood, 
leather or paper surface. 

Why, most of your customers won’t be 
content with just one can of Krylon. 
They’ll want all three kinds—crystal clear, 
white, aluminum. They’ll find many, 
many uses for each kind! 





CRYSTAL CLEAR 











AcRytic spRAt 


Mor kshop and Household 


a 


eH 
able, waterproof, acid . 


a 
pustene? 





PRESERVES * 








~ EXTRA! 


SNAP UP YOUR OWN DISPLAYS OF OTHER MERCHANDISE BY 


“"KRYLON-izing™ THEM! 


"Krylon-izing” can add sparkle and sales appeal to dozens of items on 
your sales floor—saws, chisels, garden tools, leather golf bags, sports 
equipment, etc. Gives them longer floor life and protects your investment, 
too—for “'Krylon-izing" prevents that wilted, shopworn look! 
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YiNGUHE 

me | 
KRYLON- 
mes 


It’s one of the best seasons of all for Krylon sales— 
because “Krylon-izing” protects so many house- 
hold articles against summer wear and tear. 


Belongs right up front in your 
National Hardware Week parade! 


LOOK AT HOW EASILY 
YOU CAN CASH IN! 


The Krylon Starter Assortment gives you 
everything you need to go into the “‘Krylon- 
izing’”’ business, at minimum investment on 
your part. Order it from your jobber today. 
Feature Krylon and its springtime uses in your 
National Hardware Week displays. You'll profit 
not just now, but also in the months and years 
to come. Because Krylon users keep coming 
back for more! Here’s the fast-moving Starter 
Assortment: 


e Potent counter display—small in space, ig in sell 

e Good-humored, hard-hitting consumer folders 

e 4 12-0z. cans crystal-clear Krylon (retail $1.95 each) 
e 4 12-0z. cans white Krylon (retail $2.25 each) 

e 4 12 oz. cans aluminum Krylon (retail $2.25 each) 





YOUR COST... . $17.20 
YOU SELL FOR... 25.80 
YOUR PROFIT... 8.60 


(open stock priced to bring regular 50% markup) 


KRYLON, INC. 


Dept. 1803, 2601 N. Broad St., Phila, 32, Pa. 
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Personal Contact 
Sells Power Tools 


Visits to a homeworkshop fan’s home, 
store demonstrations and keen interest 
of department manager enable Lawlor’ s 
to do a good volume in power tools, 
accessories and parts 





Everett Berryman, right, shows a prospect 
how to operate a bench saw. 
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Personal visits to the homes of 
homeworkshop fans are among the 
best sales and goodwill builders 
used by Lawlor’s Hardware in 
Lincoln, Neb. 

With seven years of experience 
in selling power tools and a shop 
of his own at home, Everett Ber- 
ryman, who manages the power 
tool department for Lawlor’s, often 
finds new ideas for power tool use 
as the result of such visits. 

Mr. Berryman makes as many 
as 15 calls per month at the homes 
of power tool customers to inquire 
how they use the equipment and 
whether or not it has operated to 
their entire satisfaction. Usually 
he is invited to visit the customer’s 
shop, where the two fans can and 
do talk homeworkshop equipment. 

In this friendly contact he often 
learns of additional equipment the 
homeowner wants to acquire. When 
he hears that financing such items 
is a problem to the customer he 
suggests that the firm’s time pay- 
ment plans can be found to be 
suited to the fan’s pocketbook. 

He may also find that the home- 
workshop fan has equipment he 
would like to sell to use as partial 
payment for newer power equip- 
ment, usually of a different type. 
If such equipment is found in good 
salable condition, an agreement 
may be made whereby Lawlor’s 
will try to sell it for the customer. 

Mr. Berryman says, “Every 
homeworkshop owner is a potential 
repeat customer for extra tools and 
accessories. The better we get to 
know these men the more often 
they will drop in at the store, tell 
us what they are making, ask ad- 
vice, and sometimes make an ad- 
ditional purchase. They will also 
bring some of their friends, these 
additional contacts being worth- 
while to us.” 
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Getting homeworkshop fans to 
call at the store regularly is a very 
important sales aid, particularly in 
the sale of accessories. There is 
also a very brisk demand for books 
explaining power tools and their 
use. The Better Homes & Gardens 
Handyman’s Book is given promi- 
nent display in the store and has 
been a good seller. 

Mr. Berryman and several as- 
sistants are well versed in power 
tools and their use. Recently a 
hard to please prospect visited the 
store and made a $200 purchase 
after having a visit with Mr. Ber- 
ryman. Said the customer, “I 
never would have bought these 
tools from you if you hadn’t known 
more about them than _ several 
of the other concerns I have re- 
cently visited.” 


$200 Starts a Shop 


At Lawlor’s, customers are told 
that an investment of about $200 
will be sufficient to start a home- 
workshop including a circular saw, 
a joiner, and a few needed hand 
tools. Some homeworkshop custo- 
mers have invested as high as 
$1,500 at Lawlor’s and a number 
of them have spent from $400 to 
$700 for power tools and acces- 
sories at the store. 

One shop owner customer makes 
from $25 to $50 per month in 
spare time cabinet work, while 
another man makes up to $150 per 
month at such extra tasks. Home- 
craft shop owners, who have pur- 
chased tools at Lawlor’s, build 
picket fences, do cabinet work, in- 
stall complete kitchens, put in 
basement recreation rooms and 
make furniture, toys, and storm 
sash. Mr. Berryman knows the de- 
tails of these operations through 
his visits and thus can tell pros- 
pects just how they can be per- 
formed. 

“There are a certain number of 
do’s and don’ts about power tool 
operation that I can tell a new tool 
owner,” Mr. Berryman says, “and 
I always stress safety features to 
these customers. Each individual 
handles a tool differently but the 
same safety rules apply to all. My 
visits and discussions often help 
owners get more benefit from the 
tools they buy at Lawlor’s, for that 
is our job.” 

Power tools for homecraft and 
industrial use are advertised in dis- 
play and classified sections of local 
newspapers. These methods of ad- 
vertising have proved very pro- 
ductive. Lawlor’s big display win- 
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Green Thumb* 


today’s best selling 
garden glove 






* 

U. S. TM Reg. 
No. 412529, 
owned by 
Edmont Mfg. Co. 


Nationally advertised ¢ Full profit at 89c retail 
Sell on sight to women for garden and house work 


Chamois-soft, chamois-colored gloves with actual green thumbs—smartly 
styled and pliofilm packaged. Repel dirt and wear several times longer than 
good canvas gloves because their fabric is vinyl- 
impregnated. Guarantee of wear and washability 

you 100 on every pair. 


Dealers everywhere are getting biggest volume 
and profit margin with Green Thumbs. Every 
dozen packed in self-service display as shown. 
Nationally advertised in Better Homes & Gardens, 
American Home, Sunset, House Beautiful, House 
& Garden, etc. Order now from your wholesaler, 
or send us 25c for sample pair. See coupon. 








Generous new sizes, fit all hands. 


Dealers: Send 25c for Sample Pair 


Edmont Manufacturing Company 

1214 Walnut St., Coshocton, Ohio 
(0 Send sample pair Green Thumbs (25c enclosed) 
0 Send prices and list of 1952 Sales Helps 


Name 





Street 





City Zone___ State 
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Window displays help to advertise periodic demonstrations. 





90-Ft. Display Keeps Paint Active 


Frequent turnover and good 
profit are made with the 50 ft. 
paint department at Martin Hard- 
ware in Denison, Iowa. Located 
along the store’s rear wall it is, 
according to the Martin brothers, 
Willis and Marvin, one of the firm’s 
best profit pullers. 


BLLa 


dows often contain displays of 
power tools, and have excellent 
pulling power. 

Homecraft tools move especially 
well in fall and winter, while the 
industrial tools have considerable 
demand all year around. This is 
especially true of carpentry and 
cabinet shop requirements. 

A large volume of power tools 
are sold on lay-a-way plans for 
Christmas each year. Many fami- 
lies know that men like additions 
to the homecraft shop and plan 
such purchases considerably in ad- 
vance. 

Factory demonstrations of power 
tools are held several times yearly, 
advertised widely and always at- 
tract many interested persons. 


Open front paint department helps 


encourage inspection and browsing 
by farm and town trade at Martin’s 


A 3-ft. aisle runs parallel to the 
paint shelving and wide aisles lead- 
ing from the front of the store also 
help provide plenty of space for 


customers to fully examine all parts 

of the paint section. With this ar- 

rangement even the bottom shelves 
(Continued on Page 198) 





Broad sweep of paint and accessories helps make this a big volume section. 
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hand then CHANNELLOCK 


Wade only bg CHAMPION DEARMENT 


You are in business to satisfy your customers—and here’s one way to do it—When they 
ask for Pliers Hand ‘Em Channellock. Let them heft it, feel its strength and durability—try 
its simple, closely spaced adjustments—see its longer wearing feature of no wear on the joint 
bolt. And when they buy it, you can be proud to take their money. For Channellock pliers 
are produced by Champion DeArment, long recognized as a maker of highest quality tools. 


No other product can offer the advantages of Channellock pliers. Yessir, when they ask 
for pliers, Hand ‘Em Channellock and you'll sell ‘Em. 


And remember, Channellock pliers are made ONLY by Champion DeArment. 


CHAMPION DEARMENT TOOL CO. «© Meadville, Pa. 


Send for Catalog D-l Today. 


AA AEA 


Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’* 





2) 
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Complete Service Helps Pull 
Good TV and Appliance Trade 


The firm’s reputation for com- 
plete service has helped Scharf 
Hardware & Appliances of 611-615 
S. Geddes St., Syracuse, N. Y., do 
a good volume in TV sets and 
major appliances. More than 200 
TV sets and in excess of 100 major 
appliances, including refrigera- 
tors, washers and kitchen ranges, 
are sold in a year. 

Although the firm does no cold 
canvassing, it sucessfully follows 
up many store developed leads. 
George Scharf manages the appli- 
ance, TV and radio department. 
His son, George, handles the hard- 


George Scharf and 
some of the TV sets 
in his appliance 
showroom. Wall dis- 
plays feature table 
radios. Opposite 
the video display 
are ranges and 
washing machines. 
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Reputation for complete service helps Scharf 
sell 200 TV sets and more than 100 major 


appliances annually without cold convassing 


ware section of the business. Oc- 
cupying two connecting show- 
rooms the hardware and appliance 
and TV sections benefit by the 
traffic attracted by each other. 

The firm serves a trading area 
of about 20,000 population in a five 
mile radius, much of its business 
being with occupants of individual 
private homes. Scharf’s finance 
their own paper on all deferred 
payment transactions and permit 
payments on either a weekly or 
monthly basis. 

Nearby residents are encour- 
aged to make payments on a 








“a 


\ oP 7 


weekly basis as a means of assur- 
ing better store traffic. Contracts 
provide for payment in less than 
a year with a 6 pct. service charge 
on the unpaid balance. 

With two TV stations in Syra- 
cuse and its own service man the 
firm has two distinct advantages 
in helping merchandise video sets. 
Most TV set sales are in higher 
priced console models and the firm 
offers three well known quality 
lines. 

Installation is handled _ by 
Scharf’s service man with the in- 
stallation and service contract 


¢ We 
fs 
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Once customers see the Hurricane, they 
buy! For even the laymen can recog- 
nize long-term quality in the trim, 
sturdy lines of this masterfully 
engineered mower! Priced right and 
built right, the Hurricane is a 
money-maker for every dealer 
who carries it! 























HURRICANE 


For big lawns and tough, heavy 
mowing. Slashes a 20-inch swath 
through high weeds or wiry grass. 
Easy to handle, simple to service— 
no Hurricane has ever been known 
to wear out. 


2 Models Ready for Prompt Delivery 
HURRICANE JUNIOR 


For the small city lawn. A sturdy, 
hard-working, budget-priced minia- 
ture of the big Hurricane. Light 
and maneuverable, the Junior 
mows, trims, and edges smoothly 
and uniformly even on rough. 
bumpy ground. 







HERE’S WHY HURRICANE SELLS FAST! 
 4-cycle, 2 h.p. gasoline engine « Automatic gov- 
ernor ¢ Full-floating friction drive ¢ Rust-proof 
silver-plated drive shaft ¢ Malleable aluminum 
chassis ¢ Ball-bearing wheels (four of identical 
diameter) « Very hard steel blade with suction MAIL TODAY! 

fan-tip e Adjustable cutting height—” to 342” oe ne et oe ee eo 2 ee 


es 

¢ Attractive bright colors for sales appeal ¢ Float- & 
ing handle Are comfort grips « Turning crutch Doe He METAL PRODUCTS CO., INC. ‘ 
for great maneuverability + Special safety guard 2722 Cherry Street it 
¢ Genuine Hurricane parts and service always Kansas City 8, Mo. ¢ 
available ¢ Attractive, sales-producing folders, I want a bigger share of the power-mower sales. Tell me more §f 
i 

g 

£ 

* 

t 





newspaper mats, and window signs for dealers shout the fast-celling Hurricane tne. 
JOBBER OPPORTUNITIES OPEN: A few choice ter- 


ritories are now available. Contact us for information. 
First come, first served—so hurry! 


NATIONAL METAL PRODUCTS CO., INC. 
2722 Cherry Street Kansas City 8, Missouri 


NAME 


ADDRESS 


CITY_ : STATE 
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providing free service for 90 days. 
The charge per service call is 
$3.50, plus parts with the excep- 
tion of one line, whose manufac- 
turer offers a service policy. In 
most instances pull-out antennas 
are provided although the firm 
does install some outdoor antenna 
equipment. The company resells 
some older TV sets, taken in on 
trade-in transactions, completely 
checking them over before resale. 

Offering two lines of refrigera- 
tion the firm sells about 75 units a 
year. While providing no repair 


service of its own, it does arrange 
for such service through its whole- 
saler. A few home freezers are also 
sold by the company. At least one 
refrigerator on the store floor is 
always connected and stocked with 
artificial food to show the storage 
capacity of the unit. Where trade- 
in allowances are made on 
washers, refrigerators and elec- 
tric or gas ranges these are resold 
on an as-is basis. 

Two lines of washing machines 
are handled by the firm and there 
is always at least one model of 


each make hooked up for demon- 
stration purposes. Insofar as pos- 
sible, repairs and servicing on 
washing machines are done right 
at the customer’s home, a policy 
which saves the firm’s service- 
man’s time and usually pleases the 
owner. 

The neat appliance, radio and 
TV showroom at Scharf’s is a de- 
cided asset in its merchandising 
of these lines. Good lighting, 
ample room for demonstrations 
and a varied stock of models are 
important sales aids. 


Know-how Pays Off in Selling to Women 


Bernard W. Dewey, Virginia 
hardware dealer, attributes an 87 
pct. increase in housewares sales 
in one three-month period, last 
year, to the employment of a 
woman in the housewares depart- 
ment. 

Mrs. Mary Brown who now 
handles the bulk of the feminine 
trade of the Dewey Hardware Co., 
Arlington, Va., has developed a 
large following among  home- 
makers, who appreciate her ex- 
pert advice on decoration, cooking, 
cleaning methods, and on tools 
and materials for almost any kind 
of household job. 

Frequently, when Mrs. Brown is 
out of the store, customers prefer 
to wait for her, in order to get the 
benefit of her helpful service in se- 
lecting merchandise. 

“I can’t understand why any 
hardware dealer might shy away 
from employing women for sell- 
ing,” says Mr. Dewey. 

Mrs. Brown keeps abreast of 
rends in kitchen planning, by 
clipping household hints and 
methods from newspapers, home- 
maker magazines, trade journals, 
and files for her own future refer- 
ence any practical pointers that 
she feels she may be called upon 
to supply to a customer at some 
future time. 

“T like to test some of the meth- 
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Virginia store boosted its volume by putting its 
housewares in charge of a homemaker who 
delights in sharing her knowledge 


ods before passing them on to 
others,” she commented. “Since I 
have run a household of my own 
for many years, it has become my 


testing laboratory. So, any infor- 
mation that I pass on to another I 
have first tested to my satisfaction 
in my own home.” 





Mrs. Mary Brown makes a sales point in 
helping a customer select dinnerware. 
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Customers consult Mrs. Brown 
on how to clean their blinds, how 
to get crayon markings off the 
floors and walls, the kind of waxes 
most suitable for various floors, 
how to remove scale in aluminum 
utensils, and in similar problems. 

Mrs. Brown becomes genuinely 
enthusiastic when helping a cus- 
tomer in the overall planning of a 
kitchen renovation. After suggest- 
ing a color scheme, the materials 
and supplies needed to complete 
the job, Mrs. Brown often tops the 
sale with a colorful breakfast set 
and even the decorative wall 
brackets to give the kitchen a fin- 
ished appearance. 

It’s helpfulness like this that 
keeps the customers coming back 
to the Dewey Hardware Co. store 
for their various household require- 
ments. 





Urge Creation of 


A Consumers Counsel 


Creation of a new federal bu- 
reau—an “Independent Consum- 
ers Council”—is being urged at 
the Capitol by Rep. John Dingell 
(Michigan Democrat). 


Dingell charges that Congress 
frequently gives “too much” con- 
sideration to businessmen, and 
“not enough” to consumers. .His 
idea is that the proposed consum- 
ers’ counsel would speak up for 
“the public” on price-control mat- 
ters and other federal control 
issues. 


The proposed counsel, whose 
salary would be $15,000 annually, 
would be appointed by the Presi- 
dent, and subject to Senate confir- 
mation. 


Their Leaky Roof 
Became a Sales Tool 


When rain leaked through the 
roof at Homeware Paint and Hard- 
ware, 1519 Griffith Park Blvd., 
Los Angeles, and damaged some 
merchandise, Max Hiberman, 
owner, turned ill to good. He 
stocked his windows with rolls of 
roofing paper and accessory ma- 
terials, galvanized pails and other 
related items and posted a hand- 
written sign: “Now is the time 
to repair your roof!” 

The window brought a lively re- 
action and helped make some sales 
for the store. 
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INSECT WIRE 
SCREENINGS 


You _ your chances of making a 
three 





NE... 





sale when you stock all 


ortland Insect Wire Screenings. Homeowners prefer 


Cortland Brand because it comes in three popular price ranges 
. .. gives years of service and insures a better screening job. 


Cortland Brand Wire Screening is fine for windows, doors, 


porches and breezeways . . . has been a favorite screening for 
over 75 years. It meets U. S. Department of Commerce Na- 
tional Bureau of Standards’ specifications. In 18 x 14 mesh, 
24” to 48” widths, 100 linear foot rolls. Extra wide widths 





also available. 


Because of material shortages, you may not be able to get 
immediate delivery on all types of Cortland Brand Wire 


Screening. However, place your order now. . 


your jobber as quickly as we can. 


. we'll supply 


© Cortland GRAY-WICK Popular, all-purpose wire 


screening. Doubly 


rotected against corrosion by electro-zinc 


galvanizing and ‘glare-proofed'’, enameled finish. 


© Cortland BRONZE Rust-resistant. Unaffected by 
weather, salt air, acids, gases. Stronger, longer-lasting than 
copper screening. Bright or dark bronze 


"antique" finish. 


© Cortland ALUMINUM Won't 

rust or stain because it's made of 
aluminum clad wire. Strong and dur- 
able. Weighs less than half as much 
as steel insect wire screening. 







WE 








Contains colorful folders and 
streamers to identify your store as 
Wire Screening Headquarters. Also 
Poultry Netting, Nail and Brad 
window streamers. Send for your 
kit today! 











NAILS & BRADS * HARDWARE CLOTH 
POULTRY NETTING 





WICKWIRE BROTHERS, INC. 


CORTLAND, 


N.Y. 















4 Turnovers on $3,000 
Fishing Gear Stock 


Ten per cent of the inventory at 
Moore-Smith Hardware in Pell 
City, an Alabama community of 
1200 persons, is devoted to fishing 
tackle. The co-owners of this 
hardware store, Lester C. Smith, 
Sr., and J. Roger Moore, turn this 
inventory, averaging about $3000, 
from three to four times a year. 

The partners give two reasons 
for this active sale of fishing 
tackle. 

(1) Abundant streams and rivers 
and the mild Alabama climate per- 
mit year-round fishing. Hence the 
tackle department has a permanent, 
year ’round location. 

(2) One of the partners, Mr. 
Smith, is an ardent angler. He 
does the store’s most effective ad- 
vertising from the bank of a river. 

Messrs. Smith and Moore esti- 
mate that 95 pct of Pell City’s resi- 
dent are fishing-minded. Hence 
they give their fishing tackle de- 
partment a feature spot near the 
front of the store. Their well 
stocked department occupies 16 ft 
of display space just inside the en- 
trance. 

In a community such as Pell 
City, the partners said, the tackle 
department, while limited ‘to one- 
tenth of the total store inventory, 
is about tops as a traffic builder for 
the entire hardware store. 

In one season Moore-Smith Hard- 
ware has sold as many as 100 dozen 
dry artificial crickets, favorite 
lures in the area! 

Lester C. Smith is not only the 
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How an Alabama dealer’s personal interest 

in fishing helps firm go to town in the sale 

of fishing tackle. He knows where and how 
to catch big ones 


firm’s public relations man while 
out wetting a line on the fishing 
grounds; he also builds goodwill by 
giving away his own catch at the 
store. Weather permitting, he 





often goes fishing before store 
hours, landing anywhere from 19 
to 30 fish. That is why Mr. Smith’s 
fishing trips are paying ventures 
for this hardware store. 


a 
at» 


Lester C. Smith, the angler, takes stock 
in the firm's active tackle section. 
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HOW TO MAKE 
ENTRA SALES 
WITH A BILLINGS” 


J. as floor polishers sell wax’. . . guns sell ammuni- 
tion . . . tires sell tubes — Billings® LIFE-TIME® Wrenches 
are the profit-making “EXTRAS” to sell with Power Tools, 
Outboard Motors, Bicycles and similar products. Because 
they are logical “Companion Sellers” for many other items, 
Billings® Wrenches mean EXTRA Sales — Profits — Turnover 

. for YOU! 


Billings* LIFE-TIME Wrenches are drop forged from quality 
steel, accurately machined and perfectly finished to give a 


life-time of service. They’re quickly identified — easily sold — 
with Billings* sales-packed Wrench Merchandisers. fu EXTRA S: ALES: that cout 
SELL A BILLINGS* with every... 











| Ask your Wholesaler about ’em — today! | 








THE BILLINGS & SPENCER CO., HARTFORD 1, CONN., U.S.A. 
Specialists in drop forgings since 1869 


GASOLINE | 
ENGINE 











BILLINGS pre BRAND NAME 
MOST FREQUENTLY REQUESTED 
in the fixed opening wrench field! 
(According to Popular Mechanics 


magazine’s unbiased Study.) SWEEPER 








MAGIC-CLERK 
COUNTER DISPLAYS 


| e a+ 

| if | 

ed | Lif | 
DISPLAY BOARDS | [ 1 | ee SOCKET BOARDS 
AND ROLLPACS Y dg SETS AND PARTS 
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YOU'LL BE HAPPY, TOO, 
WITH THE BIG PROFITS FROM 


Raycine Blctric Clippers 


This remarkable new hair 
clipper has a smoother, light- 
er touch. It’s small-size and 
lightweight — combines 
speed, power and economy. 
Once your customers pick it 
up they'll recognize Oster’s 
true professional quality. A 
fast-moving, high-profit line. 
Order today from your jobber. 


E 4 HAND CLIPPERS 
p= — for human and animal use. A 
SS 


: full line of high quality models. 
You'll do better with 
JOHN OSTER MFG. CO. 
Racine, Wisconsin © 1952 


Make an Extra Profit on 
Grainger’s Lower Prices 





















EVERY HOME NEEDS A 














A “must” for every kitchen, bedroom, 
etc., during summer. Expels hot, stuffy 
room air and brings in fresh, cool air. 
10” blade with quiet, 115 V. Dayton 
Motor. Steel panel 1114” high by 22” 
wide—adjustable for up to 32” windows. 
Sturdy guard. Enamel finish. Illustrated 
is No. 4F219 which lists at $21.00. Your 
discounts are extra large. You can get 
Dayton Window Fans with up to 30” 
blade. Order your sample fans now. 


R5 
(RAlNet 





m= WHOLESALE CATALOG 


’ Request on Letterhead 


w.wWw.GRAINGER 


————_—__—__—__———__ INC. 
43 WAREHOUSES — COAST-TO-COAST 
GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 
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This up front display stimulated sales of sporting goods. 


| H. F. Skidmore of the Skidmore 
Hardware Co., 14 Public Square, 
| Elizabethtown, Ky., switched the 
; location of two departments. Sport- 
ing goods got the front location 
and paints were moved back. 
The result: without loss of paint 











sales, here’s what happened in 
sporting goods. Rifles and guns 
doubled in volume; 20 target pistols 
were sold in record time because 
they were in a better display posi- 
tion. All around sporting goods 
sales increased 20 pct. 


Poultry Supplies Display Catches the Eye 


fis 

tin : Re 
OX CREW 

Py * KAS it, "4,s oe 


Using plain regular shelf brackets, Matt Hardware of Carroll, lowa, created a 
display arrangement for poultry supplies that is high in visibility from all parts 
of the store's basement sales room. Displaying these items in this manner keeps 
the merchandise free of damage, while showing it off to full advantage. 
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with the complete Bruce line... 






















It’s always good business to have customers come to you 
for expert advice—especially when you can solve their problems 
with profitable sales that repeat time after time. 

That’s why thousands of alert merchandisers have set up 
complete floor care departments in just 24 square feet of 
space with the Bruce “‘Salesmaker” display rack. 

With a “Salesmaker” full of the complete line of Bruce 
cleaners and waxes, they’re equipped to recommend the 
correct care for every kind of floor. And because every 
Bruce floor product is fair-traded at better-than-average 
mark-up, their recommendations pay-off in a steadily 
increasing volume of profitable sales. 

Check your own Bruce stock today. If it isn’t completely 
ready for the big Spring housecleaning rush, call your Bruce 
representative. Let him help you set up a profitable “‘Salesmaker”’ 
floor care department with the complete Bruce line. 


BRUCE (2. phi 


guaranteed by the world’s largest maker of hardwood floors 





[Vertised 


than ever before 








ta 2s BRP EE COs, SER HOCS, FESR. 
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Giftwares at rear of this department expose customers to appliances. 


Appliances and Furniture Profitable 
Lines to Small Town Store 


Bill collecting for utilities is method used 
to increase traffic for W est Coast store 


It takes a lot of floor space to 
handle large items such as furni- 
ture and appliances, but the larger 
unit sales make these lines profit- 
able for Jones & Mohn, hardware 
store of Bothell, Wash. 

This 40-year-old store, in a town 
of 1000, has about 40,000 sq ft of 
floor space. It added major appli- 
ances only three years ago but has 
carried furniture since 1936. 

The store carries several lines of 
appliances, but features one line 
on which it stocks a wide selection 
by sizes and types. 

A decided aid to appliance sales 
has been the placement of a gift- 
wares department at the rear of The furniture display room. 
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HERE’S THE GREATEST REEL VALUE EVER OFFERED 
BY THE WORLD’S LARGEST MAKER OF FINE REELS! 


AND 10 OF THE NATION’S OTHER LEADING MAGAZINES 


Here’s the extra value reel at the extra low price! The beautiful 
Bronson Green Hornet features a sparkling green anodized alu- 
minum head cap and tail plate. 

Never before have so many high-priced features been incor- 
porated in such a low-priced reel. Look at the sturdy three-unit 
design. It defies the roughest and hardest use—yet may be taken 
down quickly and easily. Then turn it over. See the handy speed 
control button on the end plate. There’s no chance for uneven 
wear or backlash-producing jerky stops—just dial the cap for 
whatever tension you need. Then look at the exclusive Bronson 
Duo-Pawl—the feature that doubles the life of the reel! 

Put them all together and you’ve got the greatest reel value 


ever offered—and still at the unbelievably low price of only $5.95! 


@ SNAP-ON PLASTIC ARBOR—Bronson engineers developed this 
lightweight arbor especially for Bronson models. Equipped with easy- 
to-use line ties; eliminates yards of line backing. 


@ BRONSON DUO-PAWL— ‘Simply remove the screw on the base 
of the level-wind, take the pawl out, turn it over and reassemble. You 
always have a spare and it doubles the life of the reel! 


@ SPOOL SPEED CONTROL— Instantly visible, easily adjusted, 
gives accurate and fool-proof tension adjustment at all times with 
this backlash-eliminating dial. 


@ SPIRAL GEARS—A Bronson introduction in the low-priced reel 
field. Provides smoother, quieter operation with the ultimate in wear. 











the appliance showroom. Although 
dollar volume on this line is not 
large, giftwares serve to attract 
many people past the appliances, 
and exposure in this way frequent- 
ly results in subsequent appliance 
sales. 

A traffic-building service pro- 
vided by this store is bill collecting 


for the local power company on 
Saturday. The power company’s 
office is closed that day which is 
the most convenient time for most 
rural people to come to town. The 
store also collects for a utility of an 
adjoining county without which 
service residents would have to go 
to Everett, about 20 miles away. 





This is a non-profit service, as 
the fee paid by the power company 
is barely enough to cover the ex- 
pense of handling the accounts. Lo- 
cation of the desk at the rear of 
the appliance department, accom- 
plishes the same purpose of expos- 
ing the people to appliances and 
also builds good will for the store. 


Home Freezing Supplies Have Growing Market 


this experience so that he can in- 
telligently impart it to customers, 
is by actually doing some home 
freezing. 

Another important thing in mer- 
chandising such supplies, said Miss 
Smith, is keeping up to date on all 
new developments in the home 
freezing supplies field. This re- 
quires constant contact with the 
market and a study of the ever- 
growing science. 

To do an effective selling job, the 
hardware store must carry a com- 
plete line of all types of containers 


(Continued from page 139) 


and wrappings. Needs of cus- 
tomers are so varied that the store 
must be ready at all times with the 
correct material for a_ specific 
freezing job. 

Smith Bros. Hardware has gone 
all-out to stock complete supplies, 
seeking to establish itself as ““Head- 
quarters for Home Freezer Sup- 
plies” in the Niagara Falls area. 
This theme is carried in the store’s 
promotional and display material. 

The store gives strong attention 
to the promotional size of its home 
freezer supply business, pointing 





out that timing of advertising at 
the beginning of the various freez- 
ing seasons is very important. 

Newspaper ads on this line are 
usually 2 col. wide and 6 in. deep. 
Brand names are constantly em- 
phasized. 

Featured in the ads are cello- 
phane, aluminum foil, glass jars, 
plastic containers, pie plates, locker 
tape and ascorbic acid. The ads 
carry the store’s telephone number. 

Window displays on freezing sup- 
plies are also timed in advance of 
the season. 


Saturday Specials Pull Traffic 








a ee 








jill 


Reg. $6.95 


Folds “Flat as a 
Pancake”! White 
Metal frame and 
sturdy, colorful can- 
vas backand seat. 
Smartly styled, rug- 
gedly built, light 
weight and comfort- 
able. Red, green, 
blue. 














A Genuine Bargain— 







want to get acquainted. 








Each week we offer you a 
value far below today’s 
selling price. Reason?—we 










BARTH’S 


HARDWARE 




















145 So. 9 yEUKY 4) 


One of Barth's specials as advertised in two-column 
by 4 in. space in a Friday evening paper. 
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The advertising of Saturday only 
specials has been the means of 
pulling much traffic and many sales 
for Barth’s Hardware, 145 S. 9th 
St., Lincoln, Neb. Typical of the 
specials is that advertised last year 
in a Friday evening paper in two 
column by 4 in. space and featuring 
an outing chair at $5.95. 

Usually one outstanding special 
item is advertised. In addition to 
an illustration of the item plus a 
description of it there is a box in 
each ad which states, “A genuine 
bargain—Each week we offer you a 
value far below today’s selling 
price. Reason?—we want to get 
acquainted.” 

Don Barth states that the store 
can trace many new customers to 
this type of advertising. Many cus- 
tomers attracted by the special re- 
main to buy other merchandise. “! 
believe that the fact that we fea- 
ture only one item in these ads, 
appeals to many people and induces 
them to read the ads,” says Mr. 
Barth. “We try to hit seasonal 
items that people are seeking. This 
increases interest in these ads.” 
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De Luxe Gdensieed Oval Pail 


Here’s the new Jook in pails! It's OVAL 
SHAPED to fit the new cellulose sponge mops 
...to stand without tipping even on narrow 
steps...to make handling easier. Hot dipped 
and hand dipped for extra durability. 


De Luxe Mop Wringer Pail 


Easy to use as 1-2-3. Its simple one-foot 
operation keeps hands out of dirty mop water— 
builds enthusiastic approval among women 
everywhere. Bears the famous Good Housekeeping 
Seal of Approval. Sells in volume wherever 

it is featured! 
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..Perfect Position 


for Pail Profits 


::. when these fine De Luxe Pails stand 
between you, Mr. Dealer, and your 
customers. You’re loaded with sales 
ammunition because De Luxe design 
and construction features add up to a 


value story that generates sales action! 


Get behind De Luxe volume-builders 
» +. see your jobber today! 


EAVY ME TAlWap, 


SCHLUETER MFG. CO. 


ST. LOUIS 7, MO. 


De Luxe Dairy Pail 


Here’s a fast-selling tin pail with special appeal 
to the rural trade. The easy-pouring lip 
controls the flow of milk—prevents splashing, 
spilling, and waste. Raised easy-to-clean 
bottom, heavy wired top, heavy tin wired 

bail, riveted ears. 























Don't Miss This 
Profit Opportunity 


New, Improved 10-N 


GARDEN GROWER 





Here’s an item that represents an extra sale, 
and a substantial extra profit. NOW is the 
time to give it prominent floor and window 
display. 


10 inch revolving reel with saw-tooth carbon 
steel blades. Double-edge welding knife, 
adjustable for depth. 5-prong detachable 
cultivator. Shovel attachment. Lawn mower 
handle, adjustable for height. Attractively 
finished. 


OTHER POPULAR NORCROSS PRODUCTS | 
* Cultivators (1, 3, 4, 5 prong) * Weeders | 
* Asparagus Knife * Full Line of Forks 


C. S. NORCROSS & SONS CO. 
BUSHNELL, ILLINOIS 


Ask Your Independent 4 
Jobber 






OFTTATLIAY Garden Tools 











| 16 S. Park St., 
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Compact Rack Displays 30 Saws 


“ f, 


Harold Goetz of Goetz Hardware, 
Mansfield, Ohio, 
looks at the compact saw display he 
built for the store operated by him- 
self and his son, Ear]. Built to show 
as many as 30 saws, the unit stands 
slightly over 32 in. and is supported 
on a 12 in. base which in turn rests 
on a smaller, pipe supported base 


This saw display caught the eye in the Goetz store. 





& 


revolving on four bearings. A 1% 
in. groove cut into the plywood 
base supports saw handles. Sawed 
notches in the 8 in. upper section 
of the rack support the ends of the 
saws. A hoop toward the top of 
the unit holds saws in the rack 
which may be revolved by the cus- 
tomer. 


Features Service in Reminder Ad 












RELY ON US TO HELP YOU 
DURING 1952 


Make use of our expert shop repair service on gaso- 
line engines, chain saws, power lawn mowers, garden 
tractors, washing machines, etc. 


SATISFACTION GUARANTEED—REASONABLE RATES 


, ms by ee 
HARDWARE 


GA 2-4215 % WASHINGTON AT SUSQUEHANNA 97 












Right at the beginning of the year A. L. Davis Son, Binghampton, 
N. Y., hardware firm, reminded its customers in this two column by 
3 in. ad that it was the place to seek repair service. 
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FOR POWER MOWERS 
YOU CAN REALLY SELL 








ROTARY POWER MOWERS 






















TRADE MARK 


New IN GOOD LOOKS 


Notice the modern tear-drop design of the 
16” models, the smooth lines of the self- 
propelled 20”, and the rugged simplicity of 
the 32” twin blade “professional”? model. 


New IN SAFETY 


Guarded in front and rear and on both 
sides. 16” models also feature new “‘finger- 
flick” front guard that flips up when 
working on thick growth or heavy weeds. 


New IN PERFORMANCE 


Scientifically designed to distribute cuttings 
evenly over lawn, with floating handle to 
increase maneuverability. Wheels are posi- 
tioned to prevent scalping and give close 
trim at both front and sides. New one- 
piece friction-free, tempered steel blade 
with double-lift action gives exceptional 
performance in maintaining a well groomed 
lawn, and is reversible for double blade life. 


COMPETITIVELY PRICED 


We wonder Renmar Rotary Power Mowers 
ane being used tn every state tn the nation! 














WRITE FOR NAME OF YOUR 
NEAREST DISTRIBUTOR 





KENMAR MFG. CO., Incorporated 


50 NORTH FIFTH, KANSAS CITY 18, KANSAS, U.S.A. 
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“FARMERS HARDWARE 
@DSkelgas Dock 
SKELGAS APPLIANCES & 

SERVICE 


CORNER MAM ~ GREEN Bay 


The new bottle gas dock is located about three blocks from the store on a well 
traveled highway. Its height is just right for loading or unloading a truck. 


Serves 500 Bottle Gas Customers 


also shown by the firm at the 


Bottle gas business has long 
been a source of profit for Farm- 
ers Hardware of Shawano, Wis., 
which is currently servicing more 
than 500 accounts within a 20- 
mile radius of the city, with its 
population of 4,500. Recently the 
firm built a new reinforced con- 
crete dock for storage and serv- 
ice as a means of better serving 
its trade. 

One man devotes his entire time 
to delivering and servicing bottle 
gas equipment and bottle gas. 
The firm sells 35 lb. gas drums 
but has succeeded in switching 
many users to the 100 lb. drums, 
most customers getting delivery of 
two of the large drums at a time. 

H. H. Meyer, president of the 
firm, reports that the company 
services a number of restaurant, 
hotel and roadside stand customers 
as well as farm and home con- 
sumers. Being in the heart of a 
vacationland the company | serves 
many resort accounts from the 
spring through the end of Sep- 
tember. 

An increasing number of farm- 
ers in the Shawano area are using 
bottled gas for water heaters, 
cooking stoves, refrigerators, and 
brooders. Mr. Meyer reports that 
a large farm may use two or three 
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times as much bottled gas as a 
town or city customer. 

A fine display of bottled gas 
ranges is shown in the store’s ap- 
pliance department. Ranges and 
other bottled gas equipment are 


nual Shawano County 


Meyer says that it 


hibit at such 
contacts made 
such a time. 


a fair 
with 


Fair. 

pays to 
due to 

prospects 


12-Month Toy Display on Five-Level Island 


an- 
Mr. 
ex- 

the 

at 





Among the special fixtures used at Welch Hardware in Oconomowoc, Wis., 
is this five level island for featuring toys throughout the year. Measuring 
6 by II ft. this unit has been the means for several years of keeping toys in 

the good seller classification on a 12-month basis. 
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Letters to the Editor 
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What's a Picket Pin 
Dear Sir: 

You asked recently, “What Is a 
Trocar.” Well, a trocar or bull 
punch is about %% in. in diameter, 
with a pointed shaft. It is usually 
about 814 in. long with a wood or 
metal handle. It is used in con- 
junction with ringing a bull’s nose. 

Here is another old timer to ask 
the boys: “What Is a Picket Pin?” 

Yours truly, 
Claude G. Poore 
Salt Lake Hardware Co., 
Pocatello, Idaho. 


Editor’s Note: You're half right, 
Mr. Poore, for it’s also used to re- 
lieve bloat. We asked our hardware 
expert, Editor Al Mangin, what a 
picket pin was. He scratched his 
head for a moment, then drew a 
picture of one. We checked with 
several catalogs, and, by golly, he 
was right again. How many other 
old timers remember a picket pin? 
What is your candidate for a piece 
of old time merchandise to test the 
experts? Drop us a note about it. 





Another Trocar Expert — 
Dear Sir: 

Here is a description of a trocar 
which I think the hardware family 
would best understand: Take a 60 
penny nail and cut the head off and 
place a wooden handle on this end. 
Now take a small metal tube, about 
a half inch or so smaller than the 
nail, but which fits snugly and will 
slide up and down easily on the 
nail. There you have a trocar, ex- 
cept as to actual length and sharp- 
ness of the point. 

Yours truly, 
F. E. McIntyre 
Benson-Coolidge Co., 
Lander, Wyo. 


Hardware Thesis 


Dear Sir: 

I am in business with my father 
and also attend Washington Uni- 
versity on a Master’s Degree in 
Business Administration. This 
term I find I am required to write 
a thesis .. . can you suggest some 
limited topics that I could cover in 
25 pages or so? Perhaps I could 
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—<<OBURN: 


SWING-OVER GARAGE 
DOOR HARDWARE 








TTRACTIVELY priced —lower in cost than spring-actuated door 
l \ sets — the Coburn gravity-actuated Swing-Over Set has 


definite appeal for the great majority of home owners. 

Combine its price advantages with quick, easy installation plus 
smooth, easy operation and you have an item that sells’ fast to 
economy-minded buyers. Write today for catalog and prices to 
Sales and Engineering, 56 Sterling Street, Clinton, Mass. 


THE COLORADO FUEL & IRON CORPORATION * Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION © Oakland, California 
WICKWIRE SPENCER STEEL DIVISION © Atlanta * Boston * Buffalo * Chicago 
Detroit * New York * Philadelphia 


COBURN PRODUCTS 


CF 
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for bath scale sales 
and profits! 





You know it’s true—your cus- 
tomers prefer to buy products they 
have confidence in. That’s why 
your first choice in bath scales 
should be Health-o-Meter. 


Consider the extras you get 





Letters to the Editor 


| conduct some experiments in my 


store which would be of interest to 
you and your readers. 
Sincerely, 
M. B. Spiegelman 
Bert’s Hardware 


| Jerseyville, Ill. 





with Health-o-Meter, too: Amer- | 


ica’s original bath scale, America’s 
best-known bath scale, a 33-year 
reputation for dependable accu- 
racy, consistent national advertis- 


Editor’s Note: Gosh, there are 
so many interesting and worth- 
while subjects that would be worth 
investigation that it’s difficult to 
suggest any one subject. But how 
about related selling? This is a 
subject that too few dealers really 
understand. Perhaps you could un- 
dertake some investigations in the 
store and keep a careful record of 
what can be accomplished by a real 
effort to encourage related sales. 
We'll all be interested in learning 
of your experiences. 





My Father's Business 


Dear Sir: 

Recently my daughter had to 
write a composition for school on 
“My Father’s Business.” I feel 
that this short essay, which I am 
sending to you, may be of interest 
to you. It certainly awakened me 
to the importance of our profes- 
sion. 

Sincerely, 
Benj. Rosenfelt 
Phillip Rosenfelt & Sons, 
30 Main St., 
Paterson 1, N. J. 


Editor’s Note: Because Barbara 
Rosenfelt’s essay on the hardware 
business is a refreshing restate- 
ment of facts that all of us are 


| inclined to forget, we are publish- 


ing. Add it all up and you’ll know | 


why Health-o-Meter Bath Scales 
are your best bet. 


Nationally Advertised in 


Good Housekeeping, Ladies’ Home 
Journal and 





and Gardens. 





CONTINENTAL SCALE CORPORATION 


Better Homes | 


5701 S. Claremont Avenue + Chicago 36, Illinois | 
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ing excerpts of her essay here. 
Barbara is in the 7th Grade. 


My Father's Business 
By BARBARA ROSENFELT 


... My father owns a hardware 
store. Without a hardware store 
we would have no homes, no 
schools, no libraries, no museums. 
Our walls would be unpainted, we 
would be cold because our windows 
would have no glass, and our doors 
would be unlocked and we would be 
unsafe in our homes. 

Everything my father sells is 
useful in some way. He sells the 
carpenter his tools, nails, locks, 






roofing and glass so that he can 
build our homes and buildings. 

When these are built he sells the 
paint which makes them beautiful 
and cheerful. You buy your gar- 
den tools and seeds from a hard- 
ware store. 

After your houses are built, a 
hardware store helps keep them 
clean, for it sells brooms, waxes, 
mops, pails and brushes. 

Your hardware store sells tools 
to every workingman. So you see 
that everything that is made in 
every factory, your car, furniture, 
refrigerator and, in fact, anything 
you can think of, is made by a man 
who bought his tools in a hardware 
store. 

So now you see how important a 
hardware store really is. 





Canadian Expert 


Dear Sir: 

In the Nov. 29 issue of HARp- 
WARE AGE I notice you ask “What 
Is a Trocar?” I believe a trocar is 
a tool used by veterinarians and 
farmers to give relief to a bloated 
animal. ... Iam enclosing a rough 
sketch of a trocar. 

From my 30 years of hardware 
experience, I can say that this tool 
is a slow seller. It is used only in 
an emergency when other methods 
fail. 

Yours sincerely, 

R. P. Kerber, Manager 
Tool Department 
Saskatoon Hardware 
Saskatoon, Saskatchewan 


Editor’s Note: Our Canadian 
neighbor certainly rates as an ex- 
pert. His sketch was perfect and 
the description right to the point. 





Back Issues Wanted 


A long time reader of HARDWARE 
AGE is anxious to obtain certain 
back issues to permit him to com- 
plete his collection of back issues. 
He would like to obtain copies of 
the April 22, 1915 issue, and also 
all issues from September 1915 
through June 1917. If you have 
these copies in your possession, let 
us know and we’ll arrange to have 
them shipped to us at no cost to 
you. 

The Editor. 
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Lighting your way 
to toaster profits 












In almost every kind of merchandise you carry 
there’s usually one standout, one product that does 
much more than merely earn its keep. It turns 
over rapidly. It’s a constant source of income. It, 
and items like it, are the lifeblood of your business. 
Such a product is the ‘““Toastmaster’’ Toaster. 


The reasons why this toaster gives you top turn- 
over are easy to put your finger on. It’s of highest 
quality. So it’s presold in a big way by word of 
mouth. It’s consistently backed with national ad- 
vertising as no other automatic toaster is or ever 
has been. And it’s thoughtfully displayed and ag- 


a RO FR oO F A M E R 
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TOASTMASTER PRODUCTS DIVISION, McGRAW ELECTRIC COMPANY, ELGIN, ILL 


gressively promoted by more sales-minded retailers 
than any other make. 

All of which adds up to an overwhelming con- 
sumer demand for the ‘‘Toastmaster’’* Toaster— 
and to retail profits that go with it! 
**TOASTMASTER” is a registered trademark of McGraw Electri 


Company, makers of ‘‘Toastmaster’’ Toasters, ‘Toastmaster Water 
Heaters, and other ‘Toastmaster’ Products. 


TOASTMASTER 
Crtitomatie Wop fp Sraiter 


CA A T MeEeA LT I 


© 1952 


M E& 


187 











Newspapers Will Play Ball 
With Local Merchants 


By providing the ‘angle’ for a story, Wisconsin 
store got publicity on similar windows used 24 
years apart. 


Local newspapers in smaller 
cities and towns are glad to publish 
news of a hardware store’s activi- 
ties if the store has real news to 
offer. Dar Williams got such atten- 
tion from the Waukesha (Wis.) 
Daily Freeman, early in 1951, by 
calling its attention to two unusual 
window displays. Mr. Williams and 
his son, Russell, who operates 
Perkins Hardware in Waukesha 
showed Maytag washers of 24 
years ago and present-day models 
in their windows. 

The newspaper featured pictures 
of both windows and a news story 
in its real estate page. As a result 





the entire town read about this — Goudes to Wedaaien Cals Wadlar Proomend 
store. 

The Perkins Hardware Co., has These are pictures of two washing machine window displays, used 24 
sold more than 3,000 of these wash- years apart, which were reproduced in Waukesha, Wis. Daily Freeman. 


ers. The store has some customers 
who have bought three washers 
over the years. 


Service Means Sales 


“One reason why we continue to 
sell many washing machines is that 
we give excellent service,” says Mr. 
Williams. “We can get replacement 
parts from the factory quite fast, 
and we have a separate repair shop 
where we handle complete repair 
jobs. Knowing that they can get 
good, fast repair service has given 
customers confidence in our store.” 

The store displays washers and 
other appliances at local fairs and 
building shows, and also uses con- 
siderable newspaper space and di- 
rect mail on washing machines. 
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RENTS AMERICAN 
SANDERS... 


JO Z0 4 


OCLE dtd 


Mike Hall, at left, and Mel Holmquist, at 
right, clerks in the paint and wallpaper 
store of Swanson’s, Inc., St. Paul, check 
the display of American Rental Sanders 
which are an important source of income 
for the store. 





Sander rentals bring in big two-way profits for Swanson’s, Inc., the 
progressive paint store operated by Reuben and Abel Swanson in 
St. Paul. They’ve been renting American Floor Sanders to their 
customers for 20 years and have found this feature a real business- 
builder and profit-producer! 

Today—Reuben Swanson figures that sander rentals increase 
paint sales 20 % for a volume of $6,000 per year! This includes 
paints, varnishes and allied items such as brushes, abrasive paper, 
thinners, etc. In addition—the sanders ring up $3,300 in rental 
fees alone! 

Folks everywhere like the idea of getting ‘new floors for old” 
and saving money by doing the work themselves with American 
Rental Sanders! Easy for customers to operate these machines. 
Easy for you to profit by using our highly successful Rental Plan! 
Send today for booklet with complete money-making details . . . 
use Coupon. 
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MERICAN 


A FLOOR MACHINES - PORTABLE TOOLS 


The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3, Ohio 
(J Send 12-page illustrated booklet showing 
how to make money in the floor sander 
rental business. 
[] Send latest catalog on the following, with- 
out obligation: 
[] Floor Sanders [] Floor Edgers 
[] Floor Maintenance Machines 
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No other screw-holding 
device functions as readily as Bridgeport 
SURE GRIP. The spring-steel flexi- 
ble fingers open by slight pressure of thumb 
and forefinger; thé screw is gripped 


The open stock SURE GRIP line is complete 
in all wanted sizes and types, including Phillips Head, 
All have shock-proof Amberlite handles. 
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Traffic Building Ideas 


=e 





ieee! 


In almost every small town and 
city which has a large rural trade, 
the leading citizens, merchants and 
professional men are always will- 
ing to back any worthwhile project 
which will help to build a better 
agriculture. 

There is little doubt but what 
this sort of co-operation through- 
out many states of the nation has 
helped farmers to obtain better 
stock and adopt better farming 
practices. Such promotions, too, in 
many instances have built a better 
rural trade for participating mer- 
chants. 

Here are a few good rural trade 
and educational programs which 
function in various states: 


Annual Cheese Day 


Green County, Wis., is one of the 
largest cheese producing areas in 
the nation, and so the industry, 
with the cooperation of business 
men and other citizens, stages an 
annual Cheese Day to celebrate the 
event. About 75,000 people are at- 
tracted to this yearly affair. Pa- 
rades, street dancing, 20 bands, 
and cheese displays, help to high- 
light the celebration. More than 
85,000 cheese sandwiches were 
given away one year, while crowds 
bought many others. Most of the 
sandwiches were prepared with 
Swiss, limburger and brick cheese 
and kept in refrigerated trucks. 
Monroe serves as the distributing 
center for four counties which 
make 75 pct of the Swiss cheese 
produced annually in the United 
States. 


* * * 


Rural Guests Fair 


Twenty-five farm families from 
25 eastern Iowa counties are guests 
each year of the Cedar Rapids, 
Iowa, Chamber of Commerce for 
the annual Farm Family Day at 
the All-Iowa Fair, Cedar Rapids. 

The event was organized in 1946 
by the merchants as a means of 
expressing the appreciation of 
Cedar Rapids people for the high 
type of rural citizenry in the city’s 
trade area. The farm families are 
quartered at local hotels during the 
day, with Boy Scouts as their es- 
corts. At the fair grounds they 
are provided with special reserved 
seats. At night they have a dinner 
with merchants and their wives, 
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priced right! 











Now! A Tilting Arbor Saw 


for 





! We 


6 Models — 2 Sizes with 


14% VARIATIONS! 


Duro is now offering the largest, most complete line of popularly priced 
tilting arbor saws in power tool history! Rugged, streamlined, fiexible 
they enable you to clinch more power saw sales—faster, and insure 
greater customer satisfaction with a minimum of sales resistance. 
You can offer just the right power saw for every job, in a style to 
giooee every prospect, in a price range to meet every budget! And best of 
all—you carry a smaller inventory than ever before! The 6 basic Duro 
wer saws—in 2 popular sizes—can be varied in 14 different ways! 
This gives you a competitive advantage second to none, eliminates the 
need for a large cash outlay and assures you a greater sales potential. 


Find out today how the Duro Power Saw line can mean more profit- 
able business for you—learn about the Duro Franchise plan—it will 
pay you to investigate today—it may cost you much not to! 


¢ Reasons Why Dealers Prefer to Sell Duro Power Tools 
/. The Duro line of power tools is complete—priced right and en- 
gineered for long lasting, dependability and service. 

2 Only Duro offers special “‘package" plans... to suit every dealer's 
pocket book and space limitations . . . makes it easy to start in the 
profitable power tool business with minimum stock and cash outlay. 

3 « Duro backs every dealer with powerful, consistent lead-producing 
national advertising in a large list of consumer publications. 

4 Duro furnishes dealers with “‘live"’ sales leads, in their locality; 
colorful window streamers, counter cards, mat ads and mailing 
pieces—all available FREE. 


DUR METAL PRODUCTS 


COMPANY 


Also Makers of Duro-Chrome Hand Tools 


12", 13° AND 26", 








and 


BAND SAWS IN 4 SIZES— 
10", 12", 18" AND 16°. . 
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These Quality Features Sell 
Duro Power Saws... 


Faster! 


More and more consumers everywhere are recognizing 
the vast superiority of Duro Power Saws. Designed for 
smoother, faster effortless performance they are rapidly 
becoming the foremost power saw values in America. 
They are unmatched for quality, performance and 
productivity. Here’s why: 


e Rugged cast iron construction ¢ Modern, streamlined design 
¢ Simple and easy to operate 
¢ Ball bearing equipped 


¢ New safety—greater versatility 


e Handy, convenient controls 
e Increased capacity and power 
e Greater precision accuracy 





NG & SCROLL SAWS IN 3 SIZES— LATHES IN 4 SIZES—8" x 27°, 10° x 31’, 





“pts A COMPLETE LINE OF JOINTERS, SANDERS AND ACCESSORIES 


WRITE FOR FULL DETAILS 


Write today for full information and details on the great 
line of Duro Tilting Arbor saws and facts about the 
complete power tool line—learn too, how you can bene- 
fit by becoming a Duro franchise dealer. 





2684 N. KILDARE AVE., CHICAGO 39, ILL. 









10° x 37", 14° x 38’. 
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OASHER WITH 
ADJUSTABLE SCRAPERS 





Household Sizes: 


The Freezer 


VALUE 


of the Year 





The New 


PEERLESS 
FREZO 


Today's outstanding freezer 
VALUE—the new Peerless 
FREZO. A sturdily built, quality 
freezer made by the makers of 
the well known triple action 
Peerless Freezer. 
for a quality freezer makes it 
an attractive leader for quick 
turnover and more profits in 


Its low price 


1952. Ask your iobber. 


FREZO Features: 


GEARLESS CAN TOP 
TA 


GEAR FRAME tL CAN 


GEARS INCLOSED 






STEEL CAN BOTTOM 


2 to 8 Ots. 


Write us or ask your jobber. 


The PEERLESS FREEZER CO. 


WINCHENDON, MASS. 
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| home, 


| William Tell 
| stages the event, with both farm- 





Traffic Building Ideas 





and then go back to the fairground 
for the big evening show. They 
are also presented with gifts do- 
nated by merchants. The cere- 
monies take place in front of 


grandstand crowds. 
* . * 


Popcorn Day 


Things really popped at Ida 
Grove, Iowa, recently when mer- 
chants staged a Pop Corn Day 
Celebration. Witness the fact that 
the merchants had 10 bands, a 
night show by saddle club riders, 
a dance, and a parade, in addition 
to exhibits of popcorn, plus talks 
by experts on how to grow it. 


* * * 
Farmers’ Night School 


When numerous farmers signed 
up for a 10-weeks’ night school 
course in agriculture at the Britt, 
Iowa, high school, merchants gave 
them free refreshments every night 
they attended the school. This 
helped to swell attendance and to 
promote better relations between 
farmers and business men. 

* * * 


William Tell Play 


Farmers and townspeople gather 
each year at New Glarus, Wis., for 
the annual staging of the Wilhelm 
Tell festival. The Schiller drama 
of Switzerland 600 years ago, when 
it was winning its independence 
from Austria, is always popular. 
The performance of the play is in 
both English and German, on suc- 
cessive days, and is staged out- 
doors. Between acts the villagers 
yodel and do Swiss folk dances. The 
Community Guild 


ers and townspeople in the cast. 
* * * 


Farm Buildings Day 


Citizens of Oklahoma City, Okla., 
co-operate with the Oklahoma A. & 
M. College in holding an annual 
Farm Buildings Day which attracts 
farmers from many areas of the 
state. The annual program in- 
cludes showing of a model farm 
model farm kitchen and 
model farm buildings. Transpor- 
tation to the various installations 
is offered free to the public. Last 


| year a new Grade A dairy barn 


was added to the layout. 


« 


Conservation Camp 


An annual four-day conservation 
camp for 4 H club members from 
all sections of the state is held near 
Seward, Neb., each year. The 
primary object of the camp is to 
help to educate the youth of Amer- 
ica in the philosophy and methods 
of conservation by means of dem- 
onstration and actual participation. 
Last year’s camp attracted ap- 
proximately 125 hunters. 

* 7 * 


Farm Visits City 


The third annual “Farm Visits 
City” program was sponsored this 
year by the Greater Jackson, Mich., 
Agriculture Council and was an 
outstanding success with over 200 
rural visitors. They were guests 
of Jackson business and industry. 
This program is the reverse of the 
“City Visits the Farms” also held 
annually by the ag council. Both 
projects are conducted to better 
unify the city and county, and 
offer an excellent opportunity for 
both groups to become acquainted 
with each other and know some- 
thing of the problems of both 


groups. 
. * * 


This is No Bull 


Business men of Alliance, Neb., 
through their Chamber of Com- 
merce, lend a helping hand to many 
livestock conventions and programs 
in that city. The Chamber also 
publicizes to all its members and 
to the public the fact that more 
than 750,000 cattle are fed annually 
in the Alliance trade territory and 
this contributes greatly to the pros- 
perity of the region. It claims to 
sell more Hereford bulls at halter 
than any other point in the United 
States. Farmers and_ ranchers 
make Alliance their trade head- 
quarters because the businessmen 
are so friendly and co-operative. 

— * * 


‘They Swarmed to This One 


When an annual Swine Institute 
was held at Austin, Minn., last win- 
ter, more than 2000 farmers came 
to town to attend meetings in the 
High School Auditorium. More 
than 10 qualified speakers spoke on 
various phases of swine manage- 
ment. Hotels and restaurants were 
swamped with hungry people. 
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The Egg Capital 


It is claimed by the enthusiastic 
residents of York, Neb., that the 


area is the nation’s egg capital. | 


The chamber of commerce helps 
the idea along by distributing post- 
cards to this effect, and advertising 
this idea whenever it can. The big 
Egg Festival in York each year at- 
tracts thousands of people and en- 
courages farmers to greater and 
better egg production. 


* * * 


Broiler Project 


When the Meridan, Miss., cham- 
ber of commerce agricultural com- 
mittee began promoting the rais- 
ing of broilers in that area recently 
the response was excellent. More 
than 50 farmers signed up for the 
project backed by feed and hatch- 
ery men and other business men. 
A series of meetings was held, with 
qualified feed and other merchants 
telling of the problems involved in 
raising broilers and how to handle 
them. Now the business men be- 
lieve they can develop a market for 
broilers in addition to handling the 
local demands. 

* * . 


Farmers’ Breakfast 


A good business idea was used 
by business men of Perry, Iowa, 
recently. They invited farmers to 
come to Perry to attend a free 
farmers’ Breakfast, and served 
orange juice, pancakes, little pork 
sausages, fried eggs, ham and toast 
and coffee. Many of the farmers 
remained in town to do a lot of 
buying. They hurried through 
early morning chores to get to 
Perry to eat with their business 
men friends. 





HARDWARE HUMOR 
By Hardware Age 
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The Eyes get it! 







































eat sales advantage you have when you 


i ‘d Food Mixers. As your 
ure ” round-the-bow!” mixing, 
their own eyes see why KitchenAid is 0 me oe 
why it assures far more thorough —_— ; 
they'll get such uniformly excellent results. aie 
see the single beater v— 
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When they er Ps 
traveling completely around the inside ry } 
surfaces of the bowl .-- rotating as A 
it travels --- completely covering 
every spot in the powl . . - they ll 

ciate why 


immediately appre 
different, better 


KitchenAid is 
ood mixer. 


than any other f 
Their eyes too will show 
them the other great 
KitchenAid advantages - - - 
the handy, up-front mixing 
guide, the Pyrex prand bowl 


_,, the wide variety of useful 


attachments that KitchenAid’s 


“ puilt-in power” easily 
operates without need for | 
expensive power boosters. : 
For a real sales story, let 

their eyes d0 the selling. You'll “ 
find it pays! KitchenAid Electric ° 
Division of The Hobart Manufacturin 
Here’s Another “Eye-Opener”’ ° A 
the KitchenAid Electric Coffee Mill. " 
Let a demonstration em — _ pend 
get truly fresh, flavor- ea oe 
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yma vractical gift for every —" 
The Hobart Manufacturing Co., Troy, io. 
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Tie in with NEMA year-round program 
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World's Largest Manufacturer of Food and Kitchen Machines 
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With men, who 
appreciate truly 

fine cutting tools, 

the superiority of 
Mann Axes has been 
unquestioned since 
they were first man 
ufactured . . . back in 
1843. There is a model 

i to fit every need—each 
one the finest of its kind. 
Order through your job- 
ber and send for our com- 
plete catalog today. 





LEWISTOWN, PENNA. 
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| When A. & A. Hardware, 1200 Garnet St., San Diego, Calif., moved waxes 
and polishes to the women's side of the store, volume in these lines was quad- 
| rupled. These items had previously been located near electrical and plumbing 

supplies displays. In the new setup, waxes and polishes are on two 8-ft. shelves, 
| beneath which is a shelf of polishing cloths and synthetic sponges. Many women 


| visiting the store specifically to buy cleaning needs, also purchase dinnerware, 


vacuum bottles and lunch kits on impulse. 


Cut Out Federal Funds for Sales Training 


Little hope is in sight for con- 


| gressional approval of the U. S. 


Office of Education request for 


$899,000 to be used in fiscal year 


1953 for distributive trades train- 
ing. 

A big stumbling block in the 
path of the request is the unen- 
thusiastic viewpoint expressed by 
some congressmen who have been 
listening to Office of Education 
representatives. Rep. John E. Fo- 
garty (Rhode Island Democrat) 
told one official during the hear- 
ings that “you are in a pretty 
rough position trying to justify 
distributive education today, I 
believe.” 

Fogarty, whose House appropri- 
ations subcommittee conducted 
the hearings, said that “when the 
cry for economy is rampant all 
over the country” he thinks it is 
necessary to eliminate funds for 
this program. The committee 
lopped off distributive education 
funds last year in what Fogarty 
has referred to as an appiication 
of “common sense.” 

Strong opposition also was ex- 
pressed by Rep. Fred E. Busbey 


(Illinois Republican), who an- 
nounced he had not been con- 
vinced of a need for the program. 
He promised that he would fight 
to prevent distributive education 
funds from appearing in the forth- 
coming appropriation. 

Chances for approval of a major 
portion of the $5,603,000 requested 
for trades and industry training 
in the various states appear good. 
Within the states, determination 
is made concerning distribution of 
funds, depending on local needs 
for “upgrading” of employe skills. 


Farm Youth Day 


When Joliet, Ill., held a Farm 
Youth Day, more than 1800 farm 
youngsters showed up for the 
event. They were taken on a tour 
of important industrial and recrea- 
tional points, given several free 
shows, fed well and were provided 
with excellent dancing facilities. 
The youngsters went back home 
with much appreciation for Joliet 
citizens and their friendliness. 
They talked for days with parents 
and neighbors about their expe- 
riences. 
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ANOTHER “FIRST” 
FOR 
SEAMLESS ' 





SEAMLESS 
‘SAV-A-PITCH* 
Pitcher’s Plate 





STAYS NEW 4 TIMES AS LONG! 


Designed by a pitcher, this is the first basic improvement in pitcher’s plates! . . . SEAMLESS 
“SAV-A-PITCH” Plate assures a firm stance for perfect control—firmer than the ground itself! 
No wood or spikes are necessary. You simply fill the hollow center with 
sand, dirt or concrete and set the plate in position... ““SAV-A-PITCH” is 
actually four plates in one—with all 8 corners and 12 edges reinforced. 
When one surface and edge are worn, the plate is turned to a new position. 
Official dimensions— 24” x 6” x 6”... Made by 
the makers of the world-famous “SAV-A-LEG”’ A \MALITT WD 
SAV-A-LEG Home Plate Home Plate. > ye 


*Patent Pending FINEST QUALITY SINCE 1877 
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KNOW - all 
the answers 
about 
industrial 
markers... 


Over a century of 
constant research 
and manufacturing 
“know-how” has 
produced these fa- 
mous American, Old 
Faithful ‘“‘tools of 
identification.” 





oe, 








WHEN IDENTIFICATION | 
COUNTS - COUNT ON | 
OLD FAITHFUL! | 


a1 















You sell real satisfaction 
when you stock and rec- 
ommend these proven aids 
for production, shipping 


and all-around marking! 


Wtndé Joaag 


for FREE Industrial Cray- 
on Guide—solves all 
marking problems! 


Dept. 
HA-32 


the American Crayon company 


dusky, Ohio New York 














Opens New Suburban Super-Store 
In Shopping Center 





Part of the hardware section of the new super-store of Times Square Stores 

Corp., New York City, opened in 1951, in the shopping center at Levittown, 

Long Island, N. Y. Having 18,000 sq. ft. of display space, the opening was 
featured in a full hour broadcast over Station WGBB. 


Window Surface Lists Locker 
Canning Supplies 


In season — from the 
middle of June until 
late in August — J. B. 
Fiest of Lincoln Hard- 
ware, Tacoma, Wash., 
combines canning and 
locker supplies in a 
table near the front of 
the store. With the 
fruit and berry season 
in full bloom, in that 
period, Mr. Fiest tied 
this window to the in- 
terests of those who 
can or freeze their own 
fruits. The attention 
getting signs, illustrat- 
ed, were painted di- 
rectly on the window 
in green, red, blue, 
yellow and gray last 
year. 


SOCIO AORN Rte 
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DPA Answers Critics 
On Steel Barter 


Sales patter from mobilization 
officials assigned the task of justi- 
fying the loss of 1,000,000 tons of 
steel to England is now shaping 
up this way: 

Ingots will comprise the bulk 
of the shipments, and ingots are 
in “reasonably free supply.” 

Critics of the barter deal (alu- 
minum and tin for steel) are call- 
ing attention to the fact that there 
is substantial unused steelmaking 
capacity in the German Ruhr. 

Defense Production Adminis- 
tration says shipment of the in- 
gots to Britain “should not have 
any effect” on future steel allot- 
ments to civilian producers in the 
U. S. during second half of 1952. 
They claim that if civilian output 





is cut again, it probably will be | 


the result of the copper shortage. 
American consumers of civilian 
goods actually can’t afford not to 


“go along” with the barter deal, | 


so the DPA argument runs, be- 
cause the 20,000 tons of tin the 
British have agreed to ship from 
Malaya will go a “long way” to- 
ward relieving shortage of house- 
wares and related lines in U. S. 
homes. 

In addition to the shipments of 
ingots, DPA will supply Britain 
with pig iron, scrap, and ore from 
off-shore sources. 





Excise Relief for Skiis 


House Ways and Means Com- 
mittee is considering a proposal to 
exempt children’s skiis and skii- 
poles from the manufacturer’s 
excise tax on sporting goods. The 
bill is sponsored by Rep. Charles 
P. Nelson (Maine Republican). 
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“Of course, if you're in a position 
where cost must be considered, we 
have the economy coat hanger." 
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Get the benefit of top-quality bolts, packed in 
clearly-labeled, sturdy corrugated board con- 
tainers. Use the up-to-date information of our 
concise, simple to use catalog to order and 
stock Buffalo Bolts. 
You'll get the perfect combination of supe- 
rior bolts in superior cartons at the same 
price as ordinary bolts. Order in either car- 
load or Lcl lots. They’re easier to stock, 
and handle... move better. Write for 
Catalog #51 and also ask for circular on 
uantities, weights and types of bolts in 
Heady Pack cartons. 


UFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities 
PRODUCERS OF CIRCLE @ PRODUCTS— BOLTS ¢ NUTS © RIVETS AND SPECIAL FASTENERS 





























































THE LAST WORD IN 
WIRE PRODUCTS 


, BRASS, COPPER, DARK, / 
TINNED, GALVANIZED  / 
\ COILS AND SPOOLS , 
\ 10Z.TO 201K. / 
\ PACKAGES —/ 








STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 





STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 





SOLD THROUGH 
JOBBERS ONLY 











ASK YOURS FOR PARTICULARS 


CONFIDENCE 





witH 


NCHOR 


WIRE CORPORATION 


183-16 JAMAICA AVE 
LONG ISLAND, NEW YORK 


BUY 


ae ee | 











YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screw: 


@CAP AND SET SCREWS 
© SOCKET SCREWS 
@ TAPER PINS e NUTS @ STUDS 
@ They’re Quality Made to be Trouble Free 
@ They're better packaged for easier stock 
room service 
© They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


Ask for CHICAGO and get “Safety Plus” from 
your HAROWARE DISTRIBUTOR today. 


CHICAGO SCREW COMPANY 


2509 Washington Bivd. + Bellwood, II! 
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50-Ft. Display Keeps Paint Active 


(Continued from page 168) 


| of the department are plainly vis- 
| ible from all angles. 


Both town and rural customers 
visit this rear of the store depart- 
ment for paint and related lines and 
for information as to painting tech- 
nique and quantities and types of 
materials needed. A wide waist- 
high ledge provides good space for 
brushes, scrapers, roller coaters and 
other accessories. Color charts are 
displayed at frequent intervals. 

The Martin brothers feel that if 
such a long department were lo- 
cated on a side wall the lower shelf 
area would be so difficult for cus- 
tomers to see that much of its dis- 
play value would be lost. Present 


| placement of the department gives 


customers a full view of the entire 


| department from practically any 


point in the main aisles. 


Supplementing sales in the paint 
department is a large display area 
for wallpaper, plus a reserve stock 
storage section. Showing paint and 
wall paper close to each other has 
been the means of increasing vol- 
ume and profit in both types of 
merchandise. 

Both of the Martins are active 
in outside appliance selling. One of 
them is out each business day while 
the other brother stays in the store. 
On their days outside the brothers 
visit appliance prospects in town 
and out on the farms. It is their 
habit to remind all whom they visit 
of the extensive paint and wall- 
paper stocks offered. This promo- 
tion is backed up with newspaper 
and direct mail advertising as well 
as by seasonal window displays. 





Profit Hints for Power Mower Service 


Editor's Note: The following is a letter received from Mr. Clinton Kent 
Bradley of Mountain View, N. J. Because Mr. Bradley’s letter emphasizes, 
from a practical viewpoint, points essential to profitable mower servicing, 
we are publishing his comments herewith. 


Dear Editor: 

The article by Al Greene (“The 
Key to Power Mower Sales,” HA, 
Jan. 24, p. 87) is a nice job. Mower 
service can and should be a 12- 
month job for a shop. I know men 
who do as much work in the winter 
as in the actual mowing season. 

The trick is to use October or 
November to go out and pickup 
hand and power mowers. At first 
this will be a straight canvassing 
job for either the repairman, 
helper, son, wife or daughter. 

Telling owners that more time 
can be spent on their machine to 
obtain needed worn parts and get- 
ting their mower back before the 
Spring rush is usually enough sales 
talk. 

The main thing is not to bring 
back the mower before, during and 
shortly after the Christmas holi- 
days. This means time and mate- 
rial tied up, but it is money in the 
bank, so to speak. 

Another thing is the merchan- 
dising of repair and replacement 
parts. Too often a repairman will 
spend time patching up a busted 
handle or taping on a loose tire 
when he could sell a new one faster 
and with profit. The same goes for 
rollers and bottom knives. 


A smart repairman is like a 
groundhog, eating his way through 
the winter on stored-up work, and 
coming out in the Spring sleek and 
fit, unlike the bear that sleeps all 
winter and comes out in the Spring, 
gaunt, thin and hungry. 

It’s a good idea to make a mail- 
ing in the Fall, reminding mower 
owners that by bringing their ma- 
chines in during the early Winter 
months they are assured of having 
the mowers ready for next Spring, 
and will probably receive a better 
and more economical repair job 
since the repair shop is not under 
pressure and does not have to work 
overtime in the Winter. 


Asks Removal of Ban 
On White-wall Tires 


Removal immediately of the gov- 
ernment ban on production of white 
sidewall tires was urged by H. E. 
Humphreys, Jr., president of the 
U. S. Rubber Co., who said that the 
restriction is causing black mar- 
kets and international traffic in 
white sidewalls. Production, he 
said, could be started 30 days after 
the NPA ban was lifted. 
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Uses Panels on Island Units for 
Showing Specialty Goods 











Schlafer's in Appleton, Wis., use display panels on the upper level of three of 
their island fixtures, for showing samples of specialty items. Merchandise so 
displayed moves better than when displayed horizontally in shelves. Display 
panels are hinged at the top. To get stock the sales clerk merely lifts the 
panel. Sample items are securely fastened to the panels with wire and pegs. 


anything 
1S easy 









Fy BLADES 











Why not make sales easy by 
selling your customers 
STAR hacksaw blades, 
frame and metal-cutting 
band saws? Over the years, 
you can’t beat this combina- 
tion of the best-selling line 
plus consistent advertising 
to your customers. 


| Remember — with the STAR 
line the first sale is easy, re- 
peat sales are easier. 





recognized distributors 











| 
| Sold only through 
} 
| 


CLEMSON BROS., Inc. 
Here are 32 bats on display around the perimeter of this home-made display | ~~ - MIDDLETOWN, N.Y., U.S.A. 
fixture that occupies only 18 by 34!/, in. of floor space and is 40 in. high. The | 2 OE Hokers of Hand ond Power Hack Sew Blodes, 
rack was made by Herman Lowe of Herman Lowe & Co., 946 State St., Bowl- fier) —_ opto cgmaaimee 
ing Green, Ky., of one-quarter inch masonite constructed cround a three- i. — 

quarter inch frame with slots cut in the 2!/, in. overlap to hold the bats. ‘Shee 






@ 10818 
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The Favorite of the 


Home Gardener 


Display the little red lantern 
and sell the customers with the 
“green thumb”. 


Handsome enough to hang any- 
where—adds hours of light. 


|R.E. DIETZ COMPANY 





SYRACUSE 1, N. Y. 


DIETZ COMET 









¢) x-acto 


HANDICRAFT KNIVES * BLADES * TOOLS 


No. 205 HOBBY WORK BENCH 
(size: 20” x 10” x 1542”) — 

with complete selection of X-acto 
Hobby Tools and Knives—List $48.00. 





Every Progressive Hardware 
Store should have a Hobby 
department. 


Retailing from 25¢ to $30.00 





Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 
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National 


American Gas Association annual con- 
vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 


American Hardware Manufacturers 
Assn., semi-annual convention meet- 
ing jointly with the Southern Whole- 
sale Hardware Assn., April 6-10, 
at the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Arthur A. Faubel, 
342 Madison Ave., New York City 
17, secretary-treasurer of the man- 
ufacturers Association; T. W. Mc- 
Allister, 814 Metcalf Bldg., Orlando, 
Fla., managing director, wholesal- 
ers’ association. 


Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. S-hoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. ‘ 


Hardware Week (irha), April 17-29, 
sponsored by the National Retail 
Hardware Association, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind. 


Housewares and Home Appliance 
Manufacturers’ Exhibit, July 7-11, 
at Atlantic City, N. J., Auditorium. 
Sponsored by National Housewares 
Manufacturers’ Assn., 1140 Mer- 
chandise Mart, Chicago 54. A. W. 
Buddenberg, secretary. 


Industrial Supply Convention, May 
19-21, at Atlantic City, N. J. Spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Association. R. Kennedy Hanson, 
general manager, 1346 Connecticut 
Ave., N. W., Washington, D. C.; 
the National Industrial Distributors’ 


Hardware and allied 
trade events up-fo- 
date in each issue 
of Hardware Age 





Events 


Association, H. H. Rinehart, execu- 
tive secretary, 1900 Arch St., Phila- 
delphia 3, Pa.; Southern Industrial 
Distributors’ Association, E. L. 
Pugh, secretary-treasurer, 712 Vol- 
unteer Bldg., Atlanta, Ga. 


International Trade Fair, March 22- 
April 6 at the Navy Pier, Chicago, 
Ill. Executive vice-president John 
N. Gage, Col. U.S.A. (Ret.). Head- 
quarters, Merchandise Mart, Chi- 
cago 54. 


Locksmith’s Convention and Trade 
Show, May 3-4, at the Hotel Park 
Sheraton, New York, sponsored by 
regional and locksmith’s associa- 
tions throughout the U.S.A. Con- 
vention headquarters, 110 E. 59th 
St., New York City; Robert Rog- 
non, chairman. 


National Cutlery Week, May 4-10. 
Sponsored by the American Cutlery 
Manufacturers Association. Lewis 
D. Bement, Deerfield, Mass., execu- 
tive secretary. 


National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 


National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 


National Association of Sheet Metal 
Distributors, Annual Spring Meet- 
ing, May 8-9 at the William Penn 
Hotel, Pittsburgh, Pa. Thomas A. 
Fernley, Jr., 1900 Arch St., Phila- 
delphia 3, executive secretary. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
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More Customers 
will Want the. : 


BOSS 


WYTEFACE: 


The new BOSS WYTEFACE Steel Tape packs all 


these outstanding features in one economy tape: 
@ Genuine WYTEFACE steel tape line 

@ Wide-sweep winding handle with less friction 

@ Convenient notched finger grip edge on its rugged all-metal case 
@ Priced for volume sales 


A Wyteface Steel Tape for Every Purpose 
FAVORITE® WYTEFACE — finest of all top quality steel tapes — is 
available in 25‘, 50’, 75‘ and 100’ lengths. . 

HANDY WYTEFACE now retails for 98¢ for the 6’ length; $1.19 for 
8‘; $1.49 for 10’. 

Trade and consumer advertising on BOSS, FAVORITE and 
HANDY is creating a greater demand than ever before for the 
entire WYTEFACE LINE! 

Prices slightly higher in the west. t Trade Mark 














MEANS MONEY! 


Square Point 
Open Back Shovel... 


SHOPPERS a 
Look 


FOR 
IT se0 


YOU'LL 
MAKE 


money 


ON 


Available in three well-known Magor 
brands, Arrow—Bull’s Eye—Gold 
Target. Each with a reputation that 
builds up terrific sales potential! 
Priced right —built right. Every 
Magor sale assures you a satisfied 
customer — guarantees repeats. And 
there’s no inventory confusion when 
you stock Magor’s simplified line. 
Write today for illustrated price list. 






CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,6.Y. 
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Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 

Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored iby the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
&, Mo. 

Southern Wholesale Hardware Assn., 
annual convention meeting jointly 
with the semi-annual convention of 
the American Hardware Manufac- 
turers Assn., April 6-10, at the Palm 
Beach Biltmore Hotel, Palm Beach, 
Fla. T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla., managing di- 
rector, wholesalers’ association; 


Arthur L. Faubel, 342 Madison Ave., 
New York City, secretary-treasurer, 
manufacturers’ Association. 

Toy Fair, March 10-19, at permanent 
Exhibits in 200 Fifth Ave., 1107 
Broadway, and other year-around 
permanent locations in New York 
City; hotel exhibits at the McAlpin 
and New Yorker. Sponsored by the 
Toy Manufacturers of the U.S.A,, 
Inc., 200 Fifth Ave., New York 
City; H. D. Clark, show manager. 

Trade Fair, Chicago International, 
March 22-April 6, Navy Pier, Chi- 
cago, Ill. Headquarters, Merchan- 
dise Mart, Chicago 54; executive 
vice-president, John N. Gage, Col- 
onel, U.S.A. (Ret.) 


Regional Events 


Pennsylvania Wholesale Hardware & 
Supply Association, annual spring 
meeting, March 6-7, at Hotel Astor, 
New York City. James G. Krause. 
Geo. Krause Hardware Co., Leba- 
non, Pa., is secretary. 

Sportsmen’s Show: Detroit Congress 
Sportsmen’s: and Boat Show (in- 
cludes annual Detroit News Travel 
Show), March 15-23, at the State 
Fair grounds, Detroit, Mich. 

Sports Travel and Boat Show, Feb. 
29-March 9, at Civic Auditorium, 
San Francisco, Calif. Sponsored by 
California Sports, Travel and Boat 


Shows, Inc., 369 Pine St., San Fran- 
cisco 4, 

Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 
Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 

Wisco Annual Merchandising School 
and Sales Show, March 25-27, spon- 
sored by the Wisco Hardware Co., 
Madison, Wis., at company head- 
quarters, 15 S. Brearly St. J. A. 
Fitschen is president and general 
manager. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention and exhibit, March 30- 
April 1, at Whitley Hotel, Mont 
gomery, Ala. Mrs. Euna G. Ramsey, 
1926 Fourth Ave., North Clark 
Bldg., Birmingham, secretary. 

Carolinas Hardware Association of, 
convention and gxhibit, June 10-11, 
at Charlotte, N. C. Mrs. Sally 
Couch Masten, 118% East 4th St., 
Charlotte, secretary. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
at George Washington Hotel, Jack- 
sonville, Fla. W. W. Howell, P. O. 
30x 183, Waycross, Ga., executive 
manager. 

Mississippi Retail Hardware Assn., 
convention, June 15-17, at Buena 
Vista Hotel, Biloxi. David O. Mans- 
field, P. O. Box 1696, Jackson, sec- 
retary. 

North Dakota Retail Hardware Assn. 
convention and exhibit, March 25- 
27, at Fargo. Exhibit, and meetings, 


Crystal and Avalong Ballroom; 
headquarters, Graver Hotel. Miss 
E. J. McGrann, 54% Broadway, 


Fargo, secretary. 
South Dakota Retail Hardware Asso- 
ciation convention and exhibit, April 


1-3, at Cataract Hotel, Sioux Falls. 
O. R. Baily, 1300 So. Jefferson Ave., 
Sioux Falls, secretary. 

Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
at Hotel John Marshall, Richmond. 
George T. Omohundro, Jr., Scotts- 
ville, secretary. 





HARDWARE HUMOR 
By Hardware Age 
wl FINE CUTLERY Ii 











"By George, that knife 
does have an edge.” 
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Home Appliance 
a Nation! 
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This BLACK & DECKER 
campaign hits homeowners 
throughout the spring buy- 
ing season—makes almost = a 


] pat ; % 
* Jacobs drill chuck, and can “em 
wax And of electrn ata 


everybody a prospect! etgentemant tem 


Wend « 
OUALITY.sunT 
by 
MACK & DECKER 
worebie ele 


Beha D corenmes 
fon 


Home Jobs are a Snap 


and barrel of fun for the who 
his ver 






~ } 
rillan, 


4N 
ual 
UP kitchen jane G : hh 


Bocke 
dy fraction nd He powerful ele It cleans! 


r 





r backing pad 





















Right in tune with spring fix-up time, Black & Decker is 
running a special series of big, two-color ads in The Satur- 
day Evening Post and Better Homes & Gardens . . . aimed 
at the huge home appliance market . . . appealing to 
thumb-mashers as well as home craftsmen . . . keeping 
on the sales pressure from March through June! 





That means over 20 million advertising messages to sup- 
port B&D Utility Dealers . . . new prospects for Black & 
Decker Tools . . . more store traffic for all the related 
products you sell! Tie in with this great, national cam- 
paign through your local advertising . . . and you’ll cash 
in on sale after sale! THE BLack & DECKER Mra. Co., 
Dept. H655, Towson 4, Md. 


P ° S. And don’t forget... Black & Decker advertis- 
ing also seeks sales for you, month after month, in 
Popular Mechanics, Popular Science, Mechanix Illustrated, 
American Legion, Farm Journal, Country Gentleman and 
Electricity on the Farm. 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 


(Continued from page 13) 


mildew, and the chemical action of 
strong soaps, hard water and de- 
tergents. The 1l-in. bristles are 
strongly set in an 8x2% in. lac- 
quered maple block, and the handle 
screws into the brush. Retail price 
is 98¢. Empire Brush Co., Port 
Chester, N. Y. 


Toy Tractors 

Two new Murray Trac juvenile 
tractors, Model H-300, shown here, 
and Model H-301, have adjustable 
seats, heavy gage steel frames, 
13%, in. semi-pneumatic tires on 


front and rear, and the rear tires 
have tractor treads. Both models 
are finished in vermilion baked 
enamel, and Model H-300 is chain 
driven with silver trim, while 
Model H-301 is pedal driven with 
white trim. Gear ratio has been 
tested by children from 3-7 years, 
to insure maximum pedaling ease. 
There is also a Trailer-Dump at- 
tachment, Model H-320, that can 
be used with both models. Murray 
Ohio Mfg. Co., 1115 E. 152nd St., 
Chicago, Il. 


Reflecting Letters, Numbers 


New Da-Nite reflecting letters, 
numbers, and signs are made of 
durable aluminum that is clearly 
visible during the day and sparkles 
brightly at night. Assortment 200, 
shown here, has a retail list price 
of $27.00, and includes 12 of each 
letter from A to Z, an extra dozen 
each of A, E, I, and O, 36 letter 
frames, and a free metal mahogany 
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grain finish display rack and win- 
dow display card. Letters retail at 
5¢ each. Assortment 100 of Da- 
Nite numbers offers a complete 
selection, plus display, and Assort- 
ment 300 gives wide selection of 


OPQRST 


UVWX'Y Z's =’. 


reflecting signs with the display. 
Ballonoff Metal Products Co., 2536 
Euclid Ave., Cleveland 15, Ohio. 


Pop-Up Toaster 

This new model No. 1476 Proctor 
deluxe toaster is completely silent 
and features automatic pop-up, the 
Proctor color control, and a crisper 
control. Requires 1000 watts AC, 
and is made of gleaming chrome 
with black bakelite handles. There 
is a base and hinged crumb tray 
for easy cleaning. An attractive 


gee erry 
‘ 


s 
3 


PROCTOR | 


Be luxe 


= PRO 


ag 


c 


* 


TOR: 
plaid and black counter display card 
is available at no cost. Proctor Elec- 
tric Co., Inc., Third and Hunting 
Park Ave., Philadelphia 40, Pa. 


Knife Sharpener 


Here is the Robeson Sharp Stik, 
a new knife sharpener containing 
a round sharpening hone mounted 
on a natural wood holder. The 
ends of the Stik have the proper 
30 deg. sharpening angle necessary 
to sharpen any type of knife, as 


well as scissors. Retail price is 
$1.95 each. Robeson Cutlery Co., 
Perry, N. Y. 


Utility Shelves 


A new line of general utility 
shelves, with one model featuring 
removable towel bar, is known as 
the Tiidee Standard 300 Series. 
Each of the three new shelves is 
finished in Tiichrome metal finish 
and supplied with a free display. 
The display is made of painted 


metal and is quickly assembled to 
show how the shelves are mounted. 
Tiidee Products Co., 1421 Broom 
Lane, Dayton, Ohio. 


Outboard Motor 


A new twin-cylinder, outboard 
motor, the Lightwin, develops 3 hp. 
and weighs only 30 Ibs. It fea- 
tures a large propeller, a three- 
bladed wheel 61% in. in diameter 
by 534 in. pitch, and a high gear 
ratio. Speed control is by one- 
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lever synchronized spark and 
throttle, and steering is 360 deg. 
with full pivot reverse. Fisherman 
Drive permits operation in shoal 


and weedy waters, and underwater 


silencing, with automatic exhaust 
relief and a carburetor muffler, 





provides quiet operation. List price 
is $145. Evinrude Motors, Div. 
Outboard Marine & Mfg. Co., 4143 
27th St., Milwaukee, Wis. 


Child's Armchair 


This attractive Kiddie Armchair 


| for children is of the same durable 


constrvetion as similar adult arm- 





chairs, made of highly polished, 
triple-plated, chrome tubing. The 
seat and back are covered with 
washable Duran plastic in a choice 
of colors. Legs are capped to pre- 
vent marring of floors. Logan Mfg. 
Co., 555 Main St., North Tona- 
wanda, N. Y. 





Electric Shaver Deals 


There are two newly designed 
lucite Schick electric shaver |old- 
ers, one to fit the Schick ‘‘20’’, and 
one to fit the Super and the 
Colonel, that fasten to the wall and 
hold the shavers. With the pur- 
chase of five of these holders, deal- 
ers are given one free holder. 
Packaged in a counter display in 
units of six, as shown here. An- 
other deal offers a free 3-o0z. bottle 






em 82 oa 
Sanily Tatra ir ng Hall 
| oa 


Haar pcr Blech Tgee Fo Pie 





(ia 


SCHICK SHAVER HULU 


ER 


of Schick Pre-Shave Lotion with 
every five ordered, also packed in 
a counter display. Schick, Inc., 644 
Atlantic Ave., Stamford, Conn. 


Wall Vent Tube 


Here is a new type of wall vent 
tube, the Morel Tube Vent, that 
prevents lifting, peeling, and blis- 
tering of paint. The domed cap 
sheds water, fits flush against the 





siding, and can be painted. A 1/6 
in. slot in the dome relieves pres- 
sure, circulates air, releases 
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Use Them to Point Up Sales-Compelling 


= sea, Desi Displays Featuring the CAMILLUS Lines 








Almost 12 million magazine readers are going 
to see and read about leading items in the fa- 





mous CAMILLUS line. They'll see them in the 
Saturday Evening Post, and in Good House- 








keeping . . . just as they have seen other 
CAMILLUS advertising for years. 








They'll read about the popular CAMILLUus steak 





knife set No. P-122 ... the CAMILLUS pony 








jack knife No. 21, outstanding favorite with 








men everywhere . . . the CAMILLUs camp knife 








No. 99 that appeals to both men and boys and 











particularly to men in the Service . . . and the 








_ 


CAMILLUS electrician’s knife No. 27, representa- 







rieian’s 
No. 27 Elects 
ray & practica 
‘lor all craftsmen. 


tive of a whole group of trade and work knives. 









Spotlight These Knives Where Your 
Customers Will See Them. 














Surveys prove that mass display of impulse-sale 
items boosts sales as high as 30°. Get your 
CAMILLUs displays in order — ask your distributor 
about the new ones. Write cAmittus for free 
signs and promotion material—they'll boost 
your sales surprisingly. 









No. D-11 
CAMILLUS 
HOUSEHOLD 
CUTLERY 

DISPLAY 












Be sure you have the advertised items in stock, 





No. 46-24 »lus an ample selection of other CAMILLUs knives 
CAMILL P 

POCKET KNIFE and household knife sets. Ask your distributor 
DISPLA 





now, or write direct for a complete catalog. 





CAMILLUS CUTLERY COMPANY 
70 Genesee St. Camillus, N. Y. 


A 


» 


~~ COMPLETE LINES OF POCKET KNIVES AND HOUSEHOLD CUTLERY 








HARDWARE AGE, MARCH 6, 1952 

















\» 


\ iN _ <Y < ; 
@ WN 
oo a LY) a: ; VU 4 Y 


207 


EMBURY 


The longer Burning 


Safety Lantern 











{8x31 in., and features an ad. 
justable windbreak panel that is 
hinged for use in upright position 


pocketed moisture and reduces con- 
densation in the innerwalls. A 
serrated model retails at 39¢, and 
| a threaded model at 49¢. Morell 
| Cap & Tube Vent Co., Inc., 1041 
Carlyon Rd., Cleveland 12, Ohio. 






No. JOR 
Traffic-Gard / 








| Fishing Lure 

The new Actual Lure Skip-Dip 
|is a real fish processed in pliable 
plastic. A porpoise-like action is 
achieved with the addition of plas- 
tic, transparent side fins just above 
the gills, specially angled. Body is 
keeled to hold a correct swimming 
position, so Skip-Dip can be fished 
just under the surface or at any Eh 2 ee. Bs 
desired depth. No. S170 is 3 to 4 
in. long and weighs %4 to % o2z., 










. 100 Sees of dtilidenis 
warning light on a pint of oil. 


Werle: EMBURY MANUFACTURING CO 
WARSAW, NEW YORK os A 


fe EMBURY == 


LANTERNS & TORCHES 





or as horizontal shelf space. Fire 
box is adjustable to five positions 
for positive heat control, has a 
hand-operated spit, and an auxili- 
ary warming table panel. The grill 
is of strong steel girder construc- 
tion finished in green baked enamel. 
Mell-Hoffmann Mfg. Co., 1827 W. 
Webster Ave., Chicago, II. 








“DAISY” un: 





Protractor-Level 
& '@) e C fa C U i°) S$ A built-in protractor is a special oS 
feature of this new level, called the ge 
RED OR BLACK RUBBER WITH ° ie 
GREEN ENAMELLED HANDLES rig 


Protractor Level. It is made of ex- 


and No. S171 is 4% to 5% in. long, 
weighing % to 1% oz. Retail is ee 
$1.50 and $1.75 respectively. Ac- Bee 
| tual Lure Co. 392 Fifth Ave., New a 

York 18, N. Y. 





Flexible Window Material 


There is a durable new trans- 
parent Flex-O-Glass window mate- 








The DAISY Line ™ Seite 
hold Rubber Goods is fut o: 


fast selling, long profit items for Hard- 
ware Stores. To name a few—Ferce Cups, 
Tank Balls, Bath Sprays, Sink and Bowl 
Stoppers, Faucet Washers, etc. 
catalog and prices now. Write— 


SCHACHT RUBBER MFG. CO. 
DEPT. H HUNTINGTON, INDIANA 


Get new 





208 





rial that is crystal clear, shatter- 
| proof, flexible, and easily sewed. It 
can be heat-sealed with a hot iron, 
and can be used for windows, seat 
and furniture covers, shelf cover- 
ings, wall protectors, shower cur- 


truded magnesium and is unbreak- 
able. A turn of the dial gives the 
angle or drop per foot needed. It 
can measure existing angles or de- 
termine the correct angle needed. 
Available in seven sizes from 24 to 


tains, etc. Guaranteed for two 72 in., and the vial units are re- 
| years. Retail price is 78¢ a sq. yd., placeable if broken. J. H. Scharf 
‘and dealer cost is 52¢ a sq. yd. Mfg. Co., Omaha, Neb. 


|Warp Bros., 1104 N. Cicero Ave., 


Chicago 51, Tl. 





Barbecue Grill 


Here is a compact, completely 
equipped barbecue grill on wheels, 


with cooking, serving, and work- 
table facilities. 


It measures 3414 





Plastic Water Pitcher 


This plastic water pitcher, Duo- 
Por, has been molded to fit the hand 
from any position without a handle. 
It has a 2-qt. capacity, can be used 
for hot or cold liquids, and citric 
acids have no effect on it. A cover 
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MOWAT mati: 


MAT SERVICE 








GREAT . 
MODELS! 
' . for 52 
ee Stufers ar ee < i © Roil up your profits with 
Mowamatic’s sales making Profit ~ 
Builder Kit. Here's brass tack selling 
that brings in the business! Valu- 
able sales tools just when you need 
them! A program full of punch and 
power that ties in with a coustto- 
coast advertising program in Amar: - 
ica’s. leading mogazines... and. all 






Vothing can he Finer 


Catalogs pwer with the 
























ready to go fer National Hardware 
x. Week! . ws Lge 
136,270,000 people will read oe, 
Mowamatic’s exclusive features 
in these magazines: 
#M2122 Mow-a-matic Saturday Evening Pest - 





‘3 up, Full 21° cute Better Homes & Gardens 
: Good Housekeeping. 
House Beautiful 
Popular Mechanics 
Pathfinder - 
Flower Grower 


Sunset oF 











Furacshed with 


CONTINENTAL ENGINES 
According fo ovaflobility 


 Nething. can oily, be ner 


—-mowa-I-matic 4 

















ee é Ay a eer a on 
“yMmtg2t Mow-a-matic =. MA2(22 Mow-a- 
‘ ee hate. Brie. 7 ai J fo arteoerat The Mowamatic Corporation, Dept. 34 
pore em re Wiis A. MP. Fall Pi : 137 S. Fifth Avenue, Mt, Vernon, N. Y. 





it we ¥ 
: Gentlemen: Please send your profit-builder kit without obligction 


ee 


COMPANY_ 





ADDRESS_ 
a ZONE _STATE 


Jobber Preference —__ , - " snsinistniasigtininaianhis 


THE MOWAMATIC CORPORATION 
137 S. Fifth Avenue, Mt. Vernon.N. Y. 
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winklg 


—-" | ~~ a), Plastic-bristled 
\ ~=\ scrub brush 


STIFF PLASTIC BRISTLES 


ilehM A-lolamelile Mm a-tela@elsle mY a-1elad 


THICKLY FILLED 


Wile] 4) the di 


FILLED TUFTS . 


Jive Qwoy 
. way fast! 


Best Scrub 


for the money 


on the Market! 


Sell Twinkle . . . and your 4 
customers have a better clean- 
ing, longer-lasting scrub that 
won't mat or deteriorate in 
normal use; gives them long, 
useful service. Spring clean- 
ing time is almost here. Bet- 
ter lay in your supply now. 
Phone or write your nearby 
hardware jobber. 


NOW IN COLOR_IN DISPLAY BOX 


Oxco’s Twinkle is now sold in white; or in assorted 
white, red, green, blue, and yellow plastic bristles—one 
dozen in colorful counter display box. Order yours now. 


nationally 
advertised... 


THE SATURDAY EVENING POST 
BETTER HOMES & GARDENS 





OX FIBRE BRUSH Prere ty pegs INC. 


FREDERICK MARYLAND 
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, WHAT'S NEW 








| 


traps ice when pouring, and when 
| closed the pitcher keeps the con- 
tents fresh. Available in rose, cop- 
per-tone, green, red, yellow, and 








| 

| moss green. Retail is 98¢. Enter- 
| prise Mfg. Co., Inc., 125 W. Mag- 
| nolia Blvd., Burbank, Calif. 





Pocket Chisel 


Long life and sharpness are two 
of the features of this new 
Witherby Woodchuck pocket chisel, 
which is distinguished by a red 
| handle made of Tenite II plastic. 
| The blade, made of special analysis 
| crucible steel, has a concave taper 
| 


| which maintains thinness well up 
| the blade. Made in *%, %, 1, 1% 
| and 114 in. sizes, and packed six to 


a box. A handy plastic roll con- 








tains three popular sizes, 12, %4 and 
1 in. A display carton is available. 
Winsted Edge Tool Works, Win- 
sted, Conn. 





Heavy Duty Cord 


Here is a heavy-duty cord for 
all-purpose indoor and outdoor use, 
called Ashaway Handy Tye-Cord, 
specially braided from high ten- 
acity du Pont Cordura. It 1s 
waterproofed, extra strong, smooth 





and supple, knots firmly and han- 
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MAD MARLIN 
SPEARS SHIP 


The “‘Merrie Sea”’ was tossing in an 
angry sea off Catalina Island, with 
owner Harold Woods on deck. Expe- 
rience told him that the condition of 
the sea meant marlin! 

After outrunning a large bull seal 
that tried to take his bait, Woods 
released the drag on his Ocean City 
603 light tackle reel. Just then the 
marlin struck and sounded some 150 
feet. For a moment everything was 
quiet—then the action started. 

After a few thrashes in the churn- 
ing water, he turned and headed 
straight for the “Merrie Sea.’ Sec- 
onds later he struck, his bill piercing 
the side of the ship and shaking her 
from stem to stern. The bill went ten 
inches through the heavy planking. 

Momentarily he hung there and 
then, with a mighty lunge, broke his 
bill and cut loose. Woods says the 
pace was such that he feared his 
27 Ib. test line might part at any time. 
But rod, line and Wood’s Montague 
6 oz. regulation light tackle reel stood 
up, and finally the 15214 Ibs. of fight- 
ing fury were brought alongside. 


ow .@ 4 8 
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OCEAN CITY-MONTAGUE 


DEALER NEWS 


MONTAGUE 
ANNOUNCES NEW 
$4.95 
BAITCASTING ROD 


Dealers have asked us for a 
low-priced baitcasting rod to 
help them build store traffic. 
This is it! 

A brand new Montague 
low-priced baitcasting rod of 
solid fiber glass, Model 3G4. 
Priced to retail at only $4.95, 
it’s built to measure up to 
every one of Montague’s strict 
standards of quality, skill, and 
precision. 

It’s a baitcasting rod 
designed to fill the needs of 
the average fisherman. It 
offers them years of satisfac- 
tion with its excellent per- 
formance and service. And it 
offers you a full profit on 
every sale. 

Ask your jobber salesman 
to show it to you right away. 
Comes in 3%, 4% and 5 ft. 
lengths with two guides, and 
Montague’s famous Scrulock 
grip with cork forward. 

Stock it—display it—watch 
it sell itself. For there never 
was a baitcasting rod built 
that offered greater value! 

Montague is also offering 
another brand new rod that’s 
sure to be sensational in sales. 
It’s the Model 15163 one- 
piece, medium weight detach- 
able boat rod of solid fiber 
glass. To retail at $12.00, it’s 

a sturdy, sensible rod of fine 
quality construction. Put it to 
profit for you! 








ee ee 







PHILADELPHIA, PA « MONTAGUE CITY, MASS 


wt 





DEALERS PRAISE 
OCEAN CITY’S 
REEL-LINE OFFER 


Dealers everywhere tell us that Ocean 
City’s reel-line promotion is paying 
off in sales! 

Under this plan, you can give your 
customers a fifty-yard spool of Ocean 
City’s Top*Grade Nylon Baitcasting 
Line with the purchase of an Ocean 
City 1591, 1600 or 1800 level wind 
reel. 

Under the deal, on top of each reel 
you buy there is an acetate container 
with the line. Each spool of this qual- 
ity line of DuPont nylon has a retail 
value of $1.30. 

For the complete deal . . . packed 
ready to sell with customer-stopping 
display card... you pay only $43.28. 
Y ou sell the reels for $68.70. That adds 
up to a fast profit of $25.42 for you! 

Take advantage of this sales plus- 
stock up mow on the reel-line deal. 
The offer is for a limited time only. 
Make the most of it while it lasts! 


N D 2 £2 i oe 
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Pl SERIES 
Putty Knives and 
Wall Scrapers— 
Cocobola handles 
—Choice of stiff 
or flexible blade. 






















P23 SERIES 
Putty Knives and 3 
Wall Scrapers— 
Pull tang blade— | 
Tenite handle. ‘ 


P2 SERIES | 
Wall Scrapers— | 
Oversize handles |” 
— Highest quality 4 
obtainable. 


The most com- 
plete line of paint- 
ers’ and glaziers’ p 


cutlery. 
Li | 
vo) 4 

Products of 


Red Devil Tooks. 


Irvington 11,N J3,USA 


sets Sark 













PI7~ 1%" - Putty Chisel 








RUN-SMOOTH 


LUBRICATING STICK 


A light-colored STICK that lubricates 
stubborn windows, of- 
fice files, doors, door- 
latches, zippers, bi- 
cycle chains, autos, ... 
anything that sticks, 
by just 
eres 








Files Balk! 
No messy fuid: Will 
not soil hands nor mar 
or stain wood, plastic 
or metal surfaces. 





Windows Stick! 


Bright colored Display Case, holding 12——25c sticks, 
for either counter display or hanging dispenser. 


SOLD THROUGH JOBBERS 
Decto Products Co 


SALEM7 MASS 


Makers also of DECTO-STICK, which Fills and Colors 
NICKS, DENTS and GOUGES in natural-Qnished 
or stained woodwork, leather or plastics. 
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WHAT'S NEW 








dles easily. Tye-Cord is specially 
packaged on a wooden winder with 
its own cutting edge attached, 
which cuts a length of cord and 
secures the loose end to the winder 





in one motion. Available in 50 
Ib. test size, 250 ft. to the winder 
or in 100 Ib. test size, 150 ft. to the 


winder. Retail price is $1.00 per 
winder. Ashaway Line & Twine 
Mfg. Co., Ashaway, R. I. 





Freezer, Refrigerator 


Top model of the new Imperial 
Cycla-matic Frigidaire line is this 
two-door 10.8 cu. ft. combination 
food freezer and refrigerator, IR- 
108. The freezer has a separate 
door and holds up to 73 lb. of frozen 





foods. “Roll-to-you” shelves and a 
new system for automatic control 
of temperature, humidity and frost 
formation are features of the new 
model. There are twin Hydrators 
for fruits and vegetables, and a 
sliding utility drawer for small 
items. Other Imperial models offer 
the same features, but provide 
full-length doors with separately 
sealed-in food freezers. Frigidaire 
Div., General Motors Corp., Day- 
ton, Ohio. 





Chrome, Ignition Protectors 


A plastic film that preserves and 
protects chrome and other metal 
surfaces is formed when this new 
Strip-Off Chrome Protector is ap- 
plied with a soft cloth or brush. 
It dries in 30 minutes, never be- 
coming brittle or hard. It is easily 





stripped off for quick removal. Re- 
tail price is $1.19 for the 8-oz. can 
in either transparent or gold. There 
is also a new P-K Ignition Spray 
that seals and waterproofs automo- 
bile ignition systems, packed in a 
6-oz. aerosol container and retail- 
ing for $1.19 a can. Plasti-Kote, 
Inc., 425 Lakeside N. W., Cleveland 
13, Ohio. 


New Vise Handle 


A new, shock-proof safety han- 
dle that positively prevents finger- 
pinching and greatly reduces noise 
and jarring has been added to the 
features of all Wilton Machinist 





Vises from 3% in. jaw width up. 
Pliable rubber rings mounted up 
against the handle knobs are oil- 
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Every cap you need — 50- 
shot perforated roll caps, 6- 
shet disc, non-perforated roll 
and single shot caps. All 
conferm to 1.C.C. 




















Polythene plastic holster sets — look like leather 
but wear like iron. Top quality at appealing 
Prices. Also polythene cuffs and die-cast spurs 
with polythene straps. 





FACTORY OFFICES 


Room 14-102 


Mdse. Mart 


WESTERVILLE 7 ie ee at: 
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DRILL ANY SIZE HOLE 
IN ANY 


MASONRY MATERIAL 
with Carbide Tipped 


Cyclotait 7 


for 








s 
SOFT and MEDIUM * 
MASONRY MATERIALS r 
usingelectric rotary 4 , 

drill, drill press or - 
hand brace. Drills ‘ - 
holes 3/16” to 1” 2 
dia. up to 36"deep. b 
Dust removing spi- s 
ral flutes run from s 
cutting edges to 3 
shank end. — 

— 

Che >) 

for 


HARD CONCRETE 
using rotary type 
drill with pressure 
applied. Drills holes 
3/4” dia. and up. 
Removable Cyclo- 
Center accessory 
allows precision lo- 
cating and starting 
of hole without use 
of wooden tem- 


plate. 
wih 


Fundebole ; 
for 
HARD or VERY HARD 
MASONRY MATERIALS 
using electric or 
pneumatichammer. 
Drills holes 3/16” 
to 1-3/4” dia. up 
to 18” deep. Car- 
bide tip withstands 
shock and wear. 
Taper proportioned 
to withstand crys- 
tallization. 














SEND FOR NEW 
MASONRY DRILL BIT GUIDE — 
"How to choose the RIGHT bit for EACH job” 


TOOL COMPANY, INC. 
60 BROOKLINE STREET, CAMBRIDGE 39, MASS. 
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proof, grease-proof, and will last 
for,years. Parts for a precision 
operation will not be jarred out of 
alignment, as the rubber rings also 
serve as shock absorbers. Wilton 
Tool Mfg. Co., 925 Wrightwood 
Ave., Chicago 14, IIl. 





Watering Can 


This new Carlco watering can 
is made of heavy gage metal with 
curved one-pieced metal handle, 





welded to the sides of the can. A 
wide mouth opening allows easy 
refilling. The can is water-tight, 
leakproof, and rustproof, and comes 
in several pastel colors embossed 
with a floral design. Retail price 
is about 98¢. Carlisle Mfg. Co., 
109-135 Meeker Ave., Newark 5, 
N. J. 


New Spinning Rods 


One of three new glass fiber spin- 
Wonderods is the No. 1285, shown 
here, which is a 7 ft., two-piece 
model with resinated nylon winds, 
stainless steel guides and supported 
tip top and nickled brass ferrules. 
The grip is 13 in. cork with 1 in. 
aluminum locking rings and the fin- 
ish is green. Priced at $22.50. A 
one-piece spin-Wonderod, No. 1264 





has a list price of $13.50, and a 
two-piece ferrule-jointed model, No. 
1265, has a list price of $16.50. 
Both are 6 ft. in length. Shake- 
speare Co., 417 N. Pritcher St., 
Kalamazoo, Mich. 


Gas Repeating Rifle 


Featured in the 1952 Crosman 
line is this Model 118 CO: gas re- 
peating rifle. It uses an eight-shot 
detachable magazine tube, incor- 
porating a positive feed principle, 
and the magazine is easily opened 
for inspection and oiling. A unique 





adjustment makes possible the 
maintaining of comfortable “new 
gun” snap-in as bolt seats, moving 
pell into firing position. Crosman 
Arms Co., Inc., Dept. 10, Rochester 
20. N. %. 





Floor, Wall Patching 


New patching material for floors 
and walls, called Patch ’n Fix, 
bonds to wood, steel and concrete, 
will not crack, and can be painted. 
It comes packaged in a colorful red, 
black and yellow 2 lb. box, to retail 
at about 59¢. Directions for use are 





on the package. Allied Composition 
Products Co., Inc., 180 Casper St., 
Valley Stream, N. Y. 





Paint Roller Cleaner 


Here is a new paint roller 
cleaner, called Kleenroll, that will 
adjust to fit all sizes of paint rol- 
lers, and can be used on double 
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Every Family Wants a 





It’s true! Worcester lawn mowers have all the features 
that people really want... the operating advantages 
that make them buy. That's why Worcester is a fast 
selling, high profit line. For more than 50 years, house- 
holders have chosen Worcester mowers for their high 
quality and easy operation. Take advantage of this 
business-building prestige. Display and sell Worcester 
power and hand mowers. Write today for catalogue. 


10 GREAT FEATURES OF THE 
WORCESTER SHEAR MASTER 


“Sta-Temp” Blades Finger-Tip Controls 
Free-Floating Handle Extra-Rugged Chassis and 
Full 21-Inch Cut Engine Deck 


Special Grass Guards 
Large Tractor Tread Tires 
Timken Bearings 


Enclosed Chain Drive 


4-Cycle Briggs & Stratton 
1.6 h.p. Engine 


Youll makes a mower 


for every lawn, every budget 


WORCESTER SHEAR MASTER * Model 900 
21-inch cutting width (featured at right) 
oe, Romer 
4 WORCESTER 













WORCESTER 

Power Master tf Dyna Master Electric 
MODEL 750 Tmt MODEL 700 

18-inch cutting width. g P 18-inch cutting width. 
1.1 h.p., Operates on f 
4-cycle engine. 110 volt AC 





current. 
A mower the 
whole family 
can use! 


The perfect 
power mower 
for smaller 
lawns. 


—~_— —=—_ 
f 
WORCESTER i} 
Rotor Master j 
MODEL 800 bul WORCESTER Master 
; : MODEL 550 

19-inch width ‘ . | “ 
1.6 h.p., 16-inch and 18-inch - bh 
4-cycle engine. cutting widths. / : 
Cuts grass and The model shown is one of 4 — 


three fine hand mowers. \ 
Others are Model 

450 ( 16”) and 
Model 350 ( 16’). 


weeds of any 
toughness. 


LAWN MOWER COMPANY 
Division of Savage Arms Corporation 


CHICOPEE FALLS MASSACHUSETTS 


SY 


a 
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SHEAR MASTER 
Model 900 
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YOUR CUSTOMERS 


AND BUY 'EM 





MOORE pusutess 


PICTURE HANGERS \ 


For hanging mirrors; pictures; /\ 
heavy wall decorations 
—SAFELY 


) MOORE pusu-pins 


For drapery and curtain tiebacks; 
lighter wall decorations 


NATIONALLY ADVERTISED 


MOORE PUSH-PIN CO. 


Since 1900 
113-25 BERKLEY ST., PHILADELPHIA 44, PA. 








WHAT'S NEW 











or single handle or latex rollers. A 
few strokes cleans any paint roller. 
Made of heavy gage alloy wire and 
finished in bright lacquer. About 





2 in. in diameter and 13 in. long 
overall. Suggested selling price is 
59¢. R. M. & Sons. Milwaukee, Wis. 





















CUP HOOKS 


Bright kitchen colors, quality 
appearance, handsome 
packaging .. . three good 
reasons for consistent sales 
success. Sturdy zinc alloy 
finished in white, yellow, red, 
blue, green, nickel, brass. 
6 hooks to the card. 

Also nickel or brass finish, 1 gross to the box. 
See Your Jobber Today for immediate Delivery 











789 E. 132ad St., New York 54, N. Y. 
Phone: MOtt Haven 5-7400 
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Starter Cords 

New Mill Run starter cords for 
outboard motor use are made of 
solid, heavy-duty, braided cotton 
cord, available in waterproofed or 
untreated types. The cord is 42 
in. long, with a strong hardwood 
handle. Mill Run Products Co., 
1360 W. 9th St., Cleveland 13, Ohio. 





Fish Hook Remover 








The 9-in. extension grip of this 
Grip-Tite fish hook remover is easily 
inserted into a fish’s mouth and 
around the hook, and by pressing 
the knob with the palm of the hand, 
the Grip-Tite grasps the hook 





firmly. Powerful leverage removes 
the hook quickly and without in- 
jury to the fisherman’s hands. The 
end of the rod, when completely 
extended, acts as a ripper for cut- 
ting around the fish hook when 
necessary. Built of steel with rust- 
resisting plating. Retail is about 
$2.50. Arthur H. Kitson, Inc., 1501 








Kales Bldg, Detroit 26, Mich. 


Leak Sealer 


A permanent seal for home 
plumbing leaks is called Seal-All. It 
sticks to anything, toughens with 
age, and does not become brittle. It 
bonds to nearly all materials, and is 
unaffected by gas, oil, naphtha, alco- 





hol or water. For use on leaks in 
garden hoses, pails, rubber foot- 
wear, etc., or for repairing toys and 
ornaments, or as a safe insulator 
for electric wiring. Packaged in 2- 
oz. bottles, retailing for $1 each. 
Allen Products Corp., 20450 Sher- 
wood Ave., Detroit 34, Mich. 





Base Interior Finish 


Here is a new latex rubber base 
interior finish, Seidlitz Satin Tone, 
offered in a wide color selection. 
Colors can be quickly and accurate- 
ly mixed at the point of sales at 
no extra cost. New displays and 
merchandising aids will be avail- 





able with the new interior finish. 
Seidlitz Paint & Varnish Co., P. 0. 
Box 37, Kansas City 10, Mo. 
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Whitewall Tire Cleaner 


Here is a new liquid spray white- 
wall tire cleaner, called Spray 
White, that penetrates into the tire 





pores and lifts dirt to the surface 
where it can be wiped away. It con- 
tains no gritty pastes, leaves no 
yellowing residue, and is harmless 
to hands and tires. Up to 44 tires 
van be cleaned with the contents of 
one bottle. Kelite Products, Inc., 
3401 W. Touhy Ave., Chicago 45, 
Ill. 


Vacuum Cleaner Deals 


A new spring vacuum cleaner 
promotion, consisting of two spe- 
cially-priced product combinations, 
will run from Mar. 15 to May 25. 
One combination features modél F- 
11 upright cleaner and model H-9 
Hand Vac cleaner, totaling $98.90 
retail value, both of which can be 
purchased by the consumer for 
$74.95. The second combination 
features model T-4 _ tank-type 
cleaner and a speed polisher, with 
a $113.20 retail value, both of 
which can be purchased by the 
consumer for $89.95. There is a 
special promotion package for deal- 
ers who order a minimum of four 
combinations. Electric Appliance 
Div., Westinghouse Electric Corp., 
Mansfield, Ohio. 


Masonry Nail 


This new masonry nail is made 
of No. 9 gage high carbon steel, 
heat treated and tempered for 
driving into hard materials. It is 
designed with a thread to aid driv- 


Sag 


ing and to add to the holding 
power, eliminating the need for 
drilling, plugging and expansion 
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Here’s one game hardware 


dealers can always win be- 
cause it’s always Dealer’s 
Choice .. . as well as Cus- 
tomer’s Choice. 
SANDVIK HAND SAWS 
and SHARK BRAND 
CHISELS are two of a 
kind—both are made from 
the same premium Swed- 
ish Steel — both are un- 
excelled in design and 
performance—both prove 
aces high with your pro- 
fessional customers — the 
carpenters. 


When your customers use 
SANDVIK HAND SAWS 
or SHARK BRAND 
CHISELS, substitutes are 
a gamble because it’s a 
sure bet they expect the 
best steel... Swedish 
Charcoal steel. 





SWEDISH 
CHISELS 





WRITE FOR THE 
CATALOGS ON 
SANDVIK HAND SAWS 


AND SHARK BRAND CHISELS 


Jjandvik faw & Joo! * man 
| a ) 
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NOW! promote 


the vise you can 
really merchandise 





Use the exclusive Desmond Vise Display 
promote interest 


in Desmond- | 


Stand to 
@ Simplex Utility Vises. An ideal focal point | 


for tool displays—a _ sales-proven profit 
maker. Free with Desmond’s Vise Display 
Deal. 


Display individual vises with Desmond's 

2? “TELL-ALL” Display Card gripped in the 
@jaws. Attractive, compact, easy-to-set-up. 

Put Desmond’s colorful VISE APPLICA- 

TION FOLDERS on counters to show cus- 

@ tomers the many ways that Desmond-Sim- 

plex vises work well with other tools. Only 

Desmond provides these effective sales helps. 





Capitalize on Desmond’s national advertising 
—in Populer Mechanics, Home Craftsman, 
@ Industrial Arts and Vocational Education, 
and Jobber Topics—that builds acceptance 
for D d-Simplex adv ges in all sales 
areas. 





Show your customers—point by point—the 
reasons why Desmond-Simplex Utility Vises 
are best buys: hardened steel jaws stand 
heaviest blows—pipe jaws—hardened steel 
cut-off tool—anvil with horn—steel channel 
slide encloses and protects screw—swivel 
base—steel non-pinching type handle. 


Write for full information on the 
Desmond-Simplex 


VISE DISPLAY DEAL 


The Desmond-Stephan Mfg. Co., 
Urbana, Ohio 


Gentlemen — Please send me — 
without obligation — full details 
on your sales-proven VISE DIS- 
PLAY DEAL. 


NN 6 cbeideon vet 
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WHAT'S NEW 








bolts. Available in 1 to 6 in. sizes, 
and packaged in 1 lb. boxes or 100 
lb. cartons. Carlton Industries, 1273 
E. 123rd St., Cleveland, Ohio. 





Garlic Press 

The new “Flavor-it” press for 
juicing garlic, onions, mint, etc., 
extracts the juice efficiently while 





keeping the user’s hands free of 
odors. Made of permanently bright 
die-cast aluminum, and each press 
is mounted on a four-color display 
card. Retail is $1.49. Ekco Prod- 
ucts Co., 1949 N. Cicero Ave., Chi- 
cago, Ill. 


Power Mower 


The 1952 Reo Trimalawn deluxe 
power mower features a “knee- 
action” cutting unit that automat- 
ically adjusts to surface irregulari- 
ties and cuts within 1% in. of 
flower beds, shrubbery and other 





obstructions. Powered by a 1% 
h.p. engine, it cuts a 25-in. swatch. 
A riding sulky and snow plow at- 
tachment are among available ac- 
cessories. Reo Motors, Inc., Lan- 
sing 20, Mich. 


Furniture Glides 


This new Wobble-Stopper Glide 
is specially designed for the legs of 
furniture that rests unevenly on 
the floor. Silicone “bouncing putty” 
has been used to allow the glide to 





automatically expand or contract 
for quick adjustment to all floor 
surfaces, each glide acting inde- 
pendently to establish firm contact. 
Made of heavy nickel-plated steel, 
with flat smooth surfaces and 
rounded edges for no marking or 
scraping of floors. Will support up 
to 4000 lbs. M. K. Furman Co., 175 
Fifth Ave., New York 10, N. Y. 





Sprayer Release Valve 


A new control valve which in- 
creases spraying efficiency and ease 
of handling has been installed on 
all Krylon Acrylic Spray protective 
plastic coating aerosol containers. 
There is a new cap to protect the 
valve when not in use. The new 
device is easily depressed by fin- 
gertip control to release the plastic 
spray. Krylon, Inc., 2601 N. Broad 
St., Philadelphia 32, Pa. 





Streamlined Sprayer 


The Blizzard copper continuous 
sprayer has been further stream- 
lined for greater appeal. The solid 
copper tank and pump barrel is 





SMITH NEW STREAMLINE BLIZZARD 
CONTINUOUS SPRAYER 






polished brass, and there is a twin 
nozzle. This hand sprayer is for 
use in the home for spraying 
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NOW Patented Swivel Action eliminates grinding wear. 
eee 
r) Genuine Neoprene Face Dise— Durable . . . stays 
resilient in hot or cold water. 


he only Swivel washer panegeer ted 

. 1 advertising campaign w ve 
ll-known 

na . builds 


SNAP-IN is t 
a powerful nationa : 
ili aders 0 
e millions of re ' “ 
poe It creates brand —" 
i pea increases sales: 


demand ..- | 
i st in 
eo Here's the Opening ~ sd 
this Powerful Campa'g 
Saturday Evening Post 
b. 23 — “4 page 
\ "hon 15 — “% page 
\ April 5 — 4 page 
\ and in 
| N Popular Mechanics 
W March, April 
| Popular Science 
March, April 
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PROFIT! 


“4 Faster Turnover’ 







SWIVEL WASHERS 


SNAP-IN—the amazing Swivel Washer that stops 
faucet leaks years longer. Proved in use by industry, 
institutions and hotels for over 15 years, now avail- 
for home use. The only washer on the market today 
with all these sales features... 


Lasts Longer...Outlasts ordinary washers 10 to 20 times. 


won't rattle or 


Installs in a Jiffy—Stays tight 
fall out. 


Plus: Self-Selling Display Carton 


Stops ’em ... SELLS ’em! 
Snap-in Swivel Washers are 
packaged 3 of one size on an 
attractive card with easy in- 
stallation instructions .. . 20 
cards in popular size assort- 
ments to a carton. Com- 
pact and colorful, it pro- 
duces quick profit from 
small counter space. 
Retail—card of 3, 
washers 69¢, 

















ACT NOW — GET ALL THE FACTS — CASH IN ON 
THE DEMAND FOR SNAP-IN SWIVEL WASHERS 






Mail This Coupon Today! 


SNAP PRODUCTS CORP. 
173 E. Brighton Ave., Syracuse 5, N. Y. 


Please send complete details, prices and discounts on 
Snap-in Swivel Washers. 


Name 
Street 
City State 


My regular jobber is 
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“THE ECONOMY MOWER” 


Engineered en- 
tirely for POWER 
mowing, with 
BLAIR’s 70 years 
of experience be- 
hind it. 

1.1 HP Briggs & 
Stratton engine, 
18” cutting width. 
\ An economy 
\ mower for your 
& customers — 
a profitable 
one for 
you. 






































LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 





DANDEE 
REELS 


For ALL BUILDING TRADES 


No. 41 Reel and Plumb 
Bob, as_ illustrated, for 
use as a _ plumb line, 
mason or chalk line. 
Bracket holds bob when 
not in use. Anti-backlash, 
easy to add chalk. Nick- 
el plated steel case, con- 
tains 100 ft. of No. 18 yel- 
low mason line. Retails 


at $2.50. 


No. 44 Chalk Line Reel. 
50 ft. of line is always 
chalked when drawn 
from reel. Chalk lasts a 
year, can be reordered 
$1 retail. Ask your jobber 
or write for circulars. 





By the makers of Dandee 
plumbers’ and ftinners' 
furnaces . razor blade 
scrapers...weed burn2rs 





MFG. CO. 


533 South Fourth St. * Minneapolis 15, Minn. 
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WHAT'S NEW 








moths, mosquitoes, flowers, shrub- 
bery, etc. D. B. Smith & Co., 414 
Main St., Utica, N. Y. 


Combination Tool 

This handy combination pocket 
tool has pliers, screwdriver, knife, 
opener, wire cutter, stripper, tool 





file, edge file and punch, complete 
in one unit. It is 5% in. long, hand- 
forged of sturdy alloy tool steel 
and nickel plated. Comes in an at- 
tractive genuine leather case. Re- 
tail price is $10.95. Seaboard Steel 
Co. of America, Inc., 1775 Broad- 
way, New York 19, N. Y. 


Fence Tightener 


Sagging fences can be made to 
stand up again with the use of this 
Farm-Wise Fence Tightener, an 
especially designed  steel-tipped 
tool. It works equally well with 
barbed, strand or woven wire 
fences, even if they are rusted. 
The claw tip is placed over the 
wire to be tightened, and a down- 
ward push and twist of the wrist 





“ar 


forms a permanent in the 
strand. When repeated several 
times along a section of fence, it 
will draw rigid. Suggested retail 
is $1.00. Calf-Teria Sales, Inc., 
Fort Wayne 6, Ind. 





Bait Casting Rod 


Offered in solid fiber glass is a 
new bait casting rod, No. 3G4, avail- 
able in 31%, 4%, and 5 ft. lengths. 
Features of the rod include metal 
guides and tip top, and a forward 
grip of cork. The rod will sell for 
$4.95. Montague Rod & Reel Co., 
Montague City, Mass. 


Toy Patterns 

For woodworking hobbyists here 
are two new sets of six toy pat- 
terns, Pl and P2. Each set has 
six patterns printed on 11x17 in. 
pages, complete with hints for con- 
structing, assembling and _finish- 
ing. Pl patterns include fighting 
roosters, tumbling clown, paddle 
wheel boat, noise-making clacker, 
and a cradle. P2 patterns have a 





marble game, propeller toy, spin- 
ning clown, periscope, wren bird 
house, and dump wagon. Retail 
price is 25¢ per set. Stanley Tools, 
New Britain, Conn. 


Reflecting House Numbers 


New reflecting numbers made of 
Reflexite are now available for 
home use. Reflexite will not rust, 
stain, smudge or streak and is vir- 
tually self-cleaning, as dust and 
dirt wash away in the rain. Guar- 
anteed for five years against 
weather deterioration, and avail- 
able in brass, gold, silver, green 
and red. Numbers are easily and 
permanently attached with rust- 
proof aluminum nails supplied with 
each number, and they are indi- 
vidually carded to retail for 25¢. 
Reflexite Corp., 114 Manhattan 5t., 
Stamford, Conn. 


HARDWARE AGE, MARCH 6, 1952 











Home 
A cor 
ventilati 
Package 
ceiling 
closes a 
turned o 
charge | 
sq., and 
attic floo 








rubber bk 
and cush! 
floor, anc 
baked en 
and 6800 
& Myers 
Memphis. 


Porcele 


Rust a 
be remov 
tubs, was 
this new 
The liqui 
porcelain 
septic ti 
cloth wit 
stains cal 
Products, 
St., India 


Pine Sc 


Here is 
Lite, witl 
ing itac 
cially pre 


oil lamps 
fires, and 
tractive 1 
said to b 


HARDWA 








iss is a 
4, avail- 
lengths. 
e metal 
forward 
sell for 
eel Co., 


‘ts here 
Oy pat- 
set has 
x17 in. 
‘or con- 
finish- 
ighting 
paddle 
clacker, 
have a 





, spin- 
n bird 
Retail 
Tools, 


bers 


1ade of 
le for 
t rust, 
is vir- 
st and 
Guar- 
2inst 
avail- 
green 
ly and 

rust- 
d with 
» indi- 
r 25¢. 
an St., 


, 1952 








Home Ventilators 


A compact attic fan for home 
ventilation and cooling, the R&M 
Package Fan, features an improved 
ceiling shutter that opens and 
closes automatically as the fan is 
turned on or off. This vertical dis- 
charge unit measures about 3 ft. 
sq., and projects 171% in. above the 
attic floor on which it rests. Heavy 





rubber bases provide an air seal 
and cushion between fan frame and 
floor, and the finish is light ivory 
baked enamel. Available in 4750 
and 6800 CFM capacities. Robbins 
& Myers, Inc., 387 S. Front St., 
Memphis, Tenn. 





Porcelain Cleaner 

Rust and hard water stains can 
be removed from all porcelain bath 
tubs, wash basins, sinks, etc.; by 
this new odorless Por-So-Kleen. 
The liquid cleaner will not harm 
porcelain surfaces, user’s hands, or 
septic tanks. By moistening a 
cloth with Por-So-Kleen, porcelain 
stains can be wiped away. Stellad 
Products, Inc., 1700-1702 Prospect 
St., Indianapolis 3, Ind. 





Pine Scented Fuel 


Here is a new fuel, called Pine-O- 
Lite, with a special ingredient giv- 
ing it a clean pine odor. It is espe- 
cially prepared for use in kerosene 





oil lamps and for starting charcoal 
fires, and comes packed in an at- 
tractive three-colored can. It is 
said to burn brighter and smoke 
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/ JOHNSON 


JOHNSON STEEL and WIRE CO., INC. 


Worcester 1, Massachusetts 




















JOHNSON XLO Music Spring Wire is packaged 
for easy handling and attractive display. “The 
wire of a thousand uses” is a must item for the 
up-to-date hardware store because it is a con- 
stant answer to the need for high carbon wire in 
small quantities. The modern hardware man is 
always prepared to respond to the customer who 
wants quality, high tensile wire. 


Johnson XLO Music Spring Wire is drawn with 
micrometer precision. The wire range—from .003" 
(38,026 feet to the pound) up to .200" (9 feet to 
the pound). Packaged—!/, Ib., '/2 Ib. and | |b. 


"Johnson Sets the Standard of the Industry" 


VW SUBSIDIARY OF PITTSBURGH STEEL COMPANY 


221 























NEW Profit Makers 


“TEDDY CELLU-MOPS” 


im Colors to Match 
Modern Kitchens 


“TEDDY” 


CELLULOSE SPONGE 
SELF-WRINGING 


MOP 


POSITIVE SQUEEZING 
ACTION 


~~ 






STURDY CONSTRUCTION 
Sell the new colorful “TEDDY 


CELLU-MOPS”, a self-wringing 
mop made in two sizes with the 
Your women customers will want 
replaceable spongehead. 
these sturdy mops as soon as they 
see them. They come in red, blue 
and green colors which fit into any 
kitchen color scheme, with handles 
to match. 

Mop wringers are made of heavy 
metal which cannot be bent out of 
shape, and so constructed that 
they squeeze the mop dry. The 
strong cellulose sponge material is 
cemented to hardwood lacquered 
wood block. 

The specially constructed sponge 
head is easily removed by loosen- 
ing two screws, allowing a new 
head to be attached in a jiffy. 
These mop heads offer you a good 
profitable replacement item. 

Women will go for these sturdy, 
colorful mops, so order your sup- 
ply today from your wholesaler. 


NEW SPONGE HEAD 





Hardwood lac- 
quered block. Easy 






to remove. Good 
profitable replace- ‘ 
ment item. sy etre 


SIZES—"TEDDY CELLU-MOP" 
CM-I5 Hardwood block; mop head—8” x 2” 
x 1”. Hardwood Handle—48” x 7%”. 
Packed '/2 Doz. to Carton—shipping 

weight—I0 Ibs. Handles Included. 
Retails for $1.95 ea. 
CH-I5 Cellulose Mop Head Only. 
to shipping carton. 
cellophane. 


Packed 6 

Each wrapped in 

Shipping weight—3 Ibs. 
Retails for $1.00 ea. 


HEAVY DUTY ‘'TEDDY CELLU-MOP"’ 
CM-20 Head is extra large to hold tremendous 
quantities of water (28 cu. in. of Cellu- 
lose Sponge). Hardwood block; mop 
head—8'/.” x 2/2” x I'/”. Hardwood 
Handles—48” x 15/16”. Packed '/, doz. 
to carton—shipping weight—I!2 Ibs. 
Handles Included. Retails for $2.50 ea. 
Cellulose Mop Head Only. Packed ¢ 
to a shipping carton. Shipping weight 
—4 Ibs. 


CH-20 
Retails for $1.25 ea. 


FRED V. FOWLER CO. 


Att. Dept. H 
551 Tremont St. BOSTON 16, MASS. 
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WHAT'S NEW 








less than ordinary kerosene. Rubi- 
con, Inc., 220 Fifth Ave., New York 
i, iN. %. 


Floor Circulator 

This new F-12N floor circulator 
is of all-steel construction with a 
hammered enamel finish. A pro- 
tective grill covers the 12 in. wide- 





flare blade, which is knob-con- 
trollable for three-speed adjust- 
ment, including 1550, 1150 or 850 
r.p.m. Circulator has 100 volt, AC 
motor and a 12 ft. cord for mo- 
bility of placement. Legs are rub- 
ber tipped and designed for 
strength and stability. Lakewood 
Engineering & Mfg. Co., 1756 W. 
Lake St., Chicago 12, III. 


Alarm Clocks 


A price reduction has been an- 
nounced for thé Sentinel Little 
Pal alarm clocks. The Sentinel 
Little Pal with plain dial will now 





be fair-traded at $3.67, formerly 
$3.95, and the Little Pal with ra- 
dium dial will be fair-traded at 
$4.14, formerly $4.50. E. Ingraham 
Co., Bristol, Conn. 


Cutting Block 


Here is a cutting block of hard 
maple that can be firmly secured 
by vacuum cups to any surface. It 
measures 15x11x1%4 in., and meat 





grinders, slicing machines and 
other appliances can be clamped to 
it. The oversize surface assures 
easy use. Ellis Wood Products, 
312 W. Ontario St., Chicago 10, Ill. 





Garden Hoe 


This strong, lightweight hoe, 
called the V-Cut Garden Hoe, is 
made with a tough 54 in. straight 





wooden handle and a high carbon 
tool-steel blade, 64%x3% in., with 
six v-shaped teeth beveled to a 
sharp edge. Weeds can be removed 
close to the plant with cutting ease. 
Kness Mfg. Co., Albia, lowa. 





Plastic Veneer 


Fine wood grains and marbles 
have been reproduced in the new 
Meyercord Plastic Veneer, which 
can be easily applied at home to 
wood, metal, glass, plaster or com- 
position surfaces. Plastic Veneer 
is available in 6 sq. ft. sheets that 
can be cut to the exact size. Meyer- 
cord Co., Dept. H-1, 5323 W. Lake 
St., Chicago 44, III. 


(Resume reading on page 13) 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


with a three-color metal sign, and 
is available free with an order for 
the Stockholder Assortment of 


Savogran’s five fastest-selling home 
products. 


These _ include 


repair 





Strypeeze semi-paste remover, 


Kwikeeze liquid brush clearer, 
Savogran crack filler and wood 
putty, and Dirtex no-rinse paint 


cleaner. Savogran Co., 25 Hunting- 
ton Ave., Boston 16, Mass. 


Drill Bit Folder 


Here is a new two-color folder, 
New England Carbide Masonry 
Drill Bits and Masonry Drill Bit 
Guide. It gives information on the 
Cyclo-Core rotary bit for preci- 
sion drilling in hard concrete, the 
Cyclo-twist rotary bit for drilling 
soft and medium hard masonry ma- 
terials, and the Thunderbolt ham- 
mer bit for drilling in hard and 
very hard masonry materials. 
Prices and specifications are listed. 
New England Carbide Tool Co., 
Inc., 60 Brookline St., Cambridge 
39, Mass. 





Rotating Tool Merchandise 


This new Proto Rotomat Tool- 
mart, a round unit measuring 30 
in. in diameter, rotates easily to 
display all tools clearly. Done in 
yellow, red and blue, it has a flash- 
ing light inside a translucent dome 
at the top. It displays 187 types 
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Absolutely no change 
in quality—but price 


slashed to... 





THERE ARE NO FINER TAPES on the market 
than Roe Steel Tapes. And now — with 
the price of the 50-foot model slashed 
to $5.00, and other sizes priced pro- 
portionately — Roe Tapes are far and 
away the biggest dollar value you can 
give customers today. 

Roe Tapes are tops in design, mate- 
rials and workmanship. They are 
permanently easy to read. They are 





quick-winding .. . have a flush-folding 
handle, press button center, roller 
mouthpiece. 

Order Roe Steel Tapes from your 
jobber and start cashing in. There are 
cases of metal-banded leatherette; 
metal-banded or handsewn leather .. . 
25, 50, 75 and 100-foot lengths . . . feet 
in inches and eighths or in tenths and 
hundredths. 


JUSTUS ROE & SONS, Inc. 





Makers of Fine Steel Tapes since 1876 
PATCHOGUE, 


NEW YORK 











a 


| asked for 
GLADDING! 





TITUS L. TROUT of Snake River, Idaho, 


wires, ‘‘We Snake River squaretails have fooled 
thousands of fishermen in our day, but it took 
Gladding CILESTO to foo! my mother-in-law. 
Thanks a million.’”’ 97.1% of the fishermen 


who tested CILESTO for us said it 


was the best fly line they ever used. Try it 


and be glad you asked for Gladding. 











Here's another of 
the Gladding ads 
appearing in all the 
outdoors magazines 
in 1952—goodwill- 
builders for every- 
one who handles 
Gladding.Watch for 
them—talk them 
up to your custom- 
ers. B. F. Gladding 
& Co., Inc., South 
Otselic, New York. 
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GET IN NOW ON THIS 
“Propituind . 
PROMOTION 


Ash your Supplier 


for this popular deal: 
With each package of 


300 Perfection 
DUBL-CHEM-FACED 
MILK FILTER DISCS 


(banded together 
as shown below) 


at the regular 
low price... 


j we include, at no 
q 


extra charge, for a 
limited time only 
a big size 6-A 


REG. U5. PAT. OFF 


CELLULOSE SPONGE 


“ 4 Worth 35¢ 


“TWIN PROFITS” for you! 


This ‘‘Profitwins’’ Promotion will 
boost your sales and profits on both 
these quality products, build good 
will and future sales and profits 

for you. 43 million Schwartz 
- ads helping you sell in 1952! 
















LOW COST! 


Schwartz-made filter discs clean 
milk fast, thoroughly, econom- 
ically. It pays to feature this 
dependable line of milk filter 
discs. DON’T DELAY! CALL 
YOUR SUPPLIER TODAY ! 


—. 


SCHWARTZ MFG. CO. 


Two Rivers, Wisconsin 





AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 














TO HELP YOU SELL 








| and sizes of fast-selling tools, and 


may be secured with either a bal- 
anced starting stock of 239 tools or 
a larger standard stock of 404 tools. 





There are price and size’markings, 
tool outlines and numbers for re- 
stocking, and long hooks for stor- 
age of tools. Plomb Tool Co., 2209 
Santa Fe Ave., Los Angeles 54, 


| Calif. 


Fishing Hook Charts 


Two colorful fishing hook coun- 
ter cards are now offered free for 
Pequea Snelled Fishing Hooks. 





c 
a’ BG a 
SN Eo 


Lieto) €) 








One shows all popular styles of 
fresh water hooks in the actual 


| size, shown here, and the other dis- 


plays salt water hooks. The styles 
and sizes can be selected directly 
from these charts. Pequea Works, 
Inc., Strasburg, Pa. 


Polishing Kit 

A new package, consisting of a 
standard 10-oz, bottle of Dri-Glo 
and a hand-size du Pont cellulose 
sponge banded securely together, is 
now available at the consumer price 
of 98¢. 
cone polish, and the sponge comes 


fee Farnstys 


@ with game | 
t 





in pink, green, blue and yellow. 
O-Cedar Corp., 2246 W. 49th St., 
Chicago, IIl. 


Shellac Broadside 

“Your Key to Paint Sales and 
Profits” is the theme of a new 
broadside for Parks Shellac. It 
reproduces dealer and consumer 
advertisements, point-of-sale ma- 
terial, catalog sheets, consumer 
folders and other sales aids, and 
offers a compact selling guide for 
stimulating shellac sales. The Parks 
o., Fall River, Mass. 


Packaged Metal Fasteners 


Household nails, safety pins, nuts 
and bolts, wood screws, lock 
washers, flat washers, and cotter 
pins are among the metal fastener 
assortments now available in 
these “Pick-A-Pack” packages. 
Each package contains an assort- 
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ment of popular household sizes, 
and the strong plastic bags reveal 
the entire product. Retailing for 
10¢ and 15¢. Draper & Emerick, 
155 Ridgewood Rd., Pittsburgh 9, 
Pa. 





Air Filter Display 
Seasonal replacement of air filters 
is stressed by this new counter dis- 
play for Amer-glas replaceable air 
‘ ili 
AMER- a5 


Eris 








filters The red, yellow and blue 
display is accompanied by easy di- 
rections, and features an Amer- 
glas filter recessed into the display. 
Window streamers and _ envelope 
stuffers are also available. Ameri- 
can Air Filter Co., Louisville, Ky. 


Moth Killer Displays 


Expello’s Moth Killer in refill- 
able closet hangers is now offéred 
in this display carton holding four 
hangers. There is also an easel- 
back display in full color, avail- 
able ‘in window, floor and counter 
sizes, and enabling dealers to tie in 








with the consumer advertising 
campaign. Judson Dunaway Corp., 
Dover, N. H. 





Electrical Display 

A balanced assortment of Quick 
Clamp basic wiring devices for use 
on lamp and extension cords are 
contained in this new counter dis- 
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MELNOR’S DELUXE 





Te ee 


cE Dh ail Se cmt 





now! better than ever! 


SWINGIN’ SPRAY 


with new tubular 
aluminum runners 


i 





. 





© NOW—Featherweight construction, stands 
absolutely rigid. 
e NOW—Easy-to-set adjustment for smaller 
areas. 
© NOW—Fewer settings necessary—saves time, 
saves work. : 
@ NOW-—Fine spray covers entire lawn area 
uniformly. 
It’s adjustable! It oscillates! It sprinkles rectangularly! 
-d 
Up to 2,400 square feet in one setting! Reaches into all cor- 
{ ners. Precision-built of rustproof, non-corrosive aluminum, 
brass and stainless steel, with solid bronze bearings. What's 
more, its water-driven gears never need oiling. Make sure 
fe you're stocking the genuine Melnor Swingin’ Spray. Look for 
j the Melnor Warranty hangtag.®. just as your customers do! 


READY NOW! Melnor’s 1952 catalog, showing the complete line of 
superior hose connections and sprinklers. Write, today, for your copy. 


” MELNOR METAL PRODUCTS CO., INC. 
New York 13, N.Y. 
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Step up profits by selling | 


CINCH . .. attractive litho- 
graphed cans.. 


dising counter displays 


. free glazing points | 


with every can. 


CINCH won't harden in 
the can... always ready 
to use. Once used, CINCH 
is a sure repeater. 


Cash in on repeat sales 


of CINCH Glazing Com- | 
pound. Dealers allover the | 


country are reordering. ° 


Manufacturer: Complete line of Putty, 
and Glazing and Caulking Compounds. 


tHe BIDDLE co. 


ST. LOUIS 2, MO. 


612 S. MAIN ST. 
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TO HELP YOU SELL 








, play box. The box holds 129 items, 
| six different devices in brown and 


| General 
| 7, ek 





-merchan- | 
| tents, 


ivory. Each device *features the 
three-step Quick Clamp wiring 





| method. List price for the assort- 


ment is $24.00. Monowatt, Dept. of 
Electric Co., Providence 


Paint Roller Display 


Slightly more than 1 sq. ft. of 
floor space is needed for this alu- 
minum finished wire merchandis- 
ing display for the Roll-On line of 
paint rollers. It is offered at no 
charge with an order for its con- 
consisting of 12 Roll-On 





Painter combinations, 12 replace- 
ment covers, and 6 complete Roll- 
On painters, in new deluxe mohair, 
dynel, or lambswool, or a half-and- 
half selection of any two. The dis- 
play, measuring 54x10x15 in., has 
a three-color sign on top. Wooster 
Brush Co., Wooster, Ohio. 


Glass Rod Display 

Designed to hold 12 Waltco 
Glass Rods is this sturdy rack. It is 
offered with a selection of casting, 
spinning, flycasting, boat, and 
stubeasting rods, with a $132.00 
value at list. The complete pack- 


el 


Fives it 


HH af ieth 
se a 


4 
if 4 Hie 





age-display and the 12 rods has a 
dealer cost of $58.78. Waltco 
Products, 2300 W. 49th St., 
Chicago 9, III. 


Self-Spraying Paint Display 

A free, all-metal counter display 
is now offered to all dealers pur- 
chasing 36 cans of the self-spray- 
ing paint product, SprayPak. The 
display is 18 in. square, and carries 
all 36 cans of SprayPak, which does 
spray painting right from the can 
on wood, metal or stone. Dealer can 


Ev 


gh ey ee : 








select an assortment of any of the 
23 colors available, all of which are 
listed on the front of the display. 
Chase Products Co., Maywood, IIl. 
(Resume reading on page 14) 
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“ ..and to my son, John, | bequeath our 
family TROJAN JIG SAW BLADE’ 


Trosan Saw Blades are still going 
strong when you'd expect them 
to lose their teeth 
and their usefulness. 
Blades are hardened and gil 
tempered. Teeth are 
individually filed and pre- 
cision set. Over 130 
different types for every 
hand and power opera- 
tion. Insist on Trojan 
by name. 




















Fay the| Parker |Z 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 


and ACKERMANN-STEFFAN DIVISION 
Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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GOLDBLATT MASON TOOLS 


H QUICKER TURNOVER 
Give YOU + MORE PROFITS 
— REPEAT CUSTOMERS 





H FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 


Give Your Customers 








PLASTERING 
TROWEL 


BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


® 
Vd" 


PLASTERERS’ 
HAWK 






BRICKLAYERS’ 
LEVEL 







Send TODAY for 


FREE 


ILLUSTRATED 
CATALOG 


ATTRACTIVE 
DEALER DISCOUNTS 
Goldblatt sells direct 
fore able to offer 


especially attractive 
dealer discounts. 


Write for your 1952 copy of 
Goldblatt's illustrated cata- 
log describina the largest 
and most complete line of 
masonry tools and supplies. 
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Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 







FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Builders’ Hardware 
Gets Price Adjustment 
But Little Relief 


OPS, after more than a year of 
meetings and _ discussion, has 
ground out of its mill a price ad- 
justment for. builders’ hardware. 
Issued as a “stop-gap” until a tail- 
ored regulation is written for the 
industry, there is little evidence 
that it offers the industry anything 
but token relief. 

Unevenly attacking the _ cost 
problems, present and future, of the 
various segments of the builders’ 
hardware industry, there will be 
few cheers of relief from builders’ 
hardware men generally over this 
new order. However the agency still 
announces that a tailored order for 
builders’ hardware is under consid- 
eration. But there are many who 
feel it may never be put into effect. 

A wholesaler’s regulation has also 
been under consideration for a long 
time, and some sources believe that 
it, too, may be shelved. 

Meanwhile there is more and 
more evidence coming out of in- 
dustry advisory meetings with OPS 
that tailored regulations are not 
desired under current soft market 
conditions in some lines. Latest 
groups to join in that sentiment 
are the home laundry and _ steel 
kitchen cabinet manufacturers. 

Such attitudes should lend weight 
to contentions that there are areas 
in which price control is no longer 
necessary. 


NPA Cuts Copper, 
Aluminum, 15 Pct 


NPA has announced that for the 
second quarter it is cutting by 
nearly 15 pct allotments of copper 
and aluminum to manufacturers 
of electric housewares, major ap- 
pliances, wood household furniture, 
radio and TV sets and other con- 
sumer durable goods, deemed “more 
essential.” 

Allotments of steel for both the 
“essential and less essential” items 
are 50 pct across the board. 

Twenty-six products which re- 
ceived low allotment of brass mill 
products, ranging from 10 to 25 
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pet of base period use are receiving 
the same allotments for the second 
quarter. Among these products are 
cabinet hardware, portable lamps, 
carpet sweepers, venetian blinds, 
and fireplace equipment. 

Forty-three products which re- 
ceived low allotments of aluminum 
in the first quarter (in most cases 
20 pet of base period use) have 
now been raised to 25 pct of base 
period rates. Products in this group 
include furniture and cabinet hard- 
ware, portable lamps, carpet sweep- 
ers, holloware, vacuum jugs, vene- 
tian blinds, and fireplace equipment. 

The level of the more important 
products are 50 pct of base period 
of the steel (first quarter, 50 pct), 
30 pct of the use of aluminum and 
copper brass mill and foundry prod- 
ucts (first quarter, 35 pet), and 35 
pet of the base period use of copper 
wire mill products (first quarters, 
40 pet). 





Electric Housewares 
Men Ask NPA Relief 


Manufacturers of electric house- 
wares have asked NPA to consider 
larger allotments of controlled ma- 
terials so that they can reduce per 
unit production costs and pass the 
savings on to consumers. 

The electric housewares indus- 
try advisory committee at a meet- 
ing, Feb. 19, with NPA reported 
that the industry is trying to re- 
duce prices but finds this difficult 
because low allotments do not allow 
manufacturers to produce with 
maximum economy. 

NPA officials said they hoped 
that third and fourth quarter 1952 
allotments for electric housewares 
and other consumer goods would be 
higher than the second quarter al- 
lotments, particularly for steel and 
aluminum. They reported little hope 
for any more copper before 1953. 


OPS Allows Price Adjustments for Builders 
Hardware Pending Issuance of Tailored Order 


Three divisions of the builders’ 
hardware manufacturing industry 
on Feb. 14 were authorized by OPS 
to apply price adjustment ratios to 
their ceilings established under the 
General Ceiling Price Regulation 
(GCPR) for’ 31 classifications of 
their products, consisting of a 
number of separate articles. 

The divisions, and the number 
of classifications of each, are: the 
3utt and Hinge Group, 9; the 
Hangers, Track and Garage Door 
Group, 4; and the General Build- 
ers’ Hardware Group, 18. 

A tailored regulation covering 
the industry now is under consid- 
eration. Pending final action Sup- 
plementary Regulation 22 to Ceil- 
ing Price Regulation 22 is issued 
as an interim measure. It became 
effective February 19, 1952. 

Application of the authorized 
price adjustment ratios will result 
in an increase of 2 pct in GCPR 
ceilings for hangers, tracks and 
garage door hardware; 3 pct in the 
case of butts and hinges; and 3.5 
pet in the case of general builders’ 
hardware, OPS states. The _ in- 
creases apply only to the specific 


products listed in the regulation 
and not to any other products 
a manufacturer may produce. 

It is not expected, OPS officials 
said, that this industry-wide ceiling 
price adjustment will increase the 
general level of ceiling prices which 
the industry would otherwise have 
been entitled to establish under the 
price determining provisions of 
CPR 22. 

When the GCPR became effective 
on January 26, 1951, prices for 
builders’ hardware were frozen at 
the highest prices received between 
December 19, 1950, and January 
25, 1951. These GCPR ceilings re- 
flected uniform prices among build- 
ers’ hardware manufacturers which 
have been consistently maintained 
due to the standard interchangeable 
character of similar products made 
by different manufacturers. 

SR 22 permits a uniform indus- 
try-wide price increase adjustment 
instead of the right to compute and 
establish ceilings under the price 
determining provisions of CPR 22, 
and supersedes the provisions of 
CPR 22. 


(Continued on page 230) 
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People Know ..< Want 
=| Robeson’s “Frozen Heat Cutlery 


not allow 
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ce with 
y hoped ‘ - 
‘ter 1952 You won't have to sell your customers on Robeson’s know that if they are not satisfied, for any reason, 
usewares “Frozen Heat*’’ Cutlery. They will sell you. They will tell with the Robeson knife they buy, it will be replaced or 
would be you it’s the only cutlery made by Robeson’s exclusive reconditioned without charge. 
arter al- ‘Frozen Heat*’’ process. With no urging at all, they'll 
steel and explain this process consists of exposing high-carbon So why not enjoy the bigger volume, the bigger profits, the 
eee Stainless steel to white heat . . . then to a temperature increased traffic, the prestige and good will Robeson 
> JOO. 
of 100 degrees below zero, thereby hardening the metal Cutlery assures you ? Take the first step now. Just fill out 
to a razor sharp edge that lasts for years and years! and mail the coupon below. 
er Your customers know the ‘‘Frozen Heat*’’ story because 
of Robeson’s ‘‘hammer-it-home’’ schedule of national 
gulation advertising in magazines like Time, Good Housekeeping, 
products Better Homes & Gardens. They want Robeson blades 
ce. : 
officials because they know their unsurpassed quality. 
pore That ick sal | t sales f 
: at means quick sales, sure sales, repeat sales for you. . ; 
pase the ; on cae Robeson’s “Cutlery Corner” es aed 
»3 which And more net profit on each sale. Robeson’s direct- “ | 
‘ TRE TS saagis ones e 2 ..@ 5-foot showcase that's vy) \ \ 
ise have to-retailer selling cuts out the ‘‘middleman’’. .. gives you 
oe a whole warehouse in itself. ALS ‘ 
ider the a 50% profit instead of the usual 334%. 0 the Hand eer exces Lu \\} 
ions of want, displayed with an 
ff ? And that’s not ali! To cement the warm good will that eye-appeal that helps sell knives | 
‘tive ; 
sagem exists between Robeson dealers and their customers for you every minute of the day. 
a ie t is Robeson’s unconditional guarantee. Your customers Other floor end counter displays 
ozen a to fit every retailing need. 
between 
january = * . am * a e 7 = o om o - e . . oe . o } 
ings re- | 
ild- 
E wore Robeson Cutlery Co., Perry, New York | 
stakaed Robeson | want to know how | can handle the Robeson line in my 
ngeable community on a direct-from-factory basis. 
ued + | 
s made “Frozen Heat ” Please send me details about | 
indus- Cutlery Complete line Displays | 
istment ___ Gift Sets only Dealer Mats and Helps 
ute and 
e price Guarantee: We unconditionally guarantee every product Name —— 
PR 22, we make. Should any customer, FOR ANY REASON, be dissatisfied 
ons of with the performance of any Robeson knife, it will be replaced Street 
or reconditioned without charge. 
*Reg. U.S. Pat. Off. City Zone State | 





When customers ask for | 


reach for... 


PARKS 
penny 


shellac 


You're sure of top quality when 
you recommend Parks quick-drying 
Shellac . . . sure of satisfied customers 
and profitable repeat sales. 


Cash in on the DIFFERENCE 


in shellac ! 


Parks ‘sets’ fast, dries hard, powders 
smoothly when sanded. For all in- 
terior uses, Parks quick-drying Shellac 
is preferred by those who know 
shellac. 


Freshness, most important for best 
results, is CODE-CONTROLLED in 
Parks . . . the quick-drying Shellac of 
a thousand uses. 


Th SHHHONINE 
\pLE-GU AR ANTEED 


Y 
or full-bodied quality, purit of 
ingredients, complete customet 
ristaction! Meets of exceeds 
$6 


Federal Spec! 


THE PA ° 4 S COMPANY 


FALL RIVER, MASSACHUSETTS 


| 


SR 22 does not restrict a manu- 
facturer’s right to make price ad- 
justments under the so-called Cape- 
hart amendment to the Defense 
Production Act, as provided for un- 
der Supplementary Regulations 17 
and 18 of CPR 22, but if the manu- 
facturer does make the adjust- 
ments, SR 22 prices cannot be used 
in figuring the adjustments under 
the Capehart amendment. 


| Home Laundry Men Find 
| CPR-22 Satisfactory 


The Home Laundry Equipment 
Industry does not need a tailored 
order as the industry is operating 
successfully under CPR 22 or SR- 
17 to CPR 22, members of the in- 
dustry’s advisory committee told 
OPS at a recent meeting. Only 
four out of the 12 members were 
at the meeting. 

Some members of the industry 
have used Capehart adjustment un- 


| der SR-17, members said, and have 


| creases 


put the new price increases into ef- 
fect. However, others said that in- 
available under Capehart 
were so slight that they have not 
bothered to take advantage of the 
permitted adjustment. 


Lantern Makers Seek 
Balanced Allotments 


Manufacturers of non - electric 
lamps and lanterns recently asked 
NPA to balance allotments of cop- 
per to the industry with those of 
steel so that production will not be 
hindered by the imbalance. 

Unequal allotments of copper and 
steel result in only partially com- 
pleted lamps and lanterns, thus dis- 
rupting production goals and in- 
creasing order backlogs, industry 
spokesmen said. 

Committee members attending 
the meeting were: T. A. Blain, 
Aladdin Industries, Inc., Nashville, 
Tenn.; A. L. Johnson, Jr., Ameri- 
can Gas Machine Co., Inc., Albert 
Lea, Minn.; Charles T. Shears, S. 
F. Appliances, Ltd., Ridgefield, 
N. J.; J. L. Moore, Coleman Co., 
Inc., Wichita, Kan.; Arthur W. 
Carr, R. E. Dietz Co., Syracuse, 
N. Y.; Fred B. Embury, Embury 
Mfg. Co., Warsaw, N. Y.; Lawrence 
Bradford, Plume and Atwood Mfg. 
Co., Waterbury, Conn.; Joseph 
Withrow, Toledo Pressed Steel Co., 
Toledo, Ohio; A. W. Paull, Jr.. 
Wheeling Stamping Co., Wheeling, 
W. Va. 


| OPS Sets Uniform Ceiling Rollback 
| For Small Arms, Ammunition Makers 


Substitute ceiling prices have 
been placed on small-arms ammu- 
nition sold or offered for sale for 
non-defense use between July 1, 
1949, and June 24, 1950. 

The new ceilings are provided 
for in Supplementary Regulation 


| 21 to Ceiling Price Regulation 22, 





the general manufacturers’ regu- 
lation, effective February 19, 1952. 
They replace those formerly pro- 
vided for in Sections 3 and 30 to 
34, inclusive of CPR 22. 

Ceiling prices for small-arms am- 
munition not sold or offered for 
sale between July 1, 1949, and June 
24, 1950, must be established in ac- 
cordance with Sections 30 to 34 of 
CPR 22. 

The new regulation establishes 
a uniform rollback from General 
Ceiling Price Regulation (GCPR) 
ceilings of 3.62 pct for manufac- 
turers. This is a weighted average 


| of the individual rollbacks required 
| of these manufacturers by CPR 22. 


OPS explained that data submit- 
ted by small-arms ammunition man- 
ufacturers show that ceilings es- 
tablished by CPR 22 have substan- 
tially upset the industry’s historical 
pricing pattern. This is because the 
ceiling prices so established are for 


individual manufacturers and are 
based on their individual increases 
in materials and labor costs from 
the end of their respective base 
periods to the prescribed cut-off 
date. Although the cost adjustments 
calculated by manufacturers do not 
differ widely, OPS stated, the dif- 
ferences are sufficient to upset the 
price relationships existing before 
imposition of price controls on Jan- 
uary 26, 1951. 

The regulation establishes a uni- 
form price adjustment ratio for the 
entire industry. OPS Public Form 
No. 8 required under CPR 22, and 
supporting worksheets have been 
filed by all manufacturers. On the 
basis of this information, said OPS, 
it appears that under Supplemen- 
tary Regulation 2, to CPR 22, ex- 
isting ceilings for these manufac- 
turers are at levels ranging from 
94.76 pct to 97.1 pct of their ceil- 
ings under GCPR. 

A 96.38 pct industry-wide ratio 
established by the new supplement- 
ary regulation represents the aver- 
age of these individual factors 
weighted in accordance with the 
1950 dollar sales of the manufac- 
turers affected. Consequently, the 
new regulation establishes ceilings 
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We knew that we had a super-duper item for 

you in our Gladding-processed Platyl, but we 

didn’t know how super-duper it was until ship- 
ments were delayed first by the dock strike, 
and second by our insistence that the line be 

j stabilized. 

; Then we found out with a jolt. Telephone 
calls, telegrams and indignant letters, all asking, 
‘‘Where’s our Platyl?’’, have been making life 
at South Otselic a nightmare for weeks. 


























Good News for Gladding Customers! 
GLADDING-PLATYL 


The world’s finest monofilament line 


NOW AVAILABLE 


But now everything is running smoothly. 
All back orders have been taken care of, cur- 
rent orders are being filled and new orders 
will receive immediate attention. j 

If you’ve put off sending in your order, we 
urge you to do so now while we still have a 
good supply. And remember: Gladding Platyl 
isn’t ‘‘based’’ on the famous imported Platyl. 
It is the famous imported Platyl, processed 
in our own plant. 

Sure it costs a little more. But your cus- 
tomers will find that ‘‘little more’’ the best 
spinning investment they ever made. 


B. F. GLADDING & CO., South Otselic, N. Y. 
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WHEN YOU SELL / 
GORILLA GRIP GLUE 


Rogers Gorilla Grip Glue is sold only through 

stores like your own — never through chain stores or 

mail order houses. So you can be sure of getting a 
full profit on every can you sell. 






Not only that, but you can be sure of 
selling a lot of Rogers Glue, 
because it is being continuously 
advertised in national publications: 
Popular Homecraft, Popular 
Mechanics, Popular Science, 
Science and Mechanics and 

Mechanix Illustrated. 






Order today through your 
jobber ‘or write direct to: 


ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 





“A TON OF STRENGTH 
IN EVERY DROP” 








PIPE MENDING CEMENT 
for Split Soil Pipes, 
Waste Lines, Sand 

Holes, Cracks, Pin- 
holes, and Gaskets 


Easy-to-use 
STIK FORM 


Just rub into the crack . . . that’s 
DISPLAY IT! all! This positive seal for Water, 
SELL IT! Gas, Acids, Brine, etc. applies to 


wet or dry surfaces. An excellent 
caulking compound that stops 
PROFITS?! Attrective leaks while liquid runs in pipes 
2-color Self-Display under moderate pressure. 

Box. Write for folder and sample 


LAKE CHEMICAL CO. | 


3058 W. CARROLL « CHICAGO 12, ILLINOIS 


The most practical 
item in years... 
for Big, Steady 





















CAULKING 
COMPOUND 


Better than ever — at 
the same low price! 


é 





You offer your customers the finest 
Caulking Compound on the market 
— ring up more sales at generous 
profit margins — build profitable 
repeat business from satisfied cus- 
tomers — when you stock and rec- 
ommend FLEXISEAL Caulking 
Compound. 


FLEXISEAL quality is UP — but 
*LEXISEAL prices stay down! 


Users prefer the distinct whiteness, 
the easy application, the long-wear- 
ing qualities of FLEXISEAL Caulk- 
ing Compound, and the attractive 
retail prices! 


Stock it in four convenient 
packages! 

©@ SPOUTED CARTRIDGES 

@ REGULAR CARTRIDGES 

@ QUARTS, GALLONS, and PAILS 

© COLLAPSIBLE TUBES 


FPLEXISEAL 


Meets and exceeds 
Federal Specification TT-C-598 


If YOU didn’t triple your Caulking 
Compound sales in 1951, then — 


Order FLEXISEAL from your 


favorite Jobber 
or write 


LANDEN PUTTY WORKS, inc. 


MALDEN, MASS. 
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which are in accordance with the 
principles of CPR 22, and at the 
same time enables the industry to 
continue its prior pricing practices. 
OPS said that ceiling prices for 
small-arms ammunition not sold 
between July 1, 1949, and June 24, 
1950, must’ be established in ac- 
cordance with Sections 30 to 34 
of CPR 22. In applying these sec- 
tions, the reference ceiling prices 
used must be those established by 
this supplementary regulation. 
Each small-arms ammunition 
manufacturer is required to file 
with OPS a list of his ceilings es- 
tablished by the new supplementary 
regulation. The lists will provide 
OPS with ceiling price information 
equivalent to that which manufac- 
turers in other industries have fur- 
nished on their Form 8 reports. 


Lead and Zinc Ample 
For Paint Pigments 


Ample supplies of lead and zinc 
compounds for use in the manu- 
facture of pigments are currently 
available, NPA told the Paint In- 
dustry Technical Advisory Com- 
mittee. NPA also said no serious 
supply problem is expected to de- 
velop in either lead or zinc pig- 
ments in the near future. 

NPA also reported that copper 
chemicals used in marine paints 
will be short supply as long as the 
copper shortage continues. Of the 
oils used by the paint industry, tung 
oil supplies appear to be adequate 
to meet demands at the current rate 
of consumption. The castor oil sup- 
ply situation is less favorable than 
it was last summer. 


Baler, Binder Twine 
Order Issued by OPS 


OPS recently issued Supplement- 
ary Regulation 89 to the General 
Ceiling Price Regulation, as an in- 
terim order on baler and binder 
twine to meet the pricing problem 
of wholesalers and dealers now 
pricing under the GCPR and SR-29 
until issuance of tailored regula- 
tions covering the manufacture and 
distribution of domestic baler and 
binder twine. 

The new supplementary action 
sets forth various methods for the 
establishment of ceiling prices by 
wholesalers and dealers, based upon 
the seller’s experience in the pre- 
Korean quarter, April 1, 1950 
through June 24, 1950. 

Inasmuch as most wholesalers 
and dealers historically have es- 


tablished their selling prices with 
reference to their suppliers’ list 
prices, their ceiling prices will be 
based on their suppliers’ current 
list prices. 

Consideration was given to the 
problem of pricing inventories in 
the hands of wholesalers and deal- 
ers of baler and binder twine. OPS 
explained that, while the ceiling 
prices of twine sold before the date 
of the supplementary regulation 
are not affected, wholesalers and 
dealers are permitted, upon making 
their first recalculation of a ceiling 
price under the new supplementary 
regulation, to apply that .recalcula- 
lated price to their entire inventory 
on hand at the time of that recal- 
culation. Where ceiling prices are 
increased on subsequent recalcula- 
tions, inventories on hand must 
first be sold out at the prices in 
effect before the time of recalcula- 
tion. 


Seek DO Ratings on All 
China Bristle Brushes 


Manufacturers of paint and var- 
nish brushes have 
that NPA amend order M-18 to 
tighten its provisions to assure 
stronger compliance and to con- 
serve China bristles. The Paint and 
Varnish Committee has urged that 
DO-rated orders be required for 
brushes made of any length of 
China bristles. 

Order M-18 stipulates that no 
manufacturer of brushes can sell 
or deliver painters’ brushes con- 
taining bristles longer than 2% 
in. except on DO-rated orders. 

The committee proposed that 
NPA require that brushes made of 
China bristles 214 in. and longer 
and those made of non-China bris- 
tles longer than 2% in. be com- 
posed of 70 pct of bristles by weight 
and 30 pct of filling material other 
than bristles. The 70-30 percentage 
is required at present in painters’ 
brushes composed of either China 
or non-China bristles longer than 
2% in. 

The committee, reporting that 
some manufacturers and distribu- 
tors are circumventing provisions 
of M-18, recommended that the 
order be revised to strengthen com- 
pliance. NPA was told that the 
violators offer brushes in unlimited 
sizes and quantities and purport- 
edly made of China bristles, with- 
out DO-rate orders. The industry 
advisory committee said that it may 
be necessary to control the sale of 
brushes at the distributors’ level. 
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39 Items 
$14.95 PROFIT 


No. 7A Display 
48 items 
$8.80 PROFIT 


Hyde offers a variety of beautiful hardwood dis- 
plays—colorful, compact—featuring the famous 
Hyde Putty Knives, Scrapers and Wood Scrapers. 
They’re fast-moving items—priced for 50% 
mark-up, quick turnover. Other Hyde products 
include filler-type paint rollers, wallpaper re- 
movers, linoleum knives, roofing knives, sloyd 
knives, butcher knives, palette knives and 
spatulas. Write for full information—on Hyde 
products and promotion aids. 


No. 73 Display 
36 Kems 
$10.00 PROFIT 





78 items 
$10.51 PROFIT 


H Y D E MANUFACTURING CO. sourwsrioce, wass., usa. 





FREE MATS 
AVAILABLE 


.TO HELP YOU SELI 
TiDEE’'S NEW 
SENSATIONAL 
COVER HOLDER 
Ask your Dis- 
tributor about 
full details. Each 


ee 
TitDEE Tiidee Can 


woe Folder mounted on 


eT counter card below. 





(dda) REFUSE 


“¥ (is 
“dee 
COVER HOLDER fia 


TODAY 





Distributor’s write Tiidee 
Good Homemaking Prod- 


ADDRESS 
142i Broom Lane 
Dayton 4, Ohio 
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‘* TOP SPOT ”’ 


in the popular price field. Easy to 
operate. Shear-type knife cuts lids out . . 


leaves safe, smooth edge. Precision built. 


ae people's choice. 
5-YEAR SS, 


GUARANTEE 


4/ 


EDLUND 
JUNIOR 
CAN OPENER 


THINK OF 


Lidlund 


for 


BETTER KITCHEN TOOLS 


FDLUND COMPANY BURLINGTON, VT. 
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SELL THE 


INCREASE YOUR TAKE" ye 


Take in more money per sale... get a bigger total volume 











- push the large economy size Door-Ease Stick! 
This stainless lubricant is needed in homes. offices, 
and workshops for clean lubrication of doors, 
drawers, windows and other things that stick 
or squeak. Works effectively in all kinds of 
weather; won’t soil clothing or upholstery. 


Easy to apply —like a crayon. 


Each stick in attractive metal 
push-bottom container. Packed 
six in colorful counter display 
a Sey ee ee 39% 


10c UNIVERSAL SIZE 


Steady seller... brings repeat calls. Same 
uses as large stick, especially good fer zip- 
pers. Packed one dozen in counter display 
UE PIII 5 5.5 3 ore aside bo cease oss 10¢ 


AMERICAN GREASE STICK CO. 
Muskegon, Michigan 





Sold by leading 
hardware jobbers 

































other modern features. Standard range 
of the machine: 4%” to 2” pipe; extra range 
%"' pipe. With drive shaft 2/2” to 8” pipe. 
Bolt range 4" to 12’. Ask your Oster Dis- 
tributor or write for’ Pipe-Master’ Bulletin. 


Take a good look at this newest model 
Oster No. 502 ‘Pipe MASTER.” Latest fea- 
tures include NEW “‘Auto-Grip” semi-auto- 
matic front chuck; NEW cut-off device; 
NEW reaming device; Lever type feed; and 


THE OSTER MFG. CO. 2028 East 6ist St., Cleveland 3, Ohio, U.S.A. 


C Rush copy of catalog bulletin on No. 502 “PIPE MASTER.” 
(] Rush names of Oster Distributors in our area. 





COMPANY 
ADDRESS 




















Washing ton 
ay and VIEWS 


Reports on Events Affecting 
The Hardware Business 





(Continued from page 10) 


Use Federal Contracts 
To Aid Unemployed 


U. S. Department of Labor has 
certified 23 geographic areas as 
eligible to receive government 
contracts because of excessive un- 
employment. 

The areas certified are: 

Major areas (areas with at least 
one central city with a population 
of 50,000, or more)—New York; 
Detroit; Providence; Wilkes- 
Barre-Hazleton, Pa.; Grand Rapids 
and Flint, Mich.; Altoona, Pa.; 
Brockton and Lowell, Mass.; At- 
lantic City, N. J.; Asheville, N. C.; 
Manchester, N. H.; Terre Haute, 
Ind.; and Laredo, Tex. 

Smaller areas—Pottsville, Pa.; 
Herrin-Murphysboro-West Frank- 


fort, Ill. (formerly classified as 
Crab Orchard, IIl.); Uniontown- 
Connellsville, Pa.; Cumberland, 


Md.; and Vincennes, Ind. 

Labor Department says all of 
the areas certified have unemploy- 
ment of 6 pct or anticipate such 
an unemployment level within the 
next 2 to 4 months. 


Regional Shortages in 
Electric Power Seen 


Regional shortages of electric 
power will continue to plague in- 
dustry for at least another three 
years, unless planning for new 
generating capacity is begun “at 
once,” an _ industry - government 
committee predicts. 

Edward W. Morehouse, vice- 
president, General Public Utilities 
Corp., New York, N. Y., rejects the 
view held by some government 
planners that the present expan- 
sion program in the power-gene- 
rating industry will be sufficient 
to meet all needs by 1954. Mr. 
Morehouse was named by Defense 
Production Administration to head 
the industry-government commit- 
tee. 

Increasing defense needs make 
it imperative to step up the pres- 
ent program, the committee finds, 
if industrial production is not to 
suffer from enforced shut-downs. 


(Resume reading on page 11) 
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The Original locking 
Wrench with... 


yy INVOLUTE JAW CURVE 
gv KNURLED JAW TIPS 

gy WIRE and BOLT CUTTER 
“(yy THIN NOSE 




























No- 113 









oon * LOCKS 

cuted * CLAMPS 
* TWISTS 
* TURNS 


Awning Pulleys 






* PULLS 

* CUTS 

* RATCHETS 
* HOLDS 






Get ready! Get set! Go 
FOR SPRING BUSINESS 


When spring business starts to boom, be 
ready for it with merchandise that really 
sells...Judd Household Hardware. There’s 
none better, and householders know it. 

Remodeling, repairing, building or 
simply freshening up the home bring up 
needs for the whole Judd line . . . hard- 
ware, drapery fixtures and bright wire 
goods will get a tremendous play. So, get 
ready ... get set, go for that order blank 
and get it in the mail today! 

















World’s Largest- 
Selling LOCKING- 
Wrench 






















LOCKS to any size work with Ton-Grip! Does jobs no 
other tool can do. Easily turns battered nuts, bolts, 
screws—holds broken parts. Makes ideal Pipe Wrench, 
Adjustable End Wrench, Locking Wrench, Pliers, Toggle 
Press and Vise. 
WITH CUTTER No TW 1 82.33 
No roW 1” it 2.60 







WITHOUT CUTTER No ic 7 in 1.95 
No. 10C—10 in 2.25 


GLU) Household) wwe 
No 0 —10 in 2.15 
4 a rdwa re | Order From ne dite 


H. L. JUDD COMPANY, 87 Chambers St., New York 7 | 
Wallingford, Connecticut | 
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Carborundum Company Elects 
C. F. Robinson President 


Clinton F. Robinson has 
been elected president and 
director of The Carborun- 
dum Co., Niagara Falls, 





CLINTON F. ROBINSON 


N. Y., succeeding H. K. 
Clark, who has resigned as 
president, but will continue 
with the company as a mem- 
ber of the board. 

Paul B. Brown, Clarence 
E. Hawke, and William H. 
Wendel, formerly managers 
of the bonded products and 
grain division, refractories 
division, and coated  prod- 
ucts division respectively, 
were elected vice-presidents 
in charge of their divisions. 

Mr. Robinson was formerly 


president of Frederic B. 
Harris Co., and is presently 
director and member of the 
executive committee of Fan- 
steel Metallurgical Corp. He 
is also director and member 
of the executive committee 
of R. P. Bennett Co., and 
director of American Metal- 
lic Corp. Postwar service in 
the government includes the 
posts of deputy administra- 
tor, War Assets Adminis- 
tration; assistant to the Sec- 
retary of Defense, and 
assistant to the chairman, 
National Security Resources 
3oard. 

Mr. Brown joined Car- 
borundum Co. in 1948 as 
manager of the bonded prod- 
ucts and grain division. He 
was previously associated 
with Norton Co., and Au- 
stralian Abrasives. Mr. Wen- 
del joined Carborundum Co. 
as staff assistant to the presi- 
dent in 1947, having for- 
merly served as assistant to 
the president of U. S. Engi- 
neering Co. Mr. Hawke has 
held positions in Carborun- 
dum’s Dusseldorf, Germany, 
plant, as well as serving as 
sales manager of the refrac- 
tories division, director of 
sales, and manager of that 
division. 








City College of N. Y. Offers Builders’ 
Contract Hardware Course; Starts Mar. 24 


The City College of New 
York announces a 45-hour 
course in builders’ hardware, 
starting Mar. 24, 1952. 
course will meet on Monday 
evenings from 7:00 until 
10:00 p.m., at the City Col- 
lege Midtown Center. 

William V. Paine, a spe- 
cialist in builders’ hardware 
for more than 15 years, is 
instructor for the course, and 
he will be assisted by Harold 
V. Toop, Yale & Towne Mfg. 


236 


The, 


Co., and other visiting ex- 
perts. 
This course, which is an 


abridged version of a longer 
training program that was 
developed for the training of 
architectural hardware con- 
sultants, provides a_ basic 
knowledge in builders’ con- 
tract hardware. 

Emphasis will be given to 
blueprint reading, scheduling 
and estimating. The seiec- 
tion and function of all types 


of hardware in their applica- 
tion to residences, office 
buildings, and hotels, will be 
included. The course should 
be of special interest to the 





WILLIAM V. PAINE 


personnel of dealers and dis- 
tributors doing a substantial 


business in builders’ hard- 
ware. 
The builders’ hardware 


Course, for which the tuition 
will be $45, is the third train- 
ing program that has been 
developed in City College in 
the hardware field. In addi- 
tion to the architectural 


hardware consultants pro- 
gram, there is the retail 
hardware course, a_ four- 


week day section, that opens 
on March 10. 


Further information is 
available from the Super- 
visor of Admissions, City 


College Midtown Center, 430 








BMC Starts Building 
New Factory, Offices 


A new factory and general 
office building is under con- 
struction for BMC Mfg. 
Corp., Binghamton, N. Y., 
manufacturer of juvenile 
wheel goods. 

The new factory, being 
erected on an ll-acre tract 
of land, will have 81,00) sq. 
ft. of floor space, and will 
provide BMC with space to 
earry on its manufacturing 
operations on a single floor. 
The firm will eventually con- 
duct all manufacturing oper- 
ations in the new building, 
and use the old location for 
warehousing. 


Cowherd Named Head 
Of Century Drill & Tool 


Ben T. Cowherd has been 
appointed president of Cen- 
tury Drill & Tool Works, di- 
vision of Avildsen Tools & 
Machines, Inc., 311 S. Green 
St., Chicago, Ill., assuming 
all responsibility for the 
manufacture, sales and ac- 
counting functions of the 
Century division. 

Prior to joining Century 
Drill & Tool, Mr. Cowherd 
spent more than 20 years in 


W. 50th St., New York 19, 
N. ¥. 
various administrative and 


sales positions in the tire and 
rubber industry. He has 





BEN T. COWHERD 


served as Century’s  vice- 
president and sales manager 


for the past five years. 


Named as Automatic 
Washer Distributor 


Graves - Humphreys Hard- 
ware Co., Inc., 1948 Franklin 
Rd., S. W., Roanoke 6, Va., 
hardware’ wholesaler, has 
been named to distribute 
Laundry Queen washers in 
the Roanoke area for Auto- 
matic Washer Co., Newton, 
Iowa. 
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Inland Steel Celebrates 
50 Years in Operation 


Inland Steel Products Co., 
4157 W. Burnham St., Mil- 
waukee 1, Wis., is this year 
celebrating 50 years of ser- 
vice to the hardware and 
building trades. An official 
observance later in the year 
is planned, according’ to 
Neele Stearns, president. 

The company started as 
the Milwaukee Corrugating 
Co. in 1902, when it special- 
ized in corugated metal roof- 
ing, siding and ornamental 
ceilings. It has grown from 
one small plant into an or- 
ganization of three plants, 
five branch warehouse, and 
11 sales offices. 


Founders of the original 
company were Louis Kuehn, 
Fred and B. C. Pritzlaff, and 


plant is now undergoing ex- 
pansion that will add 40 pet. 
more floor space to the pres- 
ent buildings. 





Named to Washington by 
Landers, Frary & Clark 


Robert E. Kocher has been 
appointed district manager 
of the electric housewares di- 
vision of Landers, Frary & 
Clark, New Britain, Conn., 
in Washington, D. C. Mr. 
Kocher was formerly Wash- 
ington representative for 
Schick electric shavers. 








Fishing & Hunting Division of Hardware 
Show to Hold Chicago Session, Aug. 4-7 


The Fishing & Hunting 
Division of the National 
Hardware Show will hold a 
Chicago session, Aug. 4-7, at 
the Chicago Coliseum, it has 
been announced by Frank 
Yeager, manging director of 
the Show. 

Mr. Yeager said that a 
nationwide survey of the 
fishing and hunting industry 
was made before determining 
the time and place for the 
second trade show. 

The 7th National Hard- 
ware Show scheduled for 
Oct. 6-10, Grand Central Pal- 
ace, New York, N. Y., is now 
well over 90 pct sold out for 
1952, and from the response, 
a quick sell-out is expected 
for the Chicago show. 

An intensive advertising 
program has been arranged 
to reach buyers all over 
America for these shows. In 
addition, railroads and air 
lines are cooperating with 
the management in arrang- 


ing transportation to the 
Chicago show. 
The Coliseum, with its 


large facilities for national 
shows, will be in full swing 
to add to the success of the 
Chicago session of the Fish- 


ing & Hunting Division of 
the Show. 

The Chicago show will also 
be sold on a package plan 
basis, with special price in- 
ducements to manufacturers 
exhibiting in both the New 
York and Chicago shows. 


Our Own Hardware Introduces 
“vnland ‘Steel's Milwaukee Dealer Promotional Tools 


New promotional tools to 
help its dealer-stockholders 
do a better selling job in 1952 
were introduced at the 39th 
annual convention and stock- 
holders meeting of Our Own 
Hardware Co., at its Minne- 
apolis headquarters, Feb. 11 
to 13. 

One of the principal 
jectives of the company’s 
program of promotional as- 
sistance to its dealer-owners 
this year, will be better store 


ob- 


identification with the Our 
Own name. 
Miss Mary S. Monahan 


was elected secretary, to fill 
the vacancy created by the 
recent retirement of Miss 
Mary Casey. All other offi- 
cers and directors were re- 
elected. 

S. P. Duffy, president and 
general manager, reported 
that in spite of poorer crop 
conditions in the territory 
served by Our Own stores, 
particularly because of soft 


whole- 
stores 


corn, the company’s 
sale sales to member 
were just 2.07 pet less than 
in 1950 which was the firm’s 
biggest year. He reported 
wholesale sales to be $16,616,- 
000. 

Representatives of 165 
member stores attended the 
three-day convention and 
show, held in the company 
warehouse. Store personnel 
registrations numbered 1,385. 

“This year has got to be a 
selling year,” President Duf- 
fy emphasized in his opening 
address, in which he prom- 
ised dealers even greater 
support from the Our Store 
staff. 

Our Own buyers and fac- 
tory representatives present- 
ed merchandising opportuni- 


ties for the year on their 
particular lines from the 
stage of the auditorium at 


morning and afternoon meet- 
ings. 


(Continued on page 258) 





Board of directors and officers of Our Own Hardware Co., are, left to right: Loren Elen- 
baum, Elenbaum’s Hardware, Langdon, N. D.; George DeRuyter, DeRuyter Hardware Co., 
Sioux Center, Ia.; H. P. Nicklas, Durand Hardware Co., Durand, Wis.; W. A. Retzlass, F. H. 
Retzlaff Hdwe. Co., New Ulm, Minn., director and vice-president; S. P. Duffy, president 
and general manager; S. E. Hunt, Hunt Bros. Co., Red Lake Falls, Minn., chairman of 
the board; Wallace Ulmer, Miles & Ulmer Co., Miles City, Mont.; Mary S. Monahan, sec- 
retary; B. J. Mahowald, Mahowald Co., Watertown, S. D.; H. B. Robards, Cowing-Robards, 
Inc., Alexandria, Minn.; and A. E. Holm, Holm Bros., Atwater, Minn. Not shown is O. V. 
Hanson, Hanson Hardware Co., Rochester, Minn. 
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Women rave about Veri-Lite’s 
feather-lightness. Men go for its tough, long-lived dura- 
bility. And you'll go for its pace-setting sales action! 





Made of the finest, carefully chosen materials... by crafts- 
men who know their job and their product... BWH Veri-Lite 
is the hose that’s flexible, easy-to-handle ... yet never 


needs to be “babied.” 

Made in three brilliant, sales-engineered colors: green, 
red, yellow. Get your order in today. 

Ask your jobber about BWH’s full line of other types 
of garden hose for special needs. 


AsY- 
wert e TO-w, 


fs © 10NG LASTS 
ltd 


PLASTIC GARDEN HOSE 


(PASTRN OVEN HOSE & PURBER (0 Bente More 


£5 





™ » 
~~ aes eS 








Stock Bull Dog Nozzles 


Boston Nozzle — For new hose or replace- 
ment use. Fits all couplings. Made of fin- 
est brass with shut-off control built in. A simple twist 
gives stream, shower or mist. 


--- and Good Luck Washers 


Good Luck Washers — Known and accepted by 
the nation’s ‘‘Lawn-makers” for years and years. 
Fic all —— snugly ...don't harden or 
shrink ... save water, preg pressure. 





oo 








i®' Boston Woven Hose 


& RUBBER COMPANY 


Distributors in all Principal Cities 
PLANT: Cambridge, Mass. - P.O. Box 1071, Boston 3, Mass., U.S.A, 
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| Reidy, Davis Advanced 


In Casco Products Sales 


John J. Reidy has been ap- 
and 


pointed vice-president 





JOHN J. REIDY 


a member of the board of 
general sales manager and 
Casco Products Corp., 
Bridgeport, Conn., and 
Harry Davis was appointed 
sales manager of the home 
appliance division. 

Prior to joining Casco 
Products Corp. in 1947 as 
sales manager of the home 
appliance division, Mr. Reidy 
was associated for 12 years 
with Schick, Inc. In his new 
post, he will be in charge of 
the home appliances, automo- 
tive accessories and car fac- 
tory divisions. 


News of the Trade 





Mr. Davis joined the firm 
in 1948 as assistant sales 
manager of the home appli- 





HARRY DAVIS 


ance division. Prior to that, 
he was eastern district man- 
ager for Toastmaster Prod- 
ucts. 


1953 NSGA Show Will 
Be Held in New York 


The National Sporting 
Goods convention and show 
will be held in New York 


City Jan. 25-28, 1953, at the 
Hotel New Yorker. The 1952 
convention and show marked 
the third straight year that 
the event had been held in 
Chicago. 








Boston Varnish Adds Four New Directors 





Shown here are executives of the Boston Varnish Co., 
Everett, Mass., who were recently elected to the firm's board 


of directors. Left to right: 


Alfred E. Howell, 


assistant treas- 


urer and secretary; Henry D. Bainbridge, executive manager: 
W. Wesley Gilmour, credit manager and chairman of the 
Credits and Collections Committee of the National Paint, 


Varnish & Lacquer Association, and J. Van Vloten, 


manager. 
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Vice-President of Sales 
Named by Dexter Co. 
G. F. Keeton has been 


named vice-president in 
charge of sales of the Dexter 





G. F. KEETON 


Co., Fairfield, Iowa, manu- 
facturer of washing ma- 
chines. 

Mr. Keeton was formerly 
associated with General Elec- 
tric, the American Kitchen 
division of Avco Mfg. Corp., 
and was a part owner of a 
Phileo distributorship. He 
was most recently associated 
with American Standard. 





Midland Glue Changes 

Name; Is In New Plant 
Midland Glue Products Co. 

has altered its firm name to 


Midland Adhesives & Chemi- 
cal Corp., and is now in full 


News of the Trade 





production at its new plant 
located at 2600 Goodrich, 
Ferndale, Mich. 

Approximately 20,000 sq. 
ft. of operation facilities are 
available in this completely 
new and modern plant. Mid- 
land’s technical research divi- 
sion has been greatly en- 
larged, and is now staffed to 
work on continuous research 
and adhesive formula devel- 
opment and testing. 





Lewis Named Sales Head 
Of Quaker Rubber Corp. 


J. R. Lewis has been ap- 
pointed general sales man- 
ager of Quaker Rubber Corp., 
division of H. K. Porter Co., 
Inc., Philadelphia, Pa. Mr. 
Lewis has been with Quaker 
for more than 11 years, hav- 
ing served successively as 
Philadelphia district sales 
manager, assistant sales 
manager and assistant gen- 
eral sales manager. 





Heads Sales, Advertising 
For Murray Division 


Paul R. Copeland, Jr., was 
appointed sales promotion, 
and advertising manager of 
the Home Appliance Division, 
The Murray Corp. of Amer- 
ica, Scranton, Pa. He will 
direct the national advertis- 
ing and promotion of the 
Murray line of matched steel 
kitchens, gas and electric 
ranges, sinks, and bath tubs. 








Masback Plans Rubbermaid Merchandising 














Discussing plans for merchandising Rubbermaid house- 
wares in New York by Masback, Inc., wholesaler, 330 Hudson 
St., New York 13, N. Y., are: Charles Martin, left, represent- 
ing Rubbermaid in the New York area; E. R. Masback, Jr., 
vice-president, purchasing; Phil Spiegel, sales manager; R. H. 

ngsam, vice-president, sales, and A. H. Buchta, house- 
wares buyer. Rubbermaid products are made by Wooster 
Rubber Co., Wooster, Ohio. 
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FITS QUARTS 
and PINTS 
Reads 95 





PAINT MIXER 


Simplifies paint conditioning 

e Encourages frequent stirring 

© Does not need to be removed 
Stirs full can without overflow 
Keeps hands clean 

Straight edge for brush wiping 
Handy brush hanger 








PROP Sx. 
FITS QUARTS 
and GALLONS 
Reads 179 





PACKED | 
12 Sr. and 
6 Jr. 
Sells for 






ORDER FROM YOUR JOBBER 
(Wholesalers Invited) 


MARTEN METAL 


PRODUCTS CO. 


1220 EAST 9 MILE RD. 


HAZEL PARK, MICHIGAN 
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Cotter & Co. Reports Increased Sales in ’51; 
Larger Dealer Membership Partly Responsible 


The annual stockholders 
meeting and spring merchan- 
dise show of Cotter & Co., 
dealer-owned wholesaler, 365 
E. Illinois St., Chicago 11, 
Ill., was held Feb. 4 and 5, 
at which time it was an- 
nounced that sales for 1951 
were up 41 pct over the pre- 
vious year, and patronage re- 
funds to dealers were 45 pct 
over last year. 

One of the factors held re- 
sponsible for the increased 
sales of the company was 
the larger membership. Plans 
for further expansion of 
dealer-membership for 1952 
were discussed, and addi- 
tional new lines of merchan- 
dise were presented. 

Officers of the company re- 
elected at the stockholders 
meeting were: John M. Cot- 
ter, president and general 
manager; John H. DePree, 
Zeeland, Mich., vice - presi- 
dent; William H. Althoff, 
West McHenry, IIl., trea- 
surer; Joseph O’Neill, Lake 
Forest, Ill., secretary, and 
Edward E. Lanctot, assistant 
secretary and treasurer. 

Elected directors for a 
three-year period were: 


Harry J. Debo, Peru, Ill; L. 
W. Moore, Rochelle, Ill., and 
Harold Haefner, 
Wis. 


LaCrosse, 



















More than 250 dealers and 
their wives attended the Cot- 
ter & Co. dinner on Feb. 5, 
at the Sheraton Hotel, in con- 
nection with the company’s 
annual meeting. 
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More than 175 manufac- 
turers displayed hardware, 
housewares, electrical appli- 
ance and sporting goods lines 
at the merchandise display. 
It was reported that inven- 
tories of member stores were 
in good condition, and deal- 
ers were ordering seasonal 
merchandise as well as fill- 
ins. 

On Tuesday evening, Feb. 
5, more than 250 dealers and 
their wives: attended a dinner 
at the Sheraton Hotel, at 
which time Mr. Cotter was 
presented with a wristwatch, 
as a token of appreciation 
for the services he has ren- 
dered to the organization. 

Marvin G. Shutt, secretary 
of the National Sporting 
Goods Association, addressed 
the group on the merchandis- 
ing of sporting goods, fishing 
tackle ete., in the hardware 
store. He advised dealers of 
the necessity of carrying a 
complete selection of sport- 
ing goods merchandise and 
that sales forces should be 
well informed on the prod- 
ucts they are selling. He 
pointed out that fishing 
tackle sales have increased 
considerably during the past 
several years. 

Edgar Kalthoff, 
Kalthoff & Sons, 


Mee, “Ge 
East De- 


News of the Trade 





troit, Mich., stressed the im- 
portance of good housekeep- 
ing in stores, advertising, 
promoting, and other factors 
for a good operation. He sug- 
gested that dealers promote 
their sales aisles and dis- 
plays, and that seasonal 
items be played up. In speak- 
ing of paint merchandising, 
Mr. Kalthoff said, “You can- 
not merchandise a paint de- 
partment without putting 
paints in a pyramid in front 
of the store with signs. If 
you sell paint, ask your cus- 
tomer if he has a clean 
brush, don’t merely ask_if he 
has a_ brush.” He also 
stressed the need of backing 
up circular or catalog pro- 
motions with merchandise. 

Cotter & Co’s. consumer 
advertising program was 
also discussed during the 
two-day meeting. The pvro- 
gram for 1952 includes a 
spring and summer roto- 
gravure consumer catalog 
and a toy and gift catalog. 
These will be supplemented 
by a mid-winter rotogravure 
circular and a mid-summer 
circular. Also offered to Cot- 
ter members is a weekly win- 
dow banner and price card 
service featuring weekly 
specials, and store display 
kits for each promotion. New 
for 1952 is a newspaper mat 
program furnished the deal- 
ers every other week to tie 
in with the promotions. 


HARDWARE AGE, MARCH 6, 


Hames Appointed Sales 
Head for Shakespeare 


Everett R. Hames has been 
named sales manager of the 
Shakespeare Co., 417 N. Prit- 





EVERETT R. HAMES 


cher St., Kalamazoo, Mich., 
succeeding the late H. W. 
Pomeroy. 


Mr. Hames joined the 
Shakespeare firm in 1947, 
working closely with the 


sales manager in direct sales 
promotion and distribution of 
new tackle items. In his new 
capacity, he will supervise the 


sale and_ distribution of 
Shakespeare tackle in the 
United States through 21 


territorial representatives. 








Directors of Cotter & Co. pre- 
sent a watch to John M. Cot- 
ter, in recognition of services 
rendered to the organization. 
Left to right are: Harold 
Haefner, LaCross, Wisc.; 
Harry J. Debo, Peru, Ill.; Bur- 
ton Baity, El Paso, IIl.; W. H. 
Althoff, McHenry, IIl.; John 
H. DePree, Zealand, Mich.; 
Mr. Cotter; L. W. Moore, Ro- 
chelle, IIl., and Joseph O'Neill, 
Lake Forest, Il. 
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WHEN YOU 
STOCK AND DISPLAY THE 









E. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 








SELL THE ITEM 
THAT CANT MISS! 






+RED-ARROW= 


The Perfect Seating 
NON-JIGGLE 


» ) TANK BALL 
stops annoying toilet drip 





* fits any flush valve 
* easy to install 
¢ saves water bills 


Here’s a_ profit-maker from 
Hancock that can’t miss hitting 
new sales highs for you. Red- 
Arrow, the perfect seating non- 
jiggle tank ball, offers you a 
wide open market with unlimited 
sales possibilities. Stock up to- 
day! You can’t miss with Red- 
Arrow, the non-jiggle tank ball 
that never misses! Red-Arrow 
utilizes the swirling action of 
flushing water to direct the ball 





oococoeoceoeco ceo 











to a perfect valve seat. 





SOLD THROUGH AUTHORIZED JOBBERS AND DISTRIBUTORS 
WRITE TODAY FOR PRICES! 


QUILT 





f “~~ 
r = 
/* Pe. Big 
{ 
} 


aah : 
—i'- | 135 S$. Second Street ¢* Philadelphia 6, Pa 
FULL LINE OF PLASTIC, PLASTIC COVERED, AND BRAIDED RUBBER HOSE 
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NATIONALLY ADVERTISED in Life, 
Saturday Evening Post, and Better Homes & Gardens 
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F. E. Myers Elects New 
Head, Board Chairman 


John C. Myers, president 
of F. E. Myers & Bro. Co., 
Ohio, 


Ashland, has been 





JOHN C. MYERS 





CURTISS GINN, JR. 


elected to the newly created 
position of chairman of the 
board of directors, and Cur- 
tiss Ginn, Jr., formerly vice- 
president and general man- 
ager, has been elected presi- 
dent of the firm. 

F. E. Myers, II, former 
vice-president and office 
manager, has been elected 
first vice-president and sec- 
retary, and J. C. Myers, Jr., 
was re-elected vice-president 
in charge of industrial and 
public relations. C. D. Lei- 
ter, former domestic sales 
manager, was elected vice- 
president and domestic sales 
manager, and W. B. Kellog, 
foreign sales manager, has 
been elected vice-president 
and foreign sales manager. 

M. G. Moses has been re» 
elected controller, and D. J. 
Fike was named treasurer. 
A. E. Johnson was re-elected 
assistant secretary, and E. 
M. Myers, former assistant 
export manager, has been 
elected assistant to the presi- 
dent. 

Elected to the board of di- 
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rectors were J. C. Myers, 
Jr., and M. G. Moses, filling 
vacancies created by the re- 
tirements of F. B. Kellogg 
and J. C. Frentz. Members 
re-elected to the board in- 
clude: J. C. Myers, Curtiss 
Ginn, Jr., F. E. Myers, II, 
C. D. Leiter, W. B. Kellogg, 
T. W. Miller, Jr., and George 
P. Gongwer. 

Mr. J. C. Myers has been 
associated with the firm since 
1902, and _ president since 
1933. In 1929 he served as 
president of the Farm Equip- 
ment Institute and is still a 
member of the _ executive 
council. He is also a member 
of the executive committee of 
the National Association of 
Pump Manufacturers. 

Mr. Ginn became third 
vice-president and a director 
of the company in 1938. In 
1941 he was elected vice- 
president and general man- 
ager, also retaining his di- 
rectorship. 


General Liquids Names 
Hardware Distributors 


General Liquids Corp., 5140 
Reisterstown Rd., Baltimore 
15, Md., has named new hard- 
ware distributors for their 
firm’s line of Liquid Sand- 
paper. 


News of the Trade 





Among those hardware 
wholesalers named are: Mar- 
shall-Wells Co., 391 Lake 
Ave., S., Duluth 1, Minn.; and 
Masback, Inc., 330 Hudson 
St., New York 13, N. Y. Com- 
merce Hardware Division, 
Inc., Baltimore, Md., has also 
been named a distributor. 





Weckel Named Sales 
Head of Gerts, Lumbard 


F. Weckel has 
been appointed sales man- 
ager of Gerts, Lumbard & 
Co., 3407-25 N. Kimball Ave., 
Chicago 18, Ill., manufac- 
turer of brushes. Mr. We-kel 
was formerly associated with 
Martin-Senour Co. and E]- 
liott Paint & Varnish Co. for 
more than 20 years. 


Howard 





Kitchen Cabinet Makers 
List 1952 Meeting Dates 


The Steel Kitchen Cabinet 
Mfrs. Assn., Inc., Engineers 
Bldg., Cleveland 14, Ohio, 
will hold its first quarterly 
meeting of members for 1952 
at the Cleveland Hotel, Cleve- 
land, on Wed., Mar. 5. Sub- 
sequent meetings will be held 
at the same location on the 
following Wednesdays: June 
1, September 3, and Decem- 
ber 3, 1952, 


Stratton & Terstegge 
Division Sales Head 


James L. Meagher, Jr., has 
been appointed general sales 
manager of the Anchor-Hart 





JAMES L. MEAGHER, JR. 


Division of Stratton & Ter- 
stegge Co., New Albany, Ind. 
While the general sales pol- 
icy will remain unchanged, 
expansion in service will b« 
directed to greater promotion 
of Anchor heating equipment 
and Hart fireplace fixtures 
and garden furniture. 

Mr. Meagher has been with 
Stratton & Terstegge since 
1946, having worked in vari- 
ous departments, and most 
recently was sales represen- 
tative in eastern Tennessee. 
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Witte Hardware Corp., 704-706 N. Third St., St. Louis 2, Mo., has enlarged and re- 
vamped its display room for more effective presentation of the firm's seasonal merchandise 
to visiting dealers. Dimensions of the new room are 20 by 50 ft., and currently featured 
is the fishing tackle display shown here. Displays are changed throughout the year to 
show wheel goods, electrical appliances, sporting goods, housewares, hand and power 
lawn mowers, laundry equipment, and many other items of merchandise carried by the 


firm. 
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RUGG 
“READY-PAK” 


sells MORE rope in 
3 EASY steps 


ORDER Ready-Pak BY RUGG 


6 pre-measured connected coils 
packed in sealed shipping carton. 


DISPLAY All-Purpose QUALITY 


Carton unfolds into colorful counter 
display container . . . weatherproof, 
non-kink manila or sisal. 


SELL Pre-measured COILS 


Steps up quantity and speeds the sale. 








Size Per Coil Per Display 
RUGG All-Purpose i. 3 fe. = fe. 
3” t. t. 
QUALITY PLEASES... ip» 50 ft. 300 ft. 


RUGG Ready-Paok SELLS 
NOW AT YOUR JOBBER'S 


The E. T. RUGG COo., 51 Miller St., Newark, Ohio 





OR WRITE 
















rubber 
& 
friction 





friction 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


made by OK ONITE 
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AEROSOL 
BOMB TYPE 
FREON 
PROPELLED 


Instant cus- 
tomer ap- 
peal. Just 
shake can and paint— 
no mixing, no clean-up, 
no compressor or hose 
needed! Guaranteed 
non-clogging, removable 
spray valve. Ideal for 
1001 paint and touch- 
up jobs around the home 
or garage.Colors include 
Chrome Aluminum, Gloss 
White, Gloss Black, 
Meadow Green, Bright 
Red, Medium Gray, 
Royal Blue, Ivory, Bright 
Gold, Clear Plastic, Copperplate and Yellow. 






-.+@ complete line 

of ready mixed paints 
assures perfect results for 
every painting need. 
Highest test lacquer thin- 
ners,non-inflammable and 
liquid paint removers, 
clear gloss lacquers, lac- 
quer sealer—dgold, cop- 
per and colored bronze 
powders and aluminum 
paste in ALL grades. 
Shipments from stock 
from % pints to 55 gal- 
lon drums. 








A quality line at com- 
petitive prices for 
profitable, steady 
repeat sales. 


Write for color cards, literature and prices. 
REPRESENTATIVES: 


Some territories still open. 
Write for details. 


CHAMPION BRONZE POWDER & PAINT CO., Inc. 








Dept.H , 2526 W. Van Buren, Chicago 12, Ill. 
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Franklin Hardware & Supply Introduces 
New Dealer Services at Annual Meeting 


Improved order handling 
procedure, the company’s 
new catalog and announce- 
ment of a new dealer as- 
sistance program were among 
the featured presentations 
at the 12th annual stock- 
holders meeting and exhibit 
of Franklin Hardware & 
Supply Co., dealer owned 
wholesale house, on Feb. 5. 

Held at the company’s of- 
fices and warehouse, the all- 
day meeting included lunch- 
eon and dinner, and was at- 
tended by 85 pct of the 
dealer-stockholders. Officers 
reported a good increase in 
1951 over volume for the pre- 
vious year, and pointed out 
that more than 88 pct of the 
items ordered by dealers are 
shipped within 24 hours of 
the receipt of orders. 

Owen T. Larkin, sales pro- 
motion department, showed 
the company’s new loose leaf 
catalog, produced on_ the 
company’s own equipment. 
Distribution of the new cata- 
log will be made by the com- 
pany’s two field representa- 
tives. 

For easy handling the 
catalog has been divided into 
several sections which the 
dealer may remove for stock 
checking, and other purposes, 
At a later date field repre- 
sentatives will distribute 


price sheets, including both 
dealer cost and selling prices, 
the sheets to be placed at 
the beginning of each depart- 
ment’s listings. 

F. Leon Herron, Jr., vice- 
president in charge of opera- 
tions, outlined improvements 
in procedure in the handling 
of orders and discussed the 
work of the company’s two 
field representatives who are 
trained product specialists. 
These men will visit dealer 
stores to instruct owners and 
their employees in the tech- 
nique of selling various lines. 

President Herron reviewed 
the history of the company 
and outlined plans for the 
coming year. 

All officers and all mem- 
bers of the board were re- 
elected. Charles F. Parvis 
continues as chairman of the 
board and F. Leon Herron, 
Sr., as president. George R. 
Park, George R. Park & Son, 
Wayne, Pa., was reelected 
secretary - treasurer. Direc- 
tors are: Messrs Parvis and 
Park; Charles P. Reinboth, 
Charles P. Reinboth & Sons, 
Philadelphia; M. W. Allen, 
Cochran & Alilen, Inc., Car- 
lisle, Pa.; William H. Caw- 
man, G. W. Cawman & Son, 
Salem, N. J.; Herbert J. 
Weber, Joseph Weber, Phila- 
delphia; John D. Bennett, 
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H. H. Bennett Hardware Co., 
Easton, Pa.; Walter T. Mas- 
sey, Dover, Del. and T. Birch 
Lippincott, S. E. Lippincott, 
Burlington, N. J. 





Vice-President of Sales 
Named by Warren Tool 


Kar! F. Baumann has been 
appointed vice-president in 
charge of sales for Warren 
Tool Corp., Warren, Ohio. 

Mr. Baumann joined War- 
ren Tool in 1944 as assistant 
sales manager, and in 1947 
was transferred to Warren 
as works manager. Prior to 





KARL F. BAUMANN 


that, he served with Globe 
Union, Inc., holding the posi- 
tions of personnel manager, 
special assistant to the vice- 
president in charge of sales, 
and assistant sales manager. 











Officers and directors of Franklin Hardware & Supply Co., dealer-owned wholesale house, 
Philadelphia, Pa., elected at the annual stockholders’ meeting. Front, left to right, are: John 
D. Bennett, Walter T. Massey, Birch T. Lippincott and Charles F. Parvis, chairman of the 
board. Standing, left to right, are: F. Leon Herron, Sr., president; William H. Cawman, 
Herbert J. Weber, George R. Park, secretary-treasurer, M. W. Allen and Charles P. 
Reinboth. 
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Welded Chain Expert 
Joins Hodell Chain 


John Senft, nationally rec- 
ognized authority on ma- 
chinery for the production of 





JOHN SENFT 


electric welded chain, has 
been engaged as consultant 
in the engineering depart- 
ment of Hodell Chain Co., 
division of the National 
Screw & Mfg. Co., Cleveland 
3, Ohio. 

Mr. Senft has participated 
in the earliest development 
of the electric welding proc- 
ess and the design of the es- 
sential equipment from his 
association with the pioneer 


companies in the industry. 
He is credited as_ having 
largely contributed over a 


period of years to most of 
the early engineering im- 
provements which make pos- 
sible large scale production 
of electric welded chain. 


Heads Magic Chef 
Sales in Southwest 


John M. Bayer has been 
named heater sales manager 
of the southwestern division 
of Magic Chef, Inc., 1641 S. 
Kingshighway Blvd., St. 
Louis 10, Mo. He has charge 
of Magic Chef heater sales 
program in the eight-state 
area, with headquarters in 
St. Louis. 


Market Forge Appoints 


The Materials Handling di- 
vision of Market Forge Co, 
Everett 49, Mass., has an- 
nounced the appointment of 
Jonathan Handy Co., 38 
Bethel St., New Bedford, 
Mass., as its distributor in 
that area. Jack Somers will 
be in charge of sales of the 
complete line of materials 
handling equipment. 
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HOPPE 





Capitalize This Year 
On Hoppe Products 


Save yourself time, talk and selling energy. You 
won't find it necessary to “introduce” Hoppe’s No. 
§9— Hoppe’s Patches — Hoppe’s Lubricating Oil — or 
Hoppe’s Gun Grease—because these widely adver- 
tised, well known and long used gun cleaning essen- 
tials enjoy the friendship and demand of every ex- 
perienced gun owner. And—every Sporting Goods 
Jobber sells them. That's the final proof of their ready, 
steady saleability. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Pa. 








GILBERT 
PLASTIC BOXES 


For Every 
Purpose! 
PARTS 
FISHING 
STAMPS These transparent 
NOTIONS plastic utility boxes 
HOBBIES ; 
a cemenia sell on sight! Your 
TOOLS customers can use 
BUTTONS them for keeping 
JEWELRY smali items neatly 
HAIR PINS stored . . . easily 
ae identified. Available . 
NAILS in 6 sizes with a 
COINS choice of 24 com- 
SUPPLIES partment designs, 
hase qe Write for samples 
; ies . 5 : 
© PACKAGING and prices today! 
F Bs ar gaa Specialists in plastic 


kits 


packaging from planning 
stage to finished package. 
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Who is 
The Leader 


in the 
fishing tackle industry 








You don’t have to guess 





According to Treasury Department fig- 
ures, Excise Tax collections on FISHING 
TACKLE (July 1-November 30, 1951) 
were 25% BELOW the corresponding 
period in 1950. 











Fishing Tackle Sales 








(for domestic consumption) 


were 20% AHEAD of 1950 


Do... H-I Rods — Reels — 

Lines — Lures — enjoy top 

consumer demand and 
acceptance ? 


You be the judge 


See your H-I salesman, YOUR TACKLE 
SPECIALIST. He'll show you the tackle 
numbers which have made H-I the sales 
and profit leader in its field. 


Horrocks-Ibbotson Co. 
UTICA, NEW YORK 


Manufacturers of the largest line of fishing tackle in the world 
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Ames Baldwin Wyoming Changes Firm Name to 
0. Ames Co.; Takes Name of Founder’s Son 


Richard Harte, president 
of Ames Baldwin Wyoming 
Co., Parkersburg, W. Va., has 
announced that the company 
name has been changed to O. 
Ames Co, 

The name Ames dates back 
to 1774, when Capt. John 
Ames began the manufacture 
of shovels in West Bridge- 
water, Mass. From his hand 
forge came the first Ames 
shovels. 

John Ames was joined by 
his son, Oliver, and in 1805, 
the date of John Ames 
death, Oliver was operating 


North Easton and one at 
Braintree, Mass. His plants 
turned out about 40 dozen 
shovels a day, and some 60 
workmen were employed. 
From this beginning, 178 
years ago, has grown the 
present organization of O. 
Ames Co., one of the largest 
manufacturers of shovels in 
the world. The company has 
two plants in- Parkersburg 
and one in North Easton de- 
voted to the manufacture of 
shovels, forks, hoes and 
rakes, and also maintains 
five handle plants in West 








the plant in West Bridge- Virginia, Pennsylvania and 
water as well as one at Indiana. 
Columbian Rope Elects president — manufacturing; 


E. R. Metcalf President 


Edwin R. Metcalf has been 
elected president of the Col- 
umbian Rope Co., Auburn, 





EDWIN R. METCALF 


N. Y., and Col. Stanley - W. 
Metcalf, who has served as 
president since 1941, became 
vice-chairman of the board 
of directors. Harold G. Met- 
calf was re-elected chairman 
of the board. 

Rexford L. Morris, vice- 
president of finance, was 
elected to fill the office of 
treasurer of the company, to 
succeed Francis J. Lesch. Mr. 
Lesch is retiring as trea- 
surer, but will continue as 
a director of the firm. 

Other officers named to 
serve for the ensuing year 
were: Mr. Morris, vice-presi- 
dent-finance; Frank R. Met- 
calf, vice-president—purchas- 
ing; Raymond T. Starr, vice- 
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Earl E. Bockstedt, vice-presi- 
dent—traffic; Charles H. Mo- 
sher, vice-president — sales; 
Floyd D. Ramsey, vice-presi- 
dent — industrial relations; 
Joseph P. Rogers, secretary; 
H. Randolph Seymour, as- 
sistant secretary and assis- 
tant treasurer, and Donald 
S. Hathaway, assistant sec- 
retary. 

The following will serve as 
directors for one year: Har- 
old G. Metcalf, Col. Stanley 
W. Metcalf, Edwin R. Met- 
calf, Frank R. Metcalf, Fred 
M. Everett, James B. Reber, 


News of the Trade 





Rexford L. Morris, Stewart 
G. Russell, Francis J. Lesch, 
Earl E. Bockstedt, Joseph P. 
Rogers, H. Randolph Sey- 
mour, and Legare R. Hole. 
Edwin R. Metcalf, the new 
president, was secretary of 
the company during 1948, 
and since then has served as 
president of Edwin H. Fitler 
Co., Philadelphia, a wholly- 





COL. STANLEY W. METCALF 


owned subsidiary. of the Col- 
umbian Rope Co. Col. Met- 
calf joined the Columbian or- 
ganization and has been an 
officer since 1921. 





Slaymaker Honored With 

Doctor of Law Degree 
Samuel C. Slaymaker, 

president of Slaymaker Lock 


Co., Lancaster, Pa., was re- 
cently honored by Bloomfield 


College & Seminary, Bloom- 
field, N. J., and awarded an 
honorary degree of Doctor of 
Law. 





SAMUEL C. SLAYMAKER 


Mr. Slaymaker recently 
served as a member of the 
executive committee of the 
American Hardware Manu- 
facturers Association. 





Bellaire Enamel Names 
Carberry Representative 


Donald G. Carberry has 
been named housewares rep- 
resentative for Bellaire En- 
amel Co., Bellaire, Ohio, for 
eastern Pennsylvania, Dela- 
ware, southern New Jersey, 
Maryland, and District of 
Columbia. He maintains of- 
fices in the Drexel Bldg., 
Fifth & Chestnut Sts., Phila- 
delphia 6, Pa. 








Hardware Salesmen’s Assn. Elects E. J. 


Bold President 





Earl J. Bold, manufacturers’ representative, 
men’s Association of St. Louis, Inc., 1310 Merchant St., 


secretary; James G. Keating, 


Mfg. Co., sergeant-at-arms; Leo G. Hadley, Jr., 


was elected president of the Hardware Sales- 
St. Louis 4, Mo., and was installed 
in office at ceremonies held recently at the Hotel York. Other officers installed were: 
Arthur W. Klein, Glidden Co., first vice-president; Arthur H. DeVan, Jr., Durable Putty 
Products Co., second vice-president; H. P. Roenfeldt, Hardware Tools & Distributing Co., 


Nurre Glass Co., treasurer; E. B. Kerr, Belknap Hardware & 
Hadley-Dean Glass Co., and W. H. Green, 


Westinghouse Suvply Co., board of directors. Seated, left to right, Mrs. & Mr. Bold, Milton 


Carpenter, installation officer and guest speaker, L. R. 


Bammann, retiring president, an 


Mrs. Bammann. Standing, left to right, Mrs. & Mr. Keating, Mrs. & Mr. Klein, Mrs. & Mr. 
DeVan, and Mrs. & Mr. Roenfeldt. 
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SHOW THESE 
SALES LEADERS 


IN YOUR WINDOW 
NATIONAL HARDWARE WEEK 
APRIL 17 THRU 26 


7. qt _ Duplex Outlet 
SAFETY PLATE 


@ New safety for children. 
@ Holds plugs firmly, even in worn 
































outlets. 

@ Spring actuated disc covers live 
contacts. 

@ Easy to install . . . no wires to 
connect. 


@ Color — Ivory and Walnut. 
@ Stopper-display with every or- 
deri 





List 49 each 


No. 33 
é. qils Flashlight Asst. 


@ A well balanced—well merchan- 
dised assortment of the famous 
“Mile of Light” Better Flashlights 
in assorted colors. Assortment in- 
cludes: 


® 12 No. 100 “Plastic Eye" 
@ 6 No. 122 "Right Angle" 

@ 6 No. 200 "Jr. Plastic Eye" 
® 6 No. 200K "Jr. Plastic Eye" 
with Belt Clip 
® Multi-colored display 
with each deal 








Order early Nola VO3 ation 


from your jobber! 4612 W. Huron St. Chicago 44, Ill. 











“~~ 


STUDIO DECALS ™ 
ALPHABET and 
NUMERALS .. . 
have many uses in 
home, farm, factory 
and school. Made of 
finest decal paints 
for inside or out- 
side use. Sturdy dis- 
ploy box comes in 

size assortments, 
6 or 12 each. Refill 
orders accepted 
after purchase of 
original display. 
Sizes: 2”, 1”, 2”, ok Pak 
3”, 344". a~ 
STUDIO STENCILS — ALPHABET and NUMERALS . . . for making 
signs, house numbers, for marking farm and military equipment, 
school work and hundreds of other uses. Available in 1”, 1”, 
2”, 22”, 3”, 4”. Boxed to sell from 90c to $1.80 retail. 


WRITE FOR PRICE LIST. ALSO ASK FOR DECORATIVE 
BORDER AND TEXTILE STENCIL LITERATURE. 











MARTIN AC HRAL SHED, co eee aces cate 
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BOKER TREE) BRAND 





Now the entire BOKER 
Tree Brand Line is going 
into the Sat. Eve. Post! 


@ A year round schedule 
of sparkling, hard-hitting 
ads will boost this famous 
line to new sales records; 
more sales for You! 


@ Tie in! Be ready with 
ample stocks of all BOKER 
Tree Brand Cutlery. Store 
traffic will be ever more 
conscious of BOKER Tree 
Brand value. Dealer helps 

























: - listen Girls 
available th h your job- TREE BRAnp 
available through your job- 16 Boating 40 <7 ryeent 


ber or from us. 


e@ Get the full benefit of 
this sales stimulating adver- 
tising to the 
Post millions! 


Write for complete informa- 
tion on this fine line today! 





as1 1437 


ROKER 
TREE GID BRAND 


24, CUTLERY ue 


FOR oven # * 
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5 Water Jets 


| Attractive Display 
Packages 


wv Moulded Rubber 






RETAIL PRICE $ 


495 
WITH 36” HANDLE 
WITH 10” HANDLE $395 













LACO E-ZEE WASH is a light-weight top- 
quality brush for the car owner and the 
householder. Blended horse hair bristles 
—flare 4'2"—are set in molded rubber 
brush part. Brush is easily replaceable— 
snaps off or on—held firmly by pressure 
of the rubber. Five water jets—sturdy 
light weight tube handle—36” or 10” 
long—attaches to standard garden hose, 
Interchangeable scrub brush available. 
















No. 395—10” handle 
individually packed in 
attractive 3-color dis- 
play box. 








No. 495—36”" handle 

attractively packed— 

colorful display box in 

3 colors. 

Complete free newspaper 
meat service. 








Cory Appoints Domestic 
Products Sales Head 


Harry Roehm has been ap- 
pointed domestic products 
sales manager of the Cory 
Corp., 221 N. La Salle St., 





HARRY ROEHM 


Chicago 1, Ill., and Frank 
Pollitt has been named to suc- 
ceed Jack Hildreth as the 
firm’s New England territory 
manager. Mr. Roehm suc- 
ceeds N. H. Schlegel, vice- 
president, who will now de- 
vote his full time to directing 
the Cory’s overall sales and 
advertising activities. 


News of the Trade 





firm’s midwest division. He 
has been with Cory Corp. for 
five years, starting in the 
New York metropolitan mar- 
ket. He later served as south- 
western division manager, 
and was transferred to 
Chicago two years later. 
Mr. Pollitt joined Cory 
Corp. three years ago, and 
has been working in the New 
England territory during the 
last year. Prior to that, he 





FRANK POLLITT 


worked as Cory territory 
manager in the Carolina area. 
In his present position, he 














See Jobber—or write us 


LAITNER BRUSH CO. 


DETROIT 26, MICHIGAN 


2000 BROOKLYN AVENUE ° 


Manufacturers since 1855 





Mr. Roehm advances to the will cover Massachusetts, 
new position from his previ- Maine, New Hampshire and 
ous post as manager of the Vermont. 








Wisconsin Retail Association Elects Officers 





New officers of the Wisconsin Retail Hardware Associa- 
tion, Inc., were elected at the convention in Milwaukee, held 
Feb. 5-7, at which time members of the association passed 
resolutions urging Congressmen for the early passage of 
the McGuire Bill for the restoration of Fair Trade; protesting 
loose governmental spending of public money; emphasizing 
the advantages of the free enterprise system as against any 
socialistic welfare state; investigating the attitude of office- 
seekers on questions of economy and taxation before going 
to the polls this year. Shown here are the new officers, left to 
right: president, J. O. Gilbertson, Whitehall Hardware & 
Furniture, Whitehall; vice-president, Ray C. Kornely, J. 
Kornely Hardware Co., Milwaukee, and secretary-treasurer, 
Henry A. Lewis, Stevens Point. 
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FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer on 
all rope requirements. Whether | iL. 
the need is purely for rugged ‘@% 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-eight years 
Fitler has supplied industry with 
dependable rope that is de- 
signed to fit the job. 





*"WATERPROOFED"' 





Look for the blue and 
yellow registered trade- 
mark on the outside of % 
inch diameter and larger 
sizes and on the inside 
of all smaller sizes. 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 


Sold by dealers everywhere 























WHIZ 20” Bemer Saw 


BUILT TO DO A BETTER JOB CUTTING 
TREES @ FIREWOOD e BRUSH e WEEDS 


A bonus profit producer—built to sell through 
performance and a real demonstrator. Sells to 
Estate Owners, Farmers, Highway Departments 
and Right of Way Contractors. Handles any 
Sawing, Trimming or Mowing job up to 12”. 


See your jobber first, if he 
does not carry ROOT Saws and 
Mowers write for Catalog and 
Discount Sheets. 


ROOT Jobber territories available 
MANUFACTURING CO., INC. 
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127 ELEVENTH ST., BAXTER SPRINGS, KANSAS 


Crimson and nile green, 18 
ga. seamless-tray garden bar- 
row; semi-pneumatic 10x2.75 
tire. Packed 1 or 3 to carton. 





Wood frame, XY Tubular 
16 ga. concrete i i frame, 14 ga. 
barrow i, contractors’ 

y barrow. 


2ays Tits Way 
One complete source for all your bar- 
row and truck needs... Improves turn- 
over ... Widens sales range . . . Cuts 
freight costs. Over 100 models of wheel 
barrows, 2- and 4- wheel trucks, dollies 
and skids. Replacement truck casters 
and wheels. All built with 80 years of 
skill for heavy service in designated 
types of duty. 


THE 


KILBOURNE & JACOBS 


MANUFACTURING CO. 
COLUMBUS 16, OHIO~ 
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;AMAZING VALUE 
QUICK SALES 
{BIG PROFITS 


THE ONLY 


REVERSIBLE 


DA-NITE 


Se hy le MWNy 


og NUMBERS” 


Vib ery 


e Different numbers on each 
side give you 100% selling 
coverage with only half the 
inventory. 

*Clearly visible by day. Extra 
brilliance at night. 

* Unaffected by weather. Made 
of highest grade aluminum. 

* Tremendous value at a low 
price! Tremendous profits 
for you! 


2 FAST-MOVING ASSORTMENTS 


Get full details on Assortments No. 100 and No. 50. Small 
investment .. . fast turnover . . . no dead stock. Frames 


FREE ! 


Beautiful mahogany grain 
finish metal counter display 
rack and colorful window 
display. Sell numbers on 
sight! High in Eye Appeal 
and Buy Appeal! Given FREE 
with Assortments. 


aMheede ge ey “hh, 
{SIGNS 


DA- NITE: :R 


mys Vite [ateye ry: iv’ 


eure LOOKING THAN OTHER 
SIGNS COSTING TWO OR THREE 
TIMES AS MUCH! 

More than 40 different selections. 
Extra clear visibility with DA-NITE 
reflection. Handsomely styled; smart 
mahogany grain finish background. 
Blend with interior and exterior 
surroundings. 


FREE DISPLAY RACK —With 
every BIG-PROFIT ASSORTMENT No. 
300 you get this powerful self- 
selling counter display and attrac- 
tive window card absolutely free! 


at li, NM 4, [as\0h, Me vpy, 
a 


DA-NITE:R LETTERS 


yy, @ ANT astray fen 
Give your sales a lift! Big ined in homes, 
stores, offices, factories, etc. Same high 
quality as DA-NITE Numbers and Signs. FREE 
Display Rack and Window Display! 





FRONT 


and Lawn Stakes included. 








Ask your Jobber, or write for 
full information and prices 


camels METAL PRODUCTS CO. 


CLEVELAND 15 OHIO 


2536 ces acer phage: 


es, ltd, 2 
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Connecticut Dealers in Convention 





At the 49th annual convention of the Connecticut Retail 
Hardware Association held recently in Hartford, Conn., Fred 
Hall (left), Fuller Hardware Co., Canaan, was elected presi- 
dent; Russell Carlson (center), Village Hardware, New Mil- 
ford, was elected first vice-president, and Ned Rusell (right), 
Harris Hardware, Southport, was renamed secretary. Other 
officers elected by the Connecticut dealers are: Edward Walsh, 
E. M. Walsh Co., New Haven, second vice-president; Arthur 
Sollosy, State Paint and Hardware, Bridgeport, third vice- 
president; Carl Nygard, Collins and Freeman, Branford, 
treasurer. Directors for one year are: Everett Eaton, Collins- 
ville; Francis Prichard, Rockville; Martin Daniell, New Haven, 
and George Reno, Hartford; directors for two years: H. Edgar 
Riker, Fairfield; Lawrence Wyllie, Niantic; Victor Belafonte, 
Washington Depot, and Charles Schmidt, Waterbury; director 
for three years, Charles Bacon, Middletown; David Kreiger, 
Shelton; Harold Bock, Torrington, and Michael Allara, 
Stamford. 








Tiers, Dewalt Advanced of the company. For the past 
three years he has been sales 


By Procter Electric Co. manager for distributor 


Joseph Tiers has been pro- saies. In his new position, 
moted to the post of general Mr. Tiers will be responsible 
merchandising manager, and for all merchandising pro- 
grams and promotional ef- 
fort, as well as supervising 
all advertising, establishing 
merchandising policies and 





JOSEPH TIERS 


Robert Dewalt has been 
named sales manager for dis- 
tributor sales of Proctor 
Electric Co., Third & Hunt- 
ing Park Ave., Philadelphia 
40, Pa. grams on new products. 

Mr. Tiers joined Proctor Mr. Dewalt has been sales 
Electric Co. in 1984 and has manager for the company’s 
served in every department western region since 1950. 





ROBERT DEWALT 


testing merchandising pro- 
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= News of the Trade 
Olin Appoints Managers and N. A. Hamilton has been CLEAN UP EEK PROMOTION aK 
. + tee named general man 4 APRIL 24 TO 30 oD, 
pn Of Five New Divisions ies a . a di anager = When Clean Up Week rolls around, lawns begin to get attention, too! WS 
W. C. Schad h b explosives division, also Only EVERSHARP gives you a complete selection of advertising 
. . chade as een at East Alton. O. E. Nelson helps keyed to the powerful appeal of this sales-making ‘week,’ 
named general manager of becomes general manager of Tie in your power mower selling with Clean Up Week . . . it pays! i} lj 
the arms and ammunition the export division, with WS 
headquarters at New Haven, 
and George L. Dawson was 
named staff assistant to the 
executive vice-president. oo yerLe r 
FATHER'S DAY PROMOTION 
JUNE 9 TO 15 
Remind the family that life with father will be a lot easier 
with an EVERSHARP Power Lawn Mower. EVERSHARP’s complete, 
’ coordinated package of Father’s Day advertising helps sell Dad 
\ and the whole family. Write for full information. 
en Tee it Cvershanp 
onn., Fred OF : 
sted presi- division of Olin Industries, 
Sei Bast Alon iy wt FREE HOME DEMONSTRATION WEEK 
ll (right), headquarters at East Alton, W. S. ALLEN 
ry. Other and W. S. Allen became the suty 11 76 19 
d Walsh, . “ " - Tests prove a free home demonstration means a sale almost every 
oe ian — mARAGSs of the elec All the new general Leesan time! Use EVERSHARP’s tested “Free Home Demonstration” ads, 
hi: yer trical division with headquar- agers of these new divisions mailings, displays, etc., to turn those future prospects into immediate 
Branford, ters at New Haven, Conn. will have full responsibility profits. Send for details. 
. Collins- M. W. Acker, Olin director for their operations, includ- 
any famed] and vice-president, was named ing production, sales, re- 
.H. Edgar general manager of the search and development, and 
Belafonte, metals division at East Alton, control of quality. M( 
y; director e 
d Kreiger, L a \ C 
=] Allara, * 
North Coast Hardware Convention 
r the past @ 
been sales ; 
listributor ° 
position, yRPOF . 
esponsible 2. ; . 
sing pro- . 
tional ef- 90 
ipervising om? 
tablishing q P \ 
icies and 
Q 
-< 
+ ° 
y — RSH Medel 60 
Officers of the North Coast Retail Hardware Association, $3 “.e a sage = 
elected at the recent annual convention of the group are: + . Engine. Others 
left to right, in photo, Don D. Stewart, Seattle, Wash., execu- ven * in 18” cutting 
tive secretary (re-elected); Paul Perdue, Perdue Hardware sen ae 
Co., Tacoma, Wash., vice-president; Jim Maple, John Day Slevtrie models. 
Hardware Co., John Day, Ore.. vice-president, and Lloya + Hand mowers 
Baumgarten, Baumgarten Plumbing & Hardware Co., Cen- on kaye al 
tralia, Wash., president. Association directors are: J. D. i : cnc 
Braman, Braman Hardware & Lumber Co., Seattle; Grace $4 % 4 _ a 
Lambert, Harbor Hardware & Electric, Aberdeen, Wash.; cneene - 
“6 Carl Hane, Hane Hardware Co., Port Townsend, Wash.; A. R. . 
Manno, Acme Hardware Co., Medford, Ore.; M. W. Wilson, J bea ded. Kee, 
' Fisher Bros., Astoria, Ore.; Kenneth G. Olson, Olson Lumber A 
ing pro- & Hardware Co., Burlington, Wash.; R. A. Ort, Springfield, or + 
ucts. a ~~ L. Semler, Longview; Mel Johansen, Enumclaw, fap e 
een sales ash.; James M. Bailey, Oregon City, Ore.; Elmer Anderson, > ened ‘ 
ompany’s No. Bend, Washington; F. L. Moon, Myrtle Point, Ore., and SpE e ‘White fpr Details toda! 
e 1950. Reynolds Allen, Salem, Ore. db bk Ss 
MIDWEST MOWER CORP., 
2 anen — age _— * your name_ a 
6. 195 ive 3t., 5%. Louis |, Mo. 4 
E Without obligation — send ‘ hp, 
me merchandising ma- FR CI rere 
terial and details on — 
EVERSHARP’s special Bi. nn 














Toastmaster Division of McGraw Electric Co. 
Appoints Five New Divisional Managers 


The Toastmaster Products 
division of McGraw Electric 
Co., Elgin, Ill., now respon- 





B. F. PARKER 





E. B. THOMPSON 


sible for the sales of all Man- 
ning-Bowman, Everhot and 


Tropic-Aire appliances, is be- 
ing reorganized along divi- 
sional lines. 

The first step is the ap- 
pointment of five new divi- 
sional managers: B. F. Par- 
ker, eastern division mana- 
ger; E. B. Thompson, Mid- 
Atlantic division manager; 
M. J. Ely, east central divi- 


sion manager; F. W. Rex- 





M. J. ELY 


ford, central division mana- 
ger, and K. E. Campbell, 
Pacific division manager. 
Mr. Parker, with head- 
quarters in New York City, 
will supervise New York, 
New England, and upper New 
York state, and Mr. Thomp- 
son will be responsible for 
eastern Pennsylvania, and 
Atlantic Coast states south 


News of the Trade 





to Florida, from offices in 
Philadelphia. Mr. Ely, lo- 
cated in Cleveland, super- 
vises the territories of west- 
ern Pennsylvania, Michigan, 
Ohio, West Virginia, Indiana 
and Kentucky. Mr. Rexford 
handles midwestern states 
and south to New Orleans 
from offices in Chicago, and 





F. W. REXFORD 


Mr. Campbell, located in Los 
Angeles, will supervise the 
11 western states. 

The new divisional mana- 
gers will have direct super- 
vision of the men and sales 
activities on all three lines in 
their division. 

Tropic-Aire, Inc., a newly 
acquired subsidiary of the 
McGraw Electric Co., pur- 
chased the Everhot line from 
Swartzbaugh Mfg. Co. in 
1951, and will manufacture 
both Everhot and Tropic- 
Aire appliances. For several 


months, the Toastmaster sel] 
ing organization has been 
handling all sales of these 
appliances, as well as those 
made by the Manning-Bow. 
man division of the firm. 





John Oster Names Two 
To Sales in South 


John Oster Mfg. Co., Ra 
cine, Wis., has announced 
the appointment of Hundley 
R. Gover, as salesman fo: 
Virginia and North and 
South Carolina, and that of 
Joseph T. Heyer for Arkan 
sas, Louisiana, Mississippi, 
western Tennessee, and west 
ern Kentucky. 

Mr. Gover will have head 
quarters in Charlotte, N. C.. 
and Mr. Heyer, formerly with 
Nesco, Inc., will work out of 
Memphis, Tenn. 





Edwin H. Fitler Co. 
Moves to New Quarters 


Edwin H. Fitler Co., for 
merly located at 5625 Tacony 
St., Frankford, Philadelphia, 
Pa., has moved to Devereaux 
& Milnor Sts., Philadelphia 
24. The move was made to 
allow the nearby Frankford 
Arsenal to take over the for 
mer location of the Fitler Co 

At the new location of Ed 
win H. Fitler Co. there are 
15,000 sq. ft. of modern fa- 
cilities, including warehouse 
space, parking accommoda- 
tions, and a railroad siding 















Members of the Mountain 
States Hardware Club are 
shown here as they attended 
the regular meeting of the 
group, held at Lakewood 
County Club, Denver, Colo. 
There were 41 active mem- 
bers present. 
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Mountain States Hardware Clab 
Addressed by Merrill and Hart 


George Merrill and Gene Hart of the Stanley Works were 
guest speakers at the recent meeting of the Mountain States 
Hardware Club. Mr. Hart addressed the group on hinges, 
their kinds and uses. On behalf of the Stanley Works, Mr 
Merrill presented the club a gavel and bell. Shown here, left. 
Mr. Merrill presents the gavel and bell to Alvin Wurzbach. 


£ 
‘ 


Y 


? ey yi ' 
8, > . 


club president, while Mr. Hart, right, looks on. 


hid} 


f 
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GEM FLUE STOPPERS 





FEATURING: 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 ivory 8-17/64" 6” of7” 3ibs.70z. 43 Ibs. 
#8 ivory 9-3/4" 7” or 8” 5 Ibs. 62 Ibs. 
Order from Packing — | dozen per carton, | gross per case 
Your Wholesaler, 
or Write Us 


J. L. CLARK MFG. CO., Rockford, Ill. 


for Reference 











PLEASE EVERY 


Superior 
Selling Features 
in America’s 
Finest Hose! 


WITH A 10-YEAR GUARANTEE 









‘uaraceetstei Moy * 


, GARDEN HOSE 
ppt = 









Durable as 
pLYMOUTH ROCK 













<anet O8 g RErURD oy 
Penaetiont by " 


_ Housekeeping 


A) 
45 apveaisto WES 








Has this non-rust Perma- 
grip Scevill coupling 

inteed to fast 
the life of the hose. 






Lighter! Better! Stronger! 


@ Made of pure tough plastic (no scrap) 


@ Absorbs no moisture, assuring longer life 





CUSTOMER’”’ 









Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That's why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


MANUAL 
TRAINING 


ADJUSTABLE 
CARTON 





TESTED 
QUALITY 
FOR OVER 
100 YEARS 














ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS | 
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@ Not affected by hot or cold weather 

@ Will outwear rubber and scrap plastic hose 
@ Resists scuffing, cracking, peeling, grease, oil 
@ Can be twisted without kinking 


@ Made to withstand city water pressure 





AVAILABLE IN TWO 
CONVENIENT PACKAGES 
Euch length mounted on attractive 
display card .. 
OR each length individually boxed for 
easier handling in reshipping 
Twelve 50 ft. lengths; Twenty-four 25 ft. lengths; 
Eight 75 ft. lengths to 100 ibs. All sizes packed 
six lengths per corrugated carton. 











BRIGHT GARDEN GREEN OR CRIMSON RED 


Free newspaper mats 
and mailing enclosures upon request. 


Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, Inc. 


Originators of Plastic Garden Hose 


Canton, Mass. 
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Ekco Appoints Three 
District Managers 


Ekco Products Co., 1949 N. 
Cicero Ave., Chicago, IIl., has 
announced the appointments 





HENRY CASEY 





CHARLES WILSON 


of Henry Casey, Charles Wil- 
son, and Robert Habelson as 


district managers in the 
firm’s field sales force. 

Mr. Casey, who has been a 
field representative for Ekco 
for the past four years, will 
head the San Francisco terri- 
tory, supplying northern 
California. Mr. Wilson is dis- 
trict manager of the Phila- 





ROBERT HABELSON 


cdelphia area. He was for- 
merly an Ekco representative 
for four years, and prior to 
that served with Silex. Mr. 
Habelson, another four-year 
Ekco salesman, heads the 
Baltimore-Washington area. 


United Hardware Elects 
Officers; Holds Show 
United Hardware Co., 1225 
Union Ave., Kansas City 7, 
Mo., held its fifth annual 
shareholder meeting and 


—News of the Trade 





merchandising show recently, 
at which time Richard L. 
Sayers, Independence, Kan., 
was elected president of the 
firm for 1952, succeeding Sam 
Zuercher, Wichita, Kan. 

Other officers elected were 
John Oliver, vice-president, 
L. A. Miller, executive vice- 
president, and Russell Cook, 
secretary - treasurer. Mr. 
Sayers, E. J. Frevert, and 
Mr. Oliver retained their po- 
sitions as members of the 
board. 

Representing more than 
300 manufacturers at the 
show were 47 displays. 





National Cutlery Week 
Offers Dealer Aids 


A “dealers’ help” package, 
consisting of a comprehen- 
sive broadside, several color- 
ful posters and banners for 
window display, will be avail- 
able as promotional material 
for National Cutlery Week, 
May 4-10, sponsored by the 
American Cutlery Manufac- 
turers Association, Deer- 
field, Mass. 

Hardware, housewares, and 
department stores handling 
cutlery will be mailed the 
promotion material in time 
to plan and arrange suitable 
promotions. National Cutlery 
Week is held to promote cut- 
lery as gifts for Mother’s and 
Father’s Days, showers, wed- 
dings, anniversaries, etc. 








Gold Brothers Holds First Annual Party 








Gold Brothers Co., wholesale hardware firm of Cleveland, played host to the owners 
and buyers of 468 hardware and department stores at a buffet supper and dance, Tuesday 
evening, Feb. 5, in the Euclid and Pine ballrooms of the Hotel Statler, Cleveland. Irving 
Gold, president, right foreground, welcomed the dealers and their invited guests who en- 
joyed the music of Clint Noble and his band. Mary Jane, demonstrator for tha May Co., 
Cleveland, sang and Norm Brill and George Sampson, Gold Bros. employees, entertained 
with instrumental music. Irving Gold, who heads the six-year-old business, which covers 
all of northern Ohio, announced that this will be an annual event. 
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Gibson Names Lubenow 
Eastern Sales Head 


George A. Lubenow has 
been named divisional sales 
manager in the East for Gib- 





GEORGE A. LUBENOW 


son Refrigerator Co., Green- 
ville, Mich. His territory in- 
cludes southeastern Pennsyl- 
vania, Delaware, Maryland, 
Washington, D. C., Virginia, 
and southern New Jersey, 
with headquarters in Phila- 
delphia. 

Mr. Lubenow, former vice- 
president and general sales 
manager of State Distribut- 
ing Co., a Gibson distributor, 
formerly served as district 
sales manager for Proctor 
Electric Co., covering the en- 
tire Midwest. 





Yale & Towne Appoint 
O'Donnell to Capital 


Joseph S. O’Donnell has 
been appointed Washington, 
D. C. sales representative of 
the Stamford division of 
Yale & Towne Mfg. Co., 
Stamford, Conn. 

Mr. O’Donnell joined Yale 
«& Towne in 1950 as the 
Stamford division’s indus- 
trial sales representative for 
Chicago. In his new post, 
he will be responsible in 
Washington for sales of Yale 
locks and hardware, as well 
as industrial sales to various 
yovernment agencies. 





New Peerless Showroom 


Peerless Mfg. Corp., 14th 
& Ormsby, Louisville 10, Ky., 
has opened a_ permanent 
showroom for fireplace fix- 
tures and gas heating equip- 
ment at 1150 Broadway, 
Room 515, New York, N. Y. 
R. H. Mitchell, the firm’s 
New York and New England 
representative, will be in 
charge of the new showroom. 
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* WOODRUFF KEYS : = Made in four sizes—a complete line that meets your customers’ requirements 


«MACHINE KEYS 
* MACHINE RACK 


“TAPER PINS = | MOLINE WIRE STRETCHERS 


*COTTER PINS 
“SPECIAL PARTS PULL IN PROFITS 
How is your stock of wire stretchers? The 


and other Stanho products 
Bulk or Packaged = | season is here for farmers to get busy 
= with fence building and repairing. Be LEVER TYPE STRETCHER 

WRITE for CATALOG = | ready with the Moline line of stretchers. 
and PRICES Block and tackle type, lever type, and 


field fence type provide you with a full 

























line of stretchers to meet all demands for 






work with single wire and woven wire 





fencing. We are ready to handle your 
r orders promptly. If you need latest 
Oyu NA/L CORP | Moline catalog and prices, write today. 


NEW BRIGHTON, PA Moline Iron Works, Moline, Illinois, U.S.A. 






















MAKE MORE MONEY 
in running water with these 


COmlieacelinsiadaa: PROFIT-LEADERS! 
STORE FIXTURES Sed 1 


pumps, from 1/4 to 10 H.P. Pumping levels 
to 200 feet. Streamlined, quiet, depend- 
able. Write for catalogs. 
















° 

LB: 

MEET MR. MULTISTAGE—Breaking performance 

records for extreme high pressure shallow well 

pumping, or deep well pumping to 300 feet! One of 

a eagle line of multistage models for deep or 
shallow wells. Inquire. 


ALL-AMERICAN. Ad- 
vance’s newest ; Ameri- 
ca's finest—a 100% self- 
priming shallow well 
system, loaded with ex- 
clusive, automatic fea- 
tures. Available with 
vertical tank or as 
package unit. Thou- 
sands sold! 











The lowest priced, hig} 


interchangeable store fixtures availat 
today for huge catalog NER 52MA | New 10 ee 


Write nearest office today 


DVANCE PvmPp COMPANY 


BERKELEY CALIF HAMILTON, OHIO 


Pioneers of the world’s standard Hydro-Ejector Type pump’ 
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Smith-Wadsworth Hardware Opens Wholesale Division 





Be 


News of the Trade 





After a number of years in the retail hardware business, Smith-Wadsworth Hardware 
Co., Charlotte, N. C., held the opening of its new wholesale division on Feb. |, attended 
by 500 architects, contractors and suppliers. The firm stocks builders’ hardware, steel 
casement sash, wallboard, paints, kitchen cabinets, electric ranges, power tools, and other 
building supplies and equipment. It is a distributor of Sargent & Co., New Haven, Conn. 
Shown here in the showroom of the new wholesale division, left to right: Earle Cooper, 
manager, wholesale division; H. O. Taylor, sales manager, electric tool division; and M. 
N. LeNeave, manager, Smith-Wadsworth Hardware Co. 








Gensco Makes Three 
New Sales Appointments 


G. J. Zimmerman has been 
named general sales manager 
of the General Steel Ware- 





G. J. ZIMMERMAN 


house Co., Inc., 1830 N. Kos- 
ter, Chicago, Ill., and all its 
divisions. W. O. Buchanan 
becomes sales manager of the 
firm’s warehouse steel 
brass sales, and J. Van 
Horne was named sales man- 
ager of the Gensco Tool di- 
vision. 

Mr. Zimmerman will also 
head the firm’s newly formed 
Gensco Chemical division, 
pending future announcement 
of a separate sales manager. 
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Represents Master Rule 
To Government Agencies 


Frank J. Sazama, 1817 
Monroe St., N. E., Washing- 
ton 18, D. C., has been ap- 
pointed government salesman 
for Master Rule Mfg. Co., 
Inc., located at 40 Mulberry 


St., Middletown, N. Y. 

Mr. Sazama was formerly 
in government service. In his 
new post, he will investigate 
various departments inter- 


ested in purchasing Master 


Rule merchandise for gov- 
ernment agencies and _ the 
armed forces. 





Bendix Names Freeman 
Divisional Manager 


Harry N. Freeman has 
been named divisional mana- 
ger of Bendix Home Appli- 
ances, division of Avco Mfg. 
Corp., South Bend 21, Ind., 
covering Minnesota, Wiscon- 
sin, Iowa, Nebraska and the 
Dakotas. 





Lawton to Cover N. Y. 
State for McKay Co. 


Charles E. Lawton has 
been appointed New York 
state sales representative for 
the McKay Co., chain manu- 
facturer of 1005 Liberty 
Ave., Pittsburgh, Pa. Mr. 
Lawton has been in sales 





CHARLES E. LAWTON 


since 1930. He will make his 
headquarters at 10 Ambers- 
ton Dr., Williamsville 21, 
N. Y. 











Ohio Retail Hardware Association officers and trustees élected at the 58th annual conven- 
tion and show, in Cleveland, Feb. 4 to 7, are shown at their first board meeting. Seated. 
]. to r., are: Fred H. McMillen, Hilliards, retiring president; John B. Conklin, Columbus. 
secretary-treasurer; Elden R. Fruth, Fostoria, president; Michael O. Gregory, Granville, 


trustee; standing, 


l. to r.: Robert L. Horn, Toledo, trustee; James Hader, Cincinnati, 


new trustee; Louis Manthey, Lakewood, new trustee; Thomas H. Rea, Cambridge, trustee: 
Donald Wilkins, Youngstown, new trustee; Harold G. Houk, Carey, trustee, and Ralph H. 
Gibbs, Sabina, trustee. Harry C. Hurlburt, Salem, newly-elected vice-president, was not 


present when picture was taken. 
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ys THERMOMETERS 


LEM LUA 



















SOMETHING NEW 
IN BRUSH DISPLAYS 


Famous “Nacolon” plastic bristle brushes 
that will outwear fibre brushes several times. 
Multiple sales with no effort! 

Takes only 19” x 14” space to show 

32 beautiful plastic bristle brushes. 

Sloped display holds brushes erect for easiest 
selection. All items clearly named with 
space provided for “mark-in” pricing. 
Replacements from open stock. 


New four-color forty-page catalog , 
available to jobbers upon request. 


NATIONAL BRUSH COMPANY 


Aurora, Illinois 





Refrigerator & 
Freezer 




















Oven 
Thermometer 





BE SURE YOU PROFIT FROM... . 
THE LATEST DESIGN IN | 


MOP WRINGERS 


| ¥e" Diameter Model #0-18 
Hardwood Rollers ‘ 

Extra Wide 5!/" 
Opening Between 
Rollers 





Sturdy Handle Banjo Wall 


Th t 
No Holes Below ae init 





peeoonsag | The fi derately priced line hold“ 
Great Leverage PectienelStrvom| ‘Tip Seat, modevtey pened ne of beset 
: lined Design De LUXE offered by the world’s largest manu- 
Heavy Galvanized Toe Step On Both| facturer of bi-metal thermometers! 
Pail Sides They're accurate — they're dependable — they 
Positive Ret sell on sight and go on selling, day in — day 
real ae . age 18 Quart Capeey out, in any season. To add profits galore to 
| every business day — order, display and you 
The New pres Forge | will SELL and SELL Cooper thermometers. sate 
OVAL EIGHTEEN MOP WRINGER a 
Offers 10 Features Your Customers Want At a Price That Means Sales, These smartly packaged Cooper Thermometers 
The Model #0-18 Oval, 18 Quart Mop Wringer is | ee Sees Sate & > Se oe 
entirely different . . . revolutionary in design . . . wed se ~ Page ~ A  & — : _ 
efficient in operation . . . rugged in construction . . . aaa yon only 11 ena porn hh nl 
economical in price. Boost your profits with this new ore about Cooper's other fast selling oa 
sales leader! Market Forge has available a complete including Cooper's Roast Meat Thermometer 
line of up-to-date mop wringers, pails and carriers for display. 


faster and easier floor cleaning. 
DON’T DELAY — FOR INCREASED SALES — ORDER COOPER 
Send today for illustrated catalog THERMOMETERS FROM YOUR HARDWARE OR HOUSEWARE 


Modhet Fore Comonny ali 


THE COOPER THERMOMETER COMPANY 
EVERETT 49, MASSACHUSETTS 


Metal Fabricators Since 1897 


* ESTABLISHED 1885 * 


CONNECTICUT 
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News of the Trade 





New Oklahoma Hardware Association Officers 





Officers elected at the recent convention of the Oklahoma Hardware & Implement Associa- 
tion, are left to right: Stewart Marin, Okmulgee, and J. Dewey Clemens, Ardmore, ad- 
visory board members; Wallace Kelly, Tulsa, president; L. P. Rice, Watonga, first vice- 
president; John H. Harlan, Enid, second vice-president; directors, as follows: Lin Baggerly, 
Beaver; O. B. Bennett, Tonkawa; G. A. Perrine, Grove; Herce Dobyns, Stigler, and K. R. 


Heller, Duncan; R. K. Thomas, executive secretary. 








Our Own Hardware 
Dealer Tools 


(Continued from page 237) 


To keynote the company’s 
promotional activities, a new 
slogan and trade mark were 
introduced. The new slogan, 
“Come in Neighbor—Your 
Kind of Store,” is combined 
with an outstretched hand to 
make the trade mark which 
will be used on all Our Own 
promotional materials. 

Paul Huch, assistant sales 
manager, pointed out that 
this slogan and trade mark 
are intended to give Our Own 
stores a distinctive business 
personality and to make the 
buying public better ac- 
quainted with the Our Own 
organization. 

Rubber door mats, in the 
firm’s blue and gold colors, 
were offered the dealers to 
use at the entrance to their 
stores. 


Another promotional ser- 
vice which is expected to win 
much greater attention for 
Our Own stores is a mailing 
piece, done in comic book 
technique, which was intro- 
duced at the convention. 
This is offered free to 
dealers and is suggested for 
use in advance of the usual 
Spring catalog. 

Entitled, “How You Can 
Strike Gold,” the colored 
comic books feature “Our 
Own Bob” DeHaven, Minne- 
apolis radio personality who 
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is well known throughout the 
Northwest. For many 
months he has conducted Sat- 
urday morning programs in 
Our Own stores, which in- 
variably attract store-filling 
crowds. 

Mr. DeHaven made several 
personal appearances during 
the convention and acted as 
master of ceremonies at a 
huge banquet of members 
and guests, at the Hotel 
Nicollet, on Wednesday eve- 
ning, Feb. 13. 

President Duffy in his an- 
nual report stressed the ever- 
increasing cost of doing busi- 
ness. To focus attention on 
this he compared present day 
prices with those which ap- 
peared in the company’s first 
catalog, published in 1924. 

He compared the price of a 
tie-out chain, which was list- 
ed for $3.35 in 1923, and for 
$6.60 this year; heavy strap 
hinges for $.25 in 1923 and 
$.39% in 1952; braided cot- 
ton clothes line, $.85 in 1923 
and $.70 in 1952. 

“We have progressed a 
great deal since the 1924 
meeting,” said Mr. Duffy. 


“Our sales per member have 


increased 400 pct while our 
membership of dealers has 
increased only 20 pct.” 

Mr. Duffy reported mem- 
bership of stockholders at the 
end of the year at 539, com- 
pared to 531 for the previous 
year. Present membership 
stands at 541. 


Everite Pump Appoints 
Lane, Cundy Salesmen 


C. M. Lane has been named 
salesman of the Everite 
Pump & Mfg. Co., Lancaster, 
Pa., in the southeastern 
states, and Oscar R. Cundy 
has been appointed to cover 
Pennsylvania and New York. 


Bechaud and Olson Are 
Advanced by Ben-Hur 


A. B. Bechaud has been 
named to the position of ex- 
ecutive vice-president of Ben- 
Hur Mfg. Co., 634 E. Keefe 
Ave., Milwaukee 12, Wis. 
Malcolm Olson was _ also 
elected secretary of the or- 
ganization. 

Mr. Bechaud organized the 
Ben-Hur freezer division in 
1943, serving as its sales 
manager, and in 1948 was 
made vice-president of the 
company. Mr. Olson was for- 





A. B. BECHAUD 


merly director of purchases 
for Ben-Hur, and prior to 
that had been associated with 
Allis-Chalmers. 











Northwest Hardware Clab Elects Officers 


Pt, 








The Northwest Hardware Club at its annual dinner at the 
Hotel St. Paul, St. Paul, Minn., on Jan. 23rd elected the fol- 
lowing officers, left to right: George Siemers, manufacturers 
representative, director; Carl Brandtner, Our Own Hardware 
Co., director; Larry Manke, Coast-to-Coast Stores, president; 
Max Johnson, manufacturers’ representative, vice-president; 
A. W. Cullen, Hardware Trade, secretary-treasurer; A. C. 
Granum, Sandvik Saw & Tool Corp., director. Not in photo 
are hold-over directors, T. M. Jacobson, Our Own Hardware 


Co.; Irvin E. Dyer, Stanley Tools; Robert Phillips, H. L. 


Judd Co.; J. 


Art Berry, manufacturers’ representative, and 


Frank Wilson, Raymer Hardware Co. 
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SPEEDEE Wall 


Cleaner gently Cleans Walls 


wallpaper, Kem- wf wad 

tone or waterpaint A Top Seller 
pram: Hipp Re- Steet 
movable sponge 

rubber on may be Promotion NOW |! 














washed and reused 
over and over. 

It's a “NATURAL” for 
Spring Cleaning — Saves 
many times its cost each time 
it’s used. Write for Dealer 
and Jobber prices. 








ALL ANY GUN NEEDS! 


A FIEND OF A SOLVENT! 
RESIDUE—PRIMER—FOULING 


FIENDOIL! 


Preferred by Hunters for Rifles, 
Shotguns, Scopes and Sights. 


RETAIL DEALER PRICE 


size PRICE FOB JOBBER 
EACH PER DOZEN 

3 Oz. Cans $0.40 $ 3.20 

Pints 1.60 12.80 








Gallons 9.60 76.80 j Rust 
McCambridge \ Qi 
Lupricaat 

BALTIMORE, MARYLAND Fn 









Self- rains Bers 


HICKORY 





NO), 
FITTING 


AND Write for <> 
PATTERNS Details.... 















MEMPHIS 8, TENN. CHICAGO HEIGHTS, ILL. 
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l 
fo! 


Vf 


INTERCHANGEABLE 


SPECIALLY 
DESIGNED 
for every 
caulking job! 











SELL THE LINE THAT MOVES! 


Vital PRODUCTS MANUFACTURING CO. 


CLEVELAND 4 OHIO 
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wonderful new traffic item! 
sells on sight! 
every home a potential user! 


> MODERNIZER 


no tools or skills require 


it takes just 

3 simple steps 
to replace 
old-fashioned 
one-bulb 
fixtures 


The Creston MODERNIZER is 
the perfect lighting fixture re- 
placement. Commended by 
Utility Companies and R.E.A. 
Available in a wide selection 
of colors and motifs to beau- 
tify any room in the home. 





Write for FREE literature 
describing Special Package 
deal — Selection #2 




















PURITAN LIGHTING FIXTURE CO. 
21 Boerum St., Brooklyn 6, N. Y. 





83,979,514 


POTENTIAL CUSTOMERS 
EACH MONTH 
SEE THIS 
NATIONALLY 
ADVERTISED 


TANK BALL 


IN LOCAL NEWSPAPERS 
FROM COAST -TO-COAST. 


Mr. Dealer---are you getting your 
















share of this lucrative business? 


WATtR MASTER 





THE WATERMASTER COMPANY 
NEW BRUNSWICK - - - NEW JERSEY 


























































NEWS OF 


MANUFACTURERS’ AGENTS 








Meade Starts Agency; 
Handles Supreme Chucks 


Barney S. Meade, formerly 
general sales manager of 
Michigan Abrasive Co., has 





BARNEY 8. MEADE 


gone into business as a man- 
ufacturers’ agent, with head- 
quarters at 604 Duquesne 
Ter., Union, N. J. He has 
been named by Supreme 
Products, Inc., 2222 S. Calu- 
met Ave., Chicago 16, IIL, to 
handle the firm’s line of Su- 
preme Brand chucks in New 
Jersey, eastern Pennsylvania, 
Delaware, Maryland, and the 
District of Columbia. 

Mr. Meade has had wide 
experience in the fields of 
hardware, automotive prod- 
ucts and mill supplies. He 
has served as vice-president 
and general manager of 
American Swiss File & Tool 
Co., Newark, N. J., and prior 
to that was field sales man- 
ager for Charles Parker Co., 
Meriden, Conn. 





Buxbaum Co., Canton, 
Ohio, has named the follow- 
ing manufacturers’ agents 
to handle the firm’s house- 
wares: 

Kerr & Kerr, 258 Broad- 
way, New York 7, N. Y., 
will cover metropolitan New 
York and North Jersey; R.° 
S. Freiberg, 4002 Brainerd 
Rd., Chattanooga, Tenn., will 
cover North and South Caro- 
lina, Georgia, Alabama, 
Florida, and eastern Ten- 
nessee, and Canadian House- 
wares Ltd., 20 Wellington 
St., West Toronto, Ontario, 
will represent the firm in 
Canada. 


Louis W. Appell Co., 11 
Warren St., New York, N. Y., 
has been appointed manu- 
facturers’ representative for 
Black Panther Tool Co., 401 
N. Broad St., Philadelphia, 
Pa., to cover the metropoli- 
tan New York area. 





Charles T. Wheat Co., 616 
M & M Bidg., Memphis 3, 
Tenn., has been named to 
represent Detecto Scales, 
Inc., 540 Park Ave., Brook- 
lyn 5, N. Y., in Arkansas 
and Louisiana, with the ex- 
ception of New Orleans. 
Parker-Swanson Co., Dallas, 
Tex., has been named to han- 
dle the line of Detecto scales 
in Texas, with the exception 
of El Paso, and Oklahoma. 





Moody Machine Products 
Co., Ine., Providence, R. I., 
has announced appointments 
of the following manufactur- 
ers’ agents to represent the 
firm: 

Edward J. Lackner, 680 
Bellaire St., Denver, Colo., 


News of the Trade 





will cover Wyoming, Colo- 
rado, New Mexico, Idaho, and 
El Paso, Tex. J. B. Riggs, N. 
Kansas City, Mo., has been 
named for Kansas, Missouri 
and Nebraska. Jenkinson & 
Co., Ltd., 1029 Weston Rd., 
Toronto, Ontario, will cover 
Quebec, Ontario and_ the 
Maritime provinces, and 
Leonard L. Minthorne Co., 
Inc., 15 Moore St., New York 
4, N. Y., will handle exports 
to some countries. 





Chicago Agents Hold 
Monthly Meetings 


Meetings of the Chicago 
chapter of the Manufactur- 
ers’ Agents National Asso- 
ciation are held on the last 
Monday of each month at the 
La Salle Hotel, Chicago. 
Manufacturers’ agents inter- 
ested in the activities of this 
organization will be _ wel- 
comed at the meetings. 

Robert J. Bordeau, N. B. 
Spurgeon Co., 20 N. Wacker 
Dr., Chicago 6, is secretary 
and treasurer of the Chicago 
chapter of MANA. Presi- 
dent of the group is J. J. 
O’Sullivan, Metal Parts & 
Equipment Co., and Arthur 
D. Deardorff, Herbert H. 
Pallat & Co., is vice-presi- 
dent. 


E. B. Caldwell Becomes 
Mfrs. Agent in South 


Eugene B. Caldwell, 2020 
N. Third St., Harisburg, Pa., 
has gone into business for 
himself as a manufacturers’ 
agent. Mr. Caldwell, who 
has been named to represent 
Jackson Mfg. Co., Harris- 
burg, will operate out of 
Greensboro, N. C., covering 
Virginia, West Virginia, 





EUGENE B. CALDWELL 


Kentucky, Tennessee, North 
and South Carolina, Georgia, 
Florida and Alabama. 

Mr. Caldwell formerly rep- 
resented Jackson Mfg. Co. in 
the New England, middle At- 
lantic, and southern states 
for 15 years. 








Tri-State Hardware Dealers Elect Officers 





Elected at the 43rd annual convention of the Tri-State Hardware and Implement Associa- 
tion, Feb. 1 1-12 at Amarillo, Tex., were, seated, left to right in photo above: Sam Hergert, 


Perryton, Tex., advisory boar 


d member; Marshall D. Shepherd, Canyon, Tex., secretary- 


manager; Clinton Armstrong, Clovis, New Mexico, retiring president and new advisory 
board member; R. P. Isaacs, Isaacs Hardware Co., Clayton, New Mexico, president; E. W. 
Brasch, Brasch-Mitchell Hardware, Levelland, Tex., vice-president. Standing are, left to 
right, the following directors: Homer Eastlack, Eastlack Machinery Co., Clarendon, Tex.; 
Julius W. Cox, Cox Farm Equipment Co., Boise City, Okla.; Carl Maurer, Minneapolis- 
Moline, Friona, Tex., and Ivan D. Boxwell, Boxwell Brothers Hardware, Dumas, Tex. Newly 
elected director, Fred Sherwood, Norris Hardware Co., Childress, Tex., does not appear 


in the photo. 
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HA Photo Angles | stn awa tn 


Representatives of Fayette 


acturers’ R. Plumb, Inc., from all 
ell, who over this country and Can- 
represent ada, met at a recent sales 
Harris- conference held in Phila- 
out of delphia, Pa., at which time 
covering merchandising plans were 


discussed with the home 

staff participating. Fayette 

R. Plumb, president of the 

company, is seated third 
from left. 


ginia, 


C. H. Masland & Sons, Carlisle, Pa., sponsor the 

ABC TV show, “Tales of Tomorrow” on alternate 

Fridays. Shown here, looking over one of the Masland 

sports packages featured on the show are the stars 

and announcer with William Gordon, seated right, of 
Masland sales promotion. 


ddle At- 
states 





Salesmen and others of the headquarter’s sales force 

of Heller Bros. Co., Newcomerstown, Ohio, are shown 

here during a week's refresher course in file making 
and file using held at the plant recently. 


v 


Newly elected president of the Housewares Club of 
New England, John K. Damon, right, Concord Wood- 
working Co., receives congratulations from retiring 
president, William L. Boudrot, Boudrot & Garside, 
while Roger Moore, Raymond's, Inc., first vice-presi- 
dent, looks on. Other officers elected included: Nat 
Bell, Gorins, Inc., second vice-president; Thomas 
Mechan, Corning Glass Works, treasurer, and A. P 
Mortimer, U. S. Stamping Co., continues as secretary. 


The entire sales staff of 
Decatur & Hopkins Co., 93 
Berkeley St., Boston 16, 
Mass., visited the factory 
of Union Tool & Hoe Co., 
Frankfort, N. Y., recently, 
to see production of gar- 
den tools from log and 
raw steel to the finished 
tool. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
of finding the most effective ways 
to correct the deficiencies of the 
Miller-Tydings bill, which were 
shown up by the Schwegemann and 
Wentling court decisions, last year. 

Regardless of the nature of any 
fair trade bill that is finally re- 
ported out of committee, it is due 
for a battle in Congress as op- 
ponents of it represent some power- 
ful interests who voiced their op- 
position in the committee hearings. 

Before approving the McGuire 
bill House Commerce subcommittee 
struck out a provision calling for 
fines and jail sentences for retailers 
who violate fair trade prices. 

The bill must win approval of 
the entire Commerce committee be- 
fore it is referred to the House 
floor for debate and vote. 


Retail Stocks Increased 
$500 Million in 1951 


Retail inventories increased 
about $500 million during 1951, re- 
ported the Commerce Dept. The 
total at the end of the year was 
$17.5 billion, of which durable 
goods accounted for $8.1 billion. 

On a seasonally adjusted basis, 
retailers’ inventories at the end of 
December totaled $18.3 billion. On 
a similar basis durable good in- 
ventories amounted to $8.3 billion 
at the end of 1951. The total at 
the end of November was $8.4 bil- 
lion. 

Wholesale inventories were up 
$500 million, the same figure as the 
retail rise. 

According to the department, 
about 90 pct of the rise in manu- 
facturers’ stock represented actual 
volume of goods. At the trade 
level almost all the rise was in 
prices rather than in volume. 

Commenting on the small drop in 
inventories in December from No- 
vemLer, the department observed 
that the decline*in stocks held by 
automobile dealers and) hardware 
stores more than offset rises at 
most other durable goods outlets. 
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Greater Output of 
Goods Last Year 


Manufacturers’ sales, last year, 
represented an increase of 16 pct 
over the previous year, and about 
three-fourths of the advance re- 
flected higher prices while one- 
fourth represented a gain in vol- 
ume. 

The manufacturers’ sales in 1951 
totalled $265 billion, according to 
the Office of Business Economics. 
In the closing month of the year 
manufacturers’ sales declined about 
4 pct from the November rate, on 
a seasonally adjusted basis. 

New orders in December were 
smaller than in November, but ex- 
ceeded December sales. The total 
value of backlogs at the year end 
was $62.2 billion, representing a 50 
pet advance over the 12-month pe- 
riod. 

The book value of inventories 
rose continuously over the year. 


Sawyer Sees Trade 
Good for 2 or 3 Years 


While defense production un- 
doubtedly is cutting production of 
consumer goods, there will be 
plenty of automobiles, washing ma- 
chines, refrigerators and other such 
items if people “are willing to buy 
them,” Secretary of Commerce 
Sawyer said in a radio interview. 

The Secretary believed business 
would be good in 1952 and for “the 
next two or three years.” Prices 
are higher now, he added, but 
wages are, as well. He declared 
that government controls are work- 
ing, despite criticism, and the pub- 
lic, by saving its money and cut- 
ting down on buying, is aiding 
price control. 


Copper Situation 
Expected to Improve 


The outlook for copper is fast 
becoming favorable, although there 
is a shortage now, James T. Duffy, 
Jr., president of the Riverside 
Metal Co., Riverside, N. J., said. 
He said that 600,000 to 700,000 
tons a year should be added to the 
available supply through nine ma- 
jor copper mining projects sched- 
uled for development in the United 
States and others planned in six 
principal copper areas throughout 
the world. 





Proctor Partnership Plan Gives Dealers in 
Competitive Areas Chance to Lower Prices 


In an attempt to help retail 
dealers meet competitive prices on 
electric appliances in certain areas 
throughout the country and to 
meet fluctuating market conditions, 
Proctor Electric Co., Third & 
Hunting Park Ave., Philadelphia 
40, Pa., has announced the Proctor 
Partnership Plan. 

Under this plan, costs to distrib- 
utors and retailers have been re- 
duced, and retailers will be allowed 
to sell the Proctor line at new sug- 
gested minimum retail prices, un- 
der certain conditions. 

Developed after conferences with 
distributors and retailers through- 
out the country, the plan originated 
in the situation of retail profits 
for 1951. It was estimated that 
these will average 50 pct below a 
year ago. The plan has been set 
up to allow distributors and re- 
tailers to meet competitive prices 
with volume selling items at nor- 
mal mark-up margins. 


Proctor will continue to adver- 
tise nationally at its current list 
prices, and will suggest that these 
be held in areas where price cut- 
ting on electric appliances is not 
widespread. The new minimum re- 
tail prices are primarily for deal- 
ers in areas where there is price 
competition. These minimum prices 
are suggested only, and dealers 
will not be under legal obligation 
to maintain them. 

As part of the plan, Proctor is 
offering two specials, to be ad- 
vertised as such. The No. 1469 
toaster, regularly listing at $16.95, 
will now be offered at $12.88, and 
the No. 989 iron, regularly listing at 
$12.95, will be offered at the spe- 
cial of $9.88. The firm stressed the 
desirability of retailers selling out 
on the specials, and selling up to 
the increased dollar volume items. 
The national advertising program 
opened in the March 8 issue of Life. 
Dealer aids are available. 
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4 Economist Predicts 
_ Lower Savings Rate 
ie ob There will be a rise in general 
vill be business activity in the second half 
ae tea of this year to offset sales declines 
o> frame’ and a leveling-off of business vol- 
sie me ume in the first part of the year, 
octet Eli Shapiro, associate professor of 
“hai finance of the School of Business, 
robe University of Chicago, said in an DROP FORGED HEAVY 
yusiness j 
address at a marketing conference 
for “the held in New York under auspices & 5 H E LF HA R DWA RE 
Prices of the American Management As- 
ed, but iation | Whatever you may need—Drop Forged 
Radieved socia 4 sik Hooks, Shackles, Wire Rope Sockets, 
k He forecast an 8 pet rise In gross Chain Connecting Links, Turnbuckles, 
° work- national product in the fourth Thimbles, Eye & Ring Bolts, Swivels, 
he pub- quarter of 1952 and leveling-off of Blocks. or Pulleys — Wilcox-Crittenden 
nd cut- savings to 8.5 pct of disposable in- is prepared to take care of your needs! 
aiding come. All items are made in a variety of styles 
He said that developments in the Ze ‘oaeuie eer Or aa 
economy this year are the reverse wmt-—ann te Geli ~ty Gee 
of those occurring in 1951, when a Dip Galvanizing Process. 
ST — early in the year. Our Catalog ‘L’ will give you all the 
y _ Ro ert F. er, Boston market- information you need. If it isn’t at your 
had ing consultant, said that the Ameri- fingertips, write for a free copy today. 
is fast can consumer market is now vastly 
th there different from what it was in 1940. 
. Duffy, He said that mass exodus from WILCOX-CRITTEND EN 
iverside urban to suburban areas has revo- ee os 
|, said. lutionized retail stores to the point A CENTORY OF DEPENDABILITY 
700,000 where the clerk behind the counter 77 SO. MAIN STREET, MIDDLETOWN, CONN. 
1 to the is becoming less important. 
ine ma- 
; sched- —_— — 
United Demand For Instalment A COMPLETE LINE... BACKED 
agent Credit Has Fallen BY MOST YEARS’ EXPERIENCE 
There is a lag of three or. four IN DESIGN AND MANUFAC- 
months between a change in income TURE OF TOOL GRINDERS. 
and its effect on consumer use of 
instalment credit for purchase of 
goods other than automobiles, ac- 
cording to a study, “Factors Affect- 
adver- ing the Demand for Consumer In- 
ent list stallment Sales Credit,” by Avram 
it these Kisselgoff, and just published by 
ice cut- the National Bureau of Economic ELECTRIC TOOL AND . 
is not Research, Inc. HAND POWER GRINDERS SICKLE GRINDERS WHEELS PROJECT IN FRONT 
num re- He found that there is a lag of | Heavy ond Lighter Duty Hand Fe" Farm ond Farm Service Shop. Heavy duty '/; H.P. OF FRAME PROVIDING FULL 
yr deal- about seven months between an in- | Power Tool Grinders, 4”, 5”, Thou, sccniity Yo atnding wheels Designed fo Coererenree 
is price come change and its full effect on | oe, "acttlecnately Geo gle rough, awkward, long handled 
n prices consumer use of instalment credit pcm Sy + Big a Sait 0. Father Pigg 
dealers for the purchase of automobiles. tively. priced from $2.50. to 
ligation He stated some forces have been $8.00 (List, F.0.8. Minneapolis). CTREAMIINED GRINDERS 
steadily tending to reduce some- Made with 6x1”, 5x1”, 4x1” 
ctor is what the demand for instalment ns ae pre aga 
be ad- sales credit, especially for the pur- polished heads, without wheels. 
. 1469 chase of automobiles Also heavy duty models with 6 
7 ‘0 inch wheels. List $2.50- 
$16.95, “Probably the most important $36.00 (F-0.8. Misnecpolis) 
38, and of these,” he said, “have been the | 
sting at accumulation of liquid assets by | TOP QUALITY SICKLE CONES AND WHEELS 
he spe- consumers, the increasing use of a vg wee ated gest 
sed the durable consumers’ goods for trade- | ~ een Rage sales! Fully ae on 
ing out in purposes, and the increasing | cially bended, accurately 
to tend f t h dressed. Available loose and 
* up enaency or consumers to purcnase | in popular assortments. 
items. durables through direct cash bor- | 
rogram rowings. ; : ASK YOUR JOBBER 
of Life. Income, according to Dr. Kissel- | 
goff, is the main factor in deter- | write FoR DESCRIPTIVE CATALOG TODAY! 
», 1952 HARDWARE AGE, MARCH 6, 1952 263 











mining the demand for consumer 
credit. When income rises to high 
levels, it brings a high level of this 
type of credit. When it drops to 
low levels, it reduces consumer de- 
sire to use credit. 


January Washer Sales 
Down 33% From 1951 


Factory sales of standard-size 
household washers in January 
totalled 213,998 units, compared to 
218,664 in December, or a decrease 
of 2.1 pet, according to the Ameri- 
can Home Laundry Manufacturers’ 
Association. The January total 
compares to 321,092 units sold in 
January, 1951, a drop of 33.4 pet. 

Dryers sold in January aggre- 
gated 45,121, off 3.5 pct from 46,- 
779 in the preceding month and a 
gain of 41.3 pct over 31,935 units 
sold in January a year ago. 

January ironer sales were 15,636 
units compared to 16,900 in Decem- 
ber, or down 7.5 pct, and were 36.4 
pct below 24,600 ironers in the com- 
parison month of 1951. 


Non-Defense Building 
Must Wait Says Wilson 


There can be no substantial rise 
in non-industrial building “for 
maybe another year,” Mobilization 
Chief Charles E. Wilson said in 
addressing the Construction Indus- 
try Advisory Council of the U. S. 
Chamber of Commerce in Washing- 
ton. He observed that despite con- 
trols 1950 was perhaps a record- 
breaking year for builders gen- 
erally. 

“Much defense expansion must 
be completed before we can look 
for an easing and every month the 
demand is building up for more 
schools, roads and bridges,” he con- 
tinued. 


Dept. Store Sales 
Show a Decline 


Department store sales showed 
an 8 pet drop in the week ended 
Feb. 9 from the corresponding 
1951 week, the Federal Reserve 
Board reported. For the four 
weeks ended on that date sales 
were 9 pct below the same time 12 
months earlier, while for the year 
to that date there was a 12 pct 
drop. The weekly index, without 
seasonal adjustment, stood at 251, 
compared with 242 in the previous 
week and 278 a year ago. 
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Heating and Cooking 
Equipment Sales Down 


Shipments of all major types of 
nonelectric heating and cooking 
equipment in December were sub- 
stantially below the level of Novem- 
ber shipments, according to the 
Bureau of the Census, Dept. of 
Commerce. 

Factory shipments of cast-iron 
boilers and domestic heating stoves 
showed decreases exceeding 40 pct, 
while shipments of floor and wall 
furnaces, oil burners, warm-air 
furnaces, and cast-iron radiation 
were 30 to 40 pct below November 
shipments. 

More moderate decreases were 
shown by shipments of water heat- 








Spring Circular 


F.O.K’s new spring consumer 
circular for dealers is in a new 
size this year. This new circular 
is tabloid size, rather than news- 
paper size. This change, according 
to the company, is the result of a 
dealer survey on size preference. 

The Spring circular consists of 
four pages, done in conservative 
three-color format. It contains 
about 70 items, all of which are 
normally carried in a hardware 
store stock. A number of special 
traffic builders are also included, 
with special accent on women shop- 
pers’ needs. Special emphasis is 
also put on the many nationally ad- 
vertised brands listed in the cir- 
cular. 

.For further information, write 
Farwell, Ozmun, Kirk & Co., St. 
Paul 1, Minn. 


Catalog for Spring 


The new 34-page Spring catalogs 
for use of Our Own Hardware 
stores are designed to get more im- 
mediate sales returns, regardless 
of weather conditions at the time 
of their distribution. 

O. L. Davis, head of the Better 
Business department of the Our 
Own organization, who introduced 
the catalogs at the recent annual 


ers, range boilers, and domestic 
cooking stoves. 

Inventories of most types of 
heating and cooking equipment at 
the end of December were slightly 
above stocks on hand at the end of 
November. 


Copper Deliveries 


Higher in January 


January deliveries of copper to 
fabricators in the United States 
were at the highest level in any 
month for more than a year, re- 
ported the Copper Institute, Janu- 
ary shipments totaled 130,480 
short tons, or a daily rate of 4207 
tons. Industry stocks were at the 
lowest total since April 30, 1951. 





Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Because of the many inquiries HARDWARE AGE has received 
from dealers for sources of consumer circulars, we are intro- 
ducing here a new editorial feature. This feature will briefiy 
describe new direct mail consumer broadsides, circulars, cata- 
logs, etc., prepared by wholesalers, as they are submitted to 
HARDWARE AGE for consideration. 





convention, stated “This Spring we 
have attempted to prepare a cata- 
log that will, regardless of cold 

















weather or competitors’ catalogs, 
bring in an immediate store traffic 
like our fall catalogs do.” 

The catalog lists and illustrates 
more than 200 items. A display kit, 
consisting of a set of price cards, 
two banners and 24 pennants, will 
be shipped with every dealer’s order. 
A “Fishing Tackle” banner, and a 
streamer lettered “Fishing License 
Sold Here” are also available, at 
nominal] cost. 
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Hardware Store Sales 
In Major Markets 


Large retail stores, in major 
centers of population, did 4 pct less 
business in December than they did 
in the same month of the previous 
year but their sales in December, 
1951 averaged 19 pct more than in 
the previous month. 

Motor Vehicle sales, according 
to the Bureau of the Census, were 
22 pct lower in December than in 
the corresponding month of 1950; 
jewelry store sales were down 1 pct 
for the same months. 

The data for large hardware 
stores follows: 

% Change 
in Sales 
Dec. Dec. 
1951 1951 
from from 
Dec. Nov. 
1950 1951 


Jefferson Co., Ala. ... 2 +24 
Los Angeles Co., Cal... —27 — 5 
Sacramento Co., Cal... +17 +17 
Hartford & Tolland 

ae, Ce b6.655%s +11 +$1 
D. of C., City of Alex- 

andria, and Arling- 

ton Co., Va., and part 

of Montgomery Co., 


| Ee eee ee 
OU Gig Ge ccc vices — 7 +19 
Wayne Co., Mich. - +6 +416 
New York City and 

part of Westchester 

a = aaeerree —3 +6 
rie Go, B.. Yee... om, ee 
Monroe & Wayne Cos., 

2 SS See eee — 
Providence Co., R. I... —36 — 5 
Norfolk and Princess 

Anne Cos. and cities 

of Norfolk, So. Nor- 

folk and Portsmouth, 

ta | dviatiniames '» 6044 +10 +412 
King Co., Wash. ..... —1 +45 
Milwaukee and Wau- 

kesha Cos., Wis..... —6 — 4 


Metal Roofing Makers 
Seek More Aluminum 


A bigger share of the available 
aluminum was asked by five manu- 
facturers of metal roofing, who 
stated that adequate supplies of 
aluminum roofing and siding are 
essential to avoid costly waste and 
maintain peak farm. efficiency. 
Their statement said that about 
one-third of the nation’s total farm 
roofing will require early replace- 
ment regardless of new construc- 
tion needs. The statement was is- 
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Streamlined BLIZZARD 


COPPER CONTINUOUS SPRAYER 
The World's Most Beautiful 
Sprayer 


A COMPLETE LINE 


of hand, continuous, ¢ 


Twin 
Nozzle 










Made in 
2 sizes: Pint, Quart 
World's finest continuous sprayer. 
lorge, glistening solid copper 
tank. Pump borrel is highly polished brass 
seamless. Appealing, modern design. Sproys 
any liquid. Pint, Quart (39 ounce). Strongest 
construction. Extreme'y popular. A fast seller. 
pe ( ( 













SPEEDEX GARDEN & 
2 TREE SPRAYER 





E-Z && Solid brass. 

tet | 5 GAL. ws Large adjusta- 

FLAME GUN SPRAYER KNAPSACK SPRAYER Dae <. ble nozzle for 
HUNDREDS OF USES Finest knapsack sprayer made. Pump ; epraying Woes, 


2000 degrees controlled heat. lever develops high pressure easily f shrubbery, 
Destroys weeds, brush, rubbish. § while spraying. 5 gal. zinc - grip flowers, weed 
For burning safety strips and § steel or copper tank. Tonk is air killing, ete. 
fire lanes. 4 gal. tank. 7 ft. oil B conditioned preventing dampness Sturdily built 
proof hose. Light. Compact. § reaching the back. Adjustable brass : -_ wy SON. 
Portable. Burns kerosene orf nozzle. (Recemmended by Exten- Low priced. In big demond. 
range oil. sien Services.) 


D.B. SMITH & CO. 426vaiw st UTICA 2, N.Y. gum 
“ORIGINATORS OF SPRAYERS SINCE 1888" DESCRIBING THESE AND 


SOUTHERN TERRITORY. BENJ D. SMITH. JR., BOX 847, SANFORD, N C OTWER ITEMS 
CANADIAN REPRESENTATIVE: GORDON {. COHOON, 1265 STANLEY ST, MONTREAL 2, CANADA 




















THE FASTEST, SAFEST 
Electric 
PAINT REMOVER 


Here’s a sure fire seller at 
a new lower price. Stands up 
under all tests. Heating ele- 
ment guaranteed for one year. 



























REMOVES PAINT, 
WALLPAPER, PUTTY 


Heats, blisters paint . . . easily scraped clean 
with putty knife on flat surfaces . . . with wire 
brush from mouldings . . . with knife from wet, 
steamed, wallpaper. Perfect job also on boats. Used 
indoors or out. 


Ask your wholesaler or write for details. 











B & L TOOL and MACHINE CO. PLAINVILLE, CONN. 


TERRITORIES OPEN 


SOLD ONLY THRU WHOLESALERS 
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TRIPLE the SALES 
with TRIPLE the CUTS! 


ANNOUNCING 


NOT ONE—NOT 12—BUT 
40 DIFFERENT CUTS! 


\3 AAAARAAAARS 
‘ 





GOOD PROFITS FOR YOU! 


No increase in price—new Warren Washers 
still retail at popular price of $4.95 per set, 
with no cut in dealer margin! 


NATIONALLY ADVERTISED — 
UNIVERSALLY ACCEPTED! 
Craftsmen praise them for making smooth 
dados, quickly and easily with regular saw 
blade. National advertising reaches 16 mil- 
lion people—makes Warren Washers a name 
they remember! 


SEND TODAY FOR TRIAL OFFER! 
Send for just 6 sets at your dealer's discount 
of 334% —receive absolutely free colorful 
working counter display and descriptive sell- 
ing literature! 

WARREN DADO SAWING WASHERS CO. 
Dept. 103, Box 98, North End Station, Detroit, Mich. 





ARMSTRONG BROS. 


Better PJPE_TOOLS 












PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout . . . built to give 
years of good service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body and 
a replaceable hardened steel nut to take up 
the wear and thrust of handle screw. Used 
either as 1l-wheel (with 2 rollers) or 3-wheel 
(for close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated. They 
cut rapidly and easily, hold their 
keen edge. 





“ARMSTRONG BROS. TOOL Co. 


he Tool Holder Peo fd 


oy iad 
5214 W. ARMSTRONG AVENUE © CHICAGO 30, ILL. 








sued jointly by Reynolds Metals Co., 
Louisville; Nichols Wire & Alumi- 
num Co., Davenport, Iowa; South- 
ern States Iron Roofing Co., Savan- 
nah; New Holland Metals Co., 
Mountville, Pa.; and Childers 
Manufacturing Co., Houston, Tex. 

“Metal roofing is essential because 
there is no substitute to maintain 
farm buildings originally built 
with strip decking, and the most 
efficient maintenance job on a 
shingle roof is metal roofing over 
the old shingles,’ the statement 
said. 


Allocation Lifted 
On Cellophane 


Allocation of cellophane has been 
discontinued by E. I. du Pont de 
Nemours & Co., which announced 
that it is now in a position to ac- 
cept additional orders for the 
packaging film, which has_ been 
almost continuously in short sup- 
ply since 1942. 

Cellophane manufacturers have 
substantially increased output dur- 
ing 1951.The company began to 
allocate the packaging film in 1942 
and, except for a few months dur- 
ing 1949, has continued the prac- 
tice up to the present. 


Sees 12-Month Selling 
Of Electric Shavers 


A definite trend toward an all- 
year selling period for electric 
shavers rather than a_ holiday 
market only, is seen by Schick, 
Inc., electric razor manufacturer, 
in a statement which said that the 
company has been increasing its 
advertising and sales approach 
and working toward that particu- 
lar end. 

Another important phase in 
electric shaver sales, said the 
statement, is the strong trend to- 
ward “two shaver” men. 

“The potential shaver market 
of 54,000,000 males isn’t the limit 
for our sales possibilities. More 
and more electric shaver users 
have become two-shaver men, hav- 
ing one electric shaver at home, 
and another at the office. The 
trend is continuing. A man who’s 
found his electric shaver a good 
investment is eager to get the 
newest model. He’ll buy the new 
model and use the old one as a 
second shaver. He may even have 
three shavers, keeping a third one 
at his summer home, or weekend 
cottage.” 





Proposed Cut in Copper Use for New Homes 
Would Restrict Building, Lumber Men Claim 


Continuance of existing housing 
regulations without change until 
there is better evidence that the 
building industry would use more 
copper than already has been allo- 
cated for housing construction was 
urged on the National Production 
Authority and the Housing and 
Home Finance Agency by the Na- 
tional Retail Lumber Dealers As- 
sociation. 

Clyde A. Fulton, president of the 
lumber dealers’ organization, said 
that proposed changes in the regu- 
lations would save little copper but 
would make it difficult, if not im- 
possible, to build three-bedroom 
homes urgently needed for veterans 
and defense workers in some areas. 

“Builders are planning rela- 
tively few larger homes because of 
the tight credit restrictions now 
in effect,” he said. “Therefore, the 
average amount of scarce copper 
used per home undoubtedly will fall 
under the 30 pound allowance pro- 
posed in the forthcoming regula- 
tion. This means there undoubt- 
edly will be enough to permit as 
much as 35 pounds per home, the 


in the small 
which 


present allowance, 
number of larger units 
would be built. 

The proposed reduction would 
force builders of the small number 
of larger homes to restrict room 
sizes to a point where they would 
mean cramped living for the own- 
ers who occupied them.” 

“There also is no need to forbid 
a second complete bathroom if 
builders can install it without ex- 
ceeding the copper and steel allot- 
ments or, if owners prefer, to have 
the second bathtub installed with 
the idea of putting it into service 
later when critical metals are more 
plentiful. There is no shortage of 
tubs, and it is less costly and much 
less inconvenient to install the sec- 
ond tub at the time the home is 
originally built.” 


Gas Water Heaters 


Gas water heater shipments in 
January were estimated at 150,400 
units by the Gus Appliance Manu- 
facturers Association. In Decem- 
ber they totaled approximately 
118,800 units. 
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Marked Decline in Factory Shipments of 
Major Household Appliances Last Year 


The extent to which factory 
sales of major electrical appliances 
in 1951 were adversely affected by 
government restrictions on critical 
materials, combined with consumer 
resistance, was disclosed in the re- 
port for last year, issued by the 
National Electrical Manufacturers 
Association. 

Total refrigerator factory sales 
last year amounted to 3,797,260 
units, compared with 5,848,579 
units in 1950. December sales 
totaled 211,442 units as against 
394,269 in the same 1950 month. 

Electric range factory sales for 


the year declined to 1,269,509 from 
1,602,382 in 1950. Sales in Decem- 
ber were 73,241 units, compared 
with 124,360 in December, 1950. 
Last year’s factory sales of 
electric water heaters dropped to 


674,533 units, as against 809,554 | 
For Decem- | 


in the previous year. 
ber the total was 35,694, compared 
with 71,763 in the same 1950 
month. 

For farm and home freezers the 
1951 total was 645,151, as com- 
pared with 738,328 in 1950. De- 
cember sales totaled 39,652; in the 
same month a year earlier, the 
amount was 61,018. 





Sees 1952 a Good Year 
For Appliance Trade 


Declaring that the major appli- 
ances industry suffered ‘nothing 
worse than a heavy cold, certainly 
not a serious ailment” during 1951, 
L. J. Sorensen, general manager of 
the Deepfreeze Appliance Division, 
Motor Products Corp., predicted 
that 1952 could well be one of the 
most successful years in the indus- 
try’s history. 

Mr. Sorensen addressed Deep- 
freeze distributors at their annual 
conference in the Roosevelt Hotel, 
New York, Feb. 15, at which the 
company showed eight new 1952 
refrigerators and two new electric 
ranges. 

“There are already firm signs 
that the log jam of consumer re- 
luctance has begun to break up,” 
Mr. Sorensen said in prophesying 
that the upsurge of defense busi- 
ness would put more money into 
consumers’ pockets. He thinks ma- 
jor appliances will be one of the 
first industries favorably affected 
by the increasing buying power. 

“Manufacturers in our industry 
kept the assembly lines running full 
tilt last year in spite of ‘sticky’ 
sales conditions which might have 
dictated a slow-down,” Mr. Soren- 
sen pointed out. “Now we are mak- 
ing dents in this inventory, due 
largely to necessity buying by 
wholesale and _ retail merchants 
whose stocks have been substan- 
tially reduced in the past 30 days.” 

Mr. Sorensen said he is sure that 
much of the slow-up in last year’s 
major appliance buying was due to 
consumers who had over-extended 
their month-to-month budgets, and 
possibly their reserves, to buy new 
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homes and who decided to get along 
with obsolescent ranges, refrigera- 
tors and home freezers for a while 
longer. 

Mr. Sorensen said that Deep- 
freeze has sufficient supplies of raw 
materials to keep production going 
at a high rate for the rest of the 
first quarter and that materials ap- 
pear to be “quite plentiful” for the 
second quarter. 


19% of Gas Appliance 
Industry on Defense 
An industry-wide survey by the 


Gas Appliance Manufacturers As- | 
sociation showed that 19 pct of the | 
productive facilities of all com- | 


panies reporting to the organiza- 
tion 


is now devoted to defense | 


work, as against an almost neg- | 
ligible proportion of such activity | 


a year ago, reported Edward R. | 


Martin, director of marketing and 
research. 

Those manufacturers which have 
converted to war work, or which an- 
ticipate such conversion, Mr. Mar- 
tin said, on the average are employ- 
ing about 30 pct of their facilities 
in defense production. The survey 
showed that the larger companies, 


have been given the majority of | 


government contracts because of | 


their greater and more diversified 
facilities, 
feeling the pinch of materials al- 
location. 


Factory Vacuum Sales | 
Off 21% in January | 
| 


Factory sales of standard-size 
household vacuum cleaners in Janu- 
ary, amounted to 223,357 units, 
compared to 230,263 in December, | 


with the smaller ones | 





HERE’S WHY 


heoll 


SCREWS, BOLTS, NUTS 
WAYS EASIER TO MOVE 





ARE 


Easier to identify See how the label 


stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 


bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 


packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv- 


ery through convenient factory warchouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand”’ fasteners. 


Easier to sell Pheoll products are 


money makers because they’re easy to sell. 
They're fast movers. They repeat because they’re 
made to build your business. Our reputation is 
4 guarantee. 

‘null i amie: ———— 
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li business build 
i 1 SCREWS : - 
i T*Machine Ser ay 
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No matter how 
you slice it... 





Alibis won’t feed the kitty, or fill 
the cash register. And if you 
have to give your customers alibis 
instead of the particular brands of 
merchandise they want, it’s bad 
business all around. 


Impartial surveys show that among 
your own customers, the preference 
for makers’ brands is 8 to 1! They 
won't buy alibis, substitutes, “just as 
goods,” or whatever you call them. 


As brands mean satisfaction to 
your customers, they mean money 
to you. Well-known, advertised 
brands pre-sell your customers 
before they set foot in yuu: store. 


The prestige and reputation of these 
makers’ brands guarantee high 
standards of quality—assure fewer 
adjustments, markdowns, or com- 
plaints. And, of course, products so 
well known and trusted move 
faster, turn over and over to 
increase your profits. 


That’s why you make your business 
stronger when you keep the force 
of famous brand names behind your 
selling. Let your customers know 
they can get from you the brands 
they know and want. Why be 
content—or expect them to be 
content—with anything less? 


Give your customers what they ask 
for—it's bad business to substitute 








Brand = es | 
be? Ee 


INCORPORATED 
A non-profit educational foundation 
37 WEST 57 STREET, NEW YORK 19, N. Y. 
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or a decrease of 3 pct, according to 
industry - wide figures announced 
by C. G. Frantz, secretary-trea- 
surer of the Vacuum Cleaner Manu- 
facturers’ Association. 

Sales in January were down 20.9 
pte from 282,305 vacuum cleaners 
in January, 1951. 


New Electric Washer 
Has Water Heater 


Bendix division of the Avco 
Manufacturing Corp. has_ intro- 
duced a new electric washer which 
is equipped with a built-in water 
heater that raises the temperature 
of the water if it is too cool and 
maintains the temperature of satis- 
factorily hot water. This new 
tumbler-type washer is equipped 
with a copper rod immersion unit 
that heats the water from 10 to 
15 degrees if the water is as low as 
120 or 130 degrees. The heater 
maintains the heat at the higher 
temperatures. The heater, oper- 
ated by means of a dial, can be 
used on 110 volts, using 1,200 
watts. The price is $299.95. 


3.2% Sales Increase 
For Sears Last Year 


Sears, Roebuck & Co. had sales 
of $2,777,277,096 in the fiscal year 
ended Jan. 31, the highest in the 
company’s history. This was a 3.2 
pet rise over the total for the pre- 
vious fiscal year. However, the big 
mail order house and storé chain 
showed a drop of 11.1 pet in 
January sales. Comparison was 
with the 1951 month when sales 
were at the height of the buying 
scare and when they showed a 
47.4 pet rise over the same 1950 
month. 

January sales of leading mail 
order houses: and chain stores fol- 
low: 


1952 1951 %change 
Sears, Roebuck & Co. 
January $185,013,694 $208,087,502 —11.1 


12 months $2,777,277,096 $2,690,466,374 + 3.2 
Montgomery Ward 
January $63,912,212 $88,571,539 —27.8 
12 months $1,189,177,944 $1,258,125,266 — 5.5 
F. W. Woolworth & Co. 


January $43,284,738 $42,845,201 +1.0 
Butler Brothers 
January $8,241,943 $10,161,897 —18.9 
Western Auto Supply Co. 
January $9,365,000 $13,758,000 —31.9 





Paint Sales Topped Billion Mark for Fifth 
Year; Sales Increased 118% in Decade 


Paint sales totaled $1,181,009,- 
281 during 1951, a new high and 
topping a billion dollars for the 
fifth straight year, the National 
Paint, Varnish & Lacquer Associa- 
tion announced. This represented 
a 4.7 pet rise over 1950. 

Joseph F. Battley, president, 
said the figures were based on re- 
ports to the Census Bureau by con- 
cerns representing 87 pct of the in- 
dustry. On an adjusted basis, sales 
amounted to $1,397,481,932. 

The association stated that an- 
other record broken last year was 


that in 10 out of the 12 months, 
sales exceeded $100,000,000. Sales 
for trade sale products during 1950 
amounted to $616,947,488 and for 
industrial product finishes $454,- 
193,679. 

“The growth of the paint, var- 
nish and lacquer industry in the 
past decade is more clearly shown 
by a comparison of sales figures,” 
the association announcement con- 
tinued. “In 1941 sales were ap- 
proximately $555 million. The 1951 
sales represent an increase of 118 
pet.” 





Over 16 Million Fishing Licenses Bought 
Last Year; Michigan Leads California 


There were more fishemen on the 
banks of American streams last 
year than at any time in the past, 
judging by the number of fishing 
licenses issued by the states. 

There was a total license issuance 
of 16,026,699 in 1951, as compared 
to 15,337,758 in 1950, according to 
an annual report made by Albert 
M. Day, Director of the Fish and 
Wildlife Service. 

States which attracted’ the 
greatest number of out-of-state 
anglers were Wisconsin, with 282,- 


702 non-resident license sales; Min- 
nesota with 280,711; Michigan, 
with 268,902; Tennessee, with 189,- 
447, and Florida, with 106,691. 

In the number of licenses issued, 
Michigan again headed the list 
with 1,089,864. California, with 
981,326, yielded second place to 
Wisconsin with 1,029,355. 

Other leading states were: Min- 
nesota 954,768; Ohio, 892,470; Il- 
linois, 761,860; New York, 723,225; 
Missouri, 642,394; Tennessee, 639,- 
100; and Pennsylvania, 638,410. 
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Radio, Appliance Dealers’ Sales Dropped 
11 Pct Last Year From High in 1950 


Total sales last year of retail 
radio and appliance dealers 
amounted to $3,013,000,000, a 
$389,000,000 drop, or 11 pct, from 
the high set in 1950, estimates the 
Office of Business Economics. Sales 
in December were put at $299,000,- 
000, which represented a $35,000,- 
000, or 13 pct gain, over November 
but a $51,000,000, or 15 pct decline, 
from December, 1950. 

Sales of electrical goods whole- 
salers in 1951 were estimated at 
a record $5,545,000,000, a rise of 2 
pet, or $90,000,000, over the 1950 
level. December sales were put at 


$457,000,000, a drop of $29,000,- 
000, or 6 pet, from November, and 
$84,000,000, or 16 pct, under De- 
cember, 1950. 

Inventories at cost of electrical 
goods wholesalers at the end of De- 
cember amounted to $236,026,000, 
which was 38 pct above the level of 
a year earlier but down 6 pct from 
the previous month. In the case of 
appliances and specialties whole- 
salers inventories at the end of the 
year totaled $23,506,000, which 
was an 8 pet drop from the same 
time a year earlier and 11 pct un- 
der the November figure. 





New Promotions 


Notes on Current Merchandising Plans 


Disston Tools as gifts for men 
and boys will be the theme of a 
year-round promotion just an- 
nounced by Henry Disston & Sons, 
Inc., Philadelphia’s 111 - year - old 
manufacturer of saws, tools and 
special alloy steels. The campaign 
is based on the belief that hard- 
ware stores have been missing out 
on extremely important gift busi- 
ness. Surveys have shown that a 
surprisingly high percentage of 
men and boys prefer tools above 
all other possible gifts. Likewise, 
every man who is a householder has 
need for more and better tools. The 
year-’round campaign, with peaks 
at Father’s Day and Christmas, 
will open with large space, two- 
color advertisements in such con- 
sumer magazines as Saturday Eve- 
ning Post and Better Homes & 
Gardens, emphasizing the slogan— 
“Give Him a Lift with a Practical 
Gift.” 

A dealer’s kit contains a window 
poster, a counter display card with 
blow-up of the consumer advertise- 
ment, a small folder called a “gift 
guide tag-on” which is attached to 
the tool and suggests other Disston 
gift products; a special gift envel- 
ope for the Disston Saw, Tool and 
File Manual, and a supply of gift 
cards including some for specific 
occasions such as graduations, 
birthdays, and Father’s Day. The 
kit also contains mats, sample ra- 
dio commercials and publicity re- 
leases. 


General Electric’s plans _ for 
Spring merchandising and promo- 


tion of refrigerator sales will fea- 
ture a die-stamped 65-piece card- 
board giveaway, special window 
displays, and prizes to dealers for 
point-of-sale display effort, and 
sales volume. 

The giveaway consists of four 
heavy sheets of die-stamped card- 
board from which can be con- 
structed figures and settings to 
make up a complete wild west ro- 
deo. This kit will be given to any 
child who brings his mother or 
father into a retail store. Dealers 
will secure the kits in minimum lots 
of 100 from their distributors at 
a nominal price. To insure effec- 
tive window display, dealers will 
have their windows trimmed by a 
national display organization at a 
cost of $10 a dealer, where such 
service is available. Prizes of U. S. 
defense bonds will be awarded to 
dealers whose point-of-sale display 
effort is best integrated with the 
rodeo promotion. For sales volume, 
dealers will be awarded a 5-day ex- 
pense-paid vacation in Sun Valley, 
May 20-24. Dealers will receive 
refrigerator sales quotas for March 
and April of this year, and winners 
will be those with the highest quota 
realization for the two months. 


Westinghouse lamp bulbs are 
being backed by the largest adver- 
tising and promotional campaign in 
the company’s history, featured by 
a $25,000 bulb contest for con- 
sumers. There will be more than 
500 prizes, including a top cash 
award for $5,000. in the national 
competition which runs between 
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Gripper a 


Registered U. S. Pat. Offee 





GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, “ass., U.S.A. 
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April 21 and June 1. Entry blanks 
will be available to all consumers 
who make Westinghouse light bulb 
purchases totaling 42 cents or 
more, including Federal tax. Con- 
testants will identify four illus- 
trated houses, reproductions of fa- 
mous nursery rhyme _ buildings, 
then complete in 25 words or less 
the sentence, “A brightly lighted 
house is a happier place to live in 
because .. .” Daily papers in 37 
key cities, consumer magazines and 
Sunday supplements will carry the 
ads. To enlist full dealer coopera- 
tion a special display contest in 
which dealers will compete for 
$5,000 worth of prizes will be run 
from April 21 to June 16. 


Vertagreen plant food is being 
backed by a Spring advertising 
campaign, which is the largest in 
the product’s history, according to 
Armour Fertilizer Works, Atlanta, 
Ga. Advertisements in four-color 
pages and two-color space in lead- 
ing consumer, service and garden 
magazines will feature a new sell- 
ing theme “Energized Vertagreen,” 
tied-in with a big, red rose. Exten- 
sive use will be made of news- 
papers in local markets. New win- 
dow displays, two-color streamers, 
mats, and direction folders are 
available to dealers. 


Kyanize Clingcote Scrubable- 
Flat, a new oil base paint, made 
with an alkyl resin, will be pro- 
moted in national consumer maga- 
zines, including Life, Better Homes 
& Gardens and American Home. A 
set of tie-in display materials is 
being furnished to dealers for a 
national promotion, May 5 to 24. 


Kentile’s 12-month advertising 
schedule will use $4 national con- 
sumer magazines, trade publica- 
tions and 88 Sunday newspaper 
supplements to carry 260 adver- 
tisements. Kentile, Inc., with plants 
in Brooklyn and Chicago, claims to 
be the largest manufacturer of 
asphalt tile flooring. 


Retail Failures 
Decrease in Number 


Failures among retailers in the 
holiday week of Feb. 14 dropped to 
60 from 71 in the previous week, 
Dun & Bradstreet, Inc. reported. 
There was an increase in failures 
among concerns with liabilities un- 
der $5,000. These rose to 27 from 
23 in the previous week but they 
were well below the 47 in the same 
1951 period. 


Yale Shows How It 
Uses Alternate Metals 


Yale & Towne Mfg. Co. at the 
Home Builders Show, in Chicago, 
showed by a product display how 
it is using alternate metals in the 
manufacture of locks and builders’ 
hardware brought about by CMP 
limitations of critical materials. 

Leo J. Pantas, general manager 
of the Stamford Division of Yale 
& Towne, stated “builders and 
consumers will have to recognize 
that the builders’ locks and hard- 
ware industry has an inadequate 
allocation of brass to meet the re- 
quirements of the 1952 building 
market. 

“Yale & Towne will continue to 
produce brass locks and hardware 
in the fullest capacity allowed 
under the CMP allocations. To 
maintain sufficient volume, how- 
ever, to meet the needs of our 
customers, we are producing sev- 
eral items formerly made of brass 
out of alternate materials,” he 
continued. 

Yale products on display at the 
show that are now being produced 
in alternate materials include 
tubular locks for application on 
inside doors, which are made of 
brass finished steel instead of 
solid brass; some miscellaneous 
hardware products for doors and 
windows, formerly made of brass 
and now made in brass finished 
cast iron and steel; and the widely 
used Yale “Airliner” screen door 
closer, fabricated out of steel in- 
stead of brass. 


Metaloid Produced 
6 Million Stove Pads 


Ben Bronstein, president of 
Metaloid Co., announced that his 
company increased its output of 
stove pads to 6,000,000 last year. 
Entering the utility table and stool 
manufacture two years ago, 
Metaloid added a second plant, and 
Mr. Bronstein stated that if allo- 
cations of steel should be liberal- 
ized, 1952 production would be 
raised and another plant would be 
added. 


Odorless Spar Varnish 


An odorless varnish for use on 
interior and exterior surfaces has 
been put on the market by Key- 
stone Paint & Varnish Corp., 
Brooklyn, N. Y., under the name of 
Keystone Odorless Spar Varnish. 
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Home Freezers Have 
Biggest Potential 


With the market for refriger- 
ators apparently saturated, the 
home refrigeration industry in the 
future will put more stress on 
home freezer output, said M. U. 
Keeler, general manager of the 
refrigeration division of Interna- 
tional Harvester Co., in an inter- 
view in connection with the show- 
ing of the company’s new 1952 
line of refrigerators. 

Mr. Keeler believed that sales 
of refrigerators in coming years 
will be restricted largely to trade- 
ins and that home freezers offer 
the best sales opportunities, so far 
as new markets are concerned. 
He pointed out that it is estimated 
there is an annual market for 
4,000,000 refrigerators while the 
industry’s capacity is 7,000,000. 

Despite material controls limit- 
ing appliance output to about 70 
pet of 1951 production, he said 
the current market is intensely 
competitive. This, he explained, is 
due to large inventories in the 
hands of dealers, distributors and 
manufacturers. 

International Harvester he said, 
plans building 225,000 refrigera- 
tion units in 1952, compared with 
330,000 in 1951. Of the overall 
total, 100,000 will represent home 
freezers. 


Factory Washer Sales 
Fell 23% in 1951 


Factory sales of standard-size 
household washers in 1951 totalled 
3,301,123 units, compared to 4,289,- 
931 in 1950, or a decrease of 23 
pet, according to industry-wide 
figures announced here today by 
the American Home Laundry Man- 
ufacturers’ Association. 

Sales of tumbler dryers aggre- 
gated 486,764 units, up 52.8 pct 
over 318,488 in 1950. Ironers sold 
last year totalled 277,700 units, a 
decrease of 32.1 pct from sales 
aggregating 409,200 in 1950. 


Sears Piles Up Sales 
Record For Year 


Sears, Roebuck & Co. achieved 
a record annual sales volume last 
year with $2,772,277,096 for the 
twelve months, hitting 3.2 pct over 
1950. January sales were $185,- 
013,694, a decline of 11.1 pet from 
the same month a year ago. 








Aly Aboard / 


For the complete line of 
~ 


GAS SPACE HEATERS 


Pull in Sales * Satisfy Customers 


8 Fully Vented Heaters | 22 Unvented Heaters 
Attractive and sturdy Built to serve and last 
15,000 BTP to 85,000 BTU [ 10,000 BTU to 50,000 BTU 


All Martin Heaters AGA approved for 
natural, liquified and manufactured gases. 





ium 
vu 


Write your jobber or direct 
for complete catalog. 


MARTIN STAMPING & STOVE CO., Huntsvitie, Ala. 












——"Selling is Our Business” 
@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house- 
wares and hardware mannfac- 
turers. 

Inquiries solicited regarding 
additional lines. 


SALES 
SAM WEISMAN chaanization 
200 Fifth Ave., New York 10, N. Y. 
_—=—== Direct Factory Representatives ———— 


CHROME 
NIPPLES 
Vf," to 4" sizes 
Vg" and !/2" sizes 
packed 12 to a box 
Write for catalog 


PITTSBURGH NIPPLE WORKS, inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
7h 














MEET HANSER'S HUSTLERS! | 








(Resume reading on page 15) 
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35 top-notch salesmen concen 
trated in a rich sales territory 
.«% result-producers 

ing directly for you, giving you 

jete Coverage in: 

NEW ENGLAND STATES; NEW 
YORK (Incl. Metropolitan area); 
NEW JERSEY; PENNSYLVANIA; 






Bewildered ?? 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 


Slides Paint Off 
sr ge gn Like Butter! 


is another reason why yy =-™ 
HARDWARE AGE is : A. 
the No. 1 choice of hard- — 

Bog Cream Remever ° Cannet 


ware dealers through- pA Lt i. oe 
out the nation. | Write for full information, price list. 


Arlington, Va.) 
The HARRY HANSER 
ORGANIZATION 
Manufacturers Representatives 
1841 Broadway, New York 23, N.Y. 




















GILLESPIE VARNISH CO., 131 Dey St., Jersey City, N. 3. 
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Fam MARSHALLTOWN 


(MARSHALLTOWN) 
~~ 


MARSHALLTOWN TROWEL COMPANY 





TROWELS 


MARSHALLTOWN, IOWA 











BEST QUALITY MAIL BOX ON TODAY'S MARKET 





MAILMASTER 


The Last Word in Mail Box Beauty 
and Utility 


THE MAILMASTER has CLASS, DIGNITY, 
BEAUTY and CHARM, with a finish which 
harmonizes with any front door trim modestly 
adding richness to front door appearance. 


IT HAS SO MANY FEATURES 
Extra heavy. 
Top hi door that is always closed. 
Large thoroughly protected letter slot. 
inside wire retainer prevents mail from 
falling out when door is opened. 
* N per and package holder of 
abundant size. 
Cylinder type lock and key. 
Name piate slot. 
22 gauge steel. 


AVAILABLE IN FIVE FINISHES 








Write today for literature and price list 
on the ''Fulton Line’ 


PATENT NOVELTY CO. 


Dept. HA Fulton, lil. 





NEW! 42c¢-/yze Leads 
BEAD CHAIN® 
Suweling Tackles 


Two new leads — 1% oz. for SPINNING, 1!4 oz. for lake trolling and salt 







water fishing. They combine the advantages of a keel with multiple swiveling 
action of Bead Chain, prevent fun-spoiling kinks and twists. 

Order these and other rustproof Bead Chain Swivels, Leads, Spinners and 
leaders now — from your jobber, or write: Sales Agents ASHAWAY, INC., 
Ashoway, R. |. Product of THE BEAD CHAIN MFG. CO., 95 Mountain 
Grove St., Bridgeport 5, Conn. 






















2 HANDLE LENGTHS 
840L—36” 840—814,” 


Your customers can wash 
cars, trucks, boats, storms 
and screens, floors and a 
complete house—or any- 
thing where you want a 
steady stream of water to 
rinse as you wash as you 
clean. 


FLOUR CITY BRUSH CO. 


1501 4th Ave., S., Minneapolis, Mina. 


PACIFIC COAST BRUSH CO. 


1507 Santa Fe Ave. 


AUTOWASH 
PROFITS 
$17.76 


on 12—36” 
HANDLE BRUSHES 








Los Angeles, Calif. 














17,140 MAJOR RETAIL HARDWARE DEALERS WHOSE 
SALES EXCEED $30,000.00 ANNUALLY 

4,629 INTERMEDIATE RETAIL HARDWARE DEALERS 
WHOSE SALES ARE BETWEEN $20,000.00 AND $30,000.00 

19,269 MINOR RETAIL HARDWARE DEALERS WHOSE 
SALES ARE LESS THAN $20,000.00 

5,100 OUTSTANDING MAJOR HARDWARE DEALERS 
WHOSE SALES EXCEED $50,000.00 ANNUALLY 

547 GENERAL HARDWARE WHOLESALERS 


100 EAST 42nd STREET 





FOR 1952—USE THE 
Hardware Age Direct Mail Addressing & Mailing Service 


It Will Assure You Maximum Success at Minimum Cost Contacting by Mail the Following Lists: 


THESE LISTS ARE CORRECTED RIGHT UP TO THE MINUTE WE ADDRESS YOUR MAILING. 
OBVIOUSLY AN ADVANTAGE OF OUTSTANDING VALUE TO YOUR DIRECT MAIL SALES PROMOTION 


WRITE FOR DETAILS 
HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPARTMENT 


135 WHOLESALE HEAVY HARDWARE WHOLESALERS 
109 HARDWARE WHOLESALERS IN CANADA 

2,004 INDUSTRIAL SUPPLY DISTRIBUTORS IN JU. S. 

151 INDUSTRIAL SUPPLY DISTRIBUTORS IN CANADA 
11,460 LUMBER YARDS 


882 DEPARTMENT STORES HANDLING HARDWARE AND 
HOUSE FURNISHINGS 


NEW YORK 17, N. Y. 
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BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 





See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1315 w. Congress St., Chicago 7 


ren at ~~ lean KLEEN- swe) ‘ 


Portable Point Sprayers An Improved DUST PAN P= 
Portable Polishers & Sanders to Lighten Household Chores 


Fractional H.P. Motors Not stractive f 
See your jobber or write direct ote these attractive features... 
® Long handle, with loop on end 


PO RTABLE ELE CTRIC TO OL S$, Inc. for easy hanging—eliminates 

332 West 83rd Street, Chicago 20, Ill. stooping. 

In C 9 Danforth Rd., Toronto 13, Ont © Improved corrugated lip pro- 
vides better contact with floor 
and eliminates tendency to 
lose rigidity. 






























® Made of 26 gauge rustproof, 
galvanized steel; handle of 


e 3 
gi,” We 5 Builders twisted galvanized wire. 
“a ON . ® Finished in baked-on enamel 
wah A Hardware in red, yellow and green. 




















nd a . Your trade will appreciate the ad ges of buying hard- | See your jobber salesman, 

any- Modern designs ware that has proved its built-in quality features in actual | WRITE DEPT. HA-9 
nt a q 3 ] service tests. « Over fifty years of manufacturing experi- FOR FREE CATALOG 

‘ g Finest basic materials ence qualifies these products for the fine prestige they have 

Pr to acquired for efficient, dependability. « Specify National for 

you 8 Precision construction every building project, a compl 

line for serving practically every \ 

0 g Long, smooth operational life building need. « Send for com- Vere 
Mi F plete catalog or illustrated wall ne ; 
Mina. i i ini chart—they're great selling aids. as na ‘ 

C0 Attractive, protective finishes 9 9 KF. DKEES MEG. CO. 


(y- aces Serlng BEATIICE. NEBRASKA. 
National, MANUFACTURING COMPANY 


Illinois 


= MANES LEVELS 
— wo WOOD De. 
S3aNe ORIGINATED 1896 


\\ See AND ALUMINUM AND ALUMINUM “=n 
; MAYES GUARANTEES ACCURACY, SERVICE 
Rom YOUR DEALER *AND DURABILITY >= rate ee 


s navestoors (MAYES BROS.TOOL MANUFACTURING CO..Inc. Port Austin MicH. 
























LC 

i. % » : 7 

=A tried it 

22 Have you eae ae MIDWAY AUGER BITS 

ees hold size rolls of famous ‘“ 

‘ KP Satan cet ine preferred by all who want 
D 4 come in mighty the best’’ 

Mee) «handy around a home. 
———ver at ewe] Maybe that’s why HOME WORKSHOP BIT-KIT 
retailers are reporting (No. 50-6) 


———— 184 ta ents 
TRU ‘TEST — = ~] brisk turnover . . . in 
GANTAM . = Izy creasing demand. 


Packed 12 rolls toa 


~ ROLLS display carton... 
SS 


4/16”, 5/16”, 6/16” 
8/16’’, 10/16”, 12/16” 


—— 


Factory and Sales Office 
MELVIN, OHIO = A-50s7 


6 BITS 


retail for 25c. 
Available in 1 to 3 





inch widths. 
Try it soon. 


SES 
y Check with 3 5) =) 
ss your wholesaler . Ay mid.by TAPE Inc., 
a i i : Green Bay, Wis. 


today or write us direct. 
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Classified Opportunities Section 





CLASSIFIED ADVERTISING RATES 


Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additionol word.......... 10 


Positions Wanted 
(Special Rate) set soiid, maximum, 


MD. cerghantuens véekies sive wtbeodde 
re “ 


ch additional word .......... 


Allow Seven Words for Keyed Address 
or Your Address 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not acce 5 
Address your correspondence and repi to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Sampies of merchandise, iiterature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 

HARDWARE AGE is published other 
Thursday. Classified forms close ib dey: 
prior to publication date. 


Remittance must accompany order in form 
ee 














Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








OPENINGS FOR 
GOOD SALESMEN 
AND AGENTS 


Famed Trimo Tools 


Offer Opportunity 


Some excellent territories are now open 
in connection with our program of ex- 
pansion of the Trimont production and 
sales organization. Good hardware or 
industrial supplies salesmen and well 
established manufacturers’ agents will 
see opportunity in the long famous line 
of Trimo Pipe Wrenches and other tools. 


TRIMONT MFG. CO. 


(Div. of Aetna Industrial Corp.) 
Roxbury 19, Mass. 








NATIONALLY KNOWN 
LOCK LINE AVAILABLE 


in several choice territories to men with these 

qualifications: 

|. Builders Hardware selling experience to 
WHOLESALE HARDWARE & CONTRACT 
BUILDERS HARDWARE DEALERS. 

2. Executive-type salesman with proved record, 
capable of selling large volume buyers. 
This is rare opportunity to represent well- 
established manufacturer of finest quality cyl- 
indrical door locks in the low price range. 
Line is immediately recognized and accepted. 
Generous commission assures high earnings to 
top-notch producer. Give full particulars on 
sales experience and complete business back- 

ground in first letter. Confidential. 
Address Box A-503, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SIDELINE SALESMEN 


WITH ESTABLISHED FOLLOWING AMONG 
D E Y T 


O-MATIC (THE REVOLVING BRUSH). LIBERAL 
COMMISSION. PROTECTED TERRITORY. AD- 
VISE TERRITORY DESIRED. 

MELAIRE DISTRIBUTING COMPANY 
420 Lexington A New York 17, N. Y. 





One of America’s largest wholesalers 


SUPPLEE-BIDDLE-STELTZ CO. 
4231 N. 5th St. Philadelphia, Penna. 


are in an expanding sales program. Will 
have opportunities for experienced hard- 
ware, houseware, toys, sporting goods 
salesmen to sell practically every nation- 
ally known produce in this type of busi- 
ness. This is an excellent opportunity to 
connect with the fastest wholesaler in the 
east. State age and all about yourself 
in first reply. Drawing account against 
commission. 














MANUFACTURERS REPRESENTATIVE 
WANTED 


A Chicago manufacturer with a 
quality line of products for the 
hardware field would like the ser- 
vices of a manufacturers repre- 
sentative who is acquainted with 
hardware jobbers and hardware 
retailers and has a successful sell- 


ing record. 


Address Box A-515, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











274 











MANUFACTURERS’ AGENTS 


To sell New, Patented Hook for hanging Draw Cur- 
tains. Item is a Revolutionary Invention and sells 
easily to Hardware, Chain and Department Stores, 
also Jobbers. Nationally Advertised, Beautifully Pack- 
aged, Fast Repeat Volume Sales. Virgin territories 
open. Liberal Commission basis. Write fully to Kensing- 
ton Advertising, 137 Kneeland St., Boston 11, Mass. 











SALESMEN WANTED 


Calling on Hardware Trade to carry Side 
Line Item .. . light sample. Protected 
territory. Full commission on re-orders. 


CAMCO SERVICE CO. 


1679 Milwaukee Ave., Chicago 47, Illinois 








MANUFACTURERS’ REPRESENTATIVES 
WANTED. MIRACLE GRO, the hottest mail or- 
der item in the garden field last year, is now 
ready for distribution through dealers. We are 
looking for live wire organizations or individuals 
who can do a job. Must call on hardware, garden 
supply seedsmen and similar trade. Large volume 
anticipated, Close to $250,000 will be spent on ad- 
vertising this year. All territories open. Write, 
iving details to Bob Deutsch, STERN’S GAR- 

EN PRODUCTS, INC., 9 East 40th Street, 
New York City 16, N. Y. 





SALESMEN HAVING ESTABLISHED 
FOLLOWING AMONG Hardware and Sporting 
Goods Stores, to sell as side line, sport caps, base- 
ball caps, fishing and hunting caps, 10% commis. 
sion. Small compact line for immediate and fall 
delivery now ready. State experience, reference 
and territory covered in first letter. CINCINNATI 
HAT & CAP CO., 224 East 8th St., Cincinnati 2, 


Ohio. 








MANUFACTURERS’ AGENTS, COVERING 
HARDWARE TRADE and portable tool outlets 
needed for popular, well promoted line of high 
quality circular saw blades. Western Saw Manu- 
facturers, Inc., 1840 W. Washington Blvd., Los 
Angeles 7, Calif. 





MANUFACTURER OF PROP PAINT MIX- 
ERS, advertised this issue, appointing established 
agents in protected territories to call on hardware, 
variety and paint store jobbers. Complete program 
backs this extraordinary tool. Outline territory 
plus usual information we should have. Address 
Marien Metal Products Company, 1220 East Nine 
Mile Road, Hazel Park, Michigan. 





MANUFACTURERS REPRESENTATIVES 
WANTED BY OLD and established manufac- 
turer of sheep, grass and hedge shears. Formerly 
selling on a direct basis, now opening territories 
over U. S. and Canada. Established represen 
tatives with strong jobber and chain connections 
only. Give complete details in first letter. Ad- 
dress Box A-512, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 





SALESMAN WHO CALLS ON HARDP- 
WARE STORES and building supply houses for 
state of Pennsylvania by manufacturer of. hinges 
and miscellaneous Builders Hardware. Commis- 
sion basis. Address Box A-510, care of Harp- 
ware AcE, 100 East 42nd Street, New York 1/7, 
N. Y. 








SALESMEN WANTED 


FULL TIME OR SIDE LINE, TO SELL LEAD- 
ING LINES OF HARDWARE AND HAND 
TOOLS. MUST HAVE EXPERIENCE AND 
FOLLOWING. LIBERAL COMMISSIONS. PRO- 
TECTED TERRITORIES. WRITE TODAY! 


ATLAS WEST CORP. 
62 WARREN STREET NEW YORK 7, N. Y. 














HARDWARE AND PAINT JOBBERS TO 
SELL our fast moving tube colors in oil. Attrac- 
tive proposition. Choice territories open. National 


PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New York 
firm. Sell to hardware stores and plumbing con- 
tractors. Choice (protected) territories open, 
commission. Replies confidential. Address Box 
A-511, care of Harpware AcE, 100 East 42nd 
Street, New York 17, N. Y. 





WANTED: HARDWARE PAINT WHOLE- 
SALERS to market “MR. BLISTER” the finest 
electric paint remover. Improved design, fully 
tested, precisely made by skilled tool and die 
makers. Retails at $10.95. Write The B & L 





v2 orks, 533 Kingston Ave., Brooklyn, New 
vork, 


Tool & Machine Co., Plainville, Conn. See our 
ad, Page 265 this issue. 
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Representatives Wanted 


Accounts Wanted 


Help Wanted 





SCREW payee AND NOVELTY HARD.- 
WARE. LEADING manufacturer of fastest 
selling line ae men used to earning five fig- 
ures. Call on jobbers, diversitied wholesalers, 
promotional trades, chains. Must be thoroughly 
experienced, alert, very aggressive. Territories: 
New England, Nebraska, hio, Indiana, Kansas, 
Arkansas, Mississippi, Missouri, North Carolina, 
South Carolina, Georgia, Alabama, Louisiana. 
Commission basis, draw if necessary. Unusual 
opportunity for high earnings. Address Box A- 
513, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account — good 
commissions. Will also consider side line man cr 
manufacturers’ agents. Address Box A-463, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 





WANTED: REPRESENTATIVE FOR NA- 
TIONALLY ADVERTISED Wood and Metal 
cutting Circular Saw Blades. Must have ex- 

ience in selling Circular Saws to Industrial 

upply Trade. State experience in reply. Open 
territories New Englarei, New York metropolitan 
area, California and Southeastern states. Ad- 
dress Box A-471, care of Harpwarz Acer, 100 
East 42nd Street, New York 17, N. Y. 





WELL KNOWN QUALITY CUTLERY 
MANUFACTURER needs salesmen to _ cover 
New England States. Territory well established. 
Must have own car. Address Box A-486, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 





Accounts Wanted 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

: Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 











_MANUFACTURERS DIRECT REPRE. 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to. work 
on straight commission, Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
ie mgd Ace, 100 East 42nd Street, New York 








REPRESENTATIVE, 
New Orleans resident. Now traveling territory 
450 miles radius of New Orleans. Desire une 
strong line for sale to one of the following type 
jobbers, Hardware, Mill Supply, Marine Supply, 
or Automotive. Constant coverage. J. Preston 
Perilloux, Jr., 529 Iberville Street, New Or- 
leans 16, La. 


MANUFACTURERS’ 


SKA, WASHINGTON, OREGON, 
Ww PSTERN IDAHO AND MONTANA. Wanted: 
one additional manufacturer’s line hardware, 
sporting goods or paint supplies sold through 
jobbers. We guarantee to increase sales in this 
territory on any line we accept that is now sold 
through agency covering larger territory. Estab- 
lished 25 years. North Coast Sales Co. 911 
N. Hoyt Street, Portland 9, Oregon. 





MANUFACTURERS REPRESENTATIVE, 
ESTABLISHED CONTACT HARDWARE and 
paint jobbers, large retail outlets, lumber yards 
in New York and New Jersey, seeks one more 
top line. Address Box A-514, care of HARDWARE 
Ace, 100 East 42nd Street, New York i i | 


MANUFACTURERS’ REPRESENTATIVE, 
LONG ESTABLISHED, PERSONALLY con- 
tacting Hardware Jobbers and Mill Supply Dis- 
tributors in the states of Delaware, Maryland, 
District of Columbia and Virginia every 90 days, 
seeks additional lines. Address Box A-508, care of 
eh A Ace, 100 East 42nd Street, New York 
7, Be 











HARDWORKING SALESMAN 


financially responsible, will give his persevering 
attention to the sale of lines of real merit, on 
straight commission basis. Need medium and 
high grade hand tools, builders hardware and 
cutlery. You bill the big ones; I'll carry the 
small fry. 


CHARLES MARTIN ROTH 


105 West 74th Street New York 23, N. Y. 

















MANUFACTURERS’ REPRESENTATIVE 


16 years experience on road, could use addi- 
tional exclusive hardware line in Eastern Penn- 
sylvania, Metropolitan North Jersey and Hud- 
son River area of New York. 


Address Box A-504, care of HARDWARE AGE 
100 East 42nd Street, New York i7, N. Y. 














MANUFACTURERS’ REPRESENTATIVES 
OFFERING ESTABLISHED, SYSTEMATIC, 
personal contacts of two men covering Hardware 
and Electrical jobbers in eastern Pennsylvania 
Delaware, Maryland, Southern New Jersey —~ 
Washington. We have two strong, nationally sold 
lines at present and can handie one additional 
major line only. Address Box A-507, care of 
ee Ace, 100 East 42nd Street, New York 


“t. 


HARDWARE AGE, MARCH 6, 1952 


MANUFACTURER'S BAPRSerRT ATIVE, 
ESTABLISHED AND WELL OWN, cover- 
ing the New England States for “a years selling 
the jobber and retail hardware trade, desires one 
good line having volume potential from manufac- 
turer only looking for hardware-garden supplies 
or houseware line. Address Box A-502, care of 
e.g Ace, 100 East 42nd Street, New York 
ay; 3 


NEW YORK CITY SALES REPRESENTA 
TIVE, selling such concerns as H. L. Green Co., 
S. S. Kresge, McCrory Co., G. C. Murphy Co., 
Fisher Beer Co., W. T. Grant Co., Kress Co., 
J. J. Newberry and others, would like to repre- 
sent a reliable manufacturer. Can give all of his 
time to a good line. References. Address Box 
A-505, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 





ESTABLISHED SAN FRANCISCO BAY 
AREA manufacturers’ representative wants addi- 
tional line. Thorough coverage of territory by con- 
stant calls on Builders’ Hardware Accounts, 
Hardware Jobbers and Lumber Yards. Builders’ 
Hardware or related line preferred. Have good 
clientele. Address Box A-506, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 





FLORIDA. ESTABLISHED MANUFAC- 
TURERS’ REPRESENTATIVE WITH large 
following can handle two additional lines going 
to hardware, building material and/or paint job- 
bers and large retailers. Intensive and frequent 
coverage assured. Only good lines direct from 
manufacturers with exclusive sales rights will 
be considered. Address Box A-509, care of 





hea AcE, 100 East 42nd Street, New York 
17 








BUYER, HARDWARE DEPARTMENTS 


Southern California department store. Tools, 
builders hardware, household utensils, traffic 
appliances, miscellaneous departments. Volume 


500,000. Furnish full employment history, age, 
affiliations, salary range expectation. 


Address Box A-501, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











HARDWARE SALESMEN AND/OR MANU- 


FACTURERS’ AGENTS. _ Experienced only; 
own car. Good following Industrial, Woodwork- 
ing and Furniture Manufacturing. Wonderful 


opportunity with well known New York manufac- 
turer and wholesale jobber, Protected territories. 
Write in full detail. Address Box A-401, care of 
nT Ace, 100 East 42nd Street, New York 
1 ° 





Business Opportunities 








WANTED 


5,000 to 10,000 
BATHROOM SCALES 


and other articles suitable for 
premium deals. 


NOVA INDUSTRIES REG'D 


1137 Union Avenue, Montreal, Canada 














MERCHANDISE FOR SALE 


1600 inside door locks and latches of relia- 
ble manufacture, bore-in type, wrought 
brass knobs and roses, no die-cast parts. 
About 1100 sets in polished brass, balance 
polished chromium. Priced for quick sale. 


Address Box A-500, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











FLOOR SANDERS; AMERICAN LIGHT 
EIGHT (140 lbs.) and Model A—7” edging 
machine. Accessories included. Also 75 sheets 
and 300 discs assorted grits abrasives. Above 
package deal only $195.00. Abrasives alone 1e- 
tail over $100.00. Get into profitable rental 
business with these rebuilt guaranteed machines. 
Order from this ad. Return for refund if_dis- 
satisfied. Barnes Supply Company. 3323 Sum- 
mit, Kansas City 2, Mo. 
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Fast becoming the 
greatest name in 
pruning shears... 


CORONA 


WHY DON'T YOU WRITE FOR DETAILS? 








CORONA CLIPPER CO. 


CORONA, CALIF. 




















HIGH QUALITY 
HAND TOOLS 


Sharp cutting edges, 
accurate sizing, smooth 
action... 's what 
you and your po Pronaell 
jet when you sell long- 
ived GREENLEE tab. 


















Write for tree 
GREENLEE 

Hand Tool Quick 
Reference File 


piele/E-Rie) Ma 7 as) 11, | 


GREENLEE 





GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





Cleans Wallpaper — Painted Walls 


AMAZING INVENTION. Banishes old- 
style housecleaning mess and muss. 
No rags—no sticky “dough’—no red, swollen hands. No 
more dangerous stepladders. Literally erases dirt like 
magic from Wallpaper, Painted Walls, Ceilings, Window 
Shades. Ends drudgery! Housewives wild about it! 
DEALERS: Write at once for our low wholesale prices, 
sample, details, etc. SEND TODAY! 


KRISTEE PRODUCTS CO., Dept. 2552, Akron 8, Ohio 






















A New Profit Maker 
for Your Paint Department 


PROTEXE AA PAINT Rush 


CONDITIONER 


A tried and proven product, nationally advertised. 
Softens hard as rock brushes, keeps brushes ready 
for use. Brushes do not hang in liquid, works on 
vapor >. Sold on money back guarantee. 
Label designed to do all selling for you. Generous 


profit margin. 
Send for full information today. $1 45 
WISCONSIN LABORATORIES, INC. 


Sample unit sent post paid. 
2138 N. Third St. Milwaukee 12, Wis. 


-ROPEXE? 














276 








| A 
| Advance Pump Co. . 255 
Aladdin Industries, Inc. .......... 30 
Aluminum Goods Mfg. Co. ...... 2 
American Crayon Co. ... . 196 
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Armstrong Bros. Tool Co. . 266 
Re BU BG. nk nse cssicvese 16 
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| B & L Tool & Machine Co., The 265 
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| Buffalo Bolt Co. ... 197 
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| c 
Camillus Cutlery Co. 207 
Cedarberg Mfg. Co. 220 
Central Screw Co. . 17 
Central States Paper & See Co. 48 
Century Plastic Prods. Inc. ... 66 
Chair-Loc Company ............. 270 
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_ 2 Seen Peers . 243 
Champion deArment Tool Co. ... 169 
Chi-Namel Paint & Varnish Co. 110 
Chicago Die Casting Mfg. Co. ... 22 
Chicago Roller Skate Co., 
155, 156-157, 158, 278 
Chicago Screw Co. didte«: See ae 
| Clark Mfg. Co., J. L. . 253 
Clark Co., Robert H. 278 
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Coburn Products Div. ............ 185 
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Columbian Rope Co. ............ 23 
Columbian Vise & Mfg. Co.... 278 
Continental Scale Corp. ...... .. 186 
Cooper Oven Thermometer Co. 257 
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“Park” things where 
you want them... 
EASILY! 








Now with ‘silent salesman’ 
play card attached for f 
profitable sales. Holds 6 articles. 
Adjusts 7, 2 ji . to any size up 
to lips are nickel 
e, beat 15” long, %” 
thick. Ready to hang! 

©@ Shops © Kitchens 
© Cupboards @ Closets © Etc. 


FINGER GRIP 
ADJUSTABLE 
CLIP 
HOLDERS 


See your Jobber 


ARTHUR I. PLATT & CO. 
FAIRFIELD, CONNECTICUT 








WOODENWARE 
INTRODUCING AN EXCITING 
NEW WAY TO SERVE 





A handy skillet-server of 
Northern maple. Hand 
glossed and decorated by 
our talented artists with 
clever Potato Chip motif. 
Also available in Popcorn, 
Pretzel, Ivy and Apple 
design. 
















DIFFERENT 


Send for our colorful catalog 
SIZES! 


0 
mae 


I UNITED BINGCULAR & e a, Ay 
United Bidg., 9048 8. » Chicage 20 
Rush Catalog, bargain aan d priees. Data on 
UNITED Guarantee and Seal of Quality. 












Sees Jo, Sc cduchadvest :ensieassnoeeeds i 
EEE 5 css .ocdsdsvetecsusssedusasssetsope ‘ 
a ZONE....STATE.......+ f 


of V7\Releli 
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NEW REMOVABLE TRAY 


TACKLE BOX 


+ 4 tray removable 
Mas cork me 
fra partitions—snap-shut 







+ pon ‘has these sensational 
features— 
Deep-drawn one piece seam- 
less steel. 
Continuous piano hinge, side 
bolts and center k. 
Two trays, cork-lined with adjust- 
able partitions. 

Size 21” x 7¥e” x 7”%—also in 16”. 


SIMONSEN INDUSTRIES 


1410 S. Michigon Avenue, Chicoge 5, 212RDSC 
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w= 6 — 6 — 255 
LYUMBIAN - 
THE COLUMBIAN VISE & MFG. CO Soo 


CLEVELAND 4, OHIO 


sold by leading wholesalers 








The only reel with fixed drum 
for both casting and reeling-in: 








Since 1912—the leading || = SPINNING REEL 


ORDER FROM YOUR JOBBER 


source of top quality SPECIALTY IMPORTERS, INC.. 11 WEST 42ND ST. N.Y. 











» BASEBALLS 
- SOFTBALLS | , 
- PLAYGROUND BALLS “CHICAGGQ” 


ROLLER SKATES 


Write for Catalog 


Tober Baseball Mfg. Co., Inc. | (olen hort 


PAGES 155 - 156-157 - 158 























‘Chard EXPANSIVE BIT 


FOR HARD OR SOFT WOOD FOR METAL, WOOD, PLASTICS 
Cuts easier — simplified design, no blade-slippage. Chrome One Clark Adjustable Hole Cutter replaces several fixed 


diameter cutters. High speed steel blade cuts clean, fast 
venaiiem steel tades, all checmed body. Quick, socteete holes, Fits drill press, portable drill or hand brace. Easily 


adjustment; self-clearing lead screw. No. 250: %’-1%", set for any diameter. No. 100: %”-14%”. retails $2.95; No. 101: 
retails $1.89; No. 251: %’-3”, retails $2.19. Guaranteed. 1-2", retails $3.95. Guaranteed. 
$4 NATIONALLY ADVERTISED © SEE YOUR JOBBER OR WRITE DEPT. HA-3 
ROBERT H. CLARK COMPANY, Beverly Hills, California © of Fine ion Cutting 


= DOMES OF SILENCE = 


SELL ON SIGHT when these attention-compelling con- 

tainers, box or card are er on counters. Genuine DOMES 

One set on « Card. OF SILEN glide softly, silently, smoothly 

— over all flooring; saves floors and furniture For 

Wye Me Me" years the favorite with houseowners and furniture 
manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 
ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 


HARDWARE AGE, MARCH 6, 1952! 
































